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‘00 Stocks Top 800,000 
For 3rd Straight Month 


Lower July Sales 
Up Supply 


Dealers Expect to Pare 
Near-Record Backlogs 


By Rebert M. Lienert 
Associate Editor 
UPPLIES of new cars, topheavy 
all summer, have edged even 
higher to 823,262 units, AUTOMOTIVE 
_News’ monthly survey disclosed 
last week. 

At current sales rates, this 
stock of cars would keep dealers 
supplied six to seven weeks with- 
eut further factory shipments. 

' Dealers in some lines are expected 
to have as long as 10 weeks be- 
tween the end of 1955-model ship- 
ments and the beginning of 1956 
model sales, although the average 
is due to be about five weeks. 


During part of that period, the 
' makers will be stocking dealers 
_ with 1956 models. The goal of many 
is to have a plentiful supply of 
new models in the hands of dealers 
on announcement date to take 






Chrysler Top Gainer \, 


18% of 1st Half Sales Achieved at Ford Expense; 
Hudson Sparks Little Three Showing 


advantage of big 1956 promotion 
campaigns. 
ok + * 


10 000 T= Aug. 1 census marked the 
* third month in a row that new- 


car inventories have topped the 
800,000 mark. The June 1 count of 
848,498 still is the alltime record. 
The revised rundown for July 
1 shows 813,591 new cars in stock 
on that date. Thus, the Aug. 1 
total is runnerup in the record 





Volkswagen May Build 


Cars in New Jersey 

NEW BRUNSWICK, N. J. — 
Volkswagen may become the first 
foreign maker to assemble cars 
on the home grounds of the 
American auto makers, accord- 
ing to reports circulating here. 

It is understood that Volks- 
wagen is purchasing the former 
Studebaker assembly plant here. 
At a jubilee celebration in Wolfs- 
burg last week, Heinz Nordhoff, 
manager, announced that the 
firm hopes to sell 35,000 cars in 
the U. S. this year. Prices on the 
four-cylinder export model were 
cut from $1,153 to $1,130, 









HHRYSLER CORP., riding hard| 800 new cars sold. All other mak- 


along the comeback trail in the 
first half of this year, scored im- 
| Portant gains in new-car market 
penetration while Ford Motor Co. 
declined substantially, according 
to just-released registration figures 
for the first six months. 

General Motors edged upward 
slightly—just enough to pass the 
50-percent mark—while each of 
the Little Three slid downward. 
In unit sales, Chevrolet recap- 


tured the first-half crown seized | 


last year by Ford. 

Hottest car in penetration gains, 
‘in comparing first halves of 1955 
and 1954, was Plymouth, although 


‘Buick, Dodge and Oldsmobile also | 
cored impressive market advances. | 
* 


* * 


4? the smaller makers was turned 
in by Hudson, which managed to 
hike its market percentage above 
the level it had achieved in the 
‘Same period of last year. 

Hudson was the only member 
of the Little Three which man- 
aged to expand its share of the 
market. 


Among Big Three makes, only 
Chevrolet, Ford, Lincoln, and Mer- 
cury declined from the penetration 
established in the first half of last 
year. 

In 1955’s vastly expanded market, 
Many makes increased unit sales, 
but still saw their market penetra- 
tion trimmed away as overall sales 


spurted. 

[He Big Three in the first half 
of this year sold 94.95 percent 

of the 3,519,629 new cars delivered 

at retail, leaving 5.05 percent for 

the Little Three and miscellaneous 


ih mene ago, the Big Three 
share was 94.34 percent of 2,816,- 


* * * 





[RIGHTEST performance among | 





ers claimed 5.66 percent last year. 


Chevrolet wound up on top in 
the first half with 756,317 registra- 
tions compared with Ford’s runner- 
up total of 741,481. Last year, Ford 
was in front with 706,577 units, 

(Continued on Page 4, Col. 1) 


How They Fared.. . 


New-Car Sales by Makes 
For First Half, '55-'54 


Total Percent 
Sales 
lst Half 
1954 


AMERICAN MOTORS 
Hudson 


70,924 
23,643 
47,281 

. 638,195 
85,241 
63,217 
146,026 
$43,711 


reury 
GENERAL MOTORS..1,768,308 
Buick 





department to the June 1 count, 
although it is 25,000 units fewer. 
Among factors which helped to 
trim new-car stocks in June were 
extraordinarily high registrations, 
which soared to 681,372. That total 
was a record for the month and 
only a shade less than the alltime 
high for any month—683,995 new 


cars registered in August, 1950. 
- * * 


HE total of unsold new cars 

was pushed upward during July 
by a combination of factors. Not 
the least were slumping domestic 
and export sales and record pro- 
duction. These were reflected in 
the increased overhang at the end 
of the month. 

With July new-car registra- 
tions having dipped an estimated 
8 percent to 622,633 units, the 
industry’s full-blast production 
was bound to push up stocks. 

The July-August increase resumed 
the trend toward ever-greater 
stocks, which began last fall and 
was only briefly interrupted in 
this year’s June-July period. Ever 
since the alltime low inventory of 
157,607 new cars last November, 
stocks have mounted upward. 


+ + + 
A YEAR ago, the count of unsold 
new cars on Aug. 1 was 447,854 
units. This dipped to 406,054 new 
cars on Sept. 1 as the cleanup 
began and fell to 296,469 on Oct. 1 
before hitting rock bottom Nov. 1. 


Dealers recall last fall as one 
of the most orderly cleanup sea- 
sons of any competitive year in 
their memory. 

In the fall of 1953, it is recalled, 
stocks never fell below the 459,876 
counted on Dec. 1. At the height 
of the October-November cleanup, 
though, stocks ranged from 579,000 
to 606,000 units. 


And \1953 saw the rise of the 
(Continued on Page 4, Col. 5) 


Share of Percentage 
1954 Point 
Sales Change 
2.16 


— .14 
61 


1.55 
13.88 
1.97 
144 
2.78 
7.68 

- $1.20 
25.08 
-70 
5.41 
49.26 
9.22 
1.91 
24.77 


60,701 


51 


1.70 
48 
100.00 


13,502 
100.00 2,816,800 


—Automotive News compilations from R. L. Polk & Co. data. 








| PREVIOUS 


HIGH 
848,498 Cars-—June 1, 1955 


Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 


/, 
trast con 










RECORDS 


LOW 
157,607 Cars—Nov. 1, 1954 







—Automotive News compilation 


Week’s Production Rises, 
Reduction in the Offing 


By Martin L. Whitmyer 
‘Staff Writer 
c= production jumped back to 

151,751 units last week, a 10,963- 

car incredse from the previous 
week, but/ still nearly 4.3 percent 
off the July average of 158,352 cars 
a week. / 

Last week’s car output was 148.6 
percent of Automotive News’ three- 
year index, as compared with the 
137.8 percent registered on the 
previous week’s outturn. 

A sharper cut is expected this 
week as American Motors takes 
four weeks off for its annual va- 
cation period and facilities re- 


N.Y. Trade Agog 
As Market Dives, 
GM Cancels 18 


By Ed Brown 
Staff Correspondent 
W YORK CITY.—While sev- 
eral makers have reported rec- 
ord July sales for the country as 
a, whole, dealers here report that 
the market collapsed, leaving the 
trade in a state of shock. 

Trade observers noted signs of 
hysteria: 

1. Eighteen GM _ dealers re- 
ceived notices that their selling 
agreements would not be re- 
newed in October. 

2. A factory regional manager in 
another line reportedly received 
individual visits from most of his 
Manhattan dealers, who advised 
him that in view of high overhead 
and minuscule profit they would be 
unable to continue in business. 
Each dealer, it was said, acted on 

his own, unaware of the intentions 
of the other dealers. 
on 





3 SEVERAL dealers selling the 
® low-priced three say that they 
have been unable to get a satisfac- 
tory answer from their factories 
on this question: “What are the 
advantages of holding a franchise?” 

The dealers said they cited to- 
day’s competition, the production 
and sales race as well as the 
availability of 1955 models to 

(Continued on Page 4, Col. 1) 


arranging, and Dodge ceases ’55 
model production in preparation 
for a changeover to ’56 models. 


Despite the cessations at Ameri- 
can Motors and Dodge, the auto 
makers still are expected to pro- 
duce in the neighborhood of 620,000 
cars during August. The industry 
had produced 292,559 units during 
the first 12 working days of the 
month, ended Saturday. Aiding the 
manufacturers this month is the 
fact that they have two more work- 
ing days than they had during the 
holiday-hampered July. 


* * * 


Rowavae. the industry is not 
expected to approach the rec- 
ord July output of 659,813 cars. In- 
stead, it is anticipated that the 
manufacturers will cut back on 
Saturday work this month. 

Highlights of last week’s produc- 
tion activities was the assembly of 
the 6 millionth car-truck in U.S. 
plants on Saturday, Aug. 13. The 
corresponding vehicle of 1954 didn’t 
roll until the first week of Decem- 
ber. 

General Motors jumped its as- 
semblies to 80,775 last week, but 

(Continued on Page 77, Col. 3) 


Inside 
Standouts 


@ Bootlegging’s making sub- 
stantial gains. Page 3. 

How a small-town dealer 
increased his customer 
labor sales 47 percent is 
described in the feature 
article of the Service sec- 


tion. Page 33. 

Cleanup sales ads are 
donning garb of “crisis.” 
Page 2. 

Who's really responsible 
for today’s wild frading? 





Like Blitz Promotions of Two Years Ago... 


Cleanup Ads Cite ‘Crisis’ Theme 


TUALLY no corner of the)of 404 Dodge and Plymouth cars,, Northcutt ad said, “Profit is no 
nation was untouched last week | declaring that the “highest tradeins | concern.” 


by the cleanup sale—which first|in history are going even higher.” 


appeared in late July. 

All sorts of giveaways, bargains 
and volume specials were being 
advertised by new-car dealers 
confronted with a stockpile of 
more than 800,000 new cars (see 
stocks story on Page One). 

While the actual inventory situa- 
tion fell somewhat short of the 
“distress days” of 1953-54, because 
of a high sales rate, the pitch of 
the cleanup newspaper ads had the 
same blitz quality. 

* a + 


IM PINKHAM Buick, Des 
Moines, declared that “375 
brand-new Buicks must be sold by 
Sept. 30 regardless of profit. If you 
have anything to trade, you can 
buy a brand new Buick for $1,890 
or less.” 
Pittsburgh’s Sanford dealership 
promoted an August sales target 


e 
Rubber Pioneer 
* 7 o 
Seiberling Dies 

AKRON.— Frank A. Seiberling, 
95, founder of both Goodyear and 
Seiberling Rubber Co., died here 
Thursday after a long iliness. 

After losing control of Goodyear, 
Mr. Seiberling and his brother 
Charles started from scratch to 
organize a new tire company bear- 
ing their name. He retired as com- 
pany chairman in 1950. 

His 5’4” height caused him to be 
calied the “littie Napoleon” of the 
tire industry. Many techniques in- 
vented by Mr. Seiberling are still 
in use throughout the rubber field. 


A “dollar-a-minute” sale over 
radio station WWCO sold 11 new 
Lincolns and Mercurys and 19 
used cars for Mattatuck Motors 
Sales, Inc., Waterbury, Conn. Five 
WWCO disc jockeys worked the 
10-hour program, during which 
a different car was reduced a 
dollar a minute in price each 
hour. 

In Kansas City, two dealers have 
advertised “warehouse” prices. 
They are Andy Klein Pontiac and 
Northcutt (DeSoto-Plymouth). The 





Giving Sales a Lift— 


Cy Mack, Cleveland Oldsmobile dealer, 
left, examines the helicopter which is 
the basis of his latest sales promotion. 
The dealer offers a free helicopter flight 
for two adults and a child with the pur- 
chase of every new or used cor, regard- 
less of price. With him is Ken Coleman, 
sports broadcaster on a Cy Mack radio 
program, “The News in Sports.” 





Oldsmobile Past Annual Peak... 


Records Galore for July 


DETROIT.—Auto manufacturers 
have continued to claim retail sales 
records and achievements through 
July. A summation of the various 
reports follows: 


Hudson 


Retail sales of Hudson automo- 
biles for the last 10 days of July 
show an increase of 249 percent 
above the same period in 1954, 
according to N. K. VanDerzee, sales 
vice-president. 

Rambier sales for the 10-day 
period accounted for 59.8 percent 
of the total sales volume, he said. 


Oldsmobile 


Oldsmobile continued its sales 
pace with sales of 52,940 units for 
July, rocketing it over the top of 
its best previous annual sales rec- 
ord, according to J. F. Wolfram, 
general manager. 

He stated that sales of 1955 
models reached an alltime high of 
430,917 units through July and ex- 
ceeded every singie annual sales 
total in Oldsmobile’s 58-year his- 
tory. In announcing the record, 
Wolfram said “there is no longer 
any question that 1955 will be the 
greatest year Oldsmobile has ever 

ed. 


enjoy: 

{ “During the entire 1954 model 
‘year,” Wolfram continued, “our 
sales reached 346,720. And now we 





Ike to Participate 


In Safety Campaign 

WASHINGTON. — This year’s 
nationwide safe driving campaign, 
set for Nov. 20-Dec. 1, has been 
assured the participation of 
President wer. 

White House support was prom- 
ised last week in a letter from 
the President to Harlow H. 
Curtice, General Motors presi- 
dent, who is chairman of the 
President's Committee for Traffic 
Safety. As in 1954, the campaign 
will culminate in an “S-D Day,” 
or “Safe Driving Day,” set for 
Dec. L 





have passed that figure by nearly 
85,000 units. 

“Indications that this market for 
Oldsmobile is continuing during the 
summer is evident in the July per- 
formance of Oldsmobile dealers,” 
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* ” * 
RENNEN MOTOR CoO., an- 
nouncing termination of its 
Chevrolet franchise in Bessemer, 
Ala., launched a demonstrator “liq- 
uidation sale.” 

The West Coast was experiencing 
the same close-out fever. Central 
Pontiac in Seattle asserted, “167 
new Pontiacs to cut from the fac- 
tory crop,” and offered the “world’s 
highest tradein allowances.” 

“Now—we are forced to sell at 
prices that make so-called new- 
car deals look ridiculous,” said 
Murphy Pontiac, Detroit. “Bring 
your present car’s title or $25 in 
cash to close all sales.” 

New Chevrolets for $95 down and 
$12.85 a week were promised by 
Kenny Ross, Pittsburgh, in a unique 
ad pitched on a “Go Places with 
Kenny Ross” theme. The ad fea- 
tured a road signpost with arrows 
pointing to “honeymoon,” “night 
out,” “mother -in-law’s,” “office,” 
“Mexico” and “poker-game.” 

* * * 


eSOTO dealers in the Buffalo 

area staged a four-day promo- 

tion in which they offered “double 
allowance” for an old car toward 
purchase of a new DeSoto or Piym- 
outh. To qualify the tradein car 
had to be a 1952, 1951, 1950 or 1949 
model in average condition. 

Conshafter LaSpisa, Buffalo 
Dodge-Plymouth dealer, broke what 
it described as its “first mass sale” 
of new Dodges, saying that an ad- 
vance factory shipment of its Au- 
gust allotment “had to be sold at 
once.” 

Elsewhere in Buffalo, Bartlett 
Buick joined the foray with a 
double what your car is worth” 
tradein offer, saying it had just 
received a special Buick factory 
allotment, with a big choice of 
models. The agency featured the 
oflicia) NADA used-car guide in 
its ad and said it would double 
the tradein value of any late 
model in the book. 

Montana Motors (DeSoto) staged 
a “deal-o-rama” in which it offered 
$400 on any old washing machine 
traded in on a new DeSoto, in addi- 
tion to a tradein allowance for an 
old car. 

Gillogly Chevrolet took a small 
but impressive ad to say: “While 
others are beating drums and just 
making noise with fantastic claims. 


Wolfram said. “Not only was their} We're beating all deals, with a 


monthly total the highest July in 
Oldsmobile’s history, but the final 
10-day sales of 20,320 cars was the 
best 10-day record ever established 
during that month.” 


Ford 


Ford car and truck sales during 
July, 1955, were the highest for any 
July in the company’s history, L. 
W. Smead, general sales manager, 
has announced. 

Smead said Ford dealers’ deliv- 
eries for July were ahead of the 
previous alltime record July sales 
of 170,676, achieved in 1929. “In ad- 
dition, sales were 40 percent higher 
than in July, 1954,” Smead added. 

The latest available information 
shows Ford dealers’ days’ supply 
of new cars is approximately 40 
percent lower than the average for 
other dealers in the industry, 
Smead said. 

Throughout the year, Ford has 
operated at maximum overtime 
schedules in an effort to meet con- 
sumer demand and overtime is con- 
tinuing this month in Ford assem- 
bly plants to meet dealer require- 
ments, Smead said. 


Buick 


Buick dealers sold 63,306 cars in 
July, a record for any month pre- 
vious to this year, Ivan L. Wiles, 
general manager, has reported. 

“Deliveries for the last 10-day 

period amounted to 26,222 units, 
the second highest 10-days in our 
history,” Wiles said. “Deliveries 
averaged more than 2,900 cars for 
each of the nine selling days in 
the period.” 

The all-time record for any 10- 
day period was established March 
20-31 of this year when 28,136 
deliveries were made. Retail de- 
liveries for the first seven months 

(Continued on Page 8, Col. 3) 


smaller down payment, with a big- 
ger tradein allowance, with lower 
finance rates, with smaller monthly 
payments, with lowest differential 
price.” 





Car Makers Working 


On Anti-Fume Devices 


PASADENA, Calif. — Automo- 
tive engineers have developed de- 
vices that will “slash as much as 
80 percent of the hydrocarbon 
emission from automobile decel- 
eration, while providing up to a 
3 percent savings in gasoline,” 
Smith Griswold, California air 
pollution control officer, told the 
smog committee of the Pasadena 
Chamber of Commerce. 

He added that nearly every car 
manufacturer is working on such 
devices and that they may be 
perfected by 1958. 








Auto Production — 175,139 cars, 
trucks in week vs. 116,193 year ear- 
lier. 

Business Failures — 213 in week 
vs. 207 year before. 

Department Store Sales—Up 13 
percent in week from year earlier. 

Jobless Claims — 2.5 million in 
July vs. 3.5 million year ago. 

New-Car Sales — 3,519,629 in 
1955 to date vs. 2,816,800 year be- 
fore. 

New-Truck Sales — 434,113 in 
1955 to date vs. 433,519 year earlier. 

Oil Stocks — 269,140,000 barrels, 
down 887,000 barrels from week ago. 

Soft-Coal Output — 9.6 million 
tons estimate for week vs. 7.5 million 
year before. 

Steel Output —90.8 percent of 








Business Barometer 
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Pontiac Marks Half-Millionth '55 Car— 


Standing before Pontiac's 500,000th Strato-Streak V-8 engine, R. M. Critchfield, 
Pontiac general manager, and Buel E. Starr, general manufacturing manager, left, 
congratulates H. A. C. Anderson, engine plan superintendent, on the achievement. 
The 500,000th ‘55 Pontiac also was built last week. 





Studebaker Seeks to Hike 
Dealer Force 20 Percent 


SOUTH BEND. — Studebaker is 
planning a 20 percent expansion 
of its dealer organization, William 
A. Keller, general sales manager, 
announced last week. 


Keller said a “new growth pro- 
gram” will be carried out by 
Studebaker’s new dealer develop- 
ment department, working with 
factory sales executives in the divi- 
sion’s 17 sales zonés. Studebaker 
now has 2,470 dealers, and a quota 
of 100 new dealers has been set 
for August, he said. 

In the development of the new 
dealerships, Studebaker is dis- 
cussing franchises in al] sections 
of the country with prospects 
who have proved themselves suc- 
cessful businessmen in both allied 
and non-allied fields, according 
to Keller. 

“We know,” said Keller, “that 
there are hundreds of alert, aggres- 
sive young businessmen in other 

fields who could do very well by 
expanding into the automobile 
business. And, we know that, with 
good factory backing and training, 
they can become excellent dealers 
with great capabilities for serving 
their communities.” 

The Studebaker division sales 
department, as part of the dealer 
development program, is intensify- 
ing its new dealer training activi- 
ties, Keller said. Where feasible, 
the company gives special assist- 
ance to each new dealer by joining 
with him in a major sales 
campaign ag soon as he opens 
his dealership. The company par- 
ticipates by providing trained 
personnel to work directly with 
the dealer’s sales staff in applying 
specialized merchandising tech- 
niques on the sales floor. 

The dealer training program also 
calls for bringing dealers and 
their personnel to South Bend for 
specialized training and refresher 
courses conducted by national sales 
experts. 

Keller said Studebaker also 
has a special department which 
acts as a liaison between dealers 
and financial institutions. 





capacity estimated vs. 64 percent year 
earlier. 

Treasury Bills—1.889 percent per 
year discount vs. 1.850 week before. 

Used-Car Prices—$771 in August 
to date vs. $789 in July. 

Wholesale Prices—109.8 percent 
of 1947-49 index vs. 109.9 week ago. 






















* + * 
Common Stocks 

At - High” Low 
Am. Motors 9% 9% 13% 9% 
Chrysler 82% 9% 92% 66% 
GM 129 135% 138 89% 
Kaiser 3% 4 5 2% 
S-P 9% 9% 15% 9% 
Average 46.90 49.87 


Citing the sharp sales increases 
recorded by Studebaker this year, 
he said that the current dealer 
organization has proved that 
good sales results can be achieved 
in a highly competitive market by 
selective community sales repre- 
sentation. 

“Our dealer expansion program,” 
he emphasized, “is designed to do 
much more than just add numeri- 
cally to our dealer representation. 
Its basic purpose is to give us 
maximum coverage and market 
penetration without causing any 
Studebaker dealer to duplicate and 
compete against any other Stude- 
baker dealer in a particular market 
area.” 7. 


Oldsmobile Holds 
2-Day Meeting of 
Dealer Council 


LANSING. — Oldsmobile dealers 
from across the country will meet 
here today and tomorrow (Aug. 15- 
16) for the 16th session of the Olds- 
mobile Dealer Council. 

Twenty-four dealers from 21 
states, representing each of Olds- 
mobile’s sales zones, will partici- 
pate in the meeting, presided over 
by J. F. Wolfram, Oldsmobile gen- 
eral manager. 


Customer preference in body 


styles, colors and upholstery will 
be a topic for discussion. Other 
subjects will include customer re- 
lations, service training and used- 
car merchandising. 

Visiting dealers will tour Olds- 
mobile’s main and forge plants and 
will be guests of Oldsmobile execu- 
tives at a dinner. Representing 
Oldsmobile at the meetings will be 
Wolfram; G. R. Jones, general sales 
manager; T. C. Downey, works 
manager; H. N. Metzel, chief engi- 
neer; E. W. Schuon, comptroller; 
L. F. Carlson, general merchandis- 
ing manager, and J. J. Dobbs, ex- 
ecutive assistant to Jones. 

Dealers attending will be Morris 
E. Bell, Revere, Mass.; John J. 
Haynes, Rockville Centre, N. Y.; 
George L. Ruggiere, Bryn Mawr, 
Pa.; W. H. Bittorf, Baltimore; Al- 
bert V. Zimmerman, Akron, N. Y.; 
E. E. Wissel, Cincinnati, O.; Earl 
W. Foos, Cleveland, and W. R. 
Clark, Detroit. 

Harold A. Hupp, Parkersburg, 


W. Va.; Howard W. Mitchell, Pen- | 


sacola, Fla.; F. B. James, Charles- 
ton, S. C; J. P. McDowell, 
Lebanon, Tenn.; George Einhorn, 
Chicago; Gordon C. Prielipp, Janes- 
ville, Wis.; Andy Olson, Albert Lea, 
Minn., and Lyle B. Shriver, Water- 
loo, Ia. 

William A. Yates, St. Louis; C. A. 
Minor jr, Dallas; R. Lloyd 
Ketcham, Liberty, Mo.; W. K. 
Young, Ada, Okla.; E, L. Hansen, 
Logan, Utah; Roland L. Amberg, 
Los Angeles; Clarence Kreiger, San 
Francisco, and Howard Ruddeil, 
Port Angeles, Wash. 
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= has sent me a half- 
page advertisement from the 
Lafayette (Ind.) Journal Courier 
which was signed by Regional Mo- 
tor Sales Co. of that city. This out- 
fit offers to sell all makes of cars 
at a discount. After using much 
space to criticize the operations of 
a franchised dealer, it winds up 
with the statement that it has a 
fully equipped service garage de- 
voted entirely to new-car guaran- 
tee work and that there is no cash 
register in the place, as it does not 
accept repair work. 
I am not acquainted with the 
ger of this business, which 
similar to those who have 
ena their heads recently in 
many markets, taking advantage 
of the current volume production. 
I do not wish them bad luck. 
There always should be oppor- 
tunity in this field for aggressive 
people who may ultimately find 
their way to success. But an op- 
‘erator whose philosophy of busi- 
ness is merely sellings cars: is 
doomed to short life. 
If success was merely a question 





Stones Fold ‘Super-lot’ 
For Buick Deal in Tulsa 


LAFAYETTE, Ind. — Alexan- 
der J. and Michael G. Stone, own- 
ers of Regional Motor Sales—a 
local automobile “supermarket”— 
have opened Stone Bros. Buick 
Co. in Tulsa, Okla. 


The brothers will sell out Re- 
gional’s stock of 1955 models and 
will close the business and con- 
centrate their activities in Tulsa, 
Alexander said. In full-page ad- 
vertisements, the Stones an- 
nounced that they had been 
granted a General Motors fran- 
chise and “our entire stock .. . 
must be sold. We need cash.” 
Terms as low as $195 down and 
$38.87 per month were offered. 

Alexander said they planned to 
build a $250,000 building in Tulsa 
which would cover an entire 
block. Construction is expected 
to start in about four weeks and 
be completed within four months. 
They were Ford dealers in Kent- 
land, Ind., from 1949 until 1954, 
when they opened Regional here. 





of selling cars someone could erect 
a tent at the depot or a truck un- 
loading dock and offer cars at a 
few dollars over invoice and make 
money. Surely, if selling the cars 
constituted success in this field 
such 4 practice would have already 
found widespread acceptance. 


As we have said so many times, 
the end product of this trade isn’t 
the sale of cars. It is in seeing that 
customers get full satisfaction from 
the use of their cars. And the 


Index 


Advertising News 

Auto Dealer Changes 
Auto Market Reports 
Auto Row 

Auto World in Brief 
Coming Events 

Court Decisions 

Dealer Ad ideas 

Dealer Business Counsel 
Editorial 

Financial 

Highway and Safety News 
Jordan (Ned) 
Legislative News 
Letterbox 


Personnel (Factory) 

Prices, New-Car 

Prices, Used-Cor, Averages ... 
Production by Makes 
Registrations, Cars, Trucks 
Salessense 

Service Highlights 

Teamwork in Shop 

Turnings 

Used-Car Notes 





Dealers tell me 


By John O. Munn 
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15 U. S. Areas Surveyed... 


Rise in Bootlegging 
Reported by Dealers 






dealer who has not provided facili- 
ties for taking care of prospects 
after they become owners will have 
a short business life. 

* s . 


Doomed to Short Life 
pe who operate, as out- 
lined in this ad, are also 
doomed for disappointment with 
their idea that they can constantly 
carry a stock of all makes and all 
models. The freight adjustment has 
already taken away some of the 
opportunities of such operators. 
There is every reason to believe 
that their sources for cars will 
eventually dry up. 

While they remain in business, 
of course, they make it difficult for 
the established dealer with consid- 
erable investment. Just as do the 
wheel-and-deal dealers. But they, 
too, are doomed to a short life. 


Dirty merchandising will reach 
its lowest level during the cur- 
rent year’s clean out. It will hurt 
a lot of operators. We seem to 
need to suffer deeply before we 
take steps for improvement. The 
factories are learning, too, that 
they cannot sacrifice the future 
for the present. But the pendu- 
lum of new-car merchandising 
will again swing back where it 
r all in favor of the service 


One in my position need make 
no prediction. Then he will never 
need to take his words back. But 
I am so thoroughly convinced that 
the service dealer is a permanent 
working essential in the industry 
that I go on record now as saying 
that it is the service dealer who 
will eventually prevail. Oh yes, I 
know that many dealers believe 
that the factories are afraid that 
the service dealers will rebel and 
that factories are preparing them- 
selves by various methods to change 
their type of outlets. 

Some dealers, for instance, are 
convinced that the mechanic train- 
ing program that has recently been 
expanded by many factories is just 
the prelude of setting independent 
garages up as dealers. 

Another group of dealers are 
certain that the recent change in 
parts distribution is a forerunner 
of making cars also available to 
every outlet. But doesn’t this in- 
dustry need a pool of mechanics? 
Isn’t the backlog of owners grow- 
ing so that it is just a forward step 
to institute mechanic training pro- 
grams? 

* * e 


Too many Sales Quilets 


I AM not debating the justice or 
the farsightedness of the new- 
parts distribution plan, but every 
manufacturer attempts to get his 
goods exposed for sale in as many 
outlets as possible as a protection 
for his own future. Take Wrigley’s 
spearmint gum, for instance. The 
whole sales strategy is to get the 
goods stocked in every conceivable 
kind of outlet, many of them being 
next door to each other. That is 
right for Wrigley where there is 
no service problem. But it would 
never work out for automobile 
sales outlets. 

Then another group of dealers 
worries about the factories ap- 
pointing so many additional out- 
lets, particularly outlets with no 
investment pitted against dealers 
with hundreds of thousands of 
dollars involved in buildings 
erected at the urge of the fac- 
tory. This is the old, old story— 
the theory of the factory that 
four 100-car dealers is better than 
one 400-car dealer. There is just 
that much more money to invest 
in new cars and just that many 
more organizations fighting 24 
hours a day for sales. 

These developments are the re- 
sult of the contract under which 
we work, and as long as factories 
administrate their dealer relations 
under the present contract the 
trade is not going to come into 
their just deserts. We will continue 

(See MUNN, Page 8, Col. 5) 








Helping Hands— 


David D. Smith, vice-president of the 
Toledo Automobile Dealers Assn., presents 
a checker championship trophy to David 
Vigh at Camp Easter Seal, 10 miles from 
Toledo. For the fifth year, the dealers fur- 
nished transportation daily for handi- 
capped children to the camp and pro- 
vided trophies to children who excelled 
in camp events. 


DETROIT.—Some “straws in the 
wind” have been noted that point 
to an imperative need for dealers 
to improve their public relations 
policies. 


One is the attitude of the press 
towards the recent report by a Sen- 
ate subcommittee expressing “grave 
concern” for dealers and another 
has been apparent in legislative 
bodies. 

An example of the press reac- 
tion is an editoria] published in the 
Louisville Times on Aug. 3. It was 
titled “Why Weep for Auto Deal- 
ers?” 

The paper summed up its view 
as: “As far as We are concerned, 
let the dealers take care of them- 
selves. If the consumer derives 
some benefit from the competi- 
tion, we're all for it.” 

Herman Schaefer, executive sec- 
retary of the Automobile Dealers 
Assn. of Indiana, Inc., has spot- 
lighted the legislative trend in a 
bulletin titled: “Does legislation in- 
troduced denote growing vindic- 
tiveness?” 

Schaefer cited bills introduced in 
the Illinois Legislature which affect 
auto dealers and remarked “one 
cannot help but wonder whether 
there is any public appreciation of 
the hundreds of good ethical dealer 
merchants in that state. Is it true 
that the public esteem has sunk 


Clarke Replaces 
Lanphear in R.I. 


PROVIDENCE. — Thomas A. 
Clarke ‘(Ford), Pawtucket, R. L, 
has been appointed Rhode Island’s 
NADA director to fill the unexpired 
term of Harold A. Lanphear (Olds- 
mobile), who hag left the automo- 
bile business. 

The Rhode Island Automobile 
Dealers Assn. has informed dealers 
that nomination ballots will be sent 
immediately and election ballots 
will be mailed Aug. 26. The latter 
are to be returned before Sept. 9 
to name a new director whose 
three-year term will commence Jan. 
1, 1956. 


Two Dealers 
Named by CofC 


WASHINGTON. — Two new-car 
dealers are among the 43 business 
and civic leaders named to the 
U. S. Chamber of Commerce 
domestic distribution department 
committee. 

Headed by Philip M. Talbott, 
Woodward & Lothrop, Washington, 
the committee directs the distribu- 
tion department's activities and 
recommends Chamber policy affect- 
ing retailing. wholesaling, service 
industries and advertising. 

The dealer members are J. K. 
Dobbs jr., president of Hull-Dobbs 
Co. (Ford), Memphis, and Henry 
Kearns, president of San Gabriel 
(Calif.) Valley Motors (Lincoln- 
Mercury). 


‘Why Weep for Dealers?’ 


Press, Legislative Attitudes Point to Need 
For Better Public Relations 





A SPOT check of 15 points across 

the nation revealed last week 
that bootlegging was thriving in 11 
areas and new-car dealers in only 
four cities reported that it was no 
problem. 

While the survey did indicate 
cities in which new cars cur- 
rently are appearing on used-car 
lots, the check did not indicate 
whether the cars came through 
normal bootleg channels from 
Detroit and other midwest cities 
or belonged to local over-stocked 
dealers who have put them there 
on consignment. 

The survey showed bootlegging 
to be considerably more prevalent 
this summer than it was last 
spring, when another AUTOMOTIVE 


so low that its chastisement makes 
sponsoring politicians popular? 

In the case of the Louisville 
editorial, an auto dealer—J. R. 
Howard, Frankfort, Ky.—wrote a 
letter in answer which the paper 
reprinted, apparently in full. 

Howard referred to the farm 
support program of the govern- 
ment and the move by labor for a 
guaranteed annual wage and, in 
closing wrote: “I don’t know all the 
answers, Mr. Editor . . . But I do 
know that your indifferent attitude 
to the plight of the dealer is not 
right.” 

However, observers who have ex- 
pressed concern over these indica- 
tions of a hostile public attitude 
are of the opinion that dealers 
must have the answers and make 
them clear to the public. 

For instance, Schaefer declares 
“this then reveals the necessity 
for greater public enlightenment.” 
He outlined three points that he 
believes must be made clear and 
urged: | “Let’s get these things 
across.” 

They are: 

1. Any price reductions made on 
either new or used cars comes out 
of the retail dealers’ gross markup 
and is not shared by manufac- 
turers. 

2. The vast majority of this trade 
operate their service departments 
only as an accommodation to their 
car buying customers and they do 
not generally make a profit from 
such operations. 

3. Dealers are not agents of the 
manufacturers, therefore the man- 
ufacturers make no contributions 
to the financial structure of the 
dealership or do they compensate 
the dealer for any losses incurred. 


Southward Ho! 


Resort Tours to Follow 


NADA Convention 


WASHINGTON. — Members of 
the National Automobile Dealers 
Assn. who attend the association’s 
convention here in January, 1956, 
will be offered six special post- 
convention tours arranged by Amer- 
ican Express. 

Tours will be to such winter 
resorts as Bermuda, Nassau, Jama- 
ica, Haiti, Puerto Rico, Rio de 
Janeiro and Caracas and range in 
time from seven to 13 days. 

All tours will leave Washington 
immediately following the conven- 
tion on Feb. 2, and prices will 
include round-trip air transporta- 
tion, hotels, meals and sight-seeing. 

Bermuda, Nassau or Havana are 
destinations of the three one-week 
tours. Prices are $270.90 for Ber- 
muda, $321.93 for Nassau and 
$342.98 for Havana, including tax. 

Longer trips combining several 
vacation spots, are a 10-day jour- 
ney to Puerto Rico and the Virgin 
Islands for $512.47, a 10-day trip 
to San Juan, Haiti and Jamaica for 
$515.37, and a 13-day tour to San 
Juan, Rio de Janeiro and Caracas 
for $1,196, all plus tax. 


News survey on bootlegging was 
made. 


* * * 
PRINCIPAL reasons given for the 
upswing were increased inven- 
tories as the cleanup approached 
and letup of anti-bootleg pressure 


by factories. 

Dealers in four cities— New 
York (Richmond Borough), San 
Bruno, Calif., Warrenton, Va., 
and Missoula, Mont.— reported 
that there were no new cars on 
neighboring used-car lots. 

The 11 in which new cars were 
displayed by used-car outlets were 
Tulsa; Denver; Manchester, N. H.; 
Rockford, Ill.; Wichita; Mitchell, 
S. D.; Atlanta; Philadelphia; Man- 
kato, Minn.; Portland, Ore. and 
St. Louis. 


+ . > 
i REPLY to a query as to 
whether local lots were selling 
new cars, the following remarks 
were made: 

The DVenver dealer sald, “Yes, a 
great many. We are in the maxi- 
mum freight zone.” 

The Wichita dealer asserted, “One 
of the worst spots in the country 
for this.” 

The Mitchell dealer declared, 
“About six cars: Four Chevro- 
lets, one Ford and one Pontiac.” 
The Atlanta dealer answe 

“Yes, especially Oldsmobiles.” 


Survey Reveals 
Dealer Impact 
On Indianapolis 


INDIANAPOLIS.—‘ihe important 
roie which franchised auto dealers 
puay in the economic life of Indian- ./ 
apoiis is reveaied by an Indianapolis / 
automobile ‘Trade Assn. survey 
showing that the dealers had gross 
saies Of $257 million last year. 

Charlie Stuart, IATA president, 
said, “While new-car dealers usu- 
auly classify themselves as ‘small 
ousiness, still the total figures 
reveaied in the survey of the 48 
new-car members of our association 
brings out some astounding totals.” 

He reported that these dealers 
pay about 4,000 employes the sum 
of $16,649,264 annually and that the 
dealers have $17,946,628 invested in 
buildings, grounds and equipment. 

Stuart, who is also president of 
Charlie Stuart, Inc. (Studebaker), 
said the dealers sold 47,136 new cars 
for $157 million. They also sold $42 
million worth of used cars, $12 mil- 
lion worth of parts and $10 million 
worth of service. 


Bell to Address 
Oregon Dealers 


POR1ILAND, Ore. — Frederick J. 
Bell, executive vice-president of 
NADA, will be the principal speaker 
at the annual one-day meeting of 
the Oregon Automobile Dealers 
Assn. on Sept. 16. 

Chester McRobert, president of 
the association, will head the meet- 
ing scheduled at the Multnomah 
Hotel in Portland. 








Mapping Strategy— 

Alabama State Senator Roland Cooper, 
@ new-car dealer, left, confers on legisia- 
tive strategy with Frank R. Broadway, 
executive vice-president of the Automo- 
bile Dealers Assn. of Alabama. Cooper, 
backed by the dealers, helped shelve 
bills to levy a sales tax on cars and to 
license dealers and manufacturers. 








4 
Ford Drops Back .. . 





AUTOMOTIVE NEWS, AUGUST 15, 1955 


New-Car Stocks |Dealer Stocks Top 


Chrysler Leads Ist-Half Gainers 


(Continued from Page 1) 


compared with 697,852 for Chevro- 
let. 
* * * 

Fr’. THE first half of 1955, Chrys- 

ler Corp.’s gain in penetration 
over the previous year amounted 
to 4.25 percentage points. Its mar- 
ket penetration jumped to 18.13 
percent in the first half of this 
year, compared with 13.88 percent 
in the first six months of 1954. 

Chrysler, without a doubt, still 
has its sights raised, for it is still 
short of its penetration of 21.07 
percent established in the first 
half of 1953. 

While Chrysler Corp. was forging 
ahead, Ford Motor Co. saw 4.62 
percentage points melted from its 
market share. At the end of the 
first six months, Ford’s penetra- 
tion was 26.58 percent, compared 
with 31.20 in the same period of 
last year. 

Ford Motor, however, was still 
comfortably ahead of its 53 first- 
half penetration of 21.41 percent. 

* * * 


ENERAL MOTORS, meanwhile, 

hiked its penetration from 49.26 
percent in the first half of last 
year to 50.24 in this year’s opening 
half, for a gain of 0.98 percentage 
points. This represented steady ad- 
vancement, as GM’s share in the 


first six months of 1953 was 46.35 
percent. 

American Motors’ penetration 
was trimmed 0.14 points from 2.16 
percent last year to 2.02 percent 
this year. While the corporation 





Top Cars 


New-car registrations for six 
months: 


1955 Pos. Make 1954 Pos. 
1—756,317 Chev. 697,852— 2 
2—741,481 Ford 706,577— 1 
3—381,693 Buick 259,589— 3 
4—343,711 Plym. 216,428— 4 
5—290,555 Olds. 195,125— 5 
6—265,714 Pontiac 181,388— 6 
7—178,380 Mercury 152,456— 7 
8—146,026 Dodge 78,380— 8 
9— 85,241 Chrysler 55,493— 9 

10— 74,029 Cadillac 53,727—10 
11— 63,217 DeSoto 40,638—13 
12— 53,325 Stude. 47,968—11 
13— 47,281 Nash 43,615—12 
14— 26,796 Packard 22,677—14 
15— 23,643 Hudson 17,086—16 
16— 15,509 Lincoln 19,805—15 
17— 4,359 Willys 9,700—17 
18— 780 Kaiser '4,794—18 
21,572 Misc. 13,502 
Total All Makes 
3,519,629 2,816,800 


Further details on Page 75. 





Sliding Market Jolts N. Y.; 
GM Cancels 18 Dealers 


(Continued from Page 1) 


anyone with a small lot to dis- 
play them. 

Big-volume dealers say that they 
have been seriously hurt by the 
market decline, estimated by some 
at 50 percent. 

Some blamed the month - long 
heat wave, while others said the 
cause was more basic. They look 
for the sales slowup to continue 
through August. 

ok + * 
DETROIT, General Motors 
had no comment to make on 
the cancellations, which were said 
to be the result of inadequate fa- 
tilities or failure to bring sales to 
an expected level. 

The Automobile Merchants Assn. 
of New York said that “an unusual 
number of General Motors Corp. 
dealers in this area have... re- 
ceived letters ... stating no new 
selling agreement will be offered” 
when the present one expires in 
October. 

“Whether or not this activity 
is being used by some divisions 
as a method of stimulating addi- 
tional dealer sales cannot be de- 
termined at this time. It is sig- 
nificant that several dealers in a 
county where sales were below 
price-class average received the 
letters.” 

The association reminded the 
cancelled dealers that they may 
appeal to the (GM) Dealer Rela- 
tions Board if they think they have 
been treated unfairly. 


AN individual basis, a Chrys- 

ler Corp. dealer has reported 

that in spite of the great strides 

made by the factory in regaining 

its position in the market, he has 
been left to flounder. 

His primary aim in 1954 was to 
survive for the 1955 car and better 
business. Yet he is overstocked, 
now. His finance company and his 
own good judgment advises him 
he cannot accept any more cars 
and remain solvent. 

In an attempt to help the situ- 


Chevrolet Trains 


48 Dealer Sons 


* DETROIT. — Forty-eight persons 
have started a six-week merchan- 
dising and management course at 
— Chevrolet Dealer Sons School 


ere. 
The students will study a wide 


of top Chevrolet executives. 


ation, this dealer cut his own 
salary 50 percent, eliminated all 
travel and entertainment ex- 
penses to the bone—but he still 
emerged from the first six months 
of this year $2,000 in the red. 
This situation is duplicated every 
day by dealer after dealer. 

This dealer has come to the con- 
clusion that his only salvation lies 
in the used-car field. He is cutting 
his new-car operation to the bone. 
He says that he will take any kind 
of a new-car deal offered to him 
now but he will not look for the 
business. 

Instead he is going to concen- 
trate his efforts on used cars where 
he knows there is profit. To save 
his investment, this move is abso- 
lutely necessary, he says. 

These are some of the elements 
within the industry which might 
conceivably spread and be the 
cause of a major breakdown of 
the distribution set up as we 
know it today, unless some relief 
is realized soon. 

Some dealers felt that the Mon- 
roney subcommittee report might 
be their salvation, but seriously 
wondered if any tangible action 
would be started soon enough to 
benefit them. 


did not exist as such in the first 
half of 1958, combined Nash and 
Hudson sales that year were good 

for 4.34 percent of the market. 

Kaiser-Willys’ share in the first 
half this year was 0.14 percent, a 
decline of 0.37 percentage points 
from last year’s standing of 0.51 
percent. In 1953, the combined 
share of Kaiser and Willys was 
1.74 percent. 

Studebaker - Packard sold 2.28 
percent of the market in the first 
half. As separate firms last year, 
their combined penetration was 2.51 
percent. Thus, the first half of 1955 
saw a decline of 0.23 percentage 
points. In 1953, Studebaker and 


Packard had a combined penetra- | Dee, 


tion of 4.47 percent. 

The miscellaneous classification 
jumped to 0.61 percent of the first- 
half market, a gain of 0.13 percent- 
age points over last year’s 0.48 
percent share of the market. The 
strength in this classification was 
attributed largely by market ana- 
lysts to thumping sales gains by 
Volkswagen. 

+ + * 
MONG individual makes, first- 
half gains over the previous 
year ranked competing lines as 
follows: Plymouth, up 2.08 percent- 


age points; Buick, up 1.62; Dodge, | Sept. 


up 1.37; Oldsmobile, up 1.33; Pon- 
tiac, up 1.11; Chrysler, up 0.45; De- 
Soto, up 0.36; Cadillac, up 0.19; 
Hudson, up 0.06, and miscellaneous, 
up 0.13. 


Losses, with makes ranked ac- 
cording to the severity of set- 
back, were: Packard, down 0.05 
percentage points; Kaiser, down 
0.15; Studebaker, down 0.18; 
Nash, down 0.20; Willys, down 
0.22; Lincoln, down 0.26; Mer- 
cury, down 0.384; Chevrolet, down 
3.28, and Ford, down 4.01. 

Strong gains by the “second 
flight” in the first half of 1955 cut 
back the market domination of the 
best sellers. A year ago, Ford, Chev- 
rolet and Buick accounted for 59.07 
percent of the market. This year, 
the same three makes got only 53.40 
percent of the market. 

” * * 

us percentage-point method of 

market analysis shows each 
make’s performance in relation to 
the overall market. If sales per- 
formances are broken down on a 
straight-percentage basis — which 
relates each line’s performance in 
relation to itself—the following 
picture evolves: 

First- gainers ranked as 
follows: Dodge, up 49.28 percent; 
Plymouth, up 27.08; DeSoto, up 
25.00; Chrysler, up 22.84; Oldsmo- 
bile, up 19.19; Buick, up 17.57; 
Pontiac, up 17.24; Cadillac, up 
9.95; Hudson, up 9.84, and mis- 
eellaneous, up 27.08. 

Losers were: Packard, down 6.17 
percent; Mercury, down 6.28; Stu- 
debaker, down 10.59; Nash, down 
12.90; Chevrolet, down 13.24; Ford, 
down 15.99; Lincoln, down 37.14; 
Willys, down 64.71, and Kaiser, 
down 88.24. 

—Rosert M. LigNert 





Studebaker Honors Detroit Dealer— 


: “For 15 years of loyal association with Studebaker,” Edward Davis, Detroit dealer, 
variety of subjects ranging from| second from left, receives a plaque from David Metcalf, zone manager. William 
public speaking to auto parts and) Hendershot, assistant zone manager, left, and Charles H. Kidder, Detroit district sales 
accessories. The faculty, directed| manager, look on. As the winner of Studebaker's sales contest for its Group One 
by T. O. McLaughlin, is made up| dealers, Davis also received an all-expense-paid trip to Nassau for two, and he and 
his sales staff were guests of the company at a banquet. 








In Field, In Transit 


(Compiled by Automotive News) 


Dealers 
Ceres Cars in Total 
In Transit Potential 
Pertod Fleld to Inventory 
Ending Dealers Stocks 
Jan. 1, '50.... 261,754 188,500 440,254 
Apr. 1, ’50.... 276,136 158,000 434,136 
June 1, ’50.... 247,680 160,200 407,880 
Sept. 1, ’60.. G42 160,400 400,042 
Jan, 1,’61.. 888 89,900 404,788 
Apr. 1, ’61.... 406,541 138,500 545,041 
July 1, ’51.... 357,606 90,700 448,306 
Sept. 1, °51.... 283,402 86,800 370,202 
Jan. 1, '62.... 224,968 31,000 255,968 
Feb. 1, ’52.. 7162 69,000 267,762 
Mar, 1, ’62.... 182,577 76,000 258,577 
Apr. 1, ’52.... 213,391 83,000 296,391 
May 1, '52.... 261,674 88,000 339,674 
June 1, ’52.. 036 70,000 302,036 
daly 1, ’62.... 84,500 277,962 
Aug. 1, '52.... 162,086 12,000 174,086 
Sept. 1, '52.... 149,081 77,000 226,001 
Oct. 1, °652.. 556 89,000 556 
Nov. 1, ’62.. 894 399,394 
1, °62.... 287,247 76,000 363,247 
Jan. 1, '53.. 671 83,300 374,971 
Feb. 1, °53.... 86,600 412,035 
Mar. 1, °53.... 389,011 87,200 476,211 
Apr. 1, ’53.. 882 89,300 535. 
May 1, ’53.... 490,381 97,700 588,081 
Jone 1, ’53.... 463,546 500 537,046 
July 1, °53.. 698 82,800 662,498 
Aug. 1, ’53.... 517,119 82,200 699,319 
Sept. 1, '53.... 514,569 74,500 589,069 
Oct. 1, °53.... 519,037 60,900 579,937 
Nov. 1, ’53.... 538, 387 
Dee. 1, '53.... 430 29,000 459,876 
Jan. 1, '54.... 428,125 36,600 464,725 
Feb. 1, '54.... 466,176 60,600 526,776 
Mar, 1, ’54.... 511,122 62,000 573, 
Apr. 1, ’54.... 541,911 64,000 605,911 
May 1, ’54.... 538,775 68,500 607,275 
June 1, ’54.... 503,219 62,500 565, 
duly 1, °54.... 445,665 62,500 508,165 
Aug. 1, ’54.... 390,854 57,000 447,854 
1, °64.... 355,654 50,400 406,054 
Oct, 1, '54.... 267,469 29,000 469 
Nov. 1, °54.... 120,107 37,500 157,607 
Dee, 1, '54.... 203,453 61,700 265,153 
Jan, 1, °55.... 293,881 362,381 
Feb. 1, '55.... 373,573 88,100 462,673 
Mar, 1, '55.... 467,655 95,000 562,655 
Apr. 1, ’56.... 
May 1, ’55.... 660,341 102,700 163,041 
June 1, °55.... 755,498 93,000 848,498 
July 1, ’55.... 736,591 77,000 *813,591 
Aug, 1, ’55.... 751,762 71,500 823,262 


t Field stocks include cars actually at 
warehoused by 


and factories, and demonstrators. 
* Revised. 





Zone Managers, 
Nash Officials 
Open Parley 


SAN FRANCISCO. — The first 
of three meetings between Nash 
officials and zone parts and service 
managers, designed to aid dealers 
increase merchandising of parts, 
accessories and _ service, opened 
here today at the Sir Francis 
Drake Hotel. 


Similar meetings are scheduled 
for Wednesday (Aug. 17) at the 
Conrad Hilton Hotel, Chicago, and 
for Friday (Aug. 19) at the Park- 
Sheraton Hotel, New York. 


Speakers at the meetings will 
include C. M. Tillinghast, general 
parts and service manager; D. L. 
McLellan, administrative manager 
of the parts and service depart- 
ment, and J. S. Krider, parts and 
service promotion manager. 


Attending the San Francisco 
meeting are, R. R. Compton, 
western division sales manager; 
J. F. Buck, assistant parts and 
service manager—western division; 
and the following zone parts and 
service managers: V. W. Watkins, 
Dallas; J. L. Williams, Denver; 
G. W. O’Brien, Los Angeles; F. A. 
Unger, Portland, Ore. and T. S. 
Roberts, San Francisco. 


At the Chicago parley will be 
J. B. Fountain, central division 
sales manager; J. R. Leonard, 
assistant parts and service man- 
ager—eastern division; Buick; F. J. 
Jelinek, Chicago; J. Van Wagenen, 
Cincinnati; E. J. Wissman, Cleve- 
land; A. H. Henk, Detroit; J. F. 
Hubeny, Kansas City; R. M. 
Eddins, Memphis; A. O. Eaton, 
Milwaukee; E. L. Nelson, Minne- 
apolis, and W. D. Corbin, St. Louis. 

At the New York meeting will 
be M. A. Saunders, eastern division 
sales manager; Leonard; J. J. 
Layton, Atlanta; E. E. Aikens, 
Boston; C. H. Fox, Buffalo; F. L. 
Quinn, New York; W. R. Webb, 
Philadelphia; H. H. Barr, Pitts- 
burgh, and C. H. Kittle, Wash- 
ington. 


Missouri Blast Hurts 4 


ST. JOSEPH, Mo. — Four em- 
ployes suffered minor burns and a 
plate-glass window was blown out 
at Miller Chevrolet Co. when an 
explosion occurred while a truck- 
tractor gasoline tank was being 
steam-cleaned. The vehicle was 
demolished. 





$00,000 Again 


Inventories Swollen 
By Lower July Sales 


(Continued from Page 1) 


“blitz” sale and other desperate 
measures as dealers fought to get 
in shape for the new models. 
* cal * 
N some areas and in some lines 
similar blitz sales are now 
underway. 

It is felt in some quarters, how- 
ever, that the new-car inventory 
total will trend downward for the 
next three months, perhaps settling 
to as low as 500,000 before an 
upward turn can be expected again. 

These ample field stocks are 
comprised of new cars in dealer 
showrooms, those warehoused by 
dealers and factories, demonstrators 
and cars in transit to dealerships 
from the factories, as of Aug. 1. 

Factory pressure for sales 
volume and customer insistence 
upon increasingly large discounts 
are cited by dealers across the 
country as the chief stumbling 
blocks to an orderly cleanup. 

One dealer, however, said his 


719 | cleanup this year would be tougher 


than ever because too many of 
his competitors jumped the gun on 
price concessions not usually made 
until the final stages of cleaning 
out for new models. 

Nevertheless, most dealers feel 
that they will get their house in 
order in time. 

Continued easy credit would be 
a big help, they say. However, auto 
loans have been sifted more care- 
fully in past weeks, although 
delinquencies are reported less 
than normal with repossessions 
running about one-third as many 
as at this time a year ago. 

Thus, if auto credit is tightened, 
it will not be because’ customers 
have defaulted, but because of 
warnings from various quarters 
that credit is too loose and because 
of various other strains on the 
money market. 

* * * 

ACTORY bonuses will be of 

little or no help to the cleanup, 

dealers say. First of all, déalers in 
several lines — including those in 
which stocks have been reported 
among the highest — say they are 
getting no bonus or trading allow- 
ance of any kind. 

Dealers in lines in which 
bonuses have been announced 
claim that the setup has been 
rigged by the factory so that the 
bonus helps only those dealers 
who buy extra cars during the 
buildout. 

“That’s no good for the dealer 
trying to mop up ’55s,” said an 
Illinois dealer. 

An auto retailer in the Southwest 
observed that the public is “too 
well informed on these things” and 
that buyers now expect the factory 
bonus to be passed along to them 
in the form of higher overallow- 
ances. 

Said a Californian, whose factory 
has never given a bonus: “Dealers 
with a bonus give it away and 
retain little. I believe it is like a 
shot of hop—the after-effects are 
painful.” 


Chevrolet Registrations 


Called Alltime Record 

DETROIT. — Retail registrations 
of new Chevrolet cars in the first 
six months of the year were the 
highest for any make in the his- 
tory of the automotive industry, 
W. E. Fish, general sales manager, 
declared last week. 

Fish-based his statement on re- 
ports of R. L. Polk & Co.’s official 
tabulation of new-car registrations 
for the first half of 1955. 

“The alltime high for six months’ 
registration (756,317) exceeds the 
former record of 752,276 passenger 
cars which Polk reported for Chev- 
rolet in the last half of 1950,” Fish 
said. “It tops the first six months 
of a year ago by more than 50,000 
units.” 


3,100-Car Salesman 


TERRE HAUTE, Ind. — A. L. 
Striker, 67, a Nash salesman since 
1917, estimates that he has sold * 
1,900 new cars and 1,200 used cars. 
Striker for 17 years has been an 
employe of Gasaway Motor Co. 
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*,.. assisted us 
in doing what 
most people think 


9: 


impossible...’ 


says MR. LESTER LAPEDUS, Gen- 
eral Manager and Vice-President of 
Archway Motors, Inc., Baltimore, Md. 
Mr. LaPedus is shown standing behind 
Mr. ARCHIE ABRAMSON, Presi- 
dent of this dynamic Ford dealership. 


fv ALY 


Ve HEN talking to a prospect, we always Lire and other promotion material on their pete Same: 


include a pep talk on the COMMERCIAL *7 Point Plan’ has been extremely valuable.” 

Crepirt time buying feature. About 64% of our 
current sales are time sales which we believe COMMERCIAL CREDIT DEALERS CoMMERCIAL 
is as high as any dealer in our area. We regard 
this percentage as a good measure of how well ARE Successful DEALERS CREDIT 
we are penetrating our market. Many of these CORPORATION 
deals couldn’t have been made without the A letter or call to your nearest COMMERCIAL 
oes Y , = . ¥ - A service offered through subsidiaries of 
ComMERCIAL CreEpIt tie-in. It has assisted us in Crepit office will get you speedy and expert Commercial Credit Company, Baltimore . .. 

; : : ‘ 2 : 7 5 Capital and Surplus over $175,000,000 
doing what most people think impossible. help with your financing problems. Why not . .. Offices in principal cities of the United 


Their latest training film, coupled with ads in call today? ee 
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FRB, Finance Men Confer .. . 


‘Loose Credit’ Gets 
Top-Level Airing 


By William Ullman 
Washington Correspondent 


WASHINGTON. — Credit terms, 
widely regarded as now being at 
the lunatic fringe, got a going-over 
here last week during meetings 
between officials of the Federal 
Reserve Board and sales finance 
company executives one day and 
FRB and members of the Ameri- 
can Bankers Assn. the next. 

The meetings were informal. 
There was no agenda. The press 
was not admitted and there was 
no statement. 

A spokesman for FRB did say. 
however, that there was no specific 
action agreed upon and that the 
sessions were purely round-table 
discussions of today’s credit situa- 
tion, with especial attention to the 
looseness of credit particularly in 
the automobile field. 

eee 
A sense, the meetings repre- 
sented the Government’s way of 
letting the lenders know that it 
was apprehensive concerning the 
trend of credit terms, and that 
quality was of more concern than 
quantity. 

It was conceded that there are 
no direct controls that can be ap- 
plied to the situation. In the ab- 
gence of one-time Regulation W 
and Congress, the FRB must de- 
pend upon moral suasion. 

That was the idea of thé meet- 


ings. 
eee 


peantoes, NADA issued a 
new warning to dealers, as- 
serting that signs point to a con- 


tinued deterioration of sound credit 
rather than improvement. 


Terms extending from three to 


GM Dealers Told 
To Tighten Credit 


NEW YORK. — General Motors 
dealers across the nation have been 
urged to tighten up on “easy” credit 
to auto buyers, 

The warning was issued by Gen- 
eral Motors Acceptance Corp. in a 
memorandum to all dealers. It noted 
that some customers who should 
be buying used cars are “being in- 
duced through easy terms to take 
delivery of new cars.” 

GMAC also “has a suspicion that 
some people .. . may not be paying 
as much as they could comfortably 
affort” and may be obligating 
themselves to make “monthly pay- 
ments cape out beyond their 
actual needs 





five years push customers out of 
the market too long, NADA said. 

“Low down payments and ex- 
tended terms,” NADA pointed 
out, “simply don’t give the car 
buyer enough ownership equity 
in his purchase. ... 

“Right now it’s up to dealers to 
put a stop to crazy credit and start 
back on the road to sanity. If the 
quality of credit gets any worse, it 
may not be up-to the dealers much 


longer.” 
2 s * 


Buffalo Banks Tighten 


Auto Credit Policy 


UFFALO.—There is a very defi- 

nite move afoot in banking cir- 
cles here to keep installment buy- 
ing of automobiles from running 
wild. 


Lewis G. Harriman, board chair- 
man of Manufacturers & Traders 
Trust Co., said: “We're a little bit 
tougher on down payments and 
are not letting maturity dates get 
too far away.” 

President Ralph Stoddard of the 
Buffalo Industrial Bank said there 
is no change in his bank’s basic 
policy but “there is a disposition 
to look consumer-credit paper over 
a little more closely.” 


U.S. Jobs Hit 
Record High of 
Near 65 Million 


WASHINGTON. — A record total 
of nearly 65 million Americans had 
paying jobs in July which repre- 
sented a 900,000 jump over June, 
another record, the Government 
reported last week. 

Some 7,471,000, or 3.70 percent of 
the civilian labor force, were out of 
work. The jobless total dropped 
nearly a million below July of last 
year and about 200,000 from June. 

Secretaries Sinclair Weeks, Com- 
merce, and James P. Mitchell, La- 
bor, gave out the employment fig- 
ures in a report which said: 

“The rate of employment increase 
. . - has not been matched... 
since 1946.” 

In July, 1953, last month of the 
Korean War, the working force 
was 63,666,000 while 1,548,000 were 
unemployed. 


Jobber Completes Building 


PORTLAND, Ore.—Parts Service 
Co., automotive jobber, has com- 
pleted its new building and has 
moved & & yoo into it. Own- 
ers are F. D. Patterson and C. L. 
Keep. 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Aug. 10 
(Sale off $50 to $75. Sold 63 per- 
cent of 177 cars entered.) 
BUICK—’55 Special 2-dr., $2,005*. °54 
Super 4-dr., $1. 745°. 53 Super Rivi- 


. “S51 Spectal 4-ar., 


ILET—'55 One-fifty 2-dr., p 
. ‘54 Bel Air 4-dr., $1,075; One- 
5, $805*. ‘53 Bel Air 


53 Windsor ‘club coupe, 

$710*. °52 NY 4-dr., $700*; Windsor 

; club coupe, $500°. "51 

-, $535°, $510°; NY 4- 

dr.. $530°. "50° Roya! club coupe, $250. 

*50 Deluxe 4-dr., $375. $290. 

DODGE—'54 Meadowbrook club coupe, 

$800. ‘53 Coronet club coupe, $88*; 

., $745°: Meadowbrook 4-dr., 

. "62 Wayfarer 4-dr.. $510: 2- 

. $360. °51 Wayfarer club coupe, 

$350: 4-dr., $325: %-ton panel, $205. 
"49 Wavtfarer 2-dr., $145. 

FORD—'55 Ranch aan $1.820. Main 

(8) 2-dr.. $1.690*. ‘54 Crest (8) conv., 

$1,435: Custom rT) 2-dr., $1,110, $1,- 


090; 4-dr., $1,050*. 


$1,250°, 


club coupe, $210; 

(6) 2-dr., 
MERCURY—’54 Monterey 4-dr., $1,- 

425°. °53 Monterey sport coupe, $1,- 
090°, $1,020; 4-dr., $1,060; 


an. 


$950. 52 Custom 4-dr., $825. 
$330. 


$370; club coupe, 
NASH>53 Statesman 4-dr., $705, °52 
Seooenan sport coupe, $700; 4-dr., 


0. 
OLDSMOBILE—'54 (88) 4-dr., $1,775°. 
. . "51 (88) 4- 
$280° 


PACKARD — '53 Clipper 4- -dr., $890, 
wunan "52 (200) 4-dr., $480. 

MOUTH "53 Cranbrook, $850; 
aan club coupe, $645; 4-dr., 
$409, ‘52 Cambridge 4-dr.. $500. ‘5i 
Cambridge 4-dr., $300, $275. '50 2- 
dr., $245. 

PONTIAC—'5S4 Star Chief (8) Catalina, 
$1.720°. °53 Chieftain (8) Catalina, 
$1,.205°, $1.200°; (6) 4-dr.. $875*. 
"52 Chieftain (8) 4-dr.. $755*: (6) 
4-dt.. $620, $575°; 2-dr., $580, °51 
Streamliner conv., $675*. '50 Stream- 
liner cinh coupe. $325*: 2-dr.. $245°. 

STTDERAKER—'52 Commander 4-dr., 
$496°, $290. ‘51 Champion 4-dr.. $180. 


Other Auction Reports are on Pages 62, 63, 64, 65 


*Indicates automatic transmission or overdrive and (ps), power steering. 








Finest from the ‘Golden Age'— 


The Grand Classic Trophy winner, a 1936 Packard coupe roadster, will be among 
100 ancient automobiles that will make a trek from Harrisburg, Pa., to Detroit. Spon- 
sored by the Classic Car Club, the third annual cross-country CARavan will reach 
Detroit Aug. 17. William Wharff, Clinton, la., owner of the Packard, will receive the 
club's trophy in ceremonies at the Packard proving ground Aug. 18. Club members 
restore cors at costs up to $10,000 from the period they consider the “golden age 


of automobiles,” 1925-42. 





$875 Million in U.S. Aid 


Allocated for 


WASHINGTON.—The apportion- 
ment of $875 million in Federal 
aid to states for highways, five 
months ahead of the time limit set 
by Congress, was announced last 
week by Secretary of Commerce 
Sinclair Weeks. 

This was the second and last 
apportionment under provisions of 
the Federal-aid Highway Act of 
1954. The act authorized a total 
of $1,932 million, the largest two- 

year sum ever provided for the 

Federal highway program. 

The newly mameas $875 $875 million 
will be apportioned as follows: 
Primary highways, $315 million; 
secondary highways, $210 million; 
primary highways in urban areas, 
$175 million, and the national 
system of interstate highways, $175 
million. 

The primary Federal-aid system 
of highways consists of 215,595 miles 
of rural highways and 18,812 miles 
of urban highways, making a total 
of 234,407 miles. This is the general 
network of main highways of the 
country. Its most important arter- 
ies comprise the national system 
of interstate highways. 

The secondary, or farm-to-mar- 
ket system is 482,972 miles in 
extent. It includes routes not a 
part of the primary system which 
best serve the transportation needs 
of the rural population. 

The funds will be spent under 
supervision of the Bureau of Public 
Road: 


s. 

Federal participation in pri- 
mary, secondary and urban work 
is limited to half the cost, except 
in public-lands states, where par- 
ticipation may be increased 
above 50 percent by half of the 
percentage of the area of the 
state that is public land. 

Participation in the interstate 
system is limited to 60 percent of 
the cost, except in  public-lands 
states, where the 60 percent may 
be increased by 40 percent of the 
= of the state that is public 
and. 

Federal-aid funds for the 


Old Timers Plan 
Citations for Six 
Industry Leaders 


NEW YORK. — Distinguished 
service citations will be presented to 
six persons at the 16th anniversary 
dinner of Automobile Old Timers 
to be held here Oct. 28, in the 
Waldorf-Astoria Hotel. 

Citations will be awarded to L. L. 
Colbert, president of Chrysler 
Corp.; Postmaster Genera] Arthur 
E. Summerfield. Chevrolet dealer in 
Flint, Mich.; Paul Garrett, public 
relations vice-president of General 
Motors; Pyke Johnson, past presi- 
dent of the Automotive Safety 
Foundation; Frederick C. Craw- 
ford, chairman of Thompson Prod- 
ucts, Inc., and Mary D. Allen, ac- 
credited as being the nation’s first 
woman auto dealer. 

Radio time will be given to an 
address by Charles F. Kettering, 
GM research consultant, who will 
be guest of honor. 


Highways 


primary highway system are 
apportioned in proportion to area, 
population and mileage of post 
roads. Funds for secondary roads 
are apportioned in the same man- 
ner, except that the rural popula- 
tion is used, rather than the total 
population. 

Funds for urban projects are 
apportioned in proportion to popu- 
lation in urban places of 5,000 or 
more. 

Biggest total apportionment is 
New York’s $56.2 million. For the 
primary, secondary and interstate 
systems, Texas gets the biggest 
apportionments, $20.5 million, $13.7 
million, and $9.9 million, respec- 
tively. 

Largest urban grant is the $23.1 
million going to New York. 


Safety Belts Lure 
2 Firms; 3rd Eyes 
‘Fresh Approach’ 


HARTFORD, Conn. — Two firms 
are entering the automotive safety 
belt field and a third is engaged 
in research which it hopes will lead 
to a “fresh approach” to its present 
product. 

Capewell Mfg. Co. has announced 
that its new line of belts will be 
available shortly. Capewell said its 
product will conform to the stand- 
ards set by research scientists. The 
firm manufactured parachute har- 
nesses during the war. 

Essex Mills, Essex, Conn., is 
doing research and engineering 
studies preparatory to producing 
nylon webbing for a firm now 
manufacturing safety belts. 

In Middletown, Conn., Russell 
Mfg. Co., which is now making 
safety belts, announced that it is 
progressing with a “fresh approach 
and research on new belts.” 





Invitation to Join Up— 


Anne Leitner, secretary of the Texas 
Independent Automobile Dealers Assn., 
displays a membership medallion. With 
the defeat of a proposed dealer license 
law in Texas, fought by the TIADA, mem- 
bership has increased by 87 persons, or 
16 percent. The association will hold its 
11th annual convention Nov. 6-7 in Hous- 
ton. 


Talks Continue 


At Two Makers 


AMC Offer of GAW 
Meets Union Okay 


By Joseph M. Callahan 
Staff Writer 

MERICAN MOTORS CORP. and 
the CIO Auto Workers were 
very close to a settlement patterned 
after the Ford and 
GM pacts as AuvutTo- 
motive News went to 

press last week. 
Union representa- 
tives said they were 
satisfied with the AMC offer of a 
modified guaranteed wage and other 
benefits, although the UAW bar- 
gainers continued to hold out for 

additional improvements. 


The supplemental unemployment 
compensation offer provides for a 
guarantee of up to 65 percent of a 
workman’s pay for a maximum of 
26 weeks. 

Leonard Woodcock, director of 
the union’s AMC department, 
said an alternate plan would be 
expected if the laws in Wiscon- 
sin, where many AMC employes 
are located, would prevent satis- 
factory functioning of the plan. 


A possible stumbling block in the 
way of a settlement is that AMC 
offered only a three-cent-an-hour 
improvement factor raise for the 
first year and a six-cent hike in 
subsequent years. Ford and GM 
provided six cents the first year. 

+. * ° 


Penalties Eliminated 


fcowanp L. CUSHMAN, AMC 
industrial relations vice-presi- 
dent, said, “The proposals are in 
Vine with what we have said from 
the beginning of the negotiations. 
The obiectives of American Motors 
is to eliminate penalties we’ve had 
in contractual arrangements with 
the union.” 

After a three-week adiourn- 
ment. AMC-UAW talks resumed 
last Monday and the bargainers 
worked steadily all week in an 
effort to reach an agreement by 
last Friday (Apr. 12), expiration 
date of the contract. 

Meanwhile, Walter Reuther, CIO 
and UAW president. joined the 
Chrysler Corp. negotiations last 
week for the first time. A full-scale 
bargaining session was held. 

During the previous week sep- 
arate sessions had been held on the 
contract covering the 30.000 work- 
ers in the Automotive Body Divi- 
sion and the pact for the 109,000 
other Chrysler employes. 

: * & 


Auto Pact Spreads 


AST week there were new re- 

ports that the modified guaran- 
teed wage agreed upon in the auto 
industry was becoming the pattern 
for other industries. 

Said the UAW, “The pattern, in- 
cluding the principles of the guar- 
anteed annual wage is now as 
much a part of the standard for 

(Continued on Page 73, Col. 1) 


Canadian Banks 
Deny They Plan 


Auto Financing 


MONTREAL.—Officials of Cana- 
da’s chartered banks have denied 
that the institutions are intending 
to invade the automobile financing 
field. 

“The finance companies (such as 
General Motors Acceptance Corp., 
Traders Finance Co. and Industrial 
Acceptance Corp.) are our good 
customers and we don’t particu- 
larly want to lose them,” said the 
president of one large bank. 

Another official pointed out that 
the banks would have to set up 
a@ separate department to handle 
the business and would have to 
be permitted to charge a higher 
rate of interest than the 6 percent 
maximum allowed by law. 

“For years we have helped peo- 
ple buy automobiles, but only 
within the framework of our reg- 
ular personal loan business,” said 
another banker. 

Auto financing accounts for some 
80 percent of the outstanding 
paper held by Canadian finance 
firms. 
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Everything's 


in his 
favor! 


The man you see here has recently entered a 
wonderful business, the automobile business, 
and has the extreme good fortune to hold a 
Pontiac selling agreement. 


For a Pontiac dealership gives him -the 
opportunity to look confidently to the future, 
assured of an unequalled combination of the 
four fundamentals of dealer success: 


A Good Product—Year after year, Pontiac 
has been a good car, designed to give extra 
value in performance, dependability, beauty 
and comfort. On its record, Pontiac will always 
be a good car. 


A Good Market—Pontiac dealers find it easy 
to sell Pontiac quality not only in their own 
price field, but also above and below. People 
who once paid more find equal or greater value 
in Pontiac; those who have been paying less find 
a little more money buys a lot more car. 


Owner Loyalty—Pontiac owners are enthusi- 
astic owners. They are the backbone of a con- 
tinually expanding market because they buy 
Pontiacs again and again. 


Far-Sighted Factory Cooperation—Pontiac is 
constantly developing and sponsoring programs 
in many fields—parts, service, used cars, sales 
training, etec.—which enable Pontiac dealers to 
build broader, sounder business organizations. 


What better assets can a dealer have? 


PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 
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Watch the progress Of Miavetatartems cealers! 














Pulling Out All Stops— 


Four pretty models prepare to greet visitors during the grand opening of Al Barsky 
Nash in Philadelphia. Opening day brought 3,000 persons to the showroom and 
resulted in 19 sales. Barsky used prizes, favors, advertising on radio and in news- 
papers, displays, special lighting, music, decorations and a slogan contest to promote 


the opening. 
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Oldsmobile Past Annual Peak... 


Records Galore for July 


(Continued from Page 2) 


of this year totaled 461,308 cars, 
Wiles said. 


Chrysler 


Continuing their steady rise, 
sales of 1955 Chryslers and Impe- 
rials for the last 10 days of July, 
1955, increased to 4,869, more than 
78 percent over the same period a 
year ago, and more than 24 per- 
cent over the previous 10-day 
period. 

Deliveries for the month totaled 
13,396 cars, more than 63 percent 
above the 8,209 delivered in the 
same period in 1954. 

Deliveries for the first seven 
months of 1955 were at the highest 
post-war rate with 105,358 cars 
going to buyers between January 1 
and July 31. 


Pontiac 
Pontiac dealers sold more new 
cars during the last 10-day period 
of July than in any 10-day period 


in history, according to R. M. 
Critchfield, general manager. 

A high daily rate of sales, which 
exceeded Pontiac’s daily produc- 
tion rate by 27 percent during the 
period, brought new-car sales for 
July 21 to 31 to a record-breaking 
total of 21,626. 

Deliveries during the last 10- 
days of July this year, 209 per- 
cent of sales for the same period 
in 1954, brought the July total to 
50,003, he said. Pontiac produced 
only 48,298 cars for domestic 
sales during July, Critchfield 
said. 

Used-car sales by Pontiac deal- 
ers hit a new high for July. a 
total of 83,066 used cars were de- 
livered. 


General Motors 


Retail sales of new General 
Motors passenger cars in the United 
States in July were the highest in 
history for that period, President 








PUROLATOR makes FILTER CHANGES 
EASIER... MORE PROFITABLE / 


iw is the cream of more than 30 years 
of filter-change know-how packed into 16 
pages by Purolator, America’s No. 1 filter 
manufacturer. 

It’s all there . . . step-by-step how-to-do- 
it for all makes and models of cars! All the 
“savvy” that’s needed to save time and 
money—make every dealer and his men 
filter-change experts! 

Every dealer wants one—or more—copies 
of Purolator’s new Service Manual. Con- 
tact your Purolator supplier. 


selling season in history. 





Stock ‘em up 


a Pyrolator Micronic—First and Finest—on the 
dealer’s shelf beats a dozen on order. STOCK 
PUROLATOR for the biggest fall and winter filter 


for fall and 
winter NOW. 


‘‘Purolator’’ and ‘‘Micronic’’ 
Registered U. S. Pat. Off. 





s’S’H! 
New Purolator program 
getting under way. Most 
exciting in oil filter his- 
tory! Motorists will love 
it! Dealers will eat it up! 






























America’s No.1 @OUL FILTER 


PUROLATOR PRODUCTS, INC., Rahway, New Jersey and Toronto, Ontario, Canada. 








Harlow H. Curtice announced. 

Retail deliveries totaled 312,728, 
or 137.4 percent of the total for the 
same month of 1954, he said. 

Retail sales of both new and 
used General Motors cars during 
the first seven months of 1955 
were by far the highest for any 
similar period in history, Curtice 
said. The record seven-month 
totals by GM dealers were 2,259,- 
522 new cars and 2,915,844 used 
cars, he said. 

Delivery of used cars by GM 
dealers during the month of July 
also reached a record for that 
month of 404,857 units, he said. 


Mercury 


Sale of 34,949 new Mercurys in 
July set an alltime high for the 
month, according to Joseph E. 
Bayne, general sales manager. 

Mercury’s July sales were 50 per- 
cent higher than the 23,332 sold in 
the same month last year and 30 
percent above the previous July 
record of 26,758 in 1950, Bayne said. 

Mercury sales set a record of 
235,475 for the first seven months 
of the year, some 34 percent higher 
than the same period last year, 
when 175,015 were sold, he said. The 
new January-July record is 20 per- 
cent higher than the previous mark 
of 195,005 sold in the first seven 
months of 1950, top year in Mercury 
history, he added. 


Cadillac 


Cadillac new-car sales during 
July soared to a high of 12,423, 
according to J. M. Roche, general 
sales manager. 

This represents an increase of 
16.6 percent over the highest previ- 
ous July delivery mark of 10,651, 
established in 1954, he said. 

July sales brought Cadillac’s total 
to an alltime high of 93,554 during 
the first seven months of 1955, 
reported Roche. The figure is 35 
percent higher than 1954 sales dur- 
ing the same period, he said. 

“That this high degree of public 
acceptance of our product is con- 
tinuing is evidenced by sales of 
5,006 new cars during the last ten 
days of July,” continued Roche. 
“Only three 10-day periods during 
Cadillac’s current record breaking 
year have exceeded this mark.” 


Munn 


(Continued from Page 3) 


to suffer the experiences of outside 
control of private investment. 
* * x 


Can’t Serve 2 Masters 


4 ipex automobile is a sales spe- 

cialty of the highest order. No 
outlet that handles all makes can 
satisfactorily perform for any 
manufacturer. The automobile bus- 
iness is a repeat business and 
wheel-and-deal dealers who try to 
trick prospects will find the going 
a little bit more difficult each year. 
The end product of this industry 
is satisfactory use of the automo- 
bile in the hands of the owner. No 
one but a service dealer who is in- 
terested in the welfare of the grow- 
ing list of owners can be perma- 
nent in this trade. 

The pendulum will swing to 
good merchandising practices 
which includes a sincere, straight 
forward attitude towards cus- 
tomers. And that is the reason I 
repeat again that the service 
dealer will eventually come into 
his own. And I am therefore will- 
ing to stake whatever reputation 
I enjoy in this field by repeating 
my firm conviction that the serv- 
ice automobile dealer is and will 
continue to be the means of dis- 
tributing cars and serving the 
public and thereby better serving 
the manufacturer. 

But let’s get on with the business 
of getting a new contract so that 
|dealers need not be again thrown 
| into a tailspin while manufacturers 
| are making more money than ever. 





‘Cooper, Sutter Due 
At Minn. Parley 


MINNEAPOLIS. — “It takes a 
dealer to help a dealer,” will be 
the theme of the 36th annua] Min- 
nesota Automobile Dealers Assn. 
|convention at the Hotel Radisson 
| here, Sept. 19-20. 
| Speaking at the convention will 
| be Walter Cooper, chairman of the 
NADA national] affairs committee, 
and Fred Sutter, chairman of the 
NADA industry relations commit- 
tee. 







































i Quality you can 
depend on 


Your Chevrolet dealer handles 
parts manufactured to high 
standards of quality, precision- 
built for dependable operation. 
Buy your Chevrolet parts from 
the man who specializes in them 
—your Chevrolet dealer. 
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2 Increased service 
efficiency 


The right parts do the job best. 
It will pay you to do business 
with your Chevrolet dealer. In 
so many ways, he is actually 
your partner in service! 





Take it from a leading 
Independent Serviceman: 


MB VWaeitavve ta! Dealer is my 


partner in 
service {” 


“It’s mighty important for me to be able to go to 
my Chevrolet dealer and get just about any Chevrolet 
parts I need quickly. I can even call on the phone and 
have my parts in a jiffy. I use him as part of my 


business — my parts warehouse!” 


CHARLES L. McGUIRE 

C. L. McGUIRE AND COMPANY, INC. 
14-16 WEST END AVENUE 

NEW YORK, N. Y. 


Mr. McGuire places an order with his Chevrolet dealer. 









e Technical help in 
eo service problems 


A complete line of 
Chevrolet Parts 





Booklets like the Repair Manual 
help you solve tough problems 
quickly by showing best and 
quickest installation methods. 
On tricky service problems, see 
your Chevrolet dealer. He can 
help you solve them quickly. 


Your Chevrolet dealer is one, 
convenient source for all Chev- 
rolet parts. He can assure prompt 
delivery, helps you give your 
customers better service! 


Your Chevrolet dealer is ready, willing 
and able to serve you better than ever! 
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Translucent Fiberglas Trailer— 


The interior of a truck trailer made of translucent fiberglas panels shows the 
amount of light transmission. Light-weight and low-mantenance costs are other ad- 
vantages claimed for the new application. The trailer is one of seven made by 
Veenema & Wiegers, Inc., Paterson, N. J., for the Celenese Corp. Panels are made 
by Alsynite Co. of America, San Diego. 


baa 









A 





Building Through Human Relations . . . 





Teamwork in the Dealer Shop 


Eprror’s Nore: One of a@ 
series of letters to inspire 
team spirit to be utilized by a 
service manager or dealer 
orally in staff meetings, by 
letter sent to the employe’s 
home or posted on dealer’s 
bulletin board. 


By John O. Munn 


Dear Fellow Worker: 
ae people are awfully 
slow to absorb the fact 
that there isn’t any such 
thing as a one-man busi- 
ness any more. 


No.11 Even the doctors 
4. lawyers gang 
SERIES 


up on most of 
their jobs today. No busi- 
ness man, professional man 
or craftsman is wholly suf- 
ficient unto himself. 
Running an automobile 


dealership such as ours is 
just impossible without 
team-work. Somebody has 
to bring in the business and 
somebody else has to take 
care of the customers. 

How any one of us says 
“Good Morning” to a customer 
may make the difference be- 
tween keeping the customer or 
sending him somewhere else. 

Another thing we should 
never forget is that more 
businesses have been built 
or wrecked by “word of 
mouth” than by any other 
single force. What is said 
about us by our customers 
is dynamite — it can open 
the way for a bigger, bet- 
ter business or it can blow 
us into fragments, depend- 
ing on what is said. 











Keeping power at work on the 700 acres farmed by Mark R. Westbrook & Sons, lonia County, 
Michigan, takes close to $5,000 annually in fuel and lubricants alone. 


Where You Can Turn Up More Sales! 


Big farm power is always at work in the bustling states of Ohio, 


Michigan and Pennsylvania. Think of the sales it represents for 
you—in machines, tractors, trucks, automobiles, tires, fuel, lubri- 


cants, replacement parts and accessories. 


You'll find year-around activity everywhere in these three pros- 
perous states. Farming is fully diversified. An amazing variety of 
crops and animal products keeps big cash coming in at a steady 


clip—every month of the year! . 


Here are three top-farm-income states where you can turn up 
more sales by advertising in the farm papers preferred by the big 
majority of rural families—THE OHIO FARMER, MICHIGAN FARM- 
ER, PENNSYLVANIA FARMER. They’re published twice monthly, 
get fast sales action at low cost. All three are rotogravure-printed, 


save the cost of plates. 


Send for Your Free Copies of the 


“FARM PETROLEUM MARKET”’ 


Cleveland 14, Ohio. 


Three interesting booklets on the 
farm markets in Ohio, Michigan and 
Pennsylvania that contain important 
facts—on automobiles, trucks, trac- 
tors, garden tractors, petroleum 
products, tires and accessories (plus 
heating and cooking equipment). 
The booklet for either state—or 
all three—will be mailed free upon 
request. Write to Capper-Harman- 
* Slocum, Inc., 1010 Rockwell Ave., 





THE OHIO FARMER - MICHIGAN FARMER - PENNSYLVANIA FARMER 


| 
| 
| 
| 
{ 
| 
| 
| 
| 
| 


Let’s send every custom- 
er away from this place 
feeling that he wants to 
tell his friends what fine 
people we are. That means 
that each and every one of 
us must do his part—just 
one of us can’t be the “nice 
guy.” Each of us must be. 
Smile even when it hurts. 


Sincerely yours, 


CAR DEALER & 
COMPANY 
Manager 


Survey Reveals 
Shops Skimping 
On Undercoating 


BUFFALO. — The Buffalo Auto- 
mobile Dealers Assn. reports that 
a recent survey of 113 eastern 
shops revealed that they were using 
less than 3% gallons of compound 
in undercoating the average car. 
An adequate job requires 5% gal- 
lons. 

The survey indicated that the 
average car was sprayed to a thick- 
ness of 1/16 of an inch. Undercoat- 
ing specialists say the compound 
should be at least 1/8 of an inch 
thick. 

In making the survey results 
public, the Automotive Undercoat- 
ing Manufacturers Assn. warned 
that a coating of less than 1/8 inch 
thick will not absorb road sounds 
properly. 

The AUMA said the best way to 
keep alive the growing and profit- 
able demand for undercoating is 
not to skimp on the application of 
the undercoating compound. 


Delco Breaks 
Sales Marks 


ANDERSON, Ind.—A 28 percent 
increase in sales during the first 
six months of 1955, compared with 
the same period of 1954, has broken 
all previous sales records of Delco- 
Remy division of General Motors. 
Commercial sales for the division 
climbed 42 percent, more than off- 
setting declining sales of defense 
products. 

H. D. Dawson, genera] manager, 
revealed that new record highs 
have been established by the divi- 
sion in its sales of electrical com- 
ponents as original equipment for 
passenger cars, trucks, farm trac- 
tors, buses, aircraft, marine and 
industrial applications. At the same 
time, sales of equipment for re- 
placement and service also have 
set new records, he said. 


Pittsburgh Dealers 
Plan Auto Show 


PITTSBURGH.— The Pittsburgh 
Automobile Dealers Assn. has fixed 
the date for the 1956 Pittsburgh 
Automobile Show. It will be held 
Jan. 21-28 in the Hunt Guard 
Armory. o 





Average New-Car Price 
Rises $116 in Michigan 


LANSING.—New cars in Michi- 
gan are costing more and used 
cars are costing less, according 
to the sales tax collectors in the 
Secretary of State’s office. 

In the first six months of this 
year, the average taxable price 
on the 616,344 new cars sold in 
Michigan was $1,590, compared 
to last year’s average price of 
$1,474. The entire cost of the car 
is taxable. However, these prices 
do not include equipment and 
accessories. 

Michigan also collected $2,147,- 
474 in the first half on 145,926 
used-car sales for an average 
taxable price of $490. The figure 
was $530 last year. Total sales 
tax on autos in the first half was 
$31,551,058, up $7,977,556 over 
1954’s first half. 
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ANOTHER REASON WHY PLYMOUTH DEALERS ARE BREAKING SALES RECORDS WEEK AFTER WEEK 


Leading Independent Research Group* Says 


PLYMOUTH RIDE 


OUT-CLASSES 


ALL COMPETITION 


HERE'S WHY: 


l e Exclusive Oriflow shock absorbers—2 times as efficient as 
ordinary shock absorbers. . . cradled inside the front coil springs 
for direct 100% pillowing action; angle mounted in rear to stop 
side-stepping wheel hop. 


2 e Big-car ride — longest car, widest frame in the lowest-price 
field with the best weight distribution front to rear, top to bottom, 
side to side. 


3 e Widest rear springs of the low-price 3 offer remarkable rear- 
end stability and high resistance to twist and sway on curves and 


rough roads. 





*WE CAN'T USE THEIR NAME 
BUT... DETROIT NOTARY 
PUBLIC VOUCHES FOR 
AUTHENTICITY OF REPORT! 


“I have seen this report 
and certify that 
it is bona fide.” 


Thamas’ C. Vilage! 


Notary Public 


18105 Birchcrest Drive, Detroit 21, Michigan 
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Capsule Comment 


Some dealers praised the Senate probe on auto market 
practices; others were angered. The factories withheld com- 
ment. 


But a new awareness of mutual problems went without 
saying. 
* * * 


Twenty percent of the vehicles examined in the May 
safety-check program were found to be unsafe. 


And still, dealers declare, it will take a big educational 
campaign to focus public attention on new safety features 
in cars. 


In Atlanta, a “spy” armed with powerful binoculars spe- 
cialized in stealing car deals from a rival dealership. 


A bit of invisible ink probably would have taken care 
of him. 
* * 7 
The Government is exhibiting concern over what it 


regards as tendencies toward loose credit in the auto busi- 
ness. 


While the U. S. consumer posts his cleanest repayment 
record ever. 
- * * 
“Write your own deal” and “sacrifice” advertising is com- 
ing into wider use. 
A wheel-and-deal operator often wakes up to find that 
he is his own worst enemy. 
* wy * 


Most makers report record July car sales. 
We were wondering what was causing all that heat. 


Events 


Dealer Conventions 


Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virgipia, 

Aug. 28-30—Kentucky Automobile Dealers 
Assn., Kenlake Hotel (Kentucky Lake), 
Hardin, Ky. : 

Sept. 9-11 — Maine Automobile Dealers 

Samoset Hotel, Rocklane, 


Maine. ‘ 

Sept. 12—Delaware Automobile Dealers 
Assn., Rehoboth Beach, Del. 

Sept. 14— vermont Automopile Dealers 
Assn., Equinox House, Manchester, Ver- 


mont, 

Sept, 16 — 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas, 

Sept. 16—Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland, Ore. 
Sept. 18-19 — South Dakota Automobile 
ealers Assn., Sioux Falls, S. D. 
Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 

Inc., Saranac Inn, Saranac, N. Y. 

Sept. 19-20—Minnesota Automobile Dealers 

Association, Radisson Hotel, Minneapo- 


lis. 
Sept. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. Ill. 
Sept. 19-20—Wisconsin Automotive Trades 
Assn.. Schroeder Hotel, Milwaukee, Wis. 
— 23-24 — New Mexico Automotive 
i. 


Association, 


ol La Fonda Hotel, Sante 
Sept, 25-27—ITennessee Automotive Assn., 
uena Vista Hotel, Biloxi, Miss. 
Sept. 25-27 — Texas Automotive Dealers 
Association, Shamrock Hotel, Houston, 


Texas, 

Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. 

Sept, 26-27—Pennsylvania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh, Pa. s 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hotel Chalfonte-Haddon Hall, Atlantic 


City, N. J. 

Oct. 9-10 — New ionesien Automobile 
Dealers Assn., Mt. Washington Hotel, 
Bretton Woods, N. H. 

Oct, 9-10— Georgia Automobile Dealers 
Association, Bon Air Hotel, Augusta, 


3. 
Oct, 9-l1—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 
Oct, 15-17—Arkansas Automobile ‘Dealers 
Assn., Majestic Hotel, Hot Springs, Ark. 
Oct, 16-17—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa, Okla, 
Oct. 16-18—National Independent Auto- 
mobile Dealers Association Annual Con- 
vention, Hotel William Penn, Pitts- 


burgh, Pa. 

Oct. 33:25 — Florida Automobile Dealers 
as Sans Souci Hotel, Miami Beach, 

a. 

. 1 — Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn, 

Nov, 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 

Nov, [3-14 — 20th Annual Convention 
Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birmingham. 

Nov, 13-15 — Ohio Automobile Dealers 
com, Netherland Plaza Hotel, Cincin- 
nati, O, 

Dec. 2—Nebraska New Car Dealers Assn., 
Paxton Hotel, Omaha. 

Dec, 6—Utah Automobile Dealers Associ- 
ation Convention, Newhouse Hotel, Salt 
Lake City, Utah, 

Dec, 9-10—Montana Automobile Dealers 
Assn., Northern Hotel, Billings, Mont. 
Jan. 28-Feb. 1—39tn Annual National Au- 
tomobile Dealers Assoaiation Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels, Washington, D. C. 

* ¢ « 


Dealer Auto Shows 


Nov, 12-20—Portland (Ore.) Show. 
Nov, 26-Dec. 3—Buffalo Auto Show, Mas- 
ten Avenue Armory, Buffalo, N. Y. 
Jan.—Columbus Automopile Show, Veter- 
ans Memorial Bidg., Columbus, Ohio. 
Jan. 7-15—27th Annual Automobile Show, 
National Armory, Washington, D. C. 
Jan. 7-15—Chicago Auto Show, Interna- 
tional Amphitheater, Chicago, 

Jan, 7-15 — Houston Auto Show, Houston 
Coliseum, Houston, Texas. 

Jen. 7-15 — St. Louis Auto Show, Kiel 


Auditorium, St. Louis. 
Automobile Show, 


Jan. 21 ittsburgh 
Hunt National ‘Guard Armory, Pitts- 


hb. 
Jan. ¥1-29—Cleveland Auto Show, Cleve- 


anc, 

Jan, 28-Feb. 4 — Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N, Y, 

Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

Feb. 14-19— Lansing Auto Show, Civic 
Center, Lansing, Mich. 

(See CALENDAR, Page 57, Col. 1) 


20 Years Ago a 


‘Confidence Loser..... . 


st like | been sayi 
Jit aint going’ te 


} amount to nothing. | 
BR ae an See’ 
3 i + = 


Satelite? Huh 
Srdust — spxe-t 
Exhileration - EcStecy— & 
| ty 3 Million Miles! 
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This is an open forum for the discussion of any subject of interest to our 


and your are wi 


letters but may 6 your name with 
peu oe ali Editor, Automotive News, Detroit 26, Mich. 


used, if you so request. 


Misleading Ads 

There is something I'd like to 
mention in passing and that is in 
regard to the terribly misleading 
advertising from both the retail 
and wholesale levels of this busi- 
ness. 


No attention is given to unsigned 
the assurance that it will not be 


then we would not have the public 
running from one dealership to the 
other so much for the low dollar 
buy, and they would have more 
confidence in their local dealer 
which is as it should be. — Jason 
E. Ricuarps, Manager, Wells Mo- 
tors, Inc., (Chevrolet-Olds), Genoa, 


I'm sure you know what I am/ yj 


talking about, and it is my humble 
opinion that if we in the business 
do not clean it up ourselves, then 
other measures may be taken to 
clean it up that may not be to 
our liking nor to best interests. 

I feel that every automotive pub- 
lication should stress this point te 
the hilt in their editorals; NADA 
should also stress it as strongly 
as possible and then each and 
every automobile dealer take stock 
of his advertising and be able to 
look himself square in the eye in 
a mirror and say: “My advertising 
is clean, my advertising is honest.” 

I believe that if we could do that, 


The Big Stories 


General Motors has elevated three vice-presidents to the executive 
committee. They are R. H. Grant, sales vice-president; C. E. Wilson, 
industrial relations vice-president, and O. E. Hunt, engineering 


vice-president. 


Excavation has begun at the Rouge plant of the Ford Motor Co. 
for two new batteries of coke ovens which will provide 8,000,000 
cubic feet more gas per day for plant operations. 

President Roosevelt has signed the bill which places interstate 
truck and bus operations under Federal control for the first time in 


the industry’s history. 


Twenty-one and three-fourths miles to the gallon of gasoline, and 
3,000 miles on 3% quarts of oil, were the economy records claimed 
for a stock Chevrolet master deluxe sedan in a certified economy 


run staged in California. 


—From the files of Automotive News. 


as a 
Oops! 

I quote from “On the House” in 
the Aug. 1 issue of AUTOMOTIVE 
News: 

“ |. . Ervin Feld (Dodge-Plym- 
outh) will head 1956 Kansas deal- 
ers convention committee” 

This item should have read Mis- 
souri dealers. I assure you I have 
the greatest respect and admir- 
ation for all Kansas dealers, but 
my name at the head of their 
convention committee has about 
the same reaction from them as 
perhaps Walter Reuther’s name 
as president of Chrysler Corp. 

I know this was an unintentional 
error, but thought maybe you 
would like it called to your atten- 
tion. At any rate, I assure you 
it will have no effect on the future 
of the automobile business, either 
in Missouri or Kansas. 

At this time may I comment that 
I have been a dealer in this busi- 
ness during the past 28 years and 
a constant reader of AUTOMOTIVE 
News which in my opinion is tops 
in its field — Ervin Fevp, Ervin 
Feld Motor Co., Inc., (Dodge-Plym- 
outh) Kansas City, Missouri. 


Youth vs. Experience 


Here is something that certainly 
deserves a second thought, especi- 
ally by new dealers. 

We all know the factories are 
now producing record quantities, 
and that the market is about 

(See LETTERBOX, Page 67, Col. 3) 
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aucnt is not confined to 





I i eo 6 . 
Hue their trust and find that trust 
BLY met .4 
Br Breatest business asset. And three out of 


~~ % 


a fii, 
oh is . 
ew is not an accident of chance. Rather, 


uilt on a series of satisfactory dealings with customers 


find your judgement to be sound and fair and true. 


This is why a service which customers can see, such 


\ - as appearance work, is so vitally important. 


oy 


\ Yet some dealers, using snap judgement and eager 


~> to make a quick profit, recommend a quick, slick shine. 


On the other hand, most dealers recognize that the deadline 

for quality does not end at the door of their factory. In catering to 
the long range interests of their customers, thereby building 
permanent business success, they see to it that every customer 


relationship is a satisfactory one. 


Today the most successful New Car Dealers in America are 

on the Porcelainize program. They know that nothing approaches 
Porcelainize for beauty, for long life, for paint protection. 

They know that Porcelainize is the one accessory product which 
gives car owners more than they paid for — more pride, 


more pleasure, more trade-in or re-sale value. 


These dealers face the future confident of the continued patronage 





of an ever growing list of satisfied customers. 


FREEMAN & FREEMAN, INC. 


DENVER, COLORADO 
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AUTOMOTIVE WASHINGTON 


Federal Reserve Acts 
To Quell Inflation 


By William Ullman 


Washington Correspondent 


LL of the 12 Federal Reserve Banks now have raised 
their rediscount rates in a concerted move to dampen 
the inflationary fires which have been bothering the Govern- 


ment for some time. 


The action was started by Chicago, Boston, Atlanta and 
—_—_—$S  — ——————me—- 


Cleveland. Then came New 
York, Philadelphia, Kansas 
City, Dallas and San Fran- 


cisco. Next in line were Richmond, 
St. Louis and Minneapolis. 
President Eisenhower, when 
asked about the inflation threat, 
replied that he wouldn’t say that 
it was serious. He explained, How- 
ever, that the twin dangers of 
inflation and deflation are always 
present and the function of the 
Government is to be always on the 
alert. He added that the time was 


+. 

here to be watch- 
ful. . 

Federal Reserve 
System spokes- 
men have ex- 
plained that the 
rate boost aims 
at “discouraging 
excessive borrow- 
ing and protect- 
ing the buying 
power of the dol- 
lar.” 


William Uliman 
The FRS banks’ anti-inflation|the horizon, whatever Congress 


SURE 





move followed by only a few days 
the Government’s curb on credit 
expansion in home building. 

The rediscount rate boost was 
the second this year. Last spring 
it was jumped from 1.25 percent 
to 1.75 percent. 

+ . * 


Tax Battle Looms 


yy there may be some con- 
siderable difference of opinion 
concerning the nature of issues 
likely to come before the next ses- 
sion of the 84th Congress, most 
people — experts and non-experts 
alike—agree that one of the liveli- 
est battles next year will be on 
tax reduction. 

In January of this year President 
Eisenhower told Congress in his 
Economic Report that in 1956 it 
“might consider enacting a general, 
though moderate, reduction in 
taxes.” 

Since then, Democratic efforts 
to reduce individual income tax 
liability in the lower bracket met 
with defeat. Now it is probable 
that both parties will sponsor tax 
relief measures next year, though 
the formulas involved likely will 
not be similar. 

With a Presidential election on 


does about taxes in 1956 probably| ther, it was understood—also at 


will be a political decision and a 
vote-getter for the victorious party. 
* + * 


Fortune Charges Probed 


HARGES that the General Serv- 
ices Administration has been 


| playing favorites in handing out 


business to private firms are to be 
thoroughly probed, it was reported 
last week following a two-hour 
study of the question by a congres- 
sional committee. 

Edmund Mansure, GSA admin- 
istrator, at a hearing called at his 
request, flatly denied before the 
House-Senate Committee on De- 
fense Production that he is “in 
the pocket” of a Chicago GOP 
political leader. 

This was one of a series of accu- 
sations leveled at the GSA and its 
administrator by an article in 
Fortune, which claimed that the 
Government agency was riddled 
with “favoritism, factionalism, slop- 
piness and waste.” 

Mansure denounced all of the 
charges as false in his brief appear- 
ance before the committe, only two 
of whose 10 members were present. 
They were Senator Homer Cape- 
hart, Indiana Republican, and Rep. 
Paul Brown, Georgia Democrat. 
The charges will be taken up fur- 





CURES 


FOR 


“SALES LURES” 


Some dealers seek quick profits by advertising “‘no 
down payment”’ and extravagant “easy terms’’, as 
lures to sell new cars to used car incomes. 

Other dealers build larger sales plus repeat profits 


... by selling right cars on right terms to customers - 


who can afford them! These are sure cures for “sales 
lures”. Considerate selling builds sales and profits . . . 


while deceptive selling forfeits public confidence 


and profitable repeat business. 







Cae the Pn, that plans for you 


Let the flexible GMAC Thrift-Guard Plan help 
you in meeting all real financing needs! Its sure 
economy and extra benefits give you sound credit, 


for continuing profit! You gain 


(1) Control of the whole transaction. 


(2) Gross from time contracts. 


(3) Extra business from satisfied customers. 


(4) Repeat sales from GMAC service. 


Te 


TIME PAYMENT 


PLAN 


The GMAC 
Thrift-Guard Plan 
available to 
General Motors Dealers in 
CHEVROLET + PONTIAC 
OLDSMOBILE « BUICK 
CADILLAC 

new cars, and used cars 
of all makes 


GENERAL MOTORS ACCEPTANCE CORPORATION 


Mansure’s request—by a Senate 
Investigations subcommittee, 
headed by Senator John L. McClel- 
lan, Arkansas Democrat. 

* * * 


Howrey to Resign? 
DWARD W. HOWREY, chair- 
man of the Federal Trade 
Commission since April, 1953, is 
planning to resign shortly, accord- 
ing to an informed source at FTC 
headquarters. 

It was understood that he 
would step out to return to pri- 
vate law practice after his FTC 
overhaul is completed. He has 
revamped the organization to con- 
siderable extent along what has 
been termed “functional lines.” 

Howrey, 51, will leave to his suc- 
cessor pending cases that involve 
some of the largest trade associa- 
tions and manufacturers in the 
country. Before becoming FTC 
chairman, Howrey was for 23 years 
associated with the Washington law 
firm of Sanders, Gravelle, Whit- 
lock and Howrey. 

* * * 


Nickel Release Okayed 


SERS of nickel — including the 
automotive industry — will 
receive an additional million pounds 
in August to meet increased indus- 
trial demands. In accordance with 
a recommendation of Secretary of 
Commerce Sinclair Weeks, Dr. 
Arthur Flemming, director of the 
Office of Defense Mobilization, 
ordered the diversion to meet what 
Weeks termed “a critical shortage.” 
The ODM order, delivered to the 
General Services Administration, 
raises the August allocation to 
2,000,000 pounds. Flemming noted 
that no metal is being released 
from the stockpile, just diverted 
en route. 


* * J 

New Atlanta Building 

ERMED “another important 

step in the Administration’s 
program to provide new modern 
postal facilities for growing com- 
munities,” Postmaster General 
Arthur Summerfield last week 
announced award of a contract for 
design of a new motor vehicle serv- 
ice building to be built in Atlanta. 

It will be located on a Govern- 
ment-owned parking site. Plans 
call for a one-story, fireproof 
masonry, motor vehicle mainte- 
nance and repair shop approxi- 
mately 100 x 220 feet, with parking 
on the balance of the ground 
area and an open parking deck 
on top. The entire site, it was 
said, contains 46,000 square feet. 

Built under the Lease-Purchase 
Act passed by the 83rd Congress. 
the Post Office Department, said 
Summerfield, is buying modern and 
vitally needed facilities substanti- 
ally like the average private citizen 
buys his home in periodic payments 
like rent. 

* * = 

Senate Confirms 7 


([HERE was so much confusion 

in the last days before Congress 
adjourned that it was difficult to 
tell exactly what was done. How- 
ever, here are a few Senate con- 
firmations at the upper level that 
it might be well to note, since these 
men will be more or less in the 
public eye. 

Ewan Clague was confirmed as 
commissioner of labor statistics, 
David W. Kendall as an assistant 
secretary of the Treasury, Harold 
E. Stassen as U.S. deputy repre- 
sentative on the United Nations 
Disarmament Commission, Eric A. 
Johnston as chairman of the Inter- 
national Development Advisory 
Board, Dudley C. Sharp as an 
assistant secretary of the Air Force, 
Harold C. Patterson as an SEC 
commissioner and Newell Brown as 
Federal wage-hour administrator. 

* 


Rose Moves Up 


H CHAPMAN ROSE, Cleveland 

* lawyer, former head of Cus- 
toms, was sworn in last week as 
Undersecretary of the Treasury. He 
succeeds Marion B. Folsom, who 
takes over as Secretary of Health. 
Education and Welfare, replacing 
Mrs. Oveta Culp Hobby, who 
resigned to return to Texas to 
become board chairman of the 
Houston Post. 

* 7. + 


Transport Hearings Set 

A HOUSE Interstate Commerce 
‘ subcommittee will begin hear- 
ings Sept. 19 on the Cabinet com- 


mittee’s transportation recommend- 
ations. 
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New Laws Hike Gas, License Income .. . 


States Seek Funds for Highways 


WASHINGTON. — State Legisla- 
tures throughout the country have 
been wrestling with the problem of 
financing highway improvements. 
Many have raised gasoline taxes 
and license fees to increase revenue. 
A roundup of action taken at state 
capitals includes the following: 

Connecticut—Highway financing 
bills enacted included a measure 
increasing the state gasoline tax 
from four to six cents a gallon, to 
produce about $28 million in addi- 
tional revenue during the new bi- 
ennium for an expanded pay-as- 
you-go highway construction pro- 
gram. 

Rejected were proposals for a 
$70 million general obligation 
bond issue for non-toll roads, with 
future similar issues after 1957. 


Also enacted was a bill authoriz- 
ing an unspecified increase in tolls 
on present toll facilities as a means 
of providing additional highway 
building funds. 

Gov. Abraham Ribicoff subse- 
quently announced tolls on the Mer- 
ritt Parkway would be increased 
from 10 to 20 cents and on the Wil- 
bur Cross Parkway from 10 to 15 
cents, to produce about $1% million 
in additional revenue. 

Detaware—A bill to create a. sep- 
arate fund for state motor fuel tax 
receipts was rejected in the Dela- 

ware Legislature. The revenue now 
goes into the general state fund. 

Withdrawn from the Legislature 
was a bill to impose a ton-mile 
tax on out-of-state semi-trailers. 
Firorwa—A bill enacted by the 
Florida Legislature created a new 
Jacksonville expressway authority 
and provided for refinancing of the 
project. 

Other legislative developments 
included rejection of a proposal 
which would have sharply increased 
the cost of heavy truck licenses. 

Groraua—Tax bills enacted by a 
special session of the Legislature 
included an increase in the state 
gasoline tax from six to 6% cents a 
gallon; a new tax on fuel for trucks 
traveling through the state; a driv- 
er’s license fee increase to $1 a 
year, and higher registration fees 
for trucks and cars. 

Also adopted was a resolution 
directing the governor to give the 
state highway department all 
funds due it under a 1952 state 
constitutional amendment re- 
stricting highway-user tax re- 
ceipts to road purposes. 

In another development, the val- 
idity of a 1955 law setting up the 
Georgia Rural Roads Authority was 
upheld by Fulton County Superior 
Court Judge V. B. Moore in an 

opinion clearing the way for the 
authority to proceed with plans for 
issuance of bonds for the program. 

Kansas— Gov. Fred Hall an- 
nounced he will call a special ses- 
sion of the Legislature immediately 
after the 30-day 1956 budget ses- 
sion next January if such action is 
necessary to increase the state 
gasoline tax to match Federal high- 
way aid. 

Louisana—State constitutional 
amendements approved by the Leg- 
islature for submission to the vot- 
ers at an election next April 17 in- 
clude two designed to implement a 


Natural Rubber 
Up 50% in Price 


AKRON.—Firestone Tire & Rub- 
ber Co. has reported that in the 
last 60 days the cost of natural 
rubber has increased more than 50 
percent and that the Firestone Lake 
Charles (La.) plant will produce 
about 30 percent more synthetic 
rubber in the last half of this year 
than it did in the first half. 

Harvey S. Firestone jr., chairman, 
disclosed that an expansion under 
way at Lake Charles will enable 
the plant to produce 150,000 tons 
of synthetic rubber a year by 
December. This is 50 percent above 
its rated capacity when purchased 
from the U.S. in April. 

Firestone stated, “During recent 
months there has developed a 
strong demand in foreign countries 
for American produced synthetic 
rubber as tire manufacturers abroad 
are now recognizing its quality 
advantages.” 








five-year highway financing pro- 
gram involving bond issuance. 

Michigan—A bill enacted by the 
Le boosted the state gas- 
oline tax from 4% to six cents a 
gallon and increased truck weight 

(license) taxes an average of 10 
percent. 

Another Michigan enactment in- 
creased the amount of money which 
can be pledged for limited access 
highway bonds from $7 million to 
$12 million a year. 

Also enacted was a bill allowing 
the state to collect gasoline and 
diesel fuel tax on motor fuel bought 
outside but used in the state. Ve- 
hicles with fuel tank capacities of 
less than 25 gallons are exempt. 

Nesraska—After rejecting a con- 
troversial ton-mile truck tax bill, 
the Legislature enacted a measure 
to increase commercial truck license 
fees by an average of 15 percent 
and to increase license plate fees 
for passenger cars weighing less 
than 3,000 pounds from $6 to $8 a 
year. 

Passenger cars weighing over 3,000 


REPUBLIC solves your storage problems with 


FLEXIBLE SHELVING 









This Republic Clip-Type Convertible Steel Shelving is 
perfect for storing odd-shaped automotive parts. Capable of 
supporting tremendous weights, it, too, is completely flex- 
ible. You simply position the handy clip at the desired shelf 
height, then fasten securely with % turn of stud. Because 
thousands of shelf arrangements are possible, it never be- 


comes obsolete. 


Berger manufactures a big line of Automotive Shelving 
and Racks in stock sizes. To get complete information, call 
your local Berger sales representative. Or send coupon today. 


pounds are already taxed $8 a year 
for licenses. The license fee in- 
creases will yield an estimated 
$825,000 additional annual revenue. 


Pennsylvania—A bill enacted 
by the Legislature to increase 
weight limits of commonly used 
trucks from 45,000 to 60,000 
pounds also boosted license fees 
for such vehicles by about $6,700,- 
000 a biennium. 

Also introduced, but with little 
prospect of passage, was a measure 
proposing imposition of a ton-mile 
tax on heavy trucks. 

Ruope IsLtanp—A proposal author- 
izing issuance of bonds up to $30 
million to aid in financing a four- 
year $70 million arterial road pro- 
gram has been approved by Rhode 
Island voters in a special election. 

The difference between the $30 
million and the total cost of the 
expanded road program will come 
from regular state appropriations 
and Federal matching monies. 

SoutH CAROLIN A—A $59,653,560 
highway department budget for 
1955-56 was approved by the South 


REPUBLIC STEEL 
BERGER DIVISION 


GENERAL OFFICES 


Canton 5, Ohio 
CLEVELAND 1, OHIO 


Export Department: Chrysler Building, New York 17, N.Y. 
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Your local Berger storage engineering expert offers an 
exclusive parts department “Plan-O-Graf” service. With 


the “Plan-O-Graf’ 


system, he scientifically lays out your 


department to bring all parts into true sequence with your 


factory stocklist. 


e furnishes the factory-approved eco- 


nomical Berger standard steel units you need, and handles 
all installation details. Send coupon for more information. 





Mighty Mite— 


Pretty Maureen Johnson holds the 
world's smallest jet engine—a working 
model of the Wright J65 which Buick 
builds for Air Force planes. The eight- 
pound replica, built to a scale of one 
hundred thousandths to the inch, is a 


the Legislature includes an in- 
crease in the state gasoline tax 
rate from four to five cents a 
gallon, to raise an estimated 
$20% million a year in additional 
revenue for highways. 

WIsconsiIn—A new law increases 
the state gasoline tax from four to 
six cents a gallon, to produce an 
estimated $20 million in additional 
annual revenue for highways and 
streets. 

Laid over until a fall session of 
the Legislature was the issue of 
determining the level and the dis- 
tribution of truck taxes. The As- 
sembly’s highways committee was 
directed to study the problem dur- 
ing the summer. A truck ton-mile 
tax proposal had earlier been re- 
jected in committee. 


Cotter Burglarized 
ST. LOUIS.—A safe in the office 
of the Cotter Buick Co., Maple,- 
wood, St. Louis County, was robbed 


highlight of Buick's engine exhibit at the} o¢ $1,942 by burglars who worked 


General Motors Powerama in Chicago 


from Aug. 31-Sept. 25. 


Carolina Highway Commission. The 
main expenditure will be on a 
$29% million road and bridge pro- 
gram 


Berger Division 
1078 Belden Avenue, Canton 5, Ohio 


0 Plan-O-Graf Service 
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I am interested in more information on 
CO Flexi-Bilt Parts Bins with Quick Easy Shelf Adjustment 
0 Clip-Type Convertible Steel Shelving 








Name. Title. 

Firm 

Address 

City Zone__State. aoe 


the combination. The burglars are 
believed to have crawled under an 
eight-foot metal fence in the rear 
of the company’s lot and entered 
through an open garage window. 





More than 100,000 persons read AUTO- 


Texas—A tax bill enacted by | MOTIVE NEWS every week! 





Here’s the ideal shelving unit for maintaining an up-to- 
date inventory. It’s Republic’s handy Flexi-Bilt Parts Bins 
featuring easy shelf adjustment, an exclusive development 
of the Berger Division. As stocks change, shelves can be 
rearranged accordingly—in seconds. Simply lift, pull and 
reposition. No tools, no bolts, no clamps are needed. 
Flexi-Bilt Parts Bins are made entirely of steel—can be 
used singly or bolted together in combination. 
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‘Human’ Approach ... 





How to Build Customer Good Will 


By E. C. Bash 
Staff Correspondent 

ATLANTA. — Selling automo- 
biles, like the selling of any other 
commodity, is essentially a field of 
human relations. 

The degree to which a new-car 
dealer is to succeed depends in 
large part on the amount of con- 
fidence and good will the public 
has in him, Atlanta new-ear dealers 
say. 

Many of the leading dealers in 
the Atlanta area give much of the 
credit for their success to their 
public relations programs which 
have helped them build customer 
loyalty and good will. 

How can the average new-car 
dealer, whether he be located in 
a large city or a small town, 
achieve customer loyalty and 
good will? 

“One way,” says E. C. Gouldman, 
of Gouldman-Tabor Pontiac, Inc., 
“is to play square with the cus- 
tomer. When you advertise, adver- 
tise honestly and truthfully what 

you have for sale. Have what make 
and model you advertise on ‘ie 
showroom floor or on your lot. 

“It’s a poor policy to advertise 
a@ car you don’t have just for a 
‘come on.’ The public is quick to 
catch on when they are being mis- 
led, and from that time on will dis- 
trust anything you may do.” 

Elwyn Tomlinson, president of 
Capitol Automobile Co. (Cadillac- 
Oldsmobile), states: “If people are 
satisfied that they are getting full 
value for the money they spend, 
plus courteous, friendly service, 
they will return and send their 
friends to you. 

“Public favor can make or 
break your business,” Tomlinson 
believes. “Loyal customers can 
make it possible for the smallest 
dealer handling any make to 
stand up against the competition 
of the larger firms.” 

But the dealer must earn his cus- 
tomer loyalty. Most Atlanta dealers 
are in agreement that your com- 
petitor can match your product, 
your displays and your prices, but 
he cannot duplicate your “person- 
ality” or your customer loyalty. 

The right kind of advertising can 
go a long way toward helping the 
new-car dealer achieve customer 
good will. People are interested in 
people. All too many dealers fail to 
take this into account in their ad- 
vertising, John H. Lander, presi- 
dent of Lander Motors (Dodge- 
Plymouth), believes. 

Lander often tries the “folksy” 
approach, and says it brings re- 
sults. An example of this is the fol- 
lowing excerpt from one of his 
recent ads: 

“The happiest motorists of all, 
drive cars from Lander Motors. 
Our sales force is friendly. We 
believe that courtesy pays, and 
that a sincere effort to under- 
stand your problems and meet 
your individual transportation 
needs will be appreciated. In- 
stead of high pressure tactics or 
confusing double-talk we offer 
honest value ... Lander invites 


Incidentally, while Lander under- 
stands the importance of a good 
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public relations program and has 
the know-how to carry it out, he 
does not attempt to do it alone. 
He says, “If a dealer needed le- 
gal advice, he would go to a lawyer. 
When he wants to start an adver- 
tising and public relations program 
he should get professional help.” 


Lander Motors does just that, 





Junior’s Magic Carpet 
Is Dad’s New Car 


DETROIT. — There hag been 
an increase of 60 to 70 percent 
over the last two years in the 
number of children accompany- 
ing DeSoto buyers who journey 
to Detroit for delivery at the fac- 
tory, according to E. W. Brown, 
distribution director. 

Brown credited the rise to a 
growing awareness of the edu- 
cational benefits derived from 
watching an industry at work. 
Plant tours are usually included 
in the visits. 





and Lander believes it is worth 
every cent it costs. 


Beside being interested in new 
and used-car advertising, local 
newspapers welcome news items 
about the new car dealerships. 
These news items are good-will 
ambassadors for the dealer when 
they are read by prospective cus- 
tomers. 


“The more the name of your or- 
ganization appears favorably in the 
news columns of your local paper, 
the more people will think about 
your comany when they are ready 
to buy a new car,” Lander says. 

Events that are considered 
newsworthy by small town and 
large city newspapers include 
employe service records, awards, 
promotions and retirements, per- 
sonnel changes, employe dinners, 
Picnics, parties, new departments 
or services offered, remodeling or 
new construction, participation 
in community activities. 

Two Atlanta dealers — Lander 











F085: 


In 1906, one man introduced au- 
tomobiles for the feet. They were 
motor-driven roller skates capa- 
ble of doing 40 miles per hour. 





(DeSoto - Plymouth) — have indi- 
vidual pictures of their salesmen, 
along with pertinent facts about 
the salesman’s background, his 





ability to serve the customer and 
his interest in the product, printed 
frequently on the business review 
page of the local newspaper. 

Both firms have found this help- 
ful, as it is a personal approach to 
selling. This method is credited 
with drawing inquiries by phone 
and visits to individual salesmen 
who have made it pay off in in- 
creased sales. 

Another sure-fire method of win- 
ning good will is to participate in 
community service programs, At- 
lanta dealers have found. This may 
take many forms. In some in- 
stances the entire new-car organi- 
zation participates as in the case 
of Gouldman-Tabor Pontiac, Inc. 

Over a period of three or four 
years, the employes of this firm 
have donated blood to the Red 
Cross Blood Bank. So regular are 
their contributions that a “bank” 
in the name of the firm igs con- 
stantly maintained at the Red 
Cross. 

Many firms also contribute to 
institutional ads for the Com- 
munity Chest, Cancer Drive, 

Church Day, etc. Among these 
are Gouldman - Tabor Pontiac, 
Capitol Automobile Co., Mitchell 
(Continued on Page 57, Col. 1) 
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World’s Largest Chevrolet Dealer 
changes over 55% of cars to 





DICK SHALLA 
Sales Manager 


LYNN WIRTZ 
General Manager 


Don McCullagh started in business for himself 
in 1931 with a “junker” that he bought for 
$25 and sold for $50 on his front lawn. 


Today, Don McCullagh is the world’s largest 
Chevrolet Dealer, holding the title through 
his Harper Avenue, Detroit, agency exclusive 
of his other car outlets. 


Don McCullagh is a master salesman who has 
proved that the way to build a big, successful 
car business is to make good use of all selling 
tools—and Seiberling tires are selling tools 
that sell cars! 
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Don McCullagh says, ‘““We use Seiberling 
tires to clinch car deals. These top premium 
quality tires are a plus sales feature at 
McCullagh’s—a value that makes our cars 
a better buy. 


“Over 55% of the new cars we sell are 
changed over to Seiberling tires. This gives 
us an extra profit and gives our customers 
extra safety and a big saving on tire costs. 
Seiberling tires are guaranteed to give full 
tread wear regardless of road hazards— 
original equipment tires are not. 


“Tires are a profit item for us instead of a 
problem, thanks to Seiberling and Harper 
Tire Company who are Seiberling distrib- 
utors and our ‘tire department’. Harper Tire 
Company has taken all the trouble out of 
the tire business for us . . . stocks the tires 
for us, and makes the changeovers. Why 
not see your Seiberling Distributor?” 
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Stockton Goes Ford— 


Mayor Dean C. DeCarli, center, accepts 
delivery of 30 new Ford cars for use by 
the police and fire departments of Stock- 
ton, Calif. The delivery was made by 
John H. Eagal sr., Stockton Ford dealer 
for 35 years. On the right is Police Chief 
Jack A. O'Keefe. 
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How They're Pushing Sales... 


Dealer Ad Ideas 


| Byprrereer sien the only separate and 
complete truck division in the 
city, Frank Chevrolet Co., of Port- 
land, Ore., is advertising the theme 
that “trucks are our business.” 

Among the numerous advantages 
that Frank gives for truckers to do 
business with him are a special 
truck building, a crew of skilled 
truck specialists, a complete parts 
stock on hand, free pickup and 
delivery and special fleet rates. 

= * * 


A Little Cooperation 


D JAMES BUICK CO. of Los 

Angeles, one of the nation’s 
leading Buick Dealers, is conduct- 
ing a direct mail advertising cam- 
paign consisting of a request for 
“cooperation” from firms and indi- 
viduals doing business with James. 

The James letter reads, “Coop- 
eration. That’s what we, as your 
customer, ask of you—coopera- 
tion in supplying us with the 
name of at least one person you 
or your employes know to be 





DON McCULLAGH, Inc., 16700 Harper Avenue, Detroit, Michigan, World’s largest Chevrolet Dealer. 


And 55 other Detroit 
car dealers use 


HARPER TIRE CO. 


16116 HARPER AVENUE « 


as their 
“Tire Department" 


HARRY MUTTER 
Partner 


JOHN KROGSTAD 


Partner 


considering the purchase of a new 
car (or a good used one) .. . it 
may even be someone within 
your own organization.” 
Accompanying the letter is a 
stamped postcard, addressed to 
James, on which the customer is 
asked to list prospective buyers. 
* * * 


No Circus Today 


“G@ORRY, No Circus Today,” began 

an advertisement in a Rich- 
mond (Va.) paper recently over the 
name of DuBose Buick. 

The ad read, “Could be we’re 
old fashioned but we have the 
perhaps, quaint notion that a 
customer likes to take home what 
he pays for. 

“So every ounce of energy and 
know-how has gone into making 
our repair and service center one 
of the finest, most modernly 
equipped in the entire country. 

“If it’s a sideshow you're looking 
for, magical tricks and gimmicks, 
you won’t find them here. Only the 


DETROIT, MICHIGAN 


Harry Mutter and John Krogstad have proved that you 
can build a big volume tire business fast/ In just a little 
over a year they have built one of the largest, if not the 
largest, tire changeover operation in metropolitan Detroit. 


These two partners, with 33 years’ tire experience between 
them, started Harper Tire Company in June, 1954—and 
then hit their stride in March of this year when they 
switched over to Seiberling. 


Since taking on Seiberling tires, Harper Tire Company has 
increased its number of car dealer changeover accounts 
by almost 20% —and increased its tire volume by an even 
greater percentage! 


FOR BUSINESS WITH PROFIT IT’S 


SEIBERLING 


Check into the profit possibilities for your business. 


Write to: L. M. SEIBERLING 
Vice-President in Charge of Sales 
Seiberling Rubber Company, Akron 9, Obio 





best 
humanly possible 
* 


service and attention it’s 
to give.” 
* + 


Dealer Sets Up Jackpot 


Genenne for 60 sales in August, 
Shaver and Cross (Pontiac), 
LaPorte, Ind., has announced that 
$10 will be placed in a prize contest 
fund for each purchaser of a car 
in August. 

Each buyer then writes a letter 
of 25 words or less, telling why 
he likes his new Pontiac. The 
writer of the best letter wins $600. 

In addition, the dealership is giv- 
ing free with each car sold in 
August a two-tone paint job, 12 
grease jobs and the choice of a 
six-foot plastic swimming pool, a 
kitchen exhaust fan, a children’s 
play tent, a game of Calypso, a 
canopied sand box or a card table. 

+ + * 


Quiz ’em and Sell ’em 


O. GATES (Chevrolet), Mish- 

° awaka, Ind., has attempted 
to capitalize on the popularity of 
quiz programs by headlining an 
ad with: 

“Q: What Car Dealer Has Out- 
sold all Other Car Dealers? Any 
School Child Can Give You the 
Answer: L. O. Gates, Mishawaka, 
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has sold more Chevrolets month 
after month — year after year - 
than any other dealer has sold 
any other car since 1933.” 
aa * + 

‘Know, Love and Sell .. .” 

ATES OLDSMOBILE CoO., St. 

Louis, printed the photographs 
of 16 of its salesmen and officials, 
including a part-time salesman, 
Carl McIntire, tagged “local. TV 
personality and salesman-at-large.” 

The copy said the salesmen 
“know, sell and love Oldsmobiles” 
and should be called before com- 
pleting any auto deal. 


Some Real Sketches 


ULING BROS. (Buick), West 

Seattle, Wash., has placed in 
the Seattle Times a siz-column 
ad containing life-like sketches 
of each of the firm’s 21 salesmen. 
Each drawing is alongside a full 
description of one of the ’55 cars 
Huling has in stock. 

The top part of the ad reads, 
“We made 268 Buick sales in 
May and June. That’s positive 
proof—we trade high.” 

* a * 


Low-Salaried Sought 


ALKER MOTOR CO. (Ford), 

Augusta, Ga. has aimed an 
advertisement at low-salaried per- 
sons. The ad said: 

“We may be the loser in offering 
this to low-paid people who would 
be car buyers, but we know there 
are a lot of you who would be riding 
if you were given the proper 
chance.” 

Walker promised low prices, high 
tradein value, good terms and 
“America’s finest automobile.” 

* + * 


Short Pants, Long Deal 


T= popularity of Bermuda 
shorts is being put to mer- 
chandising use by McFadden Buick, 
Inc., Elmira, N. Y., in a newspaper 
ad depicting one of its shortie-clad 
salesmen standing in front of a 
new Buick. 


It was captioned: “See the man 
in the short pants for the long 
deal.” 

Said the ad: “Buick is the way 
to go—and Dick Miller is the man 
to see. Here is Dick, one of our 
salesmen, stripped for action * * * 
Dick wants you to remember to 
see the man in the short pants for 
the long deal.” 


Okla. City Curbs 


Salvage Yards 


OKLAHOMA CITY. — A City 
ordinance has been enacted which 
tightens the regulation of auto sal- 
vage businesses. 

The law requires salvage yard 
owners to post $1,000 bond with the 
City, make daily sales and purchase 
reports to the police, keep records 
and avoid dealing with suspicious 
persons. 

Another provision forbids minors 
from purchasing parts from such 
yards without the written permis- 
sion of their parents. 

The ordinance, designed to re-. 
duce the traffic in stolen auto parts, 
followed an expose by an Oklahoma 
City Times reporter who wrote 
that he had encountered no diffi- 
culty in selling “stolen” hubcaps 
to salvage yards. 


Ss 

¢ fi 

100 Feet of 48-12” x 18” Pennants 

All-Weather Durafilm Only $4.50 

Money refunded if not satisfied. 
MYRLO COMPANY 

2168 W. 25th, Cleveland 13, Ohio, dept. N 








INTERESTED IN FLEET 
VOLUME? 


plus added service profits 


We operate, service, and replace hun- 
dreds of leased cars in your area. If we 
can trade right—one and two-year old 
Chevs, Fords for new—you cash in on 
large, continuing volume, Add year-round 
revenue for your service department. 
Write or call 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, lilinois Museum 46969 
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Dealer Do-lt-Yourself— 


New-car two-toning, with delivery possible within an hour, to suit customer prefer- 
ence is now possible with a new air-drying enamel, according to Arco Co., Cleveland, 
the manufacturer. If two new colors are necessary, the first to be sprayed on may be 
taped for masking within 45 minutes after application, Arco said. The new enamel 
dries dust-free in about ten minutes. 





TOURING 

your ‘Texaco 
you're 

He will gladly get for ae 


one. 
line of tires, 











SENS eve 
your trip, * 
America! etchere ond then ‘ 
and what you want to se: 
you maps with routes 
Texaco Dealers 
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tteries 


CLEVELAND. — Arco 45—a new 
enamel which is said to air-dry 
within 45 minutes—now makes it 
possible for dealers to refinish used 
cars or to two-tone new cars and 
have them ready for delivery with- 
in an hour, according to Arco Co., 
the manufacturer. 

Also, in case both colors need to 
be painted, the company said that 
the first can be taped for masking 
within 45 minutes of application. 

At a demonstration here, Arco 
personnel showed that the en- 
amel dries within 45 minutes and 
produces a gloss similar in ap- 
pearance to that of cars just off 
the production lines. 

Orange-peel was said to be prac- 
tically non-existent, there was no 
evidence of overspray and the fin- 
ish wag clean and free of dust. 

The demonstrator, in 45 minutes, 
was unmasked, hubcaps and wheel 
rims were replaced and it was 
ready to drive out of the building. 

Arco said that among the ad- 
vantages to auto dealers was the 


Production Line Painting 


New Quick-Dry Enamel Said to Simplify 
Auto Dealers’ Refinishing Problems 
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possibility of production-line 
used cars 


Space allotted for painting, Arco 
said, can handle many more cars 
per day and painters can work 
steadily at any hour rather than 
only in later afternoon as cars 





Dodge Dealer Exploits 
Davy Crockett’s Fame 


MISHAWAKA, Ind. — Davy 
Crockett is being used by Jordan 
Motors, Inc. (Dodge - Plymouth) 
to popularize its line of cars dur- 
ing its anniversary promotion. A 
35-piece Davy Crockett fishing 
outfit is being given free to each 
child who brings in an adult rela- 
tive for a trial ride in a new car. 

The Walt Disney television 
show, on which the current Davy 
Crockett craze got its start, num- 
bers Nash and Hudson as spon- 
sors. 












the powerful 346-station ABC Radio Network . .. and thousands 


4 of billboards from coast to coast. 
Voy Ge 


TARGET: 30 MILLION TOURISTS! 


Summertime is touring time. More than 30 million Americans will be 
getting out on the road — and thousands of Texaco Dealers will be 
getting in on the profits. For this year, Texaco is aiming the biggest 
national advertising barrage right straight at these motoring 
families in all 48 states. Here’s the line-up: full-page, full-color 
national magazine ads . . . the Durante-O’Connor TV shows 

. .. 5-minute newscasts around the clock every week-end on 






COMPANY 


need not wait for an overnight dry 
to be ready to move out of the 
shop. 

Control of dust is much easier, 
Arco said, because the enamel fin- 
ish dries dust-free in ten minutes. 
Cars in the same area may be 
painted at the same time because 
the new enamel goes on with less 
spray dust than other enamels, 
Arco said. 

One advantage emphasized by 
Arco is the possibility of two- 
toning new cars, thus making it 
easier for car dealers to satisfy 
customer demand without wait- 
ing for factory delivery. Extra 
sales appeal may be added to 
used cars by use of two-tone. 


The enamel sprays at a heavier 
viscosity but flows out to a smooth 
finish that rapidly hardens, Arco 
said. A special reducer is used and 
the material is thinned two parts 
of enamel to one of reducer. It 
sprays on heavy and has good hid- 
ing. Arco officials said that usually 
two coats are sufficient, the second 
being applied after the first has 
tacked otf. When tape is removed 
it can be moved outside, even in 
the rain, Arco said, as it will not 
water spot. 

Arco 45 will not “skin” when left 
in an open can and is produced in 
15 colors, chosen from 1955 stand- 
ards of Chevrolet, Ford and Plym- 
outh. It is available through auto- 
motive jobbers. 


sler Division 
Adds 12 Dealers; 
Total Tops 3,100 


Dealer agreements have been 
signed with 12 new automobile re- 
tailing organizations, bringing total 
Chrysier- Plymouth dealerships to 
more than 3,100, reports E. M. 
Braden, general sales manager, 
Chrysler division. 

The new dealerships are: 

C. E. Fay Co., Boston, 
headed by 8S. A. Gandolf. 

Judith Mountain Motors, Lewis- 
ton, Mont., this dealership operated 
by Woodrow Leininger, was for- 
merly Gilbert Motor Co. 

Alley and O’Neill, Susanville, 
Calif., organized by E. C. O'Neill 
and Dale Alley. 

Dodge County Motor Co., Inc., 
Eastman, Ga. This dealership, 
headed by Vernon Williams, was 
formerly Al Butler Motor Co. 

Pruett Motor Co., Thomaston, 
Ga., owned by R. H. Pruett sr. 

Ideal Motors, Sheffield, Ia., owned 
by F. G. Dohrmann. 

Conner Car Co., Steubenville, O., 
headed by L. D. Conner. 

Clay Street Motors, St. Charles, 
Mo. This dealership, operated by 
E, F. Huncker, was formerly 
Wardlaw Motor Co., Inc. 

Robinson Motor Co., Inc., Gas- 


Mass., 


tonia, N. C., this dealership headed . 


by H. L. Robinson and A. K. Robin- 
son, was formerly Lawrence Ran- 
kin Motors, Inc. 

Miami Motors, Inc., Miamisburg, 
O. This organization, operated by 
C. A. Dieterich, was formerly Cliff 
Lovett Motors. 

Rieger Motors, Inc., San Antonio. 
This dealership is headed by S. d. 
Rieger. It was formerly Poe Motor 


Community Motors, Inc., Fort 
Smith, Ark. This dealership, oper- 
ated by W. M. Phillips, was for- 
merly John Cross, Inc. 


Chevrolet Opens 
Zone in Miami 


DETROIT.—Growing importance 
of the southern Florida automobile 
market has resulted in the opening 
of a Chevrolet zone branch in 
Miami, Fla. W. E. Fish, general 
sales manager, announced. 

Joseph J. Acree, assistant man- 
ager of the Birmingham (Ala.) 
zone, will be transferred to the 
Miami office, serving as an assist- 
ant manager under the Jackson- 
Ville zone. 

Fish also announced S. T. Ball 
jr., zone business manager at At- 
lanta, will succeed Acree, and 
Harold C. Redfern, district man- 
ager at Charlotte, has been pro- 
moted to Ball’s former position. 


Cars Gain in St. Louis 
ST. LOUIS. — Automobile regis- 
trations in St. Louis County have 
reached 416,000 as against 365,000 
a years ago, an increase of 
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By James D. Woolf 
Special Correspondent 
I OWARD P. ABRAHAMS, mem- 
ber of the National Retail Dry 
Goods Assn., has pointed out that 
the retailer is the purchasing agent 
for the consumer. As purchasing 
agent, the retailer first must learn 
what his customers require. 

Then he scours the market for it. 
Then he offers it for sale. The re- 
tailer deals with the public daily, 
right across the counter. Therefore, 
he knows what the consumer wants 
and when he wants it. 

It was General Motors’ Charles 
Kettering, I believe, who recom- 
mended finding out what the 
people want and giving them 
more of it, and also finding out 
what they don’t want and giving 
them less of that. 

That, in a nutshell, seems to be 
the key to success in advertising 
and selling. 

+ * * 
Influencing Others 
H A. OVERSTREET, psycholo- 
© gist, makes this observation 
in his book, “Influencing Human 
Behavior.” 

“The advertiser wishes to influ- 
ence human behavior. He wishes 
people, in short, to change their 
habits to the extent of purchasing 
what he has for sale. If he is a 
skilled advertiser, he does not tell 
people that they ought to buy his 
article—as a father tells his chil- 
dren that they ought to do thus 
and so, etc. 

“The advertiser knows that if 
he can make the person who sees 
his advertisement feel a particu- 
lar want with sufficient strength 
the sale is made.” 

Knowing how to make people feel 
their wants, and having for sale 
the things that satisfy those wants. 
adds up to what Overstreet and 
Abrahams are talking about. 

© . 


See with His Eyes 
HE following little story prob- 
ably is not new to my readers, 
but it is so good that I believe it’s 
worth repeating. It concerns one of 


Sales ‘Yardstick’ 
Lets Wholesalers 


Measure Selves 


CHICAGO. — A booklet which 
gives business performance stand- 
ards for automotive wholesalers 
has been released to members of 
the Motor and Equipment Whole- 
salers Assn. 

Entitled “Cost of Doing Business 
in the Automotive Wholesaling In- 
dustry,” the booklet lists five classes 
of wholesalers by gross income. 

Each volume group is placed on 
a@ separate page showing perform- 
ance figures in both dollars and in 
percentages and providing blanks 
for the wholesaler to insert his own 
figures for comparison. 

Among the facts which the 
MEWA uncovered in gathering in- 
formation for the booklet is that 
net profit for 1954 was 0.7 percent 
for the industry. 

With cash discounts earned and 
other nonoperating income added, 
net profit in 1954 was 2.5 percent 
before taxes, less than half of what 
it was in 1950, MEWA reports. 

MEWA members showed a slight 
decrease n: sales in 1954 over 1953 
with a slight increase in margins in 
some volume groups. Net profits in 
almost every group were signifi- 
cantly down. 

Inventory change for most groups 
showed a slight decrease, with an 
extremely wide range of variation, 
from 50 percent down to 53.1 per- 
cent up—over a period from Jan. 1 
to Dee. 31. 


Memphis Dealers 


Keep McCormick 


MEMPHIS.—Lee McCormick of 
Chip Barwick Chevrolet Co., has 
been reelected president of the 
Memphis Automobile Dealers Assn. 

New directors are: N. A. Gilmore, 
vice-president; Tom Hutton, secre- 
tary-treasurer; Jeff F. Hicks jr., 
T. M. Keesee and McCormick. 
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Salesense in Advertising 
Tested Ideas for Small Business 


the best salesmen I have ever 
known, a man who sells insurance. 
Not long ago I asked him how he 
did it. He replied as follows: 

“I am sure you have heard the 
story about the farmer who lost 
one of his animals—a donkey, I be- 


Exide Extends Guarantee 


On All Battery Lines 

PHILADELPHIA. — Guarantees 
on all Exide automotive batteries 
have been increased, according to 
Thomas G. Tynan, sales manager. 

Exide’s premium battery line, the 
Ultra Start, will carry a four-year 
guarantee and the other battery 
lines are also increased. The longer 
guarantees are attributed to in- 
creased service life resulting from 
the use of patented grid alloys 
throughout the Exide battery line. 
According to Tynan, the increased 
guarantees apply to either charged 
and wet or charged and dry bat- 
téries. 


Coneati 


e 


_a Liquid 6 


lieve it was. A neighbor gave him 
this advice: ‘Just try to imagine, 
Hiram, that you are the donkey. 
Having run away, where would you 
most likely be right now?’ 

“Hiram fell into a state of self- 
hypnosis, succeeded in imagining 
himself to be the missing donkey, 
thought of a nice lush pasture 
where he would like to be, went 
there, found the beast, and led 
him home. 

“In selling,” said my insurance 
friend, “I always try to imagine I 
am the fellow I am talking to. I 
try to listen with his ears to what 

I am saying. I endeavor to think 
of his problems as being my prob- 
lems and what I would do about 
them if I were in his shoes. I try 
to think of his family as my fam- 
ily, his salary as my salary, his 
needs and desires and fears and 
frustrations as my own. 
My friend, reflecting, was silent 
for a moment. “I think,” he said, 





“it is purely a matter of feeling 
the other fellow’s wants.” 
* ? 


Keep a Step Ahead 


M* FRIEND, Charles B. Roth, 
sales consultant, urges busi- 
nessmen to “question everything 
you do, even the most cherished 
things. Ask yourself if there isn’t 
a better way to do them. Let your 
imagination set to work in seeking 
out improvements, Don’t stand still. 

“Even if you live to be a hundred 
years old, as Henry C. Lytton did, 
you will be safe if you can say as 
Lytton did on his hundredth birth- 
day, ‘I have some new ideas I want 
to talk about.’ 

“That's the thing which keeps 
you out ahead of any parade—new 
ideas. It doesn’t make any differ- 
ence what kind of strange condi- 
tions may come, a man who is 
equipped with new ideas can 
meet them.” 

Fred Bonfils, celebrated Denver 
newspaper editor, once put it this 
way: “There is no hope for the 
satisfied man.” a 


Use Your Imagination 


i. man with ideas projects his 
thoughts into the future. He 
sees ahead. He dreams. He may 
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in POST and COLLIER’S to more than 


8-million car owners 


Super Liquid Glaze in the Spraytainer—the 
push-bottom car polisher—is the newest and 


most novel selling idea in the polish field. 
Backed by National advertising in Saturday 
Evening Post and Collier’s, it will be in 
greater demand than ever before. 

Stock up now so your customers can beautify 


and protect their cars—the 


easy way—for 


Fall and Winter driving. Phone, wire or write 
your order today, and get in on these easy 


extra profits. 


12 Super Liquid Glaze in 12 oz. Spraytainers 
(list price $2.75 each) $19.80 

12 Super Liquid Cleaner in 8 oz. Plastic Bottles 
(list price $1.25 each) 







$9.00 
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own nothing but a little repair shop 
on a back street, but once his im-' 
agination has got up a full head of 
steam, he can see painted on the 
canvas of his mind a picture of 
a two-story garage equipped with 
an ever-ringing cash register. 

He is not easily discouraged, 
readily visualizes himself overcom- 
ing obstacles, winning out over set- 
backs, achieving “impossible” ob- 
jectives. 

When you know precisely what 
your goals are—exactly what your 
destination is—you'll find that ideas 
come to you easier and faster. 
Moreover, your ideas will make 
more sense. Says Mark Wiseman, 
in Advertising Handbook: 

“No advertising plan is worth 
much if its objectives have not 
been carefully thought out and 
established. Unless you know ex- 
actly what obstacles your cam- 
paign has to meet and conquer, you 
can’t intelligently establish its ob- 
jectives.” 

Quoting Kettering again: “The 
problem well understood is at least 
50 percent solved.” Once you have 
studied the map with care and fig- 
ured out where the roadblocks are, 
and decided on the best possible 
route, you'll find that your thinker- 
upper is sparking ideas freely. 
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a“ > 
At middle of wipe, elbow is straight, fingers flexed against glass As arm moves on, it rotates at the elbow socket 


With the smooth flowing|. 





Like a human arm, Cam-O-Matic Arm holds blade flat against glass Cam-O-Matic Arm swings on shaft to move blade onward 


Cam-O-Matric swings and turns | 





THIS IS 
CAM-O-MATIC: 


1. Mounted on oscillating shaft 
2. Automatically follows the cam guide 


. Its wrist section rotates and holds the blade at correct 
wiping angle, in both outward and inward travel 


» Arm flexes here to hold pressure on blades 


Blade lever hinges here, under pre-flexed urge 
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Arm turns at elbow, fingers curve slightly, as it goes around the corner 
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At end of wipe, hand remains completely pronated 


| movements of a human arm 





Arm begins to rotate, blade flexes to hug glass as it goes around corner 





Arm is fully turned, to maintain required wiping angle of blade against glass 


| to wipe around the corners of a 


Designed specifically for wrap-around 
windshields, the Cam-O-Matic® system 
swings through the longest arc of wipe 
ever used on an automobile... where 
used on 1955 models, has added up to 
120 square inches to the cleared area. 


In blade travel, water from the front should 
not be dumped on the sides where, rippled by 
the wind, it may obstruct clear vision. But— 
with Cam-O-Matic—the blade travels around 
the front and down the side, taking the full 
load of water below the line of vision. 


The blade turns gradually as it crosses the 
shield . . . always held at exactly the right 
angle. At the same time, the P-R Blade with 
spring-hinged levers (a new concept in blade 
structure) hugs the surface of the glass tightly. 

In the full panoramic range, the automatic 
motor is infinitely adjustable—from 20 up to 
180 strokes per minute—to cope with light 
drizzles or heavy downpours. In outward and 
downward travel of arms and blades, surplus 
energy is absorbed by cushion springs which 
also cushion the inertia. The total energy so 
stored is then counterbalancingly utilized as 


WINDSHIELD EQUIPMENT 


TRICO PRODUCTS CORPORATION, BUFFALO 3, N. Y. enc 


modern wrap-around windshield! 


blades are reversed to wipe upward and in- 
ward over the crest of the curved shield. 
You'll find the fully adjustable wiper speed 
Cam-O-Matic system on cars factory-equipped 
with booster pumps, including the rotary type. 
When you step on the throttle you put more 
horsepower directly into your wiper. Its pace 
is continuous but never monotonous. It 
“‘breaks step’”’—to afford eye relief and avoid 
tiring at the wheel—for greater safety par- 
ticularly on long thruway travel. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


A®0cUT a@ year ago, I was talking 
with an engineering executive 
who told me his company was run- 
ning tests to determine experimen- 
tally the exact relationship between 
weight reduction and gains in 
performance and economy. 

This particular series of tests 
was conducted with a specially 
modified version of one of the so- 
called low-priced makes. Weight- 
reduction changes were carefully 
planned to retain all the passen- 

space, riding comfort, handl- 

ao qualities, etc., of the original 
car. In other words, this was not 
te be a demonstration of a 
stripped-down economy model in 





the normal sense of this term. 

I was asked not to disclose the 
amazing performance data for this 
automobile, and to publish the 
information would have been 
sure tipoff to the identity of the 
group doing this work. 

However, for the past 12 months, 
I have had in the back of my 
mind the intention of giving you at 
least some indication of engineer- 
ing data that results when signifi- 
cant weight reductions are made 
in what are otherwise standard 
American production cars. 

+ * * 
Aa it was apparent that 
some estimates could be made 


by relatively simple calculations, I 
never did take the time to accumu- 
late the necessary data. 

However, at one of the recent 
SAE meetings in Atlantic City, I 
was pleasantly surprised to see 
that someone already had done this 
job for me. I'm sure the following 
information from Leo Swoboda’s 
presentation will provoke many a 
discussion in the industry’s engi- 
neering departments. 

Regardless of what you may 
think of the accuracy of the 
methods used to compute the 
altered - vehicle performance, it 
seems to me that it is about 
time this controversial subject 
was kicked out in the open so 
we may have some stimulating 
discussion. 

Even those whose first impres- 
sion is that the accompanying 
charts, prepared by the Kaiser 
Aluminum & Chemical Sales Co. 
development engineer, represent a 

total invalid oversimplification of 
the situation may come to agree 
that some public discussion on this 
point is long overdue. 

In my opinion, some very worth- 
while effects may be achieved 
if additional notice is given to the 
idea that performance gains (ac- 
companied by economy improve- 
ments> ts) may result from an ap-| ““ horsepower curve for a modern result from an ap- 
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"Light Car’ Performance— 


A 25 percent weight reduction gives 
the same effect as raising horsepower 
from curve B to curve C. At the same 
time, fuel costs are decreased appreciabiy. 


proach that is completely different 
from the one which has brought 
the seemingly endless upward spiral 
of horsepower ratings. 

The charts were used by Swo- 
boda to show some of the general 
effects of a 25 percent weight re- 
duction on car performance and 
fuel economy. Referring first to 
Figure 1: Curve A represents power 
required to drive a car and is 
fairly independent of. weight. 


— B teams a typical 
horsepower curve for a modern 
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car engine. The cross-hatch lined 
area between curves A and B is a 
measure of the amount of horse- 
power available, at any given r.p.m., 
for acceleration and hill climbing. 

Now, suppose we decreased car 
weight by 25 percent but made no 
change in engine power output. 
(This would call for an 800-pound 
weight reduction in a 3,200-pound 
car.) The effect on performance— 
particularly evident in low and me- 
dium speed range—would be an 
increase shown by the dotted area 
between curves B and C. 

In effect, reducing the weight 
25 percent is equivalent to in- 
creasing power output of the en- 
gine in the original heavy car to 
that shown by curve C. 

The upper graphs in Figure 1 
illustrate comparative fuel costs 
per mile for both cars. Studies are 
reported to have shown that fuel 
cost per mile drops in proportion 
to the reduction in car weight. 

To appreciate the significance of 
the other chart—Figure 2—you 
must think back a few years and 
remember what engine ratings 
looked like before the “horsepower 
race” began. 

Visualize a group of executive 
engineers trying to decide whether 
they should obtain desired perform- 
ance gains through increased horse- 
power or by making the cars lighter. 
We all know what actually hap- 

+ 
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Weight Requires Power— 


Curves on this chart show that the 
“horsepower race" need never have hap- 
pened. Accelerating ability could have 
been improved by reducing weight, in- 
stead of adding power. And top speeds 
would have remained about the same. 

a. & & 
pened. But Figure 2 shows the 
probable outcome if the decision 
had gone the other way and fa- 
vored weight reduction instead of 
added horsepower. 


x = * 

Pua THIS chart, curve B shows 

“advertised” horsepower of 
125 at Pet eve r.p.m. and slightly less 
than 100 m.p.h. for car top speed. 
Now, imagine that car weight had 
been reduced by 25 percent with- 
out making any changes in engine 
performance. Then, the “effective” 


power curve would be projected 
upward as shown by curve C. 


An interesting and important 
feature of these transposed curves 
is that they disclose the possibility 
of a substantially increased per- 
formance ability in the moderate- 
speed driving range—without in- 
creasing the original top speed of 
the car. 

If the transposed power curve 
were continued on to about 4,500 
r.p.m., which ig common for most 
present-day engines, it would peak 
at about 180 h.p., but look what 
happens to top speed! It’s now up 
above 110 m.p.h. 


There may be many who will 
agree with Swoboda’s statement 
that “these curves clearly show 
why weight reduction is the pre- 
ferred method of obtaining good 
performance in the normal driv- 
ing range.” 

I talked to Swoboda after the 
meeting, and he readily explained 
the simple method which was used 
to calculate the various effects of 
a hypothetical weight reduction. In 
evaluating these data, it is impor- 
tant to realize that Swoboda was 
merely striving for an “overall im- 
pression” of the significant per- 
formance gains to be made by cut- 
ting down on car weight. 


These figures represent estimates 
of what might happen, and Swo- 
boda would be the last man to 
want them construed as showing 
exact relationship between per- 
formance and weight reduction. 
Anyway, there must be some de- 
gree of validity to these data since 
the curves went unchallenged dur- 
ing the course of a presentation 
before a roomful of SAE members. 
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SAMPLE ‘“‘PINS” from heats are sent to a special Quality Control 


Laboratory where analyses of previous tests by wet chemistry 
are double checked by spectrograph. 


= se “ 


SPECTROGRAPH is used to make doubly certain the finished steel 
meets the customer’s specifications. Here a densitometer read- 
ing is made of a spectrogram to determine the percentage of 
elements present in the steel. 





Quality is something you can see in our modern labora- 
tories. In the photograph above a spectrogram is 
readied for reading in the densitometer—and one more 
test is underway to help assure quality. 


Precision control tests such as this one are applied at 
every stage of production to assure you the quality of 
steel required for your product and production methods. 


At Great Lakes Steel, the emphasis is on quality and 
service. Where your production problems involve steel 
—and particularly flat-rolled steel—we invite you to 
make them our problems. Great Lakes Steel is as close 
as your telephone. 





GREAT LAKES STEEL CORPORATION 


Ecorse, Detroit 29, Michigan @ A Unit of 
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Meeting the Workers— 


Francis E, Tachie-Menson, president of 
the Gold Coast Trade Union Congress, 
talks with tire builder Floyd Gates, left, 
while touring the Detroit plant of United 
States Rubber Co. J. P. Quirk, plant in- 
dustrial relations manager, right, acted as 
host and guide. Tachie-Menson is on a 
three-month tour of the U.S. to study 
the American labor movement. 


Credit Story Reprinted 
By Finance Conference 


CHICAGO — An article entitled 
“Don’t Be Ashamed of Buying ‘on 
Time’” has been reprinted from 
American Home and is being dis- 
tributed by the American Finance 
Conference. 


The theme is the benefit the 
economy has gained from sound 
time installment purchases and the 
relation of mass production to 
mass buying. Copies may be ob- 
tained at prices ranging from $1 
for 25 copies to $115 for 5,000 by 
writing to Department R, Ameri- 
can Finance Conference, 176 W. 
Adams St., Chicago 3, IIl. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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Roundup from State Capitals... 
Legislation Affecting Auto Industr 


By Bethune Jones 


Legislative Correspondent 


A 


revenue sources and the 


POSTWAR peak of intensity in the search for new 


collapse of organized labor’s 


campaign for repeal of “right to work” and other types of 
restrictive labor laws featured current-year state legisla- 
tures, which convened in all states except Kentucky and 

—— 


Virginia. 

One or moré forms of new 
or increased taxes for such 
general purposes as schools, insti- 
tutions and other expanding gov- 
ernmental services were enacted in 
at least 28 states. In many instances 
they will be felt in automotive 
production and marketing. 

Expected to yield a total of more 
than $400 million annually, these 
new taxes will be collected in Ala- 
bama, California, Georgia, Idaho, 
Illinois, Iowa, Maine, Maryland, 

Michigan, Minnesota, Mississippi, 

ae Missouri, Mon- 
tana, Nebraska, 
Nevada, New 
Hampshire, New 
Mexico, North 
Carolina, Oregon, 
South Carolina, 
South Dakota, 
Tennessee, Texas, 
Utah, Vermont, 
Washington, West 
Virginia and Wis- 
consin. 

Bethune Jones Awaiting ac- 
tion at this writing were Pennsyl- 
vania legislative proposals which 
would raise $264,540,000 through 
new levies on income and earn- 
ings and new and increased cor- 
poration and business taxes; and 
Alabama legislative bills to raise 
$34,000,000 annually through 
higher individual and corporate 
income taxes and other levies. 

Besides general tax increases, 14 

states boosted their gasoline taxes 


to provide an estimated total of 
$186,870,000 in additional revenue 
for highway modernization. 

States taking such actions were 
Alabama, Connecticut, Georgia, 
Iowa, Maine, Michigan, Montana, 
Nevada, New York, North Dakota, 
Texas, Vermont, West Virginia and 
Wisconsin. 


* + 
Title Fees Hiked 


OADBUILDING revenue will be 

further swelled by increased 
truck and car registration fee 
increases and other forms of high- 
way-user levies enacted in several 
of these and other states. 

To provide still more road-build- 
ing revenue, new or expanded state 
or local highway bonding authority, 
involving a total of $1,161,500,000 
was given state legislative approval 
in Alabama, Colorado, Florida, 
Georgia, Louisiana, Michigan, Min- 
nesota, New Hampshire, New 
Mexico, New York, North Dakota, 
Rhode Island and Vermont. 

States in which major bond 
proposals failed this year, but may 
be up later, include California, 
Connecticut, Iowa, Maine, North 
Carolina and Tennessee. 

One significant development was 
Nevada’s enactment of a new 2 
percent retail sales and use levy, 
bringing to 33 the number of states 
resorting to this form of taxation 
and to 10 the number which have 
turned to it since 1947. 

A Pennsylvania sales tax will 


expire Aug. 31, however, unless 
extended. Proposals for new sales 
taxes failed this year in the legis- 
latures of Massachusetts, Nebraska, 
New Hampshire, Oregon and Wis- 
consin, but probably will be sug- 
gested again in the future. 
* * . 


Income Tax Hiked 


O NEW sstate turned to the 

income-tax field this year, with 
proposals for such action rejected 
in Maine, Nebraska, Nevada and 
Washington. But increases in exist- 
ing state taxes against individual 
or corporate income, or both, were 
enacted in Georgia, Idaho, Iowa, 
Maryland, Minnesota, Mississippi, 
Oregon, South Carolina, Vermont 
and Wisconsin. 

New or increased franchise or 
other special levies against cor- 
porations were enacted in Ala- 
bama, Maine, Maryland, Texas, 
Utah and Vermont. 

Other major targets for new and 
increased levies included cigarets, 
real property, alcoholic beverages, 
pari-mutuel betting and severance 
of natural resources. In Michigan, 
a business receipts tax was boosted 
and a chain store ‘ax repealer 
vetoed. 

Significantly conspicuous by their 
lack of success were the previously 
widely touted plans of organized 
labor to shift a larger part of its 
political strength from Washington 
to the state capitals, in the hope of 
repealing so-called anti-labor laws. 

More, rather than fewer, restric- 
tive laws came out of the 1955 ses- 
sions. 

Labor failed to get out of a 
defensive position as proposals for 
new “right to work” laws, prohibit- 
ing the union shop and other forms 
of compulsory unionism, were en- 
acted in Utah; vetoed in Kansas, 
and rejected in California, Colo- 
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rado, Connecticut, Idaho, Indiana, 


Minnesota, Missouri, Ohio, 
Oklahoma, West Virginia and Wis- 
consin. 

Utah's enactment brought to 18 
the number of states with “right 
to work” laws. The others, enacted 
in previous years, are Alabama, 
Arizona, Arkansas, Florida, Georgia, 
Iowa, Louisiana, Mississippi, Ne- 
braska, Nevada, North Carolina, 
North Dakota, South Carolina, 
South Dakota, Tennessee, Texas 
and Virginia. 

Bills to repeal or modify such 
laws failed in Iowa, Nevada, North 
Carolina, North Dakota, South 
Carolina, South Dakota and Ten- 
magcrccs * s a 


Unions the Target 

EW laws enacted in Texas 

included a measure aimed at 
stopping payment of unemployment 
benefits to persons idled by a strike 
of fellow union workers who supply 
parts, and another bill designed to 
prohibit organizational picketing 
where a majority of employes do 
not wish to be represented by a 
labor union. 

Especially obnoxious to labor 
was Wisconsin’s enactment of a 
bill banning political contribu- 
tions by labor unions. It provides 
that no union or labor organiza- 
tion “shall contribute any money 
or anything of value, directly or 
indirectly, to any political party. 
political organization, political 
committee or individual candidate 
for any political purpose whatso- 
ever. or to promote or defeat the 
candidacy of any person for nom- 
ination or election to any political 
office.” 

The comparatively few legislative 
gains made by labor included a 
Minnesota enactment amending the 
state’s union suability law to limit 
its scope, principally to make 
organizations liable rather than 
individuals. 

A new Iowa law guarantees work- 
ing persons three consecutive hours 
of free time to vote in general 
elections. California’s jurisdictional 
strike law was revised to provide 
that if an employer has formed a 
company union within a year of 
the commencement of a strike. such 
action shall prevent him from ob- 
taining injunctive relief against a 
bona fide labor organization. 

Legislation for state regulation 
of union health and welfare funds 
was enacted in Washington; vetoed 
in New York; rejected in Califor- 
nia, Connecticut and Wisconsin. and 
is pending at this writing in Penn- 
sylvania. 

New York’s state insurance de- 
partment is continuing a study of 
the issue and Massachusetts law- 
makers called for an interim study 
of the problem. 


* * * 


Idie Pay Liberalized 


[NEMELOTMENT compensation 
law benefit provisions were 
liberalized in at least 29 states— 
Arizona, Arkansas. California. Colo- 
rado, Connecticut. Delaware, Idaho, 
Illinois, Indiana, Iowa, Kansas, 
Maine, Michizan, Minnesota, Mon- 
tana, Nebraska, New Hampshire, 
(Continued on Page 56, Col. 1) 


Nash Fleet Delivered— 


Emil Schwarz, Schwarz Nash, Milwau- 
kee, right, turns over the fleet of six new 
| Nash cars purchased by Holt Electric 
| Motor Co., Milwaukee, to F. M. Holt, 
president. Looking on is C. L. Harry, 
Holt's vice-president. 
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Leading Used-Car Auctions 
Of the Nation 


lf you want to keep 
in touch with the 
heart beat of the 
auto market, 

watch the activity 
at the dealer 
used-car auctions 


Turn to the Classified Advertising pages of Automotive News 
for a listing of the “Leading Used-Car Auctions in the Nation." 
These auctions are for dealers only. 
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Auto Dealer Changes 


Ernie Porter (Chevrolet) was 
presented with a plaque by Wil- 
liam Wilson jr., president of the 
Pasadena (Calif.) Chamber of com- 
merce, marking his membership in 
the organization during opening 
ceremonies of Porter’s new dealer- 
ship. 


* * * 


Wentworth Motors 
Wentworth Motors, Inc., (Hud- 
son-Willys) has opened in Mo- 
bile, Ala. Elmore H. Wentworth 
is president and treasurer; Mrs. 
Adeline Murdock, vice-president, 
and V. R. Jansen jr., secretary. 
+ 


Lussy, Hursh, Puyear 


Buy Deals in Montana 


Charles C. Lussy has bought Cop- 
per City Motor Sales (Lincoln- 
Mercury), Butte, Mont., and will 
open as Lussy Motors. 


Other Montana dealer changes 








include Dale Hursh’s purchase of 
Aldrich Pontiac, Helena. He wil 
operate as Dale’s Pontiac. Paul E. 
Puyear has taken over Ben Redd 
Chevrolet, Dillon, Mont., and Redd 
purchased a Chevrolet dealership 
in Logan, — 


* 


Twyford Buys Ford Deal 


In Casa Grande ( Ariz.) 

Ritchey- Davis Motors, Casa 
Grande, Ariz., has been purchased 
by James A. Twyford and re- 
named Jim Twyford Ford Sales. 

Twyford formerly was associ- 
ated with the Hull-Dobbs Ford 
dealerships in St. Louis and 
Louisville. 

z * * 


Kernan Rejoins Nash 
Kernan Motors, Inc., a volume 
Nash dealership in Baltimore until 
it closed last year, has rejoined 
Nash. Officers of the firm are Rich- 
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ard B. Ayares, president; William 
S. Kellner, vice-president; Harold 
d. Ayares, secretary-treasurer and 
Raymond O. Sparks, manager. 

+ * + 

Farley Joins Gatter 
Keith Farley has purchased an 

interest in Gatter Chevrolet Co., 
Naches, Wash., which has been 
owned by Fred E. Gatter for the 
past 10 years. The firm has been 
renamed Farley-Gatter Chevrolet 
Co. Farley had been general 
manager of Tyson Pontiac Co., 
San Diego, Calif. 

+ 


* * 


Chrysler Deal Opens 


Community Motors (Chrysler- 
Plymouth) has opened in Fort 
Smith, Ark. W. M. Phillips is man- 
ager. 

+ * ok 


Schneider Motor Sales 


Sold to Hall in Chicago 


E. C. Schneider Motor Sales Co. 
(Lincoln-Mercury) has been sold 
by E. C. Schneider to Paul Hall of 
Madison Street Motors, Inc. (Lin- 
coln-Mercury), in Chicago. 

Schneider also resigned as @ 
board member of the Chicago Auto- 
mobile Trade Assn. He also served 
as vice-president and a member of 
the auto show during the past 
year. 

a +. * 


Musselwhite Picks Nash 


Musselwhite Motor Co., Cor- 
dele, Ga., has received a Nash 
franchise. Officers are James O. 
Musselwhite, president; Gordon 
Reddick, vice-president, and 
Margaret Musselwhite, secretary. 

a * * 


Quatrell Buys Lewis Motors 


Lewis Motors (Cadillac), St. Paul, 
has been sold by Robert D. Lewis 
to Arthur E. Quatrell, Detroit 
dealer. 

Lewis, who is retiring, has had 
the Cadillac distributorship for 
Ramsey and Washington Counties 
since 1928. Under new terms the 
distributorship becomes a dealer- 
ship for the entire city of St. Paul. 

~ ” 


Thompson-Haldeman Formed 


As Chrysler Dealership 


Thompson - Haldeman Co. has 
taken over and enlarged the firm 
of Savage-Haldeman in Pittsburgh. 
The new firm will handle Chrysler- 
Plymouth. 

C. J. Thompson, Pittsburgh, and 
Harry F. Haldeman, Los Angeles, 
own the new firm. It will be affili- 
ated with two Los Angeles con- 
cerns, Greer-Haldeman (Pontiac), 
and Harger- Haldeman (Chrysler- 
Plymouth). 


Pontiac Changes Hands 

The Pontiac division of Davis- 
Williams Motor Co., El Paso, 
Tez., has been sold by Dick Davis 
to John Porter, of Porter Pontiac 
Co., Fort Worth. The name will 
be changed to Porter Pontiac Co. 
of El Paso. 


Davis Opens Second Deal 


Davis Oldsmobile Co. has opened 
its second dealership in Kansas 
City, Kans. George Schram and 
Dale Partington will manage the 


firm. 
Cd * * 


Two Calif. Dealerships 


Get New Owners 


Two California Lincoln-Mercury 
dealerships have changed hands. 
Ted Schmall & Son, Madera, has 
been sold to Richard Barstow, and 
the firm’s name changed to Dick 
Barstow. 

Deaton Motor Co., Beverly Hills, 
formerly owned by John Deaton, is 
now called Beverly Lincoln-Mer- 
cury, Inc. Holmes Tuttle is the pres- 
ident, 


* * * 


Ark-Lin Gets Continental 
Ark-Lin Motor Co. (Lincoln- 
Mercury), Little Rock, Ark., of 
which David K. Russell is presi- 
dent, has been named dealer for 
the new Continental automobile. 
& + oo 


Baher, Schakne Obtain 


DeSoto-Plymouth Deals 


Hay E. Baher, of Singapore, 
Calif., and Herbert Schakne, of Re- 
dondo Beach, Calif., are California’s 
newest DeSoto- Plymouth dealers, 
according to D. H. Copeland, De- 
Soto western zone manager. 

Baher has taken over B. L. Hoag, 

(Continued on Page 27, Col. 1) 
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Auto Dealer Changes 


(Continued from Page 26) 


Ine. (DeSoto-Plymouth), in Alham- 
bra, and Schakne will continue to 
operate Beach City Motors, former 
Nash deal, in Redondo Beach. 

+ 


7 Dealers Named to Handle 
English Ford Products 


The Ford international division 
has named seven dealers to handle 
English built Ford products. They 
are: 

Southern Motor Imports, Mont- 
gomery, Ala.; R. J. O’Brien, St. 
Petersburg, Fla.; Sterling Distrib- 
utors, Inc., Dallas; E. H. Lawrence 
Motors, Inc., Norfolk, Va.; Heinz 
Motor Co., Anaheim, Calif.; Haus- 
ken Motors, Inc., Costa Mesa, Calif., 
and Fair Trade Auto Service Corp., 
Bronx, N. Y. 


” * * 


Harrison, Gulley Buy Deal 


William Harrison jr. and Louis 


A. Gulley have purchased all cap- 
ital stock of Henry Darling, Inc. 


(Chevrolet), Augusta, Ga. The firm 
has been renamed Harrison-Gulley 


Chevrolet, Inc. 
The transfer included stock 


owned by Henry B. Darling jr., H. 
L. Kirkland and James E. Johnson. 


* * 


* 
Arnold Gets Oldsmobile 
Alvin W. Arnold sr. has taken 
over Feldmeier Motor Co. (Olds- 
mobile), Beloit, Wis. Arnold 
formerly owned Arnold Chevrolet 
Co., Brodhead, Wis. 


Simca Names B & C 


Distributor in West 
B & C Motors, San Leandro, 
Calif, has been named distributor 
of the French Simca line in north- 
ern California, Oregon and Wash- 
ington. 
Harry Castle and Albert M. By- 
ron, the owners, have been in the 
automotive field since 1940. 
* x * 


Rieger Motors Replaces 


Poe in San Antonio 

E. A. Poe, owner of Poe Motor 
Co. (Chrysler-Plymouth), San An- 
tonio, has sold the new-car division 
of the business to S. J. Rieger, who 
will change the name to Rieger 
Motors, Inc. 

Rieger formerly was associated 
with Milam Chevrolet and Dumes 
Milner Chevrolet Co. 

2 ck * 


Hansons Get DeSoto 

R. C. Hanson and J. G. Han- 
son have been granted a DeSoto- 
Plymouth franchise in Paso Ro- 
bles, Calif. The deal will continue 
under the name of Hanson Bros., 
and the service facilities will re- 
main as Pioneer Garage. 

of oe on 


Schwartz Pontiac Expands 


Sam Schwartz, president of Sam 
Schwartz Pontiac Co., Kansas City, 
has added 15,000 square feet to his 
showrooms and service facilities by 
leasing a garage building formerly 
occupied by Walnut Motors Co. 
(Hudson). 


* * * 


DeSanders Sells to Brother 
Village Cadillac, Dallas, has 
been purchased by N. J. DeSand- 
ers jr., from his brother, W. D. 
DeSanders. 
* cf * 


Smith Makes Change 


McCleary-Hamilton, Inc., Michi- 
gan City, Ind., has been sold to 
Tom Smith, who will operate as 
Smith Motor Co. Smith sold his old 
DeSoto-Plymouth dealership to 
Darrell Frick, who is doing busi- 
ness as Frick Motor Co. 

x * ~ 


DeSoto-Plymouth Deal 


Opened by Blenke 


Stanley J. Blenko, , Knox, Ind. 
who has an interest in Dodge- 


Plymouth dealerships in Knox and 
Valparaiso, Ind., has opened a De- 
Soto-Plymouth dealership in South 
Bend. It has been named Really 
Low Overhead Blenke Bros., Inc. 
Blenke will assume active man- 
agement of the business, but plans 
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to retain his interest in the other 
firms. Blenke’s four brothers will 
manager the Knox and Valparaiso 
dealerships. Blenke has been in the 
automobile business 15 years. 

* * * 


Vance Acquires Buick Deal 

Joseph R. Vance, sales manager 
of Athens, O. Buick Co., for 24 
years, has taken over a Buick 
dealership at McConnelsville, O. 


* * * 


New Oldsmobile Deal Opened 


By Yeakel Brothers in L. A. 


Bob and Frank Yeakel have held 
the grand opening of their new 
dealership, Wilshire Oldsmobile Co., 
in Los Angeles. 

A feature of the opening was a 
“Cavalcade of Car Advertising,” 
showing a complete series of orig- 
inal car ads dating from 1902. 

* * ca 


Boyette & Frank Pick Hudson 


Bob Boyette & Bud Frank have 
been named Hudson dealers in San 
Leandro, Calif. 


* * * 


Partners Open Pontiac 

B. P. B. Pontiac, Inc., Ferguson, 
Mo., is a new dealership opened by 
Frederick P. Behle, Frank J. Purs- 
ley and Robert Burns. Pursley for- 
merly owned a DeSoto-Plymouth 
dealership in Jefferson City, Mo. 

* * * 


Aldens Form 3-Way Deal 


To Replace Dollohan 

Alden Motors (Buick-Pontiac- 
Chevrolet), Galeton, Pa., has been 
formed by William A. Alden and 
Joe F. Alden after buying out Pat 
Dollohan. 

Dollohan now is manager of 
Chevrolet Keystone in New Castle, 
Pa. 


* * x 
Luby Opens Fourth Deal 
The fourth in the Luby chain 
of Chevrolet dealerships has been 
opened in Boston, Chester J. 
Luby, president of the new firm, 
announces. Other Luby dealer- 
ships are located in New York, 
Baltimore and Miami. 


* * * 


Wolfe Buys Ford Deal 


Valley Motor Sales, Inc. (Ford), 
Charleston, W. Va., has been pur- 
chased by E. C. Wolfe. Name of the 
firm has been changed to Bert 
Wolfe Valley Motor Sales. Present 
personnel will be retained. Wolfe 
had been general manager for Bob 
Hess, Inc. (Lincoln-Mercury). 

a * x 


English-Built Ford Adds 


Six New Dealerships 

Six additional dealers have been 
signed to handle English - built 
Ford cars. The dealerships are: 

Crown Motors, Ramsey, N. J.; 
Stonaker Motors, Bloomfield, N. 
J.; Inmon Motor Sales, Waco, 
Tex.; Smith Motor Imports, San 
Antonio; Sports Cars, Inc., Hous- 
ton, and Southern Motor Imports, 
Montgomery, Ala. 


* * * 


Rieger Takes Studebaker 

Rieger Motors, Inc., Dayton, O., 
has received a Studebaker fran- 
chise, Ray Rieger, president, an- 
nounced. The firm formerly han- 
dled Hudson. 


* * * 


S. C. Hudson Deal Opens 
Columbia Hudson co. has opened 
in Columbia, S. C. Wiley W. Trex- 


ler is president. 
* *” 


Ford-Mercury Deal Set 


Golm Ford-Mercury Sales, Inc., 
has been incorporated by F. H., 
Marcial and P. J. Golm of Omak, 
Wash. 

+ + * 


Salina White Buys Out 


Peatling Truck Deal 

Vern Peatling Motor Co. (White), 
Salina, Kans., has been purchased 
by Salina White Trucks, Inc. Elwin 
F. Collins, manager for Peatling, 


will be president of the new firm 
and will continue as manager. 

Peatling has opened a new com- 
pany and will deal in used trucks 
and parts. 


* * to 


Owens Sells to Hunter 


John L. Owens has sold his in- 
terest in Hunter-Owens Motor 
Co. (Cadillac-Pontiac-GMC), Car- 
bondale, Ill, to his partner, Sam 
M. Hunter. The firm will be 
known as Hunter Motor Co. 
Owens will retire. 


s * * 


Eric’s in Bankruptcy 


Eric’s Motors, Nanton, Alta., has 
made an assignment in bankruptcy. 
+ * * 


Maples Holds Opening 


Oscar Maples Chevrolet Co., In- 
dependence, Mo., has held its grand 
opening with free door prizes each 
day and with other attendance 
prizes of $50 in merchandise and 
service, a kiddie “convertible” and 
a home air conditioner. 

* * * 


Johnson Boys Sell Out 


Bob and Carmen Johnson who 
were associated with their father, 
the late Carmen Johnson, in Sulli- 





_———— 


A 1920 English truck could turn 
around in its own length. Two 
extra wheels could be dropped to 
accomplish this. 





van-Johnson Motor Co. (Chevrolet), 


27 
Council Grove, Kans. They sold out 


to Jim E. Sullivan, son of their | 


father’s partner. 
+ * a 


McClelland Sells to Rose 


Frank M. McClelland has sold 
his interest in McClelland-Rose 
Motors, Inc., Hastings, Neb., to 
Cliff Rose. McClelland has been a 
dealer for more than 35 years. 

* * * 


Richards Buys Ware 


Ware Buick, Inc., Augusta, Ga., 
has been sold to John R. Richards, 
Atlanta, a former southeast branch 
manager of motors holding division 
of General Motors Corp., Fred A. 
Ware, former owner, has an- 
nounced. The name will be changed 
to Richards Buick, Inc. 

* * 


Bannock Adds Jeep 
Bannock Motors (Pontiac- 
Cadillac), Pocatello, Id., has added 
the entire line of Willys jeeps. 
* * 


Harless Changes Name 
The name of Harless Motor Sales, 
Pittsburgh, has been changed to 
Whitehall Motor Sales (Lincoln- 


Salina, Kans., have sold their in- Mercury). Merrill Alders has been 


terests and bought Bert Gravel 
Chevrolet & Oldsmobile Co. in 


named general manager. William 
R. Harless is the owner. 


vew om oensns:INCREASE = 


YOUR SERVICE ABSORPTION 





Here’s a plan that costs you nothing! 






Why? 


uh QN = 


MACMILLAN RING-FREE® 


XTRA HEAVY DUTY 
MOTOR OIL 


The only nationally distributed oil guaran- 
teed to prevent hydraulic valve lifters from 


sticking and reduce engine ping. 


The following figures show the reason: 


New Car Service handled by Competitors 
(Other than New Car Dealers) 


Today's National Average on Service Absorption is running UNDER 55%. 


Your service personnel see these customers every 1,000 to 1,250 miles, 
or every 30 days, gaining their friendship and respect. This always 
pays off in an increase of service items per job ticket. 


The plan goes over big with new car prospects—helps salesmen with 
the close. 


The customer returns again and again. Your salesmen can keep in 
contact—right up to the time he becomes a natural new car prospect 
once more! 


You buy nothing, pay nothing. All costs are borne by Macmillan and 
its Distributors. 


ACT TODAY! 


Call your Macmillan Distributor for full details, or mail coupon. 


UNLESS YOUR SERVICE ABSORPTION IS SATISFACTORY YOU SHOULD 
MAIL THIS COUPON NOW 


PRINT CLEARLY) 


NAME 
FIRM 
STREET 
TOWN 
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Lubrication. ....82% 
Minor Repairs... 78% 


Major Repeirs.. 60% 


This business should be your business. You sold them the cars. Let’s act now 
to make sure that YOUR NEW CAR BUYERS become YOUR SERVICE 
CUSTOMERS. Macmillan is ready now to help you tie these customers to 
your Service Department. 


HERE’S HOW YOU SCORE WITH THE MACMILLAN 
GUARANTEED MAINTENANCE PROGRAM 


A much greater percentage of your new car buyers become steady, 
profitable service customers. 


To Macmillan Petroleum Corporation, 
530 West Sixth Street, Los Angeles 14, Calif. 
Please rush full details of the Macmillan Guaranteed Maintenance 


Program. I understand that this is a plan to increase my Service 
Absorption, and that costs of the plan are borne by you. (PLEASE 














THIS COUPON IS A REQUEST FOR INFORMATION ONLY—THE 
WRITER IS NOT OBLIGATED. WHAT CAN YOU LOSE? 
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DAV EN PORT 
ON WHEELS”? 











THE W/ORLO’ FINEST, 


We think you'll like THE GOODYEAR TELEVISION PLAYHOUSE—every other Sunday—NBC TV Network Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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Today’s smart, low lines start many a sale that 
cramped interiors can kill! And you can’t 
UNcramp interiors when they’re overstuffed 
with seating reminiscent of Grandma’s parlor. 


That’s why Airfoam Development Engineers 
have moved mountains of bulky upholstery — 
and replaced it with sleek new seating that 
improves appearance, improves the ride—and 
makes more room for PEOPLE! 


GOOD, 


MOST MODERN CUSHIONING 


our 

























The newest Airfoam seat-units, developed in 
collaboration with foremost automobile manu- 
facturers, include cushions cast complete—all 
one piece. They astound old-time upholsterers 
—they end useless bulk—and how they delight 
modern motorists! 

On every point—style, comfort, luxury and room 
— AIRFOAM seat-units ease your sale. If not 
already in your line, they may be coming soon. 
Goodyear, Automotive Products Dept., Akron 16, Ohio 
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Dealership's Sales Record Falls— 

The keys to the 331st Chevrolet sold in June by Central Chevrolet, Cleveland, are 
delivered to Fred Pelchen by E. R. Clay, general manager, left. The 331 total broke 
all records in a single month for the dealership. On hand, from left, are Bob Schul- 
theis, who made the sale, and Dewey Forward, sales manager. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


...dime-saving 


Highways & Safety... 


09 Traffic Deaths Up, 
But Rate Declines 


CHICAGO. — The travel boom 
is resulting in more traffic deaths 
this year, but on a deaths-per- 
mile basis the highways are the 
safest they ever have been in the 
history of the nation, according 
to the National Safety Council. 


The council counted 16,530 traffic 
deaths at the halfway point in 
1955. The six-month figure was 2 
percent greater than for the cor- 
responding 1954 period. 

Mileage figures are available 
for only five months, the council 
said, and show an 8 percent in- 
crease. Thus the mileage death 
rate (deaths per 100 million 
miles) was 5.7 — lowest rate ever 
recorded for the period and 7 
percent under last year’s rate 
for five months. 

For June alone traffic deaths 
totaled 2,970 — up 7 percent and 
the fourth consecutive month this 


S~40-07 Tool 


can solve your biggest service headaches 


Thousands of dealers have found there’s a big pay- 
off in being personally concerned with the kind of 
tools in their mechanics’ hands. 


Taking a man’s tool equipment for granted can 
cost plenty!...in man-hour productiveness...in 
customer satisfaction...in shop volume and in 
service profits. 


That's truer today than ever before. More cars by 
millions—and more advanced cars, present servicing 
requirements to challenge the ablest mechanics. 
Consequently, your profit percentage from shop 
operations (labor plus parts sold) depends in large 
measure upon the adequacy of the tools your me- 
chanics are using. 


To increase profit percentage do this. See to it 
that Snap-on Service is covering every man in your 


shop. 


year to show an increase in actual 
deaths. 

Of the 46 states reporting for 
June, the council said 14 had fewer 
deaths, two reported no change 
and 30 showed increases. For the 
six-month period, 17 states had 
decreases, one had no change and 
28 reported increases. 

No traffic deaths in June were 
reported by 372 cities. The three 
largest were Rochester, N. Y. (332,- 


Dealers Donate 334 Cars 


Vernon L. Nickell, Illinois school 
superintendent, has announced that 
334 dealer-donated cars are being 
used in the state’s driver training 
courses in the high schools. He 
lauded the program as a factor 
in accident prevention. Of about 
700 schools carrying on the train- 
ing, about 293 offered behind-the- 
wheel instruction, Nickell said. 


Invite the Snap-on Man in, welcome him, 


endorse him. Do as many profit-minded operators 
have done...ask him to assist in planning the 
modernization of service tool equipment throughout 
your shop and, if desired, arrange installment 
financing for shop or individual mechanics. 


You'll be in good company, for in thousands of 
shops Snap-on Service is literally an institution. 
Service Managers like it. Mechanics like it. They 
have pay-check proof of the earning power of a 


complete set of the right tools. 


Ask your shop foreman now to notify you next 
time the Suap-on Man calls... make profitable use 


of the service he can render. 


pega (2a 


a0 4414914 2 Wd GS 


SNAP-ON TOOLS CORPORATION 


8082-H 28th Avenue °¢ 
*Snap-on is the trademark of Snap-on Tools Corporation 


Kenosha, Wisconsin 





500); St. Paul, Minn. (311,300), and 
Omaha, Neb. (251,100). 

For six months, 160 cities still 
had perfect records, the three 
largest being Berkeley, Calif. 
(113,800); Lincoln, Neb. (98,900), 
and Winston-Salem, N. C. (87,- 
800). 

Detroit led cities of over 1,000,000 
population with 2.8, Los Angeles 
was second, Philadelphia third. 


* * * 


Ohio Speed Bill Killed 


Gov. Frank Lausche vetoed a bill 
passed by the Ohio Legislature to 
increase the state’s daytime speed 
limit for autos from 50 to 60 
miles an hour, and provide a 50- 
mile-per-hour limit for cars in 
fringe areas of cities. 

* * * 


60 MPH Limit in Effect 


On Washington Roads 


Washington State’s new law, rais- 
ing the top speed limit on state 
highways to 60 miles an hour, is 
now in effect. It provides a flexible 
speed-zoning system which will 
vary in many sections. 


The state expects to post 3,685 
miles of the 6,500-mile state high- 
way system for 60-mile speeds. This 
compares with 926 miles of 60-mile 
speed zones at present. 

Trucks, buses and other vehicles 
weighing 10,000 pounds or more will 
be able to travel 50 miles an hour 
where such a speed is posted. Pres- 
ent laws restrict them to 40 miles 


an hour. 
* * x 


Spokane Battles 
‘Litterbugs’ in 
Newspaper Drive 


A campaign against rubbish- 
strewn highways has been launched 
in Spokane by the Inland Auto- 
mobile Assn. in conjunction with 
the Spokane Chronicle, an after- 
noon newspaper. 

The theme of the drive is “Don’t 
Be a Litterbug” and it is illustrated 
by a wild-looking human which, of 
course, is the “litterbug.” 

Over 1,500 “litter-bags” have been 
distributed to motorists with 
printed instructions asking that the 
rubbish be placed in the bag and 
the whole thing dumped in a prop- 
er container at the end of the trip. 

The idea is said to have orig- 
inated with the association and 
Dales Steadman, secretary of its 
Road Cleanliness committee said 
that inquiries have been received 
from at least 30 other auto clubs 
across the nation asking for details 
of the plan. 


Bank Analyzes 
Road Financing 


A combination of “pay-as-you-go” 
and borrowing is suggested as a 
means for financing badly needed 
improvements in the nation’s high- 
way system by The Chase Manhat- 
tan Bank. 

A bank report, entitled, “Ameri- 
ca’s Road Problem,” emphasizes 
that early action will be required 
by government at all levels—Fed- 
eral, state and local—if the road 
system is to be improved. 

The Chase Manhattan analysis, 
prepared by the bank’s economic 
research department, recommends 
that the Federal Government, in 
adopting arrangements for financ- 
ing its share of the program, take 
account of financing problems con- 
fronting state and local govern- 
ments as well. 

2 = * 


Rhode Island Voters Approve 
$30 Million Highway Bond 


Rhode Island voters have ap- 
proved a $30 million bond issue for 
a state-wide road-rebuilding pro- 
gram. 

The loan will be applied to a 
four-year $70,000,000 arterial high- 
way development ‘program. Extra 
money needed is expected to come 
from regular state appropriations 
and from Federal aid. 


Road to 1975 
Ford Article Explains U. S. 


Highway Isssue 
Ford Motor Co. has issued an il- 
lustrated booklet that explains the 
need for more and better highways 
throughout the U. S. and how vari- 
(Continued on Page 32, Col. 1) 
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AIR OPERATED AUTOMATIC RETRACTING 


THE BEST DEALERS 
SELECT THE BEST... 


There are three clear-cut reasons why the most successful 
dealers in the country select Lincoln Power Lubrication 
Reels... first, the exclusive feature of air-power actuation, plus 
smooth, uniform retraction makes it possible to handle more 
lubrication jobs with far greater efficiency than is possible 

with conventional equipment; second, their clean, functional 
styling commands instant customer attention and confidence— 
an ordinary lubritorium is transformed into a sparkling 
“‘showcase’’; third, installation is simplicity itself and 
maintenance is the lowest ever recorded for similar equipment. 


When you are ready to make your lubritorium a proven 
‘Invitation To New Business,’ contact your local 

Lincoln Sales and Service Wholesaler. He will consider it a 
privilege to serve you. 


"Trade Name Registered 








LINCOLN ENGINEERING COMPANY - 5709 Natural Bridge Avenue + St. Louis 20, Missouri 


The Most Trustworthy Name in Lubricating Equipment 


Highways 
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& Safety 


(Continued from Page 30) 


OUs proposals before Congress| reduce accidents and improve the 


would meet this need. 

The booklet, “Why Your Road 
Leads to 1975,” projects road needs 
ahead 20 years to show why pres- 
ent Government spending is inade- 
quate to meet today’s need, let 
alone that of 10 or 20 years from 


now. 

Both the Nationa! Interstate 
Highway Bill and the substitute 
Gore Bill for Federal highway aid 
to the States is explained in detail. 

Copies of the article are being 
sent by Ford to dealers, public offi- 
cials and other interested parties. 


Dorr to Direct Activities 
Of Traffic Safety Group 


flow of traffic in New York City. 
cs * ae 


Robertson Takes Office 
On Highway Commission 

William M. Robertson, owner of 
R & S Motor Sales Co., Joplin, Mo., 
has been sworn in as a member of 
the State Highway Commission. He 
has been in the automobile busi- 
ness 37 years. 

* 


Camp Gets Vehicle Post 


the State Police. Mechanical fail- 
ure accounted for only two deaths. 
* + * 


Ohio Legislature Overrides 
Highway Speed Limit Veto 

The Ohio Legislature hag over- 
ridden Gov. Frank J. Lausche’s 
veto of the bill setting a 60-mile- 
an-hour daytime speed limit for 
Ohio. 

The new law becomes effective 
Oct. 1, 1956 to give the State High- 
way Department time to change 
highway speed-limit signs. 

* * * 


Parking Meters Pay Off 
The Milwaukee city comptroller 
has reported that in 1954 the city 
took in $1,574,830 from 4,303 park- 
ing meters for a net profit of $572,- 


Ed Camp of Topeka, Kans., has | 342 


been appointed state motor vehicle 
commissioner by Gov. Fred Hall to 
succeed C. M. Voelker, who re- 
signed after serving as head of the 
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At Home in Suburbia— 





A Nash Ambassador V-8 and a Rambler Cross Country grace the driveway of the 
“house of ideas," built by House and Garden magazine west of Birmingham, Mich., 
a fashionable Detroit suburb. The house is open to the public until Sept. 5. A two- 


level structure, it is air-conditioned. 


ers” program at Bowling Green 
State University there. 

The dealership has provided the 
university with Chevrolets used to 


school’s teacher-education pro- 
gram, according to Samuel M. 
Cooper, physical education depart- 
ment chairman at Bowling Green. 


Philip J. Dorr hag been elected department for 19 years. Dealer Provides Cars = = who in a will * * «& 
eac riving to youngsters ° ° 
Treific Gately ‘Board, ‘inc ‘New| Speed Labeled ‘Killer’ To College throughout the midwest. Detroit Credits 


York. 
Dorr will direct the activities of 
the privately financed organization, 
ch is conducting a program to 


s ae 


New Mexico traffic death figures 
for April show that more than 
half of the 17 deaths were caused 
by excessive speed, according to 


Ralph Thayer Chevrolet, Bowling 
Green, O., has been creating good- 
will and aiding highway safety by 
participating in a “teach the teach- 








Enameling iron, with 1 coat 
of pores ain enamel over 
Parker Pre-Namel 410, was 





To date, more than 300 teachers 
have been trained at the Univer- 
sity in Thayer’s cars. The program 
is considered a “high spot” in the 





Team Play for 
Low Fatalities 


Team play among Detroit traffic 
agencies was credited for the city’s 
fatality record of 2.7 deaths for 
every 10,000 registered vehicles, the 
best so far in 1955 among cities 
in its population group. 

According to the National Safety 
Council, Philadelphia was second 
with 3.4 deaths and Los Angeles a 
close third with 3.5 deaths per 10,- 
000 registered vehicles. 

Detroit’s rate for the five-month 
period ending May 31 was the low- 
est since 1952, when the city com- 
piled the identical rate. Detroit’s 
accident prevention program is 
based on proven techniques, ac- 
cording to Donald Slutz, manag- 
ing director of the local Traffic 
Safety Assn. : 


Chrysler Buying 
Hickok Seat Belts 


Hickok Mfg. Co., Rochester, N. Y., 
announced last week that it had 
received an order from Chrysler 
Corp. for the manufacture of seat 
belts. 

The Chrysler belt will differ from 
the Hickok safety belt now in pro- 
duction but it will have some 
Hickok features, principally that of 
being anchored to the auto frame. 
Each will have individual straps. 

. + 


Canadians Call for Study 
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twisted 255° before enamel 
fractured. 


Badly when twisted only 70°. 
ted less than its elastic 


Of Horsepower Rise 


A conference of automobile man- 


limit, metal returned 
original shape). 
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NEWS OF A REVOLUTION 
that’s about to happen! 


Porcelain enameling on steel has always been a 
preferred finish. However, its use has been limited 
by cost and by difficulties in the processing. 

Now, a big change is about to take place. It is 
coming about through a cooperative effort that 
we feel should be acknowledged. 

First, Parker Rust Proof Company’s research 
discovered and developed a surface treatment for 
steel which permits the application of the porce- 
lain enamel finish coat directly to ferrous metals, 
reduces cost, improves quality and eliminates 
many production difficulties in porcelain enamel- 
ing. For production evaluation, Frigidaire Di- 
vision of General Motors and Pemco Corporation 





entered the effort with pilot runs and produc- 


tion tests. 


The new treatment, making use of Parker Pre- 
Namel 410, has been shown to simplify porcelain 
enameling, achieve high quality uniform results, 
reduce use of frit, produce a more durable finish. 
Savings of from 1 to 3 cents per square foot of 
enameling surface are indicated. 

We gratefully acknowledge the help we’ve had 
from Frigidaire and Pemco. Here is another 
instance of companies in diverse lines cooperating 
in a development program today which should 
benefit hundreds of manufacturers and millions 
of their customers in the future. 


*Bonderite, Bonderlube, Parco, Parco Lubrite, Parker Pre-Namel—Reg. U.S. Pat. Off. 
Since 1915—Leader in the Field 


RUST PROOF COMPANY 


2164 E. Milwaukee, Detroit 11, Michigan 


PARhKE 


PARCO COMPOUND 
rust resistant 


PARCO LUBRITE 
wear resistant for friction 
surfaces 


TROPICAL 


heavy duty maintenance 
paints since 1883 


ufacturers to review the trend 
toward larger and more powerful 
cars and to determine their neces- 
sity from a safety standpoint was 
called for by the West End Traffic 
Safety Council of Montreal at the 
National Highway Safety Confer- 
ence in Ottawa. 

The council also asked that a 
study be made of the possibility of 
segregating heavy transport and 
bus traffic from passenger-car and 
other light traffic 

* *” 


No Dummy! 
Iowa Sheriff Tricks 
Car Speeders 


A novel way of slowing down 
speeding highway traffic was tried 
successfully over the July 4 week- 
end by Sheriff Robert Blecker, 
Wright County, Ia. 

The sheriff borrowed four cars 
from Bert Sampson, Clarion (Ia.) 
Ford dealer, and four clothing 
store dummies. 

He parked the cars along main 
highways with a large sticker say- 
ing “Wright County Sheriff” on 
the side of each vehicle. The dum- 
mies were placed at the wheel with 
uniform caps on their heads. 

The sheriff's theory was that the 
driver of a speeding car would 
have time no more than just to 
notice the “sheriff’s car’ parked 
along the road. 

The experiment worked well with 
speeding motorists slowing down in 
a hurry as they passed the cars. 

* # * 


Illinois Adds to Police 


Gov. William G. Stratton has 
signed a bill increasing the Illinois 
State Police force from 500 to 600 
men, 


— “~ mS = a 


-_— os A het we oF 


‘nt es et oO. 


— 


sa 


ann KK 


@ 











AUTOMOTIVE NEWS, AUGUST 15, 1955 


Service Management 


{ Regular Monthly Section for Those Who Maintain 


{mmerica s 7 aati MOTH, 





Backshop 


Y friend, H. M. (Red) Hoffer, 

the John E. Wolfe represent- 
ative in the Cleveland area, writes 
me that dealers are again cutting 
expenses in their service depart- 
ments without giving due study 
as to whether that is the right 
thing to do — or how to do it 
best. 

He brings up the case of a 
dealer he calls on who had cut 
his service department overhead 
everywhere he could as his ab- 
sorption ratio and shop profits 
were so low they hurt. 

Red got into the picture when 
the dealer asked for his recom- 
mendations as to what to do 
further to reduce this expense. 

After analyzing the dealer’s serv- 
ice business, Red found that he 
had an overhead of $1,250 per 
month. When this was spread over 
the man hours of labor the dealer 
had been able to sell, it came out 
at $1.25 per hour. 

The dealer was in a good service 
area and had adequate stall space 
and sufficient equipment to work 
more men. Red suggested that the 
dealer forget about cutting expen- 
ses and concentrate on developing 
additional paid customer labor to 
bring in a more adequate return 
on the facilities he already had. 


* * + 


Real Solution 


7s result of the program was 
that without any addition ex- 
cept mechanics, the dealer was 
able to double his man hours sold 
(Continued on Page 42, Col. 1) 


Service Dealer 
Seen Returning 


To Sales Favor 


By L. H. Houck 
Staff Correspondent 

PRINGFIELD, Mo.— Dealers in 

the area between Jefferson City 
and Springfield are forecasting a 
swing in customer reaction which 
will return service to a key place 
in new-car sales. 

Many experienced dealers believe 
that the firm which operates a 
modern and efficient service de- 
partment is going to get a big share 
of the business now going to “wheel 
and deal” boys who ignore service 
in favor of sales volume. 

One dealer reported that an- 
other new-car dealer almost 100 

miles away sent most of his cus- 
tomers to him for their car serv- 
ice as a means of evading his 
responsibility to the customer in 
that department. 

He tells the customer that this 
dealer has an excellent service de- 
partment with factory-trained 
mechanics and that he would rather 
his customers would go there for 
their service than to come to him 
since he only has a small shop with 
little equipment. 

The first dealer is thus able to 
pocket most of the “get ready” 
money. 

+ . . 
ANOTHER dealer reports that a 
dealer some 50 miles away, 
selling the same kind of car, makes 
no attempt to maintain a service 
department at all and regularly 
(Continued on Page 34, Col. 3) 





Also Improves Customer Relations .. . 





Shop Area ‘Housecleaning’ Pays 


E solution to the dealer serv- 
ice space problem is to lay out 
the shop to provide a greater traf- 
fic flow, provide more working stalls 
and eliminate “back-tracking.” 
This has been done by William 
McDaniel, McDaniel Motor Sales 
(Buick), Fenton, Mich. He boosted 
his customer-labor sales approxi- 
mately 47 percent in three years 
by rearranging his shop facilities. 


In July, 1952, McDaniel was 
able to bring in only $1,340.76 in 
direct customer-labor and $176.50 
in sublet work. In July of this 
year—operating with a new lay- 
out—he increased this to $2,315.13 
in direct customer-labor, but still 
had to sublet $451 worth of work. 

McDaniel scored this $1,474.37 la- 
bor gain despite the handicap of 
not being able to get enough good 
mechanics. 

” * ” 

Mc DANIEL, in his revamping 

process, was able to make room 
for six additional working stalls. 
Part of this was accomplished by 
turning a former gas station into 
a parts department and building a 
small addition for a bump shop. 

The cost was far from high. Much 
of it was accomplished by adding 
a large door which permitted Mc- 
Daniel to move his lubrication and 
wash racks nearer the front to pro- 
vide easier customer access. He also 
added underground exhaust outlets 
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which enabled him to locate work- 
ing stalls in parts of the shop 
where it was not possible before. 

Practically any dealer can in- 
crease his service area, give his 

customers better service and 
boost his revenue. 

First, he must take a critical look 
at his shop and decide how traffic 
flow can be quickened, how dead 
or storage space can be converted 
into extra working stalls and how 
mechanics’ time-wasting trips for 
parts, etc., can be reduced. Then, 
of course, the plan must be carried 
out. 

~ * ~ 
A this will speed up operations 
and increase the productive 
work—it should be at least 80 per- 
cent of skilled mechanics who 
must not be wasted as car jockeys 
and parts retrievers. 

Another way to gain customer 
labor time and utilize existing 
Space is to turn new and used- 


car conditioning over to a T 
ee eectldiaeepteeiciaenetimennntonaenoneciatininnh 








Percentage 





night crew. In this way the same 
space and tools can be employed 
for more hours in a day. Dealer 
in a Chicago suburb added a night 
crew for this work and immediately 
jumped his customer labor by 
approximately $2,000 per month. 

Another way to improve facilities 
is to encourage order writers to 
sell more than one service item on 
each ticket. This will eliminate one 
two-way vehicle movement when 
two items are written and two two- 
way movements if three items are 
combined. 

A large Chicago dealer who 
posted a $43.88 merchandise con- 
test prize for order writers in- 
creased customer-labor sales by 
$876.50 for the week, a net gain 
of $832.67. 

Another mid-Michigan dealer in- 


creased his customer-labor sales 
approximately $700 on 100 lubrica- 
tion sales which, added to parts 
sales, brought his total service gain 
to approximately $1,300. 

* * *” 


oo fact so many dealers fail to 
understand is that the service 
potential has increased about 2% 
times while the average shop is 
still laid out as it was 10 years ago 
when there was considerable heavy 
service work. In an eight-hour day 
the dealer is trying to do 20 hours 
of work with the same crew. 

However, it is difficult for most 
dealers to add more space to 
their shops and to get enough 
good experienced mechanics to 
staff it. 

The only way for the average 
neighborhood multiple dealer to add 


Safety Check Shows Up 
Service Opportunities 


er. — An untapped 
sea of profitable repair work 
awaits the service department 
which is energetic and enterpris- 
ing enough to capitalize on it. 

Many a car is being operated 
in an unsafe condition, results of 
the 1955 May Safety Check pro- 
gram indicate. 

The report on the program re- 
veals that one out of every five 
vehicles examined needed mainte- 
nance care of at least one part 
affecting safe operation. 

There are about 58 million vehi- 
cles on America’s highways and 
streets, which means that some 11.6 
million cars and trucks need serv- 
ice immediately. 

7” * od 
ESE figures are an improve- 
ment, however, over 1954 when 
one out of every four vehicles was 
unsafe in some respect. 

A major shortcoming of the cars 
checked was found to be brakes. 
One out of every 16 vehicles 
checked could not stop safely. 

In all 1,421,200 cars and trucks 
were checked during May, with 
programs through June, thus de- 
laying the final repo rt by a 
month. 

As in 1954, community safety- 
check drives accounted for the bulk 
of the vehicles inspected—1,229,690 
in 1955. In all, 422 cities and 17 
counties in 87 states participated. 


IHE May Safety-Check disclosed 
that a wide difference in both 


* * * 


Results of National Safety Check 











Cars, Trucks 
Items Cars Percent Trucks Percent Percent TOTALS 
Checked Defective of Items* Defective of Items Together of Items 
I ca casasodnsshal 54,276 23.6 3,980 14.8 14,664 16.6 12,920 21.1 
Front Lights ............ 37,516 16.3 4,173 15.5 12,368 14.0 54,057 15.6 
Rear Lights ............ 41,103 18.0 6,140 22.8 39,986 45.3 87,229 25.2 
| ee 19,879 8.6 2,144 8.0 2,040 2.3 24,063 7.0 
Sia canididedontincncsaie 20,014 8.7 1,634 6.1 3,335 3.8 24,983 42 
Exhaust System ...... 24,543 10.7 2,542 9.5 5,235 5.9 32,320 9.4 
ran sdaeeisetcavkockns sean 11,398 49 2,146 8.0 2,182 2.5 15,726 4.6 
Windshield Wipers.. 13,218 5.7 1,726 6.4 4,161 4.7 19,105 5.6 
Rearview Mirror .... 2,497 1.0 1,029 38 908 1.0 4,434 1.3 
ae 5,862 2.5 1,367 5.1 3,417 3.9 10,646 3.0 
26,881 100.0% 88,296 100.0% 345,483 100.0% 








Cars Trucks 
sibs sanitins Uénanton sya Mamae 611,441 44,361 
155,075 15,788 
cad cee cea aaa 25% 35% 


* Figures are percentages of total number of items found defective. 
** Check included 1,421,200 vehicles, but results of 8,982 not used due to insufficient data. 





Combined Car and 
Truck Reports 


the percentage of cars defective 
and in the type of defects can ex- 
ist among different cities, even in 
the same state. 

For example, a detailed analysis 
of inspection figures by the Con- 
necticut Safety Commission showed 
that among nine cities in that state 
the percentage of vehicles found 
unsafe in some respect varied from 
a low of 8.2 percent in Wallingford 
to 29.7 percent in Southington. The 
average for the nine communities 
was 18.6 percent. 

The same is true of specific 
items. Greenwich, which checked 
1,804 vehicles, found only 12 with 
defective headlights, while Mid- 
dletown which inspected 2,051 
cars and trucks discovered 127 in 
need of headlight repairs. 

The Connecticut figures showed 
rear lights to be the overwhelming 
leader among auto items needing 
attention. Headlights, miscellane- 
ous lights, mufflers, brakes and 
tires followed in that order. 

x o * 

N FLINT, lights proved about 

five times as frequently defec- 

tive as the next most numerous 
item, parking brakes. Mufflers, foot 
brakes and steering followed in 
that order. 

Flint inspectors rejected 2,264 
vehicles out of a total of 17,754 
checked. They discovered 3,044 vio- 
lations, including 497 cars and 
trucks with more than one defect. 

If these vehicles had been 

(Continued on Page 37, Col. 1) 
* * * 



































Total 
Vehicles 









156,416 1,412,218** 
121,638 292,501 
16% 20.7% 









to his facilities is to increase shop 
efficiency by making a thorough 
study of traffic flow and working 
stall space opportunity or to work 
more hours in the same space. 

Either is possible and can be 
made highly profitable despite the 
wails of some dealers who half- 
heartedly have tried working a 
double shift and failed. 


* * * 

A LARGE Detroit Dodge-Plym- 

outh dealer successfully is 
working three shifts—or as he puts 
it, 2% shifts—in his shop. He has 
two full shifts, one starting at 7:30 
a.m. and the other at 4 p.m. The 
“dog leg” crew that starts at mid- 
night is at half strength and he 
would increase it if he could find 
enough good mechanics who would 
work these hours at the same split 
or wage rate. He has the work 
available every night. In fact, his 
shop has more than it can do on 
the present “dog leg” shift because 
the dealer won’t increase this late 
night force with anyone but top 
grade mechanics. 

And this metropolitan dealer is 
enjoying 65 percent overhead 
absorption right now when the 
industry is struggling along at 
54 percent and many big city 
dealer are running as low as 35 
percent, according to their own 

on. 


Cadillac dealers in many cities 
have been able to increase their 
service and parts intake by 25 per- 
cent or more by making changes 
in shop layout and by adding out- 
side parking for service customer's 
cars. 

Among these dealers are Capitol 
Cadillac-Oldsmobile Co., Washing- 
ton, D. C.; Gordon Rountree Mo- 
tors, Ltd., Waco, Tex.; Taber Cadil- 
lac Co., Hartford, Conn., and Chap- 
lin Motor Co., Portland, Me. 

*~ ~ * 
i THE majority of cases, not 
only was traffic flow greatly 
improved and shop efficiency raised 
(Continued on Page 38, Col. 3) 


Dealers Accept 


Uniform Code for 
Tire Retreading 


KRON. — The foundation for 

increased public confidence in 
the use of retreading to extend 
tire life has been laid “with the 
adoption of industry wide stand- 
ards and specifications. 


Bill Deane, president of the 
National Assn. of Independent 
Tire Dealers, announced here 
that standards and specifications 
have been developed through the 
association as the result of two 
years of effort by tire manufac- 
turers and the makers of re- 
treading materials and equip- 
ment. 

“The adoption of these standards 
by all segments of the industry 
and their use by the nation’s 
thousands of tire dealers,” said 
Deane, “will provide real protec- 
tion for the motorist and provides 
retreading with new prestige and 
recognition.” 

~ = 

‘TPHEIR nationwide use will 

mean that the average mo- 
torist can take advantage of the 
economies of retreading with the 
same confidence as the fleet truck 
operators who have used retreads 
for years,” Deane said. 

The new national standards 
provide for the first time a uni- 
form definition of the terms used 

(Continued on Page 34, Col. 5) 
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(Continued from Page 33) 


delivers new cars without washing 
the tags off the windshield. He 
| delivers the cars to the customers 
| just as he gets them. 

A small-town dealer said that he 
regularly gets two out-of-state cars 
a month which have been sold and 

| never serviced. He has found some 
1 badly damaged because of having 
been driven hard before they were 
serviced. 

Cars have been brought in 
without ever having had the front 
wheels packed. Others have badly 
fitted doors. 

Chief complaint is front wheels 
out of alignment, and few dealers 
speak well for front wheel align- 
ment as performed on the produc- 
tion line. 

Another dealer who has been 
making a bid for service and who 
has his absorption figure up to 100 
percent, which is a hard thing to 
do in these times, is showing new- 
car customers how much more they 
get when they buy from him 





Parts and Service Heads Honored— 

Pontiac honored outstanding dealers and service and parts managers at its Pitts- 
burgh zone parts and service jamboree held in Uniontown, Pa. From left, front row, 
are Harry Kitzmiller, Romney, W. Va.; Frank Berhauser, Carnegie, Pa.; Jay De Angelis 
and Jerry Hay, Pittsburgh; Charles Carder, Arnold, Pa.; Willian Jones, Parkersburg, 
W. Va., and John Durret, Cumberland, Md. In the back row are Frank Fisher, Export, 
Pa.; John Ernietti and Guy Mendola, Carnegie; Ed Howard, Pontiac parts and accounts 
manager in Pittsburgh; H. N. Long, regional sales promotion manager; Henry Martin, 
Pittsburgh; J. F. Malone, zone manager; Joe Provenzo, Arnold; William E. Lauffer, 
Export; James Thomas, Parkersburg, and George Varentges, Morgantown, W. Va. 


ONE OF A SERIES: HOW DU PONT BUILDS SALES FOR YOU 
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IKE’S PEAK 
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' Volume Firms Lose Buyer Goodwill .. . 


Service Growing as Sales Aid 


instead of a dealer who will not 
service. 
« +. = 
HIS dealer never delivers a new 
car to a customer until it has 
been given a thorough tune-up, 
including re-gapping of plugs and 
setting of points; a complete front 
wheel alignment; a complete under- 
coating job, wash and lubrication 
and a road test. 
In the same connection, dealers 
in the smaller towns believe that 
they have to have a minimum of 


Dealer Wise Escapes 


In N. Y. Plane Crash 


SPENCERPORT, N. Y.—George 
S. Wise, local DeSoto - Plymouth 
dealer, escaped injury when his 
Piper Cub struck a telephone pole 
guy wire and crashed while at- 
tempting to land in a field. 

The plane plunged 25 feet to the 
ground, and the propeller and cowl- 
ing were smashed. The utility pole 
and wire also were torn down. 






Du Pont “‘ZERONE’’ anti-freeze gives you 
dramatic proof of product superiority 


It was 102° the day Tom McCahill, car tester for ““Me- 

‘chanix Illustrated,” pulled out of Death Valley in the 
“Zerone”’ test car. The car had been protected to 10° 
below zero with Du Pont ‘‘Zerone” anti-rust anti-freeze. 
Why? This was a rugged test to find out if the ‘““Zerone’’- 
protected car could be driven from the heat of Death 
Valley (282 feet below sea level) to the snow-covered top 
of Pike’s Peak (14,110 feet) without boil-away. 

Four days and 1,300 miles later he had his answer. The 
catch jar attached to the radiator overflow showed abso- 
lutely no loss of anti-freeze solution, and the hydrometer 
check proved there was no loss of “‘Zerone’’ protection. 







antr-freeze Team 


Sell the ci) oath 


that helps 


REG. Us. PaT. OFF. 


“WE'RE ON TOP’ BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


Dramatic proof! You can tell your customers, ‘‘With 
today’s pressurized cooling systems you can use Du Pont’s 
‘Zerone’ and forget about boil-away.”’ Du Pont will ad- 
vertise the results of this test to help you sell. Here are 
other ways Du Pont is working to help you build sales: 


> Nation-wide Du Pont “‘Anti-Freeze Week"’ promotion 


> Newspaper, magazine ads, billboards, in your own town 


> Weekly “Frank Leahy and His Football Forecasts,” 
the biggest TV show in the field 


> Backing by famous motor experts 
p> Enforcement of Fair Trade prices—no employee sales 















$100 gross per car to come out even, 
especially those who have been in 
the business for a long time. 

They point out that some deal- 
ers think they can get along on 
$25 per car but that eventually 
they ruin their own business and 
that of other dealers as well. 
These dealers first start cutting 
out the service and then concen- 
trate on new and used-car sales 
in a try for volume. 

“Strange thing,” one dealer said, 
“the factory doesn’t seem to care 
whether their dealers service a car 
or not. They have no commenda- 
tion for the service dealer who goes 
all out for taking care of the own- 
ers and no scolding for the dealer 
who sends them out without even 
washing the tags off the wind- 
shield.” 

What seems not to be common 
knowledge, dealers report, is that 
a lot of owners who have bought 
cars which were not properly serv- 
iced, are now pretty hot under the 
collar and aver they will not be 
caught in the same trap again. 

* + 


Fr THIS indignation boils up high 

enough, then the predictions of 
the dealers that the next cycle will 
bring more customers to the service 
dealer, will come true. 

Some close deals, which custom- 
ers have driven with non-servicing 
dealers, have become expensive 
nightmares because of the belief 
that a new car can be driven with- 
out preliminary make-ready serv- 
ice. 


Dealers Accept 
Uniform Code for 


Tire Retreading 
(Continued from Page 33) 


in retreading, making clear the 
meaning of “Full-Treading,” 
“Top-Treading,” “Undertread 
“Skid-Depth,” and specifying the 
composition of the synthetic rub- 
ber and cold rubber. 

Requirements of the new code 
govern the quality of the camel- 
back used, the dimension toleran- 
ces, the padding stock, the cement, 
solvent, age limits of the camel- 
back, and the inspection and prep- 
aration of the tire. 

* * = 
vos standards cover the types 
of camelback used and the 
methods of application of each, 
including the curing. 

Tires must be inspected after 
curing to assure minimum tread 
thickness, with a minimum skid 
depth on passenger tires of 10/32 
inch, 

On truck tires, the skid depth 
must be equal to that of a new 
100 level tire of the same type 
and size with a tolerance of 2/32 
inch. 


Paint-Chaser 
Dissolver Needs Nothing 


But Water 


HAZEL PARK, Mich.—A paint 
dissolver - remover called R.P.O. 
(Rinses Paint Off) has been devel- 
gy by Creative Chemical Co., 
nc. 

The maker says R.P.O. will dis- 
solve paint, varnish or lacquer from 
any surface without the usual 
cleanup with scraper or steel wool. 
R.P.O. can be brushed, poured or 
sprayed on the paint to be removed, 
it is said. 

The surface is then rinsed with 
a stream of water or washed with 
a wet sponge or cloth. The maker 
says the paint and remover will 
flow away completely in the water 
solution, leaving a bare surface 
which can be repainted when dry. 


Price Hike Delayed 
On Canadian Tires 


OTTAWA. — Canadian motorists 
may get a breathing spell of about 
six weeks before tire and tube 
price rises of from 2.50 to 10 per- 
cent are placed in effect. 

However, dealers have reported 
a brisk upturn in sales since the 
report of the price hike became 
generally known. The boost won’t 
be effective until fairly heavy cur- 
rent stocks are exhausted. 
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Become Plymouth Service Experts— 


AUTOMOTIVE NEWS, AUGUST 15, 1955 


- Service Schools in Field 


Vacation Period and Upcoming New Models 
Hold Classes at Minimum 


Eprror’s Note: Although the | where he can send his men to 
midsummer vacation period and | keep them abreast of all new au- 
approaching new-model announce- tomotive developments. 
ments are having their affect in . > ee 
keeping automotive maintenance FOR “MAKE” SERVICEMEN 
schools at a minimum for the CADILLAC — Carburetion: Chi- 
next two months, the need for | cago, Aug. 15-25; Detroit, Aug. 22- 
more and better instruction of 24; El Paso, Aug. 29-31; Kansas 
mechanics now employed by deal- | City, Aug. 15-31; Memphis, Aug. 
ers is becoming more and more | 29-31; Omaha, Sept. 12-19; St. Louis, 
acute. Aug. 22-24, and Washington, Aug. 

Analysis by several factory |15-24. Engine Test and Tuneup: 
service managers of the “come- | Chicago, Aug. 29-Sept. 9; Cleveland, 
backs,” especially on red-letter | Aug. 29-Sept. 9; Denver, Sept. 12- 
complaints, indicates that poor |15; El Paso, Aug. 22-25; Memphis, 
workmanship or poor inspection | Aug. 22-25; St. Louis, Aug. 15-18, 
at the dealer level is gaining in | and San Francisco, Aug. 15-25. Hy- 
importance as a major cause of | dra-Matic: Cincinnati, Sept. 12-16; 
poor customer relations. Memphis, Sept. 12-16, and St. Louis, 

Because of the rapid advance- | Aug. 29-Sept. 2. Owner Relations: 


Recently appointed to the positions of Plymouth field service engineers, these eight| ment of engineering modifications | Atlanta, Aug. 15-31; Boston, Aug. 
men have just completed an intensive four week training course at the Central | and the increasing need for more |15-Sept. 19; Buffalo, Sept. 12-19; 
Service School of the Chrysler Corp. in Detroit before going out into the field. (Front, | Knowhow on the part of dealer | Charlotte, Sept. 12-14; Chicago, 
kneeling, left to right are): S. J. Paladie, Minneapolis, and A. R. Montville, Boston;| mechanics, especially in the fields | Sept. 14-19; Dallas, Aug. 15-24; Dal- 
(Back row, left to right): D. W. Tindall, Kansas City; F. Downs, Cleveland; C. T. Schaap- | Of hydraulics and electronics, the | las, Sept. 12-14; Denver, Sept. 6-8; 
hok; J. L. Holmes, Memphis; H. A. Sprague, Kansas City; T. C. Allen, Atlanta, and| following tables are compiled to | Detroit, Aug. 15-17; El Paso, Aug. 


R. J. Kenny, instructor. 





Requires no Separate Adapters 
for Mounting on Front or Rear. 


eet t te eT thee a 
Abrasive Disc provides 
Tar ietil mead (ketal tal 


New type 


shoe adjuster 


Fast... Accurate... 


Easier to use than 
@ common shoe gauge. 


Handles both Adjustable and 
Nonadjustable Anchor Brakes. 


Provides a precision brake job 
in less than average time... 
Stops guesswork... Elimi- 
nates come-backs and time lost 
on free adjustments. 


View shows B-103 mounted in 
adjusting and grinding posi- 
tion on front wheel of 1955 Chevrolet. 
For rear wheels simply loosen locking 
device and reverse adapter 180°. Ma- 
chine comes to you set for standard 
drum and shoe size. Shims are inserted 
for oversize drums. 


The B-103 mounts on Ford cars in the 
same manner. 


Motor Switch 


aid the alert dealer in knowing |15-17; Los Angeles, Aug. 15-Sept. 














1/6 Horsepower 
Universal AC-DC 


motor 


Push Button 


Built-In 
Dust Collector 


Locking device for reversing 
adapter from front to rear mounting 


Shims adjust for 
Drum Oversize 


Model B-103 shown Model B-103 Deluxe includes 
drum diameter gauge and 
extra supplies $128.50 


HERE'S ANOTHER NEW SPECIAL! 


Model B-110C for all 


Extremely Chrysler, Dodge, De- 
Easy to Handle | soto and Plymouth 


Weighs Approx. Cars. Plus all other 


11 Ibs. cars with tapered 
rear axles. 
Only $168.50 





Also available 


Licensed under Barrett B-105C for all Passenger cars 
ee B-120C for Bus and Truck 


Onder today and stop your Srake “roubles 
BARRETT EQUIPMENT CO. 


21st and Cass « St. Lovis 6, Mo. 














14; Memphis, Sept. 6-8; Milwaukee, 
Sept. 12-19; Minneapolis, Aug. 15- 
Sept. 8; Portland, Aug. 17-Sept. 19; 
St. Louis, Sept. 6-8; San Francisco, 
Aug. 29-Sept. 19; Tarrytown, Aug. 
17-Sept. 2; Union, Sept. 7-19; Wash- 
ington, Aug. 29-Sept. 8. 
CHRYSLER CORP. — Master 
technicians service conference. A 
kit consisting of a film, record, 
charts and reference booklets sup- 
plied monthly to dealers for the 
training of mechanics in their own 
place of business. 
HUDSON—Refresher courses at 
the zone level at various dealer- 
ships and at parts and service 
managers’ club meetings. 
PLYMOUTH—Schools in deal- 
erships on selected subjects by 
district field service engineers. 
Contact Plymouth regional serv- 
ice manager. Master technician 
service conference meetings in 
dealerships on subject of care of 
upholstery, fabrics, Nylon, vinyl 
plastics, carpets, chrome and 
t. 


STUDEBAKER - PACKARD — 
Refresher courses in V-8 engine, 
torsion suspension and Twin Ultra- 
matic transmission. Contact zone 
part and service manager regard- 
ing meeting date. 

WHITE—Five-day courses begin- 
ning on- Mondays and available 
without cost. Courses are held every 
week with a break every fourth 
week, with an average group of 
five men. Classes in engines and 
transmissions, cooling systems, car- 
buretors, fuels, preventive mainte- 
nance, shop equipment and tools, 
fleet safety, along with a plant tour. 
Contact T. W. Lauer, general man- 
. White Motor Co., Cleveland, 


FOR ALL SERVICEMEN 

ALEMITE DIVISION, Stewart- 
Warner Corp., Chicago—Five day 
school, Sept. 12-16, on lubrication 
for jobber servicemen. Contact 
Jack Reinsma, general service man- 
ager. 

ALLEN ELECTRIC & EQUIP. 
CO., Kalamazoo, Mich.—Class will 
be of one week duration, Monday 
through Friday. Subjects to be 
covered are: Electrical diagnosis, 
batteries, starters, Delco-Remy reg- 
ulators, Auto-Lite regulators, gen- 
erators, engine performance diag- 
nosis, ignition circuit, coils and 
condensers, distributors, vacuum 
and compression, combustion and 
fuel systems, merchandising and 
review. Instructor will be H. M. 
Artley. 

AMMCO TOOLS, INC., North 
Chicago, Ill.—Instruction on en- 
gine repair, cylinder honing and 
brake service. No set school 
schedule but three to five-day 
classes started whenever needed. 
No instruction charge. Contact 
Richard D. Stevenson at Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, DL 

BEAR MFG. CO., Rock Island, 
Ill.—Schools on ‘automotive wheel 
balancing and frame straightening 
at plant school, Rock Island, Il. 
Contact Mildred T. Clark, regis- 
trar, at plant. Classes start Aug. 
22 and Sept. 6 and 19. Tuition 
charged on basis of length of class 
and subjects taken. Minimum 
charge $27.50. 

BINKS MFG. CO., Chicago 12— 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
painting equipment may attend. 
Next class Sept. 12-16. No tuition. 
Contact W. Beachan, instructor. 

CARTER CARBURETOR CORP,., 
St. Louis—Classes in carburetion 
starting each Monday for three- 
week duration. Classes will begin 
on Aug. 15, 22 and 29 and Sept. 6 
and 12. Contact nearest Carter dis- 
tributor. 

DE VILBISS CO.—Only two 
more full courses in automotive 
refinishing and maintenance of 
auto finishes are scheduled for 
balance of 1955. They will start 
Sept. 26 and Oct. 24. Enrollment 
free. Write De Vilbiss Co., Toledo. 

ELECTRIC AUTO - LITE., To- 
ledo.— The next class in Toledo 
school is scheduled to start on Sept. 
12 and will run through to Sept. 30. 
SUN ELECTRIC CORP., Chica- 
go 31.—Operator’s Course (four day 
classes) given in technical centers 
at Chicago, St. Louis, Atlanta, De- 
troit, Dallas, Pittsburgh, Philadel- 
phia, New York, Medford, Mass., 
Kansas City, Denver, Los Angeles, 
Oakland, California, and Portland, 
Ore. Tuition charge, $40 for com- 
plete course. Contact W. W. Squier 
at Sun Electric Corp., Harlem and 
Avondale Aves., Chicago 31, IIL, or 
nearest technical center. 
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cars in stock. This won’t ° ° . 
nave ates than eight. And Til bet Oil Filter Cited 


| | With the Staff... B stn laa aac “| As Lengthener | 
| ALO N G D ETRO IT’S A UTO ROW va 2 ae oe least nest el a 


expensive, stripped car is fast two-thirds of the wear that other- 
; ‘ ‘ ; De ise would take place in a car’s 

i its on each one. I wouldn’t take an| involving only cash—no trade-in. | Coming to an end, says a Detroit | W 
Pontiac Boom Imperial sale unless there wag at| “A customer comes in driving an | area Chevrolet dealer. engine, according to Carleton J. 


least $600 in it for me. old car. I’ve got to offer him “People don’t want the cheap Lauer, experimental engineer in 


his nd he hol- . | charge of AC Spark Plug’s oil filter 
that June sales were the highest “They’re no extra trouble or ex- gees A ct Sane. Then were car anymore. They want the cus 8 P es 





Don Bennett, general sales man- 
ager of Grates Pontiac, reports 


and strainer development. 

in the firm’s history. pense and the factory never put a| go to explain and he asks ‘what | °™. model with special equip- |*"' . nian 

“For that month,” he said, “our bit of pressure on us to take them, a I euppeced to do with my ment. Why, ld venture to say PB. is oy ae in ae 

sales were 140 percent over June,|/ sq I hope they keep the Imperial| car?’ we haven't sold six 150 models all | ¢ oo by a Sal or 3, 
1954, and 10 percent above May of indefinitely. If nothing else, it gives “No,” he shrugged, “I don’t like | Year: miles. is continuously being con- 
this year. And May was a much| ,,. « nice prestige car.” it, but what can you do? You've ie ate taminated and so must be continu- 
better month than April.” 6 6 got to compete with other ads to | Station Wagon Fever ously filtered. Continuous filtration 

He credits these factors with the Ad get the customers in.” Supporting the claims that sub- will prevent up to 68 percent of the 

erg ore of the General Mo- Co oe saben PER urbia is the land of two-family | °"8ine wear.” 
tors and Ford contract talks. aun aun on ieartulant . Dodge Comeback Hailed cars, a suburban Detroit Pontiac| He noted that the use of deter- 


2. The opening of a second show- ou ; Hailing Chrysler Corp.’s come-|dealer says the station wagon is|8ent oil “requires a change in our 
room at the opposite end of Grates’| “Frankly, I don’t approve of |»ace this year is a Dodge-Plym-|the vehicle that has the biggest |thinking as to what is clean oil.” 
block-long building. __ | seme, commented a Detroit-area | outh dealer who says he has “never|future in the automotive picture.| “Only two parts of carbon soot | 

3. Use of a two-direction public| dealer. had it so good.” “T’ve lost six sales in the last|in a thousand parts of oil will make | 
address system which sends com- “We've got into six hassles over “Last year at this time we | month because I couldn’t supply | the lubricating oil look coal black,” — 
mercials five hours a day to mo-| that,” he said nodding to a price | were begging people to take cars | customers with station wagons,” he | he pointed out. “Color is no longer 

' torists traveling on Gratiot and/ painted in huge figures on his | off our hands. We were overal- |said. “We just can’t get enough |® Criterion of oil cleanliness where | 
East Grand Blvd., two of Detroit’s| showroom window “in the past lowing to the point where we |of them. And people don’t want to | detergent-dispersant oils are used.” 


“Tt lacie stan at te week.” could no longer even offer serv- | wait a month for a car once they| These oils, he explained, carry | 
y Munn’s letter on teamwork in the The dealer explained that the ice. have made up their mind to buy | along the impurities—formed in the 


figure represents a “clean” deal “Last year on Aug. 1, we had 27/| one.” engine—“in a finely divided state.” 


Install Rebuilt Engines 


pay envelope of each of the dealer- 
ship’s 62 employes. 
= * * 


Imperial Report 


Although he has sold only six or 
seven Imperials this year, a Chrys- 
ler-Plymouth dealer says he is sat- 
isfied with their sales performance 
and feels that the public accept- 
ance of the car will improve. 

Says this dealer, “Despite the 
few sales, we made handsome prof- 


| Johns-Manville 
Opens Detroit Unit 


NEW YORK.—Johns-Manville 
has established a new automotive 
service group with headquarters in 
Detroit, according 
to J. A. O’Brien, 
industrial prod- 
ucts division gen- 
eral manager. 

A. B. Curtis has 
been named to 
head the new op- 
eration, which 
consists of engi- 
neers and sales 
specialists. He has 

been assistant 
A. B. Curtis Cleveland district 
manager for the company. 

By establishing this new base in 
Detroit, O’Brien said, Johns-Man- 
ville facilities can be brought to 
bear quickly on auto industry prob- 
lems concerning brake linings, 


a 








lutch facings, automatic t is- 
sion bands, insulations, packings, Rebuilt Engines From Leaders Like FRANCONI AUTO PARTS 
gaskets and sealing compounds. FRANCONI AUTO PARTS, KINGSTON, uses MUSKEGON PISTON RINGS 
cute.” a mess PENNSYLVANIA, Give More Profit... Why? Because they know that a rebuilt has 
Wrap It Up More Volume! to perform like a new engine. Rateemat 
Fifth of Purchases Stem Installing quality rebuilt engines, like those pene tat Ne waes Se | 
From Impulse from Franconi Auto Parts, enables you to equipment. s why they use Muskegon : 
CHICAGO, — Impulse buying— multiply your shop volume and your profit! Piston Rings, first choice of the majority : 
the unplanned purchase of items Rebuilt engines are remanufactured from the of leading engine builders. 
not oy mecdet—-sonmainte for block up with highest quality parts and fac- Rebuilders like the advantages of Muskegon : 
near -fift f all h f -type isi i : s 66 sas ” s 
alles tain, enlieien on: a ie ee aa features like the exclusive Unitized oil con- 
tomobiles and homes, according to yf y ee trol ring which provides longer life . . . faster 
consumer buying habits. service and repair jobs. A rebuilt installation eh bonded ther ri lik f 
Three of five such purchases are takes.only one day, this fact alone makes it pues ag SS toge , handle » ' 
made ‘because they cannot be post- possible to handle more service volume. They a one-piece ring. The special bonding ad- 
aa cue oo ‘ require less bench and stall area . . . add to hesive disappears during engine run-in, leav- 
ese ecessary” expendi- * * : s 
tures, such as auto tires, about one the or and efficiency of your entire ing te optaete cages mee fer postect t 
in three catch the buyer by sur- service operation. contact with the cylinder walls. 
prise. There’s a bonus profit for you in the easy Ask your distributor about his rebuilt engine 
— . mg bryge yrey items _ proposition . . . or write us for the names of 
spark plugs, fan , coils, etc. Rebuilt in- : s . * . 
Safety culletisins dealt veahine ial eahe the leading engine sat gg area. 
(Continued from Page 33) . . - parts inventory is simplified, too! Muskegon Piston Ring Co., 


safety-checked by the police, it Z Muskegon, Michigan 
is estimated that $24,370 in fines 
would have been levied on the 
owners. 

Service departments that do not 
conduct their own safety checks , 
on customers’ cars, these figures i DETROIT OFFICE: 
indicate, are adding to the accident : 521 New Center Bidg. 
potential of America’s motorists Telephone Trinity 2-2113 
and overlooking a major source of 
additional business. 


Brown Motor Bankrupt 
OTTAWA. — Bert Brown Motor 
Clinic, Toronto, has filed notice of 
bankruptcy. Joseph Gutmann, CPA, 
has been named trustee. 

















OWNERS OF NEW CARS IN POPULAR 
PASTEL COLORS CAN’T RESIST 


HULL AUTO COMPASSES 
IN NEW CA 


TONE 


IT'S BRAND NEW in Hull Auto Compasses! These fa- 
mous, precision instruments are now available in a six- 
color range of NEW CAR TONES to match or blend 
with the brighter finishes of most new cars. Color con- 
scious owners cannot help but purchase these sparkling 
new Hulls that so obviously ‘‘belong" in their late 
model autos. Actually, it’s a brand new market for Hull 
Compasses. The new colors do not, in any sense, re- 
place standard Hull finishes, which dre universal in 
appeal, and which will continue to be supplied. But 
countless motorists who have, thus far, failed to buy 
Hulls for their important driving advantages will now 
hurry to your counters for HULL AUTO COMPASSES IN 
NEW CAR TONES! 


HERE ARE THE NEW COLORS 
@ LIGHT GREEN ©@ BLUE © OFF-WHITE 
@ YELLOW @ CORAL @ BLUE-GREEN 


Order No. 650 Beaconlite Assorted New Car Colors or 


i eer 








Ce No. 550 Streamline Assorted New Car Colors for one 
“ boa of each color in half-dozen cartons; or specify individual 
colors desired in either model number. 
WAIL9 
ond ni § AVAILABLE FREE 
1pse | 










(With Orders for 2 dozen or more) 


Attractive New Counter or Window Display fo Stop 
Customer Traffic. Holds Complete Assortment of Six 
of Either Model. 


WRITE FOR COMPLETE DETAILS, FULL-COLOR ILLUSTRATION 


HULL MANUFACTURING CO. 
i Box 246, (25 ° HIO 











WARREN 


GOV'T SURPLUS 


(10) 4,000 Gal. capacity tank 
trailers equipped with tandem 
axle, air brakes, 10:00x 22 tires 

. complete with pumping 
unit in rear. Ideal for gasoline, 
water, oil or any liquids. Good 


condition. 
$1 Each (Less Dolly) 
F.O.B. Atlanta 


"ot kemy equipment, 
of Army P 
trucks parts. 


Gienine a 2,000 gal. cap. tank 
trailers $850 and $950 each. 
FULTON AUTO EXCHANGE 


2235 Stewart Ave., S.W. Atlanta, Ga. 
Tel. FAirfax 8606 


CALL, 
WIRE 
OR WRITE 













SERVICING 
RADIATORS!” 


—Rex Ryan, Bloomfield, lowa 


Osa a ame 


Rex did all his own work, operating in a former coal house at his 
home. With only 4,117 cars and trucks in his county! He says: 
“Last year, income from labor was $10,790, material sales were 
$4,049. The first 3 months after installing Inland equipment, my 


business paid two-thirds of the cost!” 


TREMENDOUS OPPORTUNITIES! Aniertowe, sa 


made over $13,000 in 1 year! A Rapid City, 
So. Dak. shop made $2,072 in 1 month! 


Few automotive services offer such a poten- 
tial for new and expanded business. Of the 
60-million vehicles in the U.S., over 20-million 
require radiator service yearly. Inland-de- 
veloped equipment allows you to use highly 
profitable production methods. And Inland 
offers the only complete package—equipment, 
training, merchandising. 


TRAINING 


F RE SCHOOL 


Practical factory 
school trains you or 
your man qulemiz. 
Cleaning, repairing, re- 
coring, pricing, mer- 
chandising — every- 
thing! Hundreds of 
graduates now expert 


radiator repairmen. 
FREE to Inland cus- 
tomers! 


“Training was thor- 
ough” says L. J. Messer 
Co., Lincoln, Nebr. “Ex- 
cellent training!’ says 
R. E. Barber, Inc., Hol- 
land, Mich. 





MAIL TODAY! 


New free 48-page “Blue- 
print for Profit’ gives you 
experiences of many of 
the thousands all over the 
nation making an EXTRA 


RR na ae 


INLAND MFG. CO., Dept. AN-8 
1108 Jackson St., Omaha 8, Nebr. 


Please send new free booklet “Biveprint for Profit” 


$8.000 to $15,000 a year, FIRM 

Soteiis one pesooe of o PLEASE PRINT 

required equipment, Inland's ‘‘Pays- 

For-Itself’ payment plan. Invest a ADDRESS - 

minute to mail the coupon—the 

rewards can be amazing! city. ZONE___STATE 
INLAND Mfg. Co., 1108 Jackson St., #4, ei 


Dept. AN-8 Omaha 8, Nebr. 
World's Largest Manufacturer 
of Radiator Servicing Equipment 
“$O1D EXCLUSIVELY BY MAIL!" 


; if Decler, moke of cor sold_____ EEE 
Are you now operating @ radiator shop [) Yes 0 Ne 


been anes anes auenamananemenenenananul 
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Customer Relations Improve . . . 
‘Housecleaning’ Pays 


In Dealer Shop Area 


(Continued from Page 33) 


but customer relations were en- 
hanced tremendously by eliminat- 
ing “headin” stalls in the reception 
area. Instead, adequate parking was 
established and a drive-through 
customer reception plan was 
adopted. 

By this simple expedient, custom- 
ers were spared a tedious, nerve- 
wracking period of waiting—either 
outside the building waiting to get 
in or sitting in the car inside for 
minutes without anyone speaking 
to them. Instead, even while the 
order was being written the car 
might be moved once or twice, in 
each instance toward the shop. The 
customer, instead of resenting this, 
was pleased because his car was 
on its way to service. 


In both large and small dealer- 





Permacel Starts 
Paint Campaign 


To Aid Jobbers 


NEW BRUNSWICK, N. J.—An 
auto body refinishing business pro- 
gram, designed to increase the 
sales of automotive jobbers, has 
been announced by Permacel Tape 
Corp. 

The auto body refinishing busi- 
ness totals a third of a billion dol- 
lars annually and this market, in 
general, is not being exploited by 
a great many automotive jobbers, 
Permacel emphasized. 


One of the primary reasons is 
the fact that from 20 to 30 percent 
of automotive dealers are not 
equipped for painting, despite the 
new demand trend for two and 
three tone cars, the fitm stated. 


Permacel suggested that jobbers: 


1. Organize an auto body refin- 
ishing department so that custom- 
ers realize the jobber is a specialist 
in this field. 


2. Organize a special auto body 
refinishing section in his catalog. 


3. Plan sales meetings on a con- 
tinuing basis in order to develop 
a thorough knowledge of auto body 
refinishing among inside and out- 
side salesmen. 


4. Hold auto body refinishing 
clinics for selected dealer groups. 


5. Use direct mail advertising to 
advise auto body customers that 
the jobber is a specialist in this 
field. 

6. Work with manufacturers of 
paint and other allied lines in 
developing the program. 


Rental Operators 
Hold Meetings 


MIAMI. — H. Earl Smalley jr., 
National Car Rental System presi- 
dent and head of Couture National 
here, has praised the results of a 
series of regional meetings held by 
the system. 

Smalley said the meetings aided 
coordination between associated 
companies and added that business 
methods and ideas were compared 
and traded for mutual benefit. 

Among other subjects discussed, 
said Smalley, were development of 
one-way rentals and coordination 
with air and rail travel facilities. 

The meetings were held in Aus- 
tin, Tex.; San Francisco; New 
York City; Chicago; St. Petersburg 
and Atlanta. 


Schaller Ends 28 Years 


In Auto Sales Business 


WATERFORD, Conn. — Henry 
A. Schaller (Dodge-Plymouth), a 
former president of the Connecti- 
cut Automotive Trades Assn., will 
retire from the auto retail busi- 
ness Sept. 1 this year after 28) 
years. 

He first opened a garage in Man-| 


ships, shop conditions are found 
that are not only costly but ad- 
versely affect customer relations 
and the customer’s regard for the 
product. In many cases conditions 
brought about by poor or improp- 
erly engineered shop layout are 
not known either to the dealer 
or his service manager. Like 
Topsy, they had just grown into 
the operation during the years. 
Inasmuch as these conditions are 
not apparent through even a study 
of day-to-day records and shop pro- 
cedures, many dealers who would 
like to do something about cus- 
tomer relations are not aware that 
the focal point of trouble lies imme- 
diately inside their service door. 
Nor do day-to-day records indi- 
cate that much of the inability to 
attain a satisfactory absorption 
rate is due to shop inefficiency 
because of trying to handle more 
than twice the amount of volume 
in an area designed ten or more 
years ago and which has not been 
given a “house cleaning” and “fur- 
niture change of location” since. 





Prize-Winning Photo— 


The photograph of the Raybestos pro- 
ducts display is one of four winners in 
the first of a series of point-of-Sales 
Contests sponsored by Raybestos division 
of Raybestos-Manhattan, Inc., Bridgeport, 
Conn. It was submitted by William Held, 
of Held's Service Station, Canton, O. 
The picture shows how material furnished 
by Raybestos in its “7 point brake check 
selling package” can be used to promote 
safety and profitable brake service work. 


New Plastic Called Answer 
To Body-Repair Problems 


NEW YORK.—Epoxy resins and 
hardeners, sold in kits, are being 
offered to auto body customizers 
and repairmen as a low-cost answer 
to difficult jobs. Without requiring 
special tools, the plastic kits are 
said to enable body men to patch 
the most rusted-out of bodies. 

Epoxy resin, hardener, glass cloth 
and tape, along with an instruction 
sheet, are included in the kits sold 
by many suppliers. 

One of the advantages claimed 
for the plastic is the neat way 
it can be feathered into the sur- 
rounding metal surface. It is said, 
too, to take paint like metal, 
without the danger of the paint 
later blistering off, as is the case 
with solder or weld jobs. 

Since no torch is required with 
the plastic, the danger of burning 
or scorching upholstery is elimi- 
nated. Thus, when working on car 
doors, it is not necessary to remove 
the upholstery. 

Heat lamps can be used with 
epoxy resin when speedy drying is 
required, but they are not neces- 
sary. This makes the resin ideal 
for patching gas tanks, the manu- 
facturer claims. 

Bakelite Co., which makes the 
plastic, has published a dope sheet 
which lists some of the uses for 
epoxy resins: 

“Automotive tools, dies, jigs and 
fixtures .. . adhesives for bond- 


ing a wide variety of materials 

. . casting compounds for the 

production of tough patterns and 
* 7 * 





Plastic Repairs— 
Epoxy resins and hardeners ore mak- 


| ing it easier and quicker for body repair 


men to repair rusted sections and other 


chester, Conn., and became a Dodge | damage to metal bodies on both cars 


and sisters—in 1914. 


car and truck dealer in June, 1927.| and trucks. Shown above is the condition 


He brought his business here in 
1937. Schaller was born in Switzer- 
land and came to the U. S. with 
his family—including 10 brothers 


| of the lower edge of a door before work 
was started, sanding down the rough con- 
tour of the built-up plastic patch and the 
| finished job. No special tools or equip- 


models and corrosion - resistant 
gears ... rods, tubes and pip- 
Pr a 

The new materials are clear, light 
amber epoxy resins of 100 percent 
reactive solids. When used with a 
specially formulated Bakelite C-8 
resin hardeners, they form tough, 
dimensionally stable, lightweight 
products. 

These combinations cure without 
liberation of volatile by-products 
and have low shrinkage. They can 
be cured at room temperature 
without pressure. 

They may be the service depart- 
ment’s answer to low-cost body 
repairs that will produce satisfied 
customers. 


Swing to 12 Volts 
Spurs Need for 
New Chargers 


KALAMAZOO, Mich.—The trend 
to 12-volt electrical systems in cars 
and trucks has sparked an intensive 
promotional campaign of a new line 
of combination 6-12 volt Allen 
Dyna-Charger battery chargers. 

Allen Electric and Equipment Co.. 
Kalamazoo, is telling the story of 
the increasing use of 12-volt bat- 
teries and the importance of having 
combination 6-12 volt charging and 
testing equipment in battery serv- 
ice shops. 

In a trip around the national, 
Ralph Countryman, sales manager 
of Allen, told jobbers how they can 
coordinate their sales efforts with 
the company’s promotional cam- 
paign, which is aimed at the job- 
bers’ prospects. 

Countryman also said that it is 
becoming absolutely necessary for 
service and repair shops and fleet 
garages to have combination 6-12 
volt charging and testing equip- 
ment, because it is anticipated that 
most of the automobile manufac- 





_|turers will be using 12-volt elec- 


trical systems by next fall. 

In fact, many cars now have 
12-volt batteries that are two or 
more years old, he said. 


Stamping Plant 
Planned by Ford 


DEARBORN.—Ford Motor Co. 
Thursday announced plans to build 
a new metal stamping plant at Chi- 
cago Heights, Ill., 25 miles south 
of Chicago’s Loop. 

The plant will embrace 1% mil- 
lion square feet and employ 2,500. 
It is part of Ford’s recently- 
announced $625 million expansion 
program. Completion. date is mid- 


| ment are needed to make these repairs. | 1956. 
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| Chevrolet Parts Boom 


New-Car Sales Pace Pushes Up Demand 
For Repairs for Tradeins 


SAGINAW, Mich. — Records are 
popping at Chevrolet’s service man- 
ufacturing plant here, where the 
chief job is turning out service 
parts for the more than 13 million 
past - model Chevrolet cars and 
trucks on the road. 

In the first five months of this 
year, the plant shipped an all- 
time high of 40,074,177 pounds of 
parts, some for Chevrolet models 
dating back nearly 25 years. 

The volume was more than 10 
percent above that for the corre- 
sponding months in 1954. Shipments 
in April of this year came to nearly 
9,000,000 pounds, an alltime 
monthly high. 

T. H. Keating, Chevrolet general 
manager, cites the brisk used-car 
market as one reason for the 
stepped-up output. 

“Soaring new car sales bring in- 
creased numbers of used cars into 
the market through tradeins,” he 


Federal-Mogul 


Opens 5 More 
Parts Centers 


DETROIT.—Fed_-ral-Mogul Corp. 
has opened five new service 
branches in the last three months, 
it was announced in a note to 
shareholders accompanying a quar- 
terly dividend of 50 cents a share. 

A sixth will be opened in the next 
few weeks to bring the number of 
branches to 84. The firm alse oper- 
ates a main warehouse at Cold- 
water, Mich. 

The firm’s service business has 
been increasing steadily over the 
last several years and currently is 
at an alltime high, the note said. 

“In addition to natural expansion 
of the market, a large part of this 
growth is due to Federal-Mogul’s 
long-established policy of maintain- 
ing complete stocks of replacement 
parts at strategically located 
branches.” 


Survey Labels 


Gasoline Sales 


‘Unprofitable’ 


NEW YORK.—A pilot survey of 
service station operating data has 
been published by the National 
Congress of Petroleum Retailers. 


The survey showed that the 
average weighted margin on all 
grades of gasoline earned by the 
businesses surveyed was 5.95 cents 
per gallon and that the overhead 
expenses allocable to gasoline with- 
out any provision for operators 
compensation or interest was 6.03 
cents per gallon. 


Allowing 6 percent on invested 
capital and $1 per hour for the 
operator’s. time, the operating ex- 
penses allocable to gasoline are 
shown as 7% cents per gallon, or 
less than the profit margin. 


The 150 proprietorships surveyed 
earned an average of $4,911 in 1953 
before any provision for proprie- 
tor’s compensation and for interest 
on invested capital. 

The proprietors worked an aver- 
age of 4,170 hours during the year 
which is slightly in excess of 80 
hours per week for 52 weeks, and 
their total compensation, with no 
provision for interest on invested 
capital, was equal to $1.18 per hour 
for the hours worked, the survey 
shows. 









Driving Costs Put 
At $1.65 Daily Base 


BOSTON.—Want to know how 
much it costs to drive an auto- 
mobile? 

The Massachusettes Automo- 
bile Assn. of America says it 
works like this—allow $1.65 a 
day, plus 3% cents per mile you 
drive. That compares with $1.55 a 
day and 3% cents per mile of 
just a year ago. Individual driv- 
ing habits, speeds and type of 
territory also affect driving costs, 
the club said. 





explains. “This creates a demand 
from dealers for service parts re- 
quired to put the used cars in 
condition.” 

Keating said the tremendous 
potential of the auto service parts 
business is pointed up by the lat- 
est registration figures, which 
show more than 53,000,000 cars 
and trucks in operation in the 
United States in mid-1954. 

“With over 13,000,000 units in 
service, 
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Chevrolet’s share of this 


“ARCO 


Louisiana Auto Dealer 


Partner in Newspaper 


ABBEVILLE, La.—J. B. Dorsey, 
president of Dorsey-Carswell Chev- 
rolet, Inc., is one of a group of 
business and professional men who 
purchased tne Wilcox County 
Chronicle, 69-year-old Abbeville 
newspaper. 





a big manufacturing concern go- 
ing,” Keating noted. 

A sampling of orders filled so far 
this year shows 2,461 clutch disc 
assemblies for 1932 to ’37 Chevro- 
lets. As recently as 1948, the plant 
was turning out exhaust valves for 
four-cylinder Chevrolets dating 
back to 1916. 


PAINTS 


39 





The "New Look’ from Holland— 


A “new look" auto body has been designed by Piet Olyslager, Soest, Holland, to 
test Dutch public reaction to advanced designs in cars. The model, built around a 
stock chassis, was shown over television in Holland. A Dutch firm is said to be con- 


sidering making a limited number of the cars to order. 


@ particular part covers all antici- 
When Chevrolet statisticians cal- | pated demand, the plant discards 
market obviously is enough to keep | culate that the supply on hand ofitools for the part. Tracings of all 
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Mail Coupon For Information 
and Color Card on Arco 45. 








an emergency. 


USE 


ARCO 45 


the automotive enamel 
that air dries 
for delivery 


in any weather 


in 


45 MINUTES 


...Jor two-toning new cars 


...panel repair...and 


complete refinishing! 


THE ARCO COMPANY , Dept. 105 
7301 Bessemer Avenue 
Cleveland 27, Ohio 


Gentlemen: Please send me complete information on Arco 45. 
Name 
Company 
Address 
City. 


Zone. State. 





old tools are kept on file, however, 
so production can be resumed in 

















ANOTHER REASON WHY IT P) 





Nash dealers are breaking every sales record in the 
book! July sales shot up a sensational 74 per cent com- 
pared to the same month a year ago. And heading the 
sales parade is America’s new volume car—the smart 
Rambler. Tops in economy, and tops among all low- 
- priced cars in resale value, the Rambler skyrocketed to 
a healthy 128% sales increase over July of last year. 


There’s good reason for these new sales records. Every 
car in the Nash dealer’s line—Ambassador, Statesman, 
Rambler and Metropolitan—offers the buyer more... 


more in value . . . more in comfort . . . more in economy, 
performance, safety and style. They have more salable 
features. 


What’s more—Nash dealers enjoy the extra profit 
advantages of the revolutionary Dealer Volume Invest- 
ment Fund. As overall Nash sales increase, each dealer 
profits regardless of his own sales volume. 


There may be a place for you on the Nashfdealer team. 
Why not find out? 


DEALER DEVELOPMENT DEPARTMENT 
Mah. dota. 


DIVISION, AMERICAN MOTORS CORP. 
14250 PLYMOUTH ROAD, DETROIT 32, MICH. 





Backshop . 


e e e Jack Weed 





(Continued from Page 33) 


'. per month and bring the overhead 


per hour sold down to 67% cents. 
That should show the dealer a 
very satisfactory profit on labor 
sales. 


This, added to the additional 
parts sales that would naturally 
accure from the work done, plus 
additional contact that can 
ed to vehicle sales, both 
and used, was the real solu- 
to the problem. 
too many dealers have sud- 
awakened to the fact that 
lo have a service department 
it has been so long since they 
been active in Sa ie 

and operation that they 
it view their problem of les- 
sened service profits from a sound 


hen the bookkeeper calls to 
attention the low returns, 
suddenly get the idea that 
only salvation lies in cutting 
I have even known dealers 
so far as to stop advertising, 


eerie 


By 
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Now, as in 1908, America steps out 
in high-spirited pride on wheels by 
Kelsey-Hayes. Behind their 

striking beauty and stalwart 
performance is the accumulated 
knowledge and skills of 46 years 
of superior wheel-crafting. 


We are proud of the continuing 
contribution made through the years to 
the motoring safety and dependability 
of the cars that roll on wheels by the 
Kelsey-Hayes Wheel Co., Detroit 32, Mich. 


KELSEY@@ HAYES 


World’s Largest Producer of Automotive Wheels 


shut off the water cooler and fire 
the service manager. They might 
ag well sell or sub-leage their build- 
ing and start working from the 
curb like so many of the used-car 
dealers they are crying about. 

A franchised car dealer is sup- 
posed to be a business man. He is 
supposed to have the managerial 
ability to work out his business 
problems in a calm, collected man- 
ner. He is supposed to be able to 
service the customers he sells. 

But far too many are just trad- 
ers at heart and, as long as new- 
car sales are going along all right 
and they are making a comfortable 
return on their investment, feel 
that the other departments of their 
business will take care of them- 
selves. ee 


Sound Outlook 


|= funny thing of it all is that 
these other departments will 
take care of themselves providing 







Wheels, Brakes, Brake Drums, Special Parts for all Industry 


9 Plants — Detroit and Jackson, Mich. .. . 
- Windsor, Ont., Canada . 


+.» los Angeles... 


McKeesport, Pa. 
.. Daven- 


port, la. (French & Hecht Form Implement and Wheel Div.) 
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—and that is a big proviso — that 
each department has a capable 
manager, that each manager is 
allowed to know what the business 
is doing each month and what 
each department is supposed to do 
and that the dealer’s basic business 
policy is right and proper. 

Every successful dealer has a 
sound business outlook. In many 
cases he may be a “wild trader” to 
his brother dealers and to the 
public, but underneath his flam- 
boyance and promotion is a sound 
outlook on his business and a reali- 
zation that he serve his customers. 

He realizes that a dissatisfied 

customer can destroy the worth 
of thousands of dollars in adver- 
tising and promotion. 

He realizes that there are a 
certain precentage of people who 
will never tell the dealer they are 
dissatisfied but will tell all of their 
friends, neighbors and acquaint- 
ances what a louse so-and-so is or 
what a rotten product he handles. 

Only by being meticulous in pro- 
viding satisfactory service can 
these “festers” be kept from con- 
taminating sales. 


For Small Dealers 
A FEW weeks ago I went down to 





Dealers Asked to List 
Tire Serial Numbers 
CHICAGO.—The Chicago police 





stration of a new paint that to me 
seems to hold considerable value 
to the small dealer who does not 
have paint booths or who has been 
sending out his paint work. 

I can understand that with the 
tremendous growth in color 
options and two-toning, plus the 
return of the days when at least 
the “clean” used stuff must be 
repainted in many cases to com- 
mand the top dollar, such dealers 
are behind the eight ball on costs 
and loss of profit. 


Perhaps this new Arco 45 air-dry 


Cleveland to witness a demon-/! enamel will not only be a life saver 
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for them, but also will demonstrate 
the value of a body and paint shop. 
The mere fact that this new prod- 
uct air dries in 45 minutes—but 
also can be heat dried in 10 to 15 
minutes—may point out the worth 
of a battery of infra-red lamps or 
an oven to many dealers who have 
scoffed at such an investment in 
the past. Today time is money and 
that is nowhere more emphasized 
than in the operation of a fran- 
chised dealer’s service shop. 


I’ve lost one of my good sources 
of dealer operating data and a man 
I could always count on to dig me 
up one, two or a dozen dealers who 
made good profits from their lubri- 
cating departments. Ed Stahl, 28 
years with Alemite in the Ohio 
area, has left that company. Ed, 
who had some 12 years with Willys- 
Overland before going with Ale- 
mite, is one of those tireless work- 
ers who has a flair for figures and 
likes nothing better than to dig 
into the cause of trouble in a dealer 
service shop. 


I could always count on him to 
come up with the facts whenever 
I started out on one of my promo- 
tions trying to point out to dealers 
where they were missing the boat 
profitwise. I sure hope that wher- 
ever Ed puts that ceaseless energy 
and long hours on the job to work 
again it will be where I can “tap” 
his agile brain once in a while. 

* * 


* 
Innocent Abroad 


JOBBER friend of mine who 

once was with Thompson 
Products sends me a card that 
really lets me know that back of 
his “poker” face is a real source of 
dry humor. Charlie Cole from 
Atlanta is in Italy and sends me a 
card saying, “Every one seems to 
own a foreign car but me.” I like 
that type of humor. 

Hank Akerberg, vice-president of 
the lubricating oil division of Mac- 
Millan Petroleum Corp. on the 
West Coast, has been searching for 
a@ way to present the MacMillan 
story to car dealers in language 
they will understand and I believe 
that his upcoming campaign will 
ring the bell. 

The thing that Hank is trying 
to get across is that when a 
dealer sells MacMillan oil the 
owner has to come back to the 
dealer for any oil he may add 
and for his refills if the dealer 
has been careful to sell the owner 
on the fact that he should not 
mix brands in the engine of an 
automobile or truck. 

In a large red booklet titled, 
“Here’s the Answer to the New 
Car Dealer’s Biggest Problem,” 
MacMillan outlines the advantages 
of the new guaranteed maintenance 
bond program it is offering to fran- 
chised dealers and shows a chart 
which indicates that while the car 
dealer gets approximately 18 per- 
cent of the lubrication business, 
competition gets 82 percent. 

Thus, as service is sold mainly 
through customer contact, the 
dealer without the traffic flow de- 
veloped by his lubrication depart- 
ment is losing in customer contact 
and thus may be failing to hit a 
satisfactory absorption percentage. 

Of course, the booklet hardly 
fails to point out that when the 
dealer sells MacMillan oil with its 
guaranteed maintenance bond fea- 
ture, the customer must come back 
to the dealer for his oil and this 


exposes him to the sale of other . 


needed services that build up serv- 
ice department revenue. The bond 
is for two years or 30,000 miles, 
whichever comes first. 

The latest Saturday Evening Post 
“selling slants” publication con- 
tains a “bit” I can’t resist lifting 
for the information of you who 
like to advertise your business in 
a different manner. 


It tells of a body shop operator 
who at one time had two caged 
monkeys that he displayed in his 
shop. Another time he fixed up one 
side of a wrecked car and left the 
other as it came out of the colli- 
sion and had it driven around town 
with a “before and after” sign on 
it. 


The one that really got me was 
the stunt of taking two 1948 model 
buggies of the same make and 
model and joining the two front 
sections with a perfect bond. This 
double-ended automonstrosity is 
driven around with the shop’s name 
on the side. 


People won’t forget it in a hurry. 













Court D 


By Leo T. Parker 
Attorney at Law 
Re. J. GERGER, Ameri- 

can Motors Corp., Milwaukee, 
writes: “As an authority on legal 
matters regarding automotive leg- 
islation, perhaps you can answer a 
question regarding the legality of 
Solex (or tinted) glass in all states. 

“Several of us in our office claim 
that it is illegal in some states to 
have Solex (or tinted glass) in- 
stalled in automobiles.” 

I am sorry that I have no rec- 
ords of any higher court decisions 
on the subject of law in which 
you are interested. Perhaps no 
higher court decision has as yet 
been rendered. 

In the near future, when review- 
ing new higher court decisions from 
the Advance Sheets, I shall make 
special effort to locate a new 
higher court decision which exactly 
answers your question, at which 
time I shall publish the cause and 
outcome of the case for your bene- 
fit, and without delay in AvutTomo- 
TIveE News. 

Generally speaking, I write up 
decisions involving automobile deal- 
ers, and therefore unless some 
dealer has been involved in such 
a suit, it is probable that it was 
not reported by the writer. 

However, as above indicated soon 
I shall: make a special effort to 
locate a higher court decision con- 
struing use of tinted glass. 
* * * 


Insurance Policy Void 


TTRNER G. CARL JR., of Penn- 

Mar Motor Co., Corriganville, 
Ind., writes: “We have a problem 
regarding insurance of automobiles 
that is difficult for us to under- 
stand, and would appreciate your 
views about the matter. 

“A purchaser placed a $10 token} 
of his good intentions upon a low- 
priced car and departed to the| 
bank for the balance of the money. 
We let him drive the car. 

“On the way to the bank he | 
developed an accident which the 

insurance company refuses to 
cover because the automobile was 
insured in the name of our com- 


United Motors Ups 
Smith and Gray | 


DETROIT. — Two new appoint- 
ments have been announced by} 
Roland S. Withers, general man-| 











Jeff Gray 


H, B. Smith 


ager of United Motors Service di-| 
vision of General Motors, as United 
Motors continued to broaden its) 
sales and merchandising staff. 

H. B. Smith, who has been cen- 
tral regional manager, has been 
promoted to organization manager- 
sales department. Jeff Gray, who 
has been merchandising manager 
on the electric motor line, has been 
promoted to central regional man- 
ager and will head United Motors 
sales activities in Detroit, Chicago, 
Indianapolis, Milwaukee and St.) 
Louis. 

Gray has been with United Mo- 
tors more than 25 years and Smith 





Lawsuits Affecting Dealers ... 
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ecisions 


pany. The insurance company 
contends that the purchaser was 
the owner of the car when he 
had the accident. Is the insurance 
company liable?” 

Generally speaking, in policies of 
this kind the insurance company 
insures only automobiles in your 
name. Of course, legally it is true 
that if you have an automobile in- 
sured and sell it, it is the purchas- 
er’s obligation to insure the car. 


In your case, when you accepted 
the $10 down on the car, that was 
a lawful sale. Thus, the car, then, 
did not belong to you but was the 
property of the buyer. 

In other words, it was his obliga- 
tion to insure the automobile and 
if he wrecked the car he certainly 
owes you for the car, irrespective 
of the reason of the trip. However, 
the insurance company is not liable. 

For example, in Bettinger v. 
Northwestern Co., 213 Fed. Rep. 
(2d) 200, the testimony showed that 





an automobile liability insurance 
policy was issued to Bettinger, who 
owned several motor trucks. 

He paid the insurance premi- 
ums for one year. Without noti- 
fying the insurance company, 
Bettinger transferred ownership 
of a truck to his son. Later the 
son while driving the vehicle had 
a very bad accident. 

In subsequent litigation the 
higher court refused to hold the 
insurance company liable on the 

policy. 

Also, see Wills v. White, 267 S. W. 
(2d) 17. This higher court refused 
to order an insurance company to 
pay insurance on a motor vehicle 
because the stenographer employed 
by the insurance company to write 
the policy had incorrectly and in- 
advertently copied the serial num- 
ber of the truck in the insurance 
policy. 

The reason for this rule of law 
is: No insurance company is liable 
on an automobile insurance policy 
which incorrectly describes the au- 
tomobile. 

+ * 


‘As Is’ Contract 


Casas E. THACKER, of Fry 
Sales & Service, Columbus, Ind., 








A small three-wheeled truck 
was introduced in 1935. It weighed 
1440 pounds and could haul a 
1500-pound load. 





writes: “We were very much inter- 
ested in the paragraph concerning 
“As Is” contracts in the “Court 
Decisions” column in the Nov. 8 
issue of AuTomotTive News. 


“This is a matter that has caused 


some concern in our dealership and 


43 


we think a sales contract such as 
that mentioned in this article might 
be the answer to our problem. 
Would it be possible for you to give 
us the name and address of the 
suppliers of this form?” 

There are no suppliers of such 
contracts. Generally, lawyers 
write “as is” contracts for their 
clients. Any ordinary form is sat- 
isfactory. Here is a suggested 
clause that the higher courts hold 
valid: 

“It is agreed by the purchaser 
that the automobile (here describe 
automobile, by serial numbers, 
model, etc.) being purchased by said 
purchaser is being sold by the 
herein seller “as is,” and that the 
herein seller gives no guarantee or 
warranty as to quality or mechani- 
cal condition of said automobile, or 
otherwise.” 


Fall Leads to Suit 


AUSTIN, Tex.— (UTPS) —P. K. 
Williams Nash Co. has been named 
defendant in a suit for $8,670 
brought by Mrs. T. J. Nass, who 
charges she was seriously injured 
when she fell on entering the 
company’s place of business, 





‘TIl say our Quaker State Super Blend sales 
are growing...for good reasons!" 


more than 20 years. 


| 1. Motorists are learning about Super 


Rochester Dealers Blend through powerful national 
advertising, and word-of-mouth 


how 
Slate Auto S recommendation. And 2., the market 


ROCHESTER, N. Y.—The Roch-| : ; , 

ester Automobile ones Ao. will itself is growing, as thousands of new 

h . 28- : j 

gs ee ee ee ae cars roll onto American highways every 
day. By this year’send, nearly 16,000,000 


newer cars will run best.on Quaker State 
Super Blend. 

Now is the time for you to be building 
your profits by selling Quaker State Super 
Blend. It’s the top quality, all weather 
pure Pennsylvania (SAE 10W-30 HD) 
oil. Order from your distributor today! 


Feb. 4 at the city’s War Memorial 
Auditorium and Exhibit Hall, ac- | 
cording to Edward C. Schoen, sec- | 
retary. 








The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? ! 


QUAKER STATE Oll REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 


















Distributor Arranges Plant Tour— 


W. J. Towell, Canton (O.) Cadillac distributor, takes Mayor Carl Wise and Canton 
businessmen on a tour of the Cadillac plant in Detroit. From left are W. T. LaRue, 
Cadillac merchandising manager; A. N. Prentice, Ohio Power Co. general manager;| manager for New Departure divi- 


T. Brown, East Ohio Gas Co. general manager; B. Root, president of Harter Bank and 
Trust Co.; Mayor Wise; E. O. Kuendig, Canton Development Corp. executive vice- 
president; M. E. Field, Cadillac assistant general sales manager, and Towell. 
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Auto Personnel 


Election of Alonzo B. Kight as 
vice-president of Borg-Warner In- 
ternational Corp., has been an- 
nounced. Kight had served as 
administrative assistant to the pres- 
ident of Borg-Warner Corp. since 
1952. He first joined Borg-Warner 
in 1948. 


* * * 


Russey and Rose Elected 


Borg Vice-Presidents 
Election of E. S. Russey and A. 
W. Rose as vice-presidents of Borg- 
Warner Corp. has been announced. 
Russey is president and general 
manager of Borg’s Warner gear 
division in Muncie, Ind. Rose is a 
representative of the corporation 
in Los Angeles. 
+ 


Swoyer Replaces Wilkie 


Leonard F. Swoyer takes up 
duties of eastern regional sales 


sion of General Motors Corp. 
Swoyer succeeds Robert H. Wilkie 
who has become merchandising 


AAU ei he 





manager within the New Departure 
sales organization. 
* * * 


Ross Valve Ups Rowe 


Jack Rowe has been appointed 
vice-president of Ross Operating 
Valve Co., Detroit. He joined Ross 
in 1947 as a sales engineer and has 
been plant manager for seven 
years. 

* + as 
Chevrolet Promotes Wiese 


To K-C Zone Manager 

Peter V. Wiese has been appoint- 
ed sales promotion manager of 
Chevrolet’s Kansas City zone. 

Wiese joined Chevrolet in 1946, 
and has been a district manager in 
the zone for the last three years. 

* * * 


Stark, Hughes and Philbrook 
Reassigned by Hudson 


Three personnel changes in its 
San Francisco zone have been an- 
nounced by Hudson. 

James E. Stark has been ap- 
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pointed car distribution manager, 
and Andrew J. Hughes and Robert 
R. Philbrook have been made dis- 
trict managers. 

* * 


Landers Names McPhail, 


Andrews and Potter 


Landers Corp., Toledo, has ex- 
panded its sales department with 
the addition of W. A. Andrews III, 
Neil McPhail and Richard A. Pot- 
ter. 

Andrews has been assigned to 
general sales service; McPhail to 
distributor and automotive sales 
service, and Potter is special sales 
representative to the distributor 
trade and assistant to R. D. Town- 
send, distributor sales manager. 

* 


Borroughs Appoints 


Spittle and Cody 


Appointments of William Spittle 
and Bob Cody as district sales 





William Spittle Bob Cody 
managers of Borroughs Mfg. Co., 
Kalamazoo, Mich., have been an- 
nounced. 

Spittle, a material-handling engi- 
neer, will head sales in Michigan, 
Indiana, Ohio, Keutcky, West Vir- 
ginia, western Pennsylvania and 
New York (excluding New York 
City). Before joining Borroughs he 
was with Ford Motor Co. 

Cody formerly was eastern sales 
supervisor. His district embraces 
Wisconsin, Minnesota, Iowa, Mis- 
souri, North and South Dakota, 
Nebraska, Kansas, Montana, Wy- 
oming and Colorado. He joined 
Borroughs in 1954. 

* om o 


Firestone Picks Antonelli 


Johnny Antonelli, N. Y. Giants’ 
pitcher, has entered the tire busi- 
ness as a franchised dealer for Fire- 
stone Tire & Rubber Co., in his 
hometown, Rochester, N. Y. Wil- 
liam J. Callerame, vice-president, 
and George Talin, secretary-treas- 
urer, will run the firm while Anto- 
nelli is with the Giants. 

* . * 


Napco Appoints Auger 

William Auger has been named 
western regional sales manager for 
Powr.Pak division of Napco Indus- 
tries, Inc., Minneapolis. He for- 
merly was sales manager for Smith, 
Inc., Fargo, N 

* = 

Alcoa Announces Three 


Sales Appointments 


Three major sales department 
appointments have been an- 
nounced by Aluminum Co. of 
America, Pittsburgh. 

Lewis P. Favorite has been 
named manager of product sales; 
Frederick J. Close has become 
manager of market development, 
and W. 8. McChesney, manager 
of industry sales. 

- 


= * 


Powell Names Sales Outlet 


John H. Palm Co. has been 
appointed sales representative for 
Illinois by Powell Muffler Co., Inc., 
Chicago. 


ca = +. 
Boehm Named to AAR Post 


Phil Boehm has been elected di- 
rector, and C. Y. Strausz a co- 
ordinator of the southeast group of 
Automotive Affiliated Representa- 
tives. Boehm succeeds Henry S. 
Clark of Henry S. Clark Co., which 
will continue its agency operation 
under Tom Clark and Tom Rich- 
ards. 

* * * 


Formsprag Co. Appoints 


Trapp as Sales Manager 


Charles F. Trapp jr. has been 
appointed sales manager for Form- 
sprag Co., Van Dyke, Mich. 

Trapp formerly was area sales 
manager in the apparatus division 
of Westinghouse Electric Corp., 
Pittsburgh. 


* * * 
McGraw, Coffyn Appointed 


Chevrolet Truck Managers 


Appointments of S. Edgar Mc- 


Graw jr. at Birmingham, Ala., and 
(Continued on Page 45, Col. 1) 
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(Continued from Page 44) 


Charles L. Coffyn at Portland, Ore., 
as truck managers has been an- 
nounced by Chevrolet. 

McGraw moves up from assistant 
parts and accessories manager at 
Birmingham, while Coffyn is being 
promoted from the post of organi- 
zational manager at Portland. 

+ * * 


Alcoa Promotes Smith 


Harry L. Smith jr. has been 
elected a sales vice-president of 
Aluminum Co. of America. Staff 
manager of products sales since 
1952, Smith will, among other du- 
ties, direct Alcoa’s New Kensing- 
ton (Pa.) and Cleveland sales de- 
velopment divisions and commer- 
cial research | division. 

+ + 


Pennsalt Ups Hall, Hurley 


J. Stanley Hall has been named 
chemical specialties division sales 
director, and Paul C. Hurley laun- 
dry and dry-cleaning department 
sales manager for Pennsylvania 
Salt Mfg. Co. 

- o + 


White Motor of Canada 


Names Larson, Valpy 


Eric Larson has been appointed 
treasurer and assistant secretary, 
and Richardson D. Valpy has been 
named secretary and assistant 
treasurer of White Motor Co. of 
Canada, Ltd., Toronto. 

A member of the board of direc- 
tors, Larson will continue as gen- 
eral business and credit manager 
of the firm. 

* 7 * 


Dunlop Rubber Names 


Hill Tire Sales Manager 


Lester Hill has been named tire 
sales manager of Dunlop Tire & 
Rubber Corp., Buffalo. He had been 
assistant to the general sales man- 
ager. 

Hill has been with Dunlop for 
more than 25 years, serving as 
southeast regional sales manager, 
and Cleveland division sales man- 
ager. 

* * * 


Rolls-Royce of Canada 


Boosts Russell, Osborne 


G. Raymond Russell has been 
named sales manager, and J. E. 
Osborne service manager for Rolls- 
Royce of Canada, Ltd. Rusell suc- 
ceeds A. G. Morrall, who has been 
appointed assistant to the general 
manager. 

Russell was with Chrysler Corp. 
in Canada before joining Rolls- 
Royce, while Osborne has been 
with the firm for many years, 
both in the aircraft engine and 
automobile fields. 

* * * 


Thermoid Names Pair 
To High-Level Posts 


Thermoid Co. directors have 
elected H. E. Ryker administra- 
tive vice-president and Charles 
Scholz sales coordinating assistant 
to the president. 

Ryker was formerly general man- 
ager of Chase Aircraft, Inc., and 
Scholz formerly was assistant gen- 
eral manager of Thermoid’s indus- 
trial rubber division. 

* * * 


Speight Gets Buick Post 


Charles A. Speight has been 
promoted to assistant zone man- 
ager for Buick in Los Angeles. 
William Vining jr. succeeds 
Speight as district manager in 
San Franc 


* 


Champion Promotes Senez 


Roger Senez, overseas represent- 
ative for Champion Spark Plug 
Co., Toledo, for the past three 
years, has been appointed European 
sales manager with headquarters 


in Paris. 
x * * 


RB&W Names McCombs, 


Kaspers Plant Managers 


New plant managers have been 
appointed at Russell, Burdsall & 
Ward Bolt and Nut Co. plants in 
Coraopolis, Pa., and Rock Falls, Ill. 

Lambert M. Kaspers, plant man- 
ager at Coraopolis since 1952, will 
manage the Rock Falls plant, suc- 
ceeding William H. Hoofstitler, who 
has retired; and Robert J. McCombs 





will be the new manager at Cora- 
opolis. William C. Mcllvain will 
succeed McCombs as plant superin- 
tendent. 

+ * + 


Burlington Names Brown 

Noah G. Brown jr. has been 
named styler-designer for the 
Automotive fabrics division of Burl- 
ington Mills, Greensboro, N. C. He 
will be assisted by Ned Sharpe, 
formerly a designer for J. P. 
Stevens. 

7 * * 


Casco Ups Reidy, Davis 
John J. Reidy has been elected 
executive vice-president, and Harry 
B. Davis vice-president of Casco 
Products Corp.’s appliance division. 


* * * 


Chevrolet Appoints Two 


Specification Engineers 
Wayne E. Smith and F. Leon 
Williams have been appointed spec- 





ification engineers in Chevrolet’s 
national fleet department. 

Smith formerly was fleet man- 
ager in the firm’s Pittsburgh zone, 
and Williams served as contact 
engineer in the central office. 

* * 


Fruehauf Picks Roderick 


Appointment of R. C. Roderick as 
assistant manufacturing manager 
of Fruehauf Trailer Co. has been 
announced. He formerly was as- 
sociated with A. O. Smith Corp., 


Milwaukee, for six years. 
* * + 


Chevrolet Promotes Love 


James P. Love jr. has been 
named assistant manager in the 
market analysis and research de- 
partment of Chevrolet. He formerly 
was assistant manager of the com- 
pany’s Detroit zone. 

* * * 


Personnel Shifts Announced 


By Ford Special Products 


M. H. Lieblich has been named 
assistant manager of merchandis- 
ing planning in Ford’s special prod- 
ucts division. Six other appoint- 
ments within the office were an- 
nounced at the same time. They 


were: 
David Wallace, manager of mar- 
keting research; W. B. Atchison jr. 
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and Richard E. Kimball, product 
planning managers; John R. Yea- 
ger, manager of the price planning 
department; John J. L. Johnson, 
acting manager of the program- 
ming department, and Jerome D. 
Vanek, manager of the administra- 
tive department. 
* 


* * 


U. S. Rubber Ups Fleming 


David A. Fleming jr. has been 
named Los Angeles district sales 
manager for the tire division of 
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U.S. Rubber Co., Detroit. He for- | 
merly was district truck tire repre- 
sentative in San Francisco. 

* + * 


Mercury Appoints Two 


Assistant Controllers 


Mercury has appointed two assist- 
ant divisional controllers, R. W. 
Leavitt and S. N. Vass. 

Leavitt will direct the activities 
of the facility planning and analysis 
and the price and forward program 
of the analysis departments. Vass 
will be responsible for the activities 
of the manufacturing budgets and 
analysis, the administrative budg- 
ets and profit analysis departments. 

+ s * 


3M Shifts Becker 


Promotion of George J. Becker 
to sales manager of automotive 
trades in New York has been an- 
nounced by Minnesota Mining & 
Mfg. Co., St. Paul. He formerly was 
a sales supervisor with headquar- 
ters in Philadelphia. 

+ * . 


Wilkie Named io Sales Post 


Robert H. Wilkie has been ap- 
pointed merchandising manager of 
the new departure division of Gen- 
eral Motors. He was succeeded as 
eastern regional sales manager by 

(Continucd on Page 46, Col. 3) 
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Use Ditzlers FLO-DRY Enamel Reducer ! 





result of poor flow-out. 


Ditzler’s DTE 202 is a necessity in most paint shops. It is a specially 
formulated enamel reducer that enables you to do faster and more eco- 


1. Orange-peel effect as 
shown above by shopwin- 
dow reflections is often the 


2. You can get perfect 
flow-out and luster like 
this with DTE 202—Flo-Dry. 


nomical work under a wider range of drying temperatures. 


When used in recommended proportions with synthetic automotive 
enamels DTE 202 gives a smoother flow-out with an earlier initial set. It 
assures hard through drying, better leveling, higher luster and greaver 
customer satisfaction. Ditzler’s DTE 202 is unusually helpful in shops 
doing fleet painting because of the speedier through drying required for 


taping and handling. 
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Budd Buys Fiber Products Firm— 


Edward G. Budd jr., president of Budd Co., Inc., stands beside a display of the 
products made by Continental-Diamond Fibre, Newark, N. J., which Budd Co. has 
incorporated as a division. Budd stated that the operation of the new division will 
be carried on by the present personnel, except for one or two changes at the top 
executive level. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 








You know from the first easy squeeze of the trigger that here's 
the gun for you. The comfortable balance of the DeVilbiss JGA 
Spray Gun, in any spraying position, makes it a delight to handle. 
This — and its compactness and light weight — leaves you less 
tired after a day’s painting. Ask your supplier for a demonstration. 


THE DEVILBISS COMPANY, Toledo, Ohio 


Auto Personnel 
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Leonard Swoyer, formerly Bristol 
(Conn.) zone sales manager. 
* a” * 
Bettes, Brown Promoted 
J. A. Bettes jr. has been pro- 


moted manager of the Asbestos) 


Textile division of Raybestos-Man- 
hattan, Inc., Manheim, Pa. Suc- 
ceeding him ag sales manager is 
J. A. Brown jr., former assistant 
sales manager. 

7 * * 


Mercury Appoints Cornell, 
Promotes Eight Others 


assistant general purchasing agent 
for Mercury. Other promotions in- 
clude: 

S. T. Myres to purchasing agent, 
machined and service parts depart- 
ment, replacing Cornell; E. W. Rey- 
nolds, assistant purchasing agent; 
James Veras, senior buyer, replac- 
ing Reynolds; C. M. Bowen, assist- 
ant manager, purchase analysis de- 
partment; D. B. Bachman, super- 


\ Santa Clara, Calif. ¢ Barrie, Ontario « London, England—Offices in principal cities 








visor in purchase analysis, replac- 
ing Myres; C. B. Lucas, senior 
buyer in the stampings plant; J. L. 
Trudell, manager of the procure- 
ment planning department, and J. 
A. Burk, supervisor of the timing 


section. 
* * + 


Middleton Gets Sales Post 


F. R. Middleton has been ap- 
pointed field sales manager, tools, 


| for Herbrand division of Bingham- 


Herbrand Corp., Fremont, O. 
* * * 


| Deane, Brackenridge Given 
S. A. Cornell has been appointed | 


New GMAC Assignments 


J. D. Deane, formerly executive 


in charge of branch operations in| 


the U.S. and Canada, has been 
named executive vice-president in 
charge of the operating staff of 
General Motors Acceptance Corp. 
He succeeds August Freise, who 
retired Aug. 1 after 36 years service 
with the corporation. 


Succeeding Dean is Gavin Brack- 
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enridge, who formerly was vice- 
president and assistant manager of 
domestic branch operations. 

The board also elected Elmer E. 
Hutcheson, Detroit regional man- 
ager, a vice-president of the cor- 
poration. Deane and Brackenridge 
both joined the corporation in 1922, 
while Hutcheson joined GMAC in 
1922. 


* * a 


Textron Elects Traumueller 


Gerard E. Traumueller has been 
elected assistant treasurer of Tex- 
tron American, Inc., Providence, 
R. I. He formerly was vice-presi- 
dent and treasurer of Lunn Lam- 
|inates, Inc., Huntington Station, 
in 


* * * 


Goodrich Adds Pair in West 


Louis J. Baumer and Walter B. 
Minnich have been named field 
representatives in the Pacific Coast 
| zone of the associated tire lines of 
|B. F. Goodrich Co.’s tire & equip- 
ment division. 

* * * 


DeVore Joins Stewart-Warner 


Dr. Lloyd T. DeVore has been 
named general manager of the 
electronics division of Stewart- 
Warner Corp. He had been man- 
ager of General Electric Co. elect- 
ronics laboratory since 1950. 

x x * 


Pharis Elected to Board 


| Charles S. Pharis, administrative 
| vice-president of Marine Midland 
Trust Co., New York, has been 
elected to the board of American 
| Tractor Corp., Churubusco, Ind. 

| a” * * 


Aetna Appoints 2 


William E. Horenburger has been 
named sales manager, and Kenneth 
R. Cowan plant manager of Aetna 
| Ball & Roller Bearing Co. 

* * 


| U. S. Rubber Promotes Reid 


Herbert J. Reid has been ap- 
| pointed assistant general manager 
|of the mechanical goods division 
of United States Ruber Co., Detroit. 
| Homer O. McCracken will succeed 
Reid as factory manager of the 
| division’s Fort Wayne (Ind.) plant. 
| * * * 








| Optimists Elect Harp 

R. A. Harp, president of Auto 
| Equipment & Service Co., Inc., was 
elected vice-president of Optimist 
International at the group’s con- 


|vention in Montreal. 
| * x + 


| 


Gray with Leece-Neville 


Appointment of Wallace T. Gray 
| as general works manager of Leece- 
| Neville Co., Cleveland, has been an- 
| nounced by P. H. Neville, president. 

Gray formerly was manager of 
|the Camden (N. J.) plant of Radio 
| Corp. of America and plant man- 
|ager for Murray Ohio Mfg. Co. 


* * x 


| Gar Wood Promotes Brown 


| Gar Wood Industries, Inc. 
| Wayne, Mich., has promoted Leo 
M. Brown to manager of its Chi- 
| cago direct factory sales branch. He 

formerly was assistant to the direc- 
|tor of sales and advertising at the 


| Wayne plant. 
x 


* * 


|Ford Tractor Names Pedder 
Canadian Sales Manager 


James F. Pedder has been pro- 
moted to Canadian sales manager 
for the tractor and implement divi- 
|sion of Ford Motor Co., Birming- 
ham, Mich. 

Formerly an assistant general 
|sales manager, Pedder will be lo- 
cated in the division’s Canadian 
| sales office at Lincoln Park, Mich. 
* * x 


Maurer Appointed President 
Of Flex-O-Tube Division 


| Mel E. Maurer, a former produc- 

tion executive with Lockheed air- 
craft and Hotpoint, has been named 
president of the Flex-O-Tube divi- 
sion of Meridan Corp., Inkster, 
Mich. 

He succeeds Thomas A. Hard- 
wood, who continues as a vice- 
president of Meridan Corp., Chi- 
cago. 


* * * 
Pontiac Appoints Holzworth 


Regional Sales Manager 


W. P. Holzworth has been ap- 
pointed sales promotion manager 
for Pontiac’s central sales region. 

Formerly business management 
manager for the Pontiac (Mich.) 
zone, Holzworth’s territory will in- 
clude the Buffalo, Cincinnati, Cleve- 
land, Pittsburgh and Pontiac zones. 
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DETROIT.—Yale & Towne Mfg. 
Co, has opened a sales and service 
branch here to serve Michigan’s 
lower peninsula and the Toledo 
area. 

D. K. Wirth will manage the new 
branch. John R. Henderson is sales 
manager and Neal Kemp will 
maintain hoist sales offices in the 
new building, 4466 Woodward Ave. 
Joseph Hanasack is in charge of 
service facilities. 

* * * 


United Motors Simplifies 
Numbering of Thermostats 


DETROIT.—United Motors Serv- 
ice has announced a new simplified 
Harrison thermostat numbering 
system under which servicemen 
can tell at a glance the correct 
temperature of any specific therm- 
ostat. 

The system uses three-digit type 
numbers, with the last digit indi- 
cating the four temperature ranges 
from 150 to 180 degrees. Sixteen 
basic types and 43 type numbers 
cover the present Harrison line. 


* * * 
Antifreeze Sales Up 
MONTREAL. — Sales of anti- 


freeze preparations by Canadian 
producers in 1954 were larger in 
quantity than in 1953, but lower 
in value, according to a Canadian 
Government report. Total quantity 
sold jumped to 4,987,000 imperial 
gallons from 4,881,574, while sales 
dropped to $9,448,000 from $11,484,- 
371. 

= * * 
Maynard Named Treasurer 
Of Manufacturing Firm 

BARTON, Vt.—(UTPS) — George 
H. Maynard, owner of T & M 
Motors (Chrysler- Plymouth) is 
treasurer of the new Barton De- 
velopment Corp., which will manu- 
facture a new strainer for milking 
machine covers. 

One of the directors of the $50,000 
corporation is Ed Morrill, of Web- 
ster Motors. 

. + * 


Mack Gets Bus Order 


BUFFALO. — Niagara Frontier 
Transit System has announced the 
purchase of 60 new Mack buses for 
approximately $1,335,000. The 50- 
passenger vehicles will be delivered 
in November. 

* * oz 


Canada Lets Contracts 


OTTAWA. — Ford Motor Co. and 
Chrysler Corp., both of Windsor, 
Ont., have been awarded contracts 
for $130,000 and $100,000, respec- 
tively, by the Defense Production 
Department to overhaul vehicles. 
Contracts were also let to Exide 
Batteries of Canada, Ltd., Toronto, 
at $296,065; General Motors Prod- 
ucts, Oshawa, Ont., at $175,000, and 
Goodyear Tire & Rubber, Toronto, 
at $144,540. 

2 * a” 


Jury Acquits Accountant 


In Dealer Tax Fraud 


NORFOLK, Va.—William L. Ash- 
ley, 61, an accountant, has been 
acquitted by a Federal Court jury 
of charges he assisted William J. 
Peebles, an automobile dealer, in 
making out false income-tax re- 
turns. 

The Government contended that 
Ashley aided in preparing a false 
return for the year 1946 in which 
taxes were listed at $29,468 instead 
of $41,557. 

+ *” a 
Stewart-Warner Agrees 


To Purchase Hobbs Corp. 


CHICAGO. Stewart - Warner 
Corp. has agreed to purchase the 
entire business and assets of John 
W. Hobbs Corp., Springfield, Iil., 
producer of electrical devices for 
the automotive and related indus- 
tries. 

In announcing the acquisition, 
Bennett Archambault, Stewart- 
Warner president, said John W. 
Hobbs will remain as head of the 
Hobbs company. 

* 


* 


Safecrackers Get $125 


JACKSONVILLE, Fla. — Safe- 
crackers last week blew the strong- 








box at Willys-Bland Motors here 

and escaped with $125, leaving $11 

in nickels strewn about the office. 
* * * 


Georgia Thief Nabbed 


AUGUSTA, Ga.—A burglar en- 
tered the office of Evans Motor Co. 
here, stole a large assortment of 
keys, and was attempting to drive 
an automobile from the used-car 
lot when police rounded him up. 

* *~ * 


Powell Forms Truck Firm 


LOS ANGELES. — Charles Pow- 
ell has formed the AAA Truck 
Rental Co. here. His partners are 
Larry Kuhn, supervisor, and Herb 
Jackson, sales manager. Powell was 
fleet sales manager for Enoch 
Chevrolet, South Gate, Calif. 

* * 


Triumph Offers Overdrive 


NEW YORK. — The Laycock de 
Normanville overdrive unit is being 


offered ag optional equipment on 
Triumph T.R. 2 sport cars. The 
unit, controlled by a dashboard 
switch, operates on second, third 
and fourth gears and gives the car 
seven forward ratios. 

+* * * 


Vt. Cars Reach Record 


MONTPELIER, Vt. — (UTPS)— 
The number of passenger cars in 
Vermont has reached a record 
109,730, compared with 105,807 in 
1954. State motor vehicle fees 
reached a record $5,497,282 during 
the fiscal year ended July 1. 

* * * 


Dealers Elect Northcutt 


KANSAS CITY. — R. E. North- 
cutt has been elected president of 
the Plymouth Dealers of Greater 
Kansas City. Other officers are: 
Robert Bruce, vice-president; Jerry 
Scott, secretary, and H. S. Young, 


treasurer. 
* * * 


Big Four Auto Parts 


Sold by Sadler, Ross 


LITTLE ROCK, Ark. — Big Four 
Auto Parts Co. has been sold by 
Harold Sadler (Dodge - Plymouth) 
and Rutherford J. Ross (Dodge- 
Plymouth) of Fort Smith to a 
group of local businessmen who 








ag 
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“How soon will the new ’56s be 
out?” 


\ 





are associated with Crow-Burlin- 
game Co. 

The purchasers include W. R. 
Crow, J. G. Burlingame, B. Eugene 
Smith, K. V. Brown and several 
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associates. The firm distributes 
Chrysler Corp. parts and acces- 
sories in Arkansas and parts of 
Louisiana, Texas and Oklahoma, 

* = * 


Four Named Directors 


LOS ANGELES.—Shelton Wash 
burn, L. Albertson, Lonnie Hull and 
R. Stansbury. have been named 
directors of the Motor Car Dealers 
of Southern California. 

+ * oe 


Cleveland Groups Elect 


Presidents, Officers 


CLEVELAND.—George H. Lyon, 
of Central Chevrolet, has been 
elected president of the Chevrolet 
Dealers Assn., and H. M. Ferguson 
is the new head of the Lincoln- 
Mercury Dealers Assn. Lyon .suc- 
ceeds Arthur Hass, of Downtown 
Chevrolet. 

Other Chevrolet officers include 
Floyd Mosher, vice-president; Ed 
Stinn, secretary, and Wilbur Ragg, 
treasurer. 

= * & 


Dinah Shore to Attend 


1955 Soap Box Derby 
DETROIT. — Chevrolet has an- 
nounced that Dinah Shore will ap- 
pear at the Soap Box Derby in | 
(Continued on Page 48, Col. 2) 





E-Z-EYE SAFETY PLATE 





iS EXTRA PROFIT WORTH 


— @ Looondl Claus? 





Show your next prospect this E-Z-Eyve glance test. Open the door. Let him 
glance through the open area, then through the E-Z-Eyve windshield. He'll 
see how much E-Z-Eyve Safety Plate Glass cuts down sky glare. 

Point out the shaded band that gives him extra protection from sun, 
sand, snow and sky glare. And tell him how E-Z-Eye in all his windows 
helps keep summer sun from heating the inside of his car like an oven. 

We’re helping you make the extra profit by selling the E-Z-Eye option. 
We’re showing E-Z-Eyve to millions of car buyers in 2-page, full-color 
advertisements in The Saturday Evening Post and Time, all through the year. 

Help yourself to this extra profit! . 


LIBBEY-OWENS-FORD GLASS COMPANY, TOLEDO 3, OHIO 


with the shaded windshield 


“Reduceo Glaw, Eyestrain, Sun Heat 
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Home Again— 

Richard A. Teague, Packard director 
of styling, sits at the wheel of a 1907 
Packard, the latest addition to his collec- 
tion of antique cars, in front of the Pack- 
ard plant in Detroit which was built in 
1907. The car sold new for $4, 
Weighing 2,800 pounds, the 1907 Packard 
is powered by a four-cylinder motor 
and has three speeds forward and one 
reverse. Top speed is approximately 68 
miles per hour. Teague purchased the 
car from Gulfstream Motors (Packard), 
Palm Beach, Fla. 
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Akron this year. She earlier was 
hostess at the Indianapolis Me- 
morial Day race. 

A special “Oil Can Trophy Race” 
is scheduled between George Mont- 
gomery, Dinah’s husband, and Bob 
Sweikert, winner of the Indianapo- 
lis classic. Chevrolet is Dinah’s 
television sponsor. 

> * * 
Atlas Auto Finance Buys 


Montgomery Concern 


ATLANTA.—Atlas Auto Finance 
Co., Atlanta, has purchased Ala- 


200. | bama Discount Corp., of Montgom- 


ery, Ala., according to Robert R. 
Snodgrass, president of Atlas. 

The Montgomery branch will 
continue in its present location 
with the same name and manage- 
ment, Snodgrass said. Atlas has 
branches in 16 communities in 
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The lowest cost form of automotive advertising. Effective day 


end night. Messages can be arranged in minutes; changed 
without the use of ladders with a Wagner Mechanical Hand— 
an exclusive with a Wagner Changeable Copy Display ! 


Wagner Sign Service, inc., offers a wide variety of ‘‘Railock“’ 


letters for permanent outdoor identification purposes. Also, 


translucent plastic letters for indoor identification purposes. 
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Georgia, Florida, Alabama and 
South Carolina. 
+ 


+ 


Pasadena (Calif.) Dealers 


Elect Clay as President 


PASADENA, Calif. — Dan Clay 
(Chevrolet) has been elected presi- 
dent of the Pasadena Motor Car 
Dealers Assn. ] 

Other officers include Jack Hoehn 
(Chevrolet), vice-president; George 
Karl (Dodge), secretary-treasurer; 
and George Natzel (Oldsmobile), 
Harlan Loud (Ford), Lioyd Pear- 
son (Studebaker), and J. Robert 
Wegge (Dodge), directors. 

ca = + 


Jury Acquits Ex-Employe 
In $100,000 Deal Fire 


KANSAS CITY. — Charged with 
arson, Louis F. Lagoski, former 
parts manager for Clasen-Morse 
Chevrolet Co., has been acquitted 
by a Wyandotte County District 
Court jury. 

Lagoski was accused of starting 
a fire that caused $100,000 in dam- 
ages to the dealership in Septem- 
ber, 1953. 


* * * 


Twin Cities Elect 


MINNEAPOLIS. — Newly elected 
officers of the Twin City Chrysler 
Dealers Assn. are George Hartzell, 
Hartzell Motor Co., Minneapolis, 
president; Roy Mason, Mason Mo- 
tors Co., Excelsior, vice-president, 
and Burton A. LeMire, LeMire 
Motor Co., South St. Paul, secretary- 


treasurer. 
* * oa 


Lions Elect Fogelman 

ROCHESTER, N. Y. — John J. 
Fogelman (Chrysler - eos 
Valley Stream, L. L, has been 
elected district governor of the 
Nassau, and Kings dis- 
tricts of the Lions Club. He pre- 
viously served as deputy gover- 
nor. 

=” cd * 


Dealers Elect Ferguson 


In Cuyahoga County 


M. H. Ferguson has been elected 
president of Lincoln-Mercury Deal- 
ers of Cuyahoga County, O. Other 
officers of the group include Joseph 
M. Erdelac, vice-president, and 
Robert Stratton jr, secretary- 


treasurer. 
7 


* * 
Dallas U. C. Dealer Jailed 


DALLAS. — (UTPS)—Edward H. 
Green, former president of the 
Used-Car Dealers Assn. of Dallas, 
was sentenced to a two-year jail 
term after being found guilty of 
theft under false pretext. He was 
convicted of having borrowed $2,140 
from a bank on two certificates of 
cars that he had already sold. 

* + * 


Fire Guts 12 New Vehicles 

STILLWATER, Minn.—(UTPS) 
—About $65,000 worth of new cars 
and trucks belonging to Erick- 
son Post Co. (Ford) here were 
destroyed by fire. They were 
parked against a large warehouse 
which was completely gutted. 
Among the vehicles were three 
new Fords, seven new Mercury 
cars and two Ford trucks. Twen- 
ty-five used cars were heavily 
damaged. 

+ 2 * 

Ford Denies Rumors 


Of Vermont Plant 


RUTLAND, Vt.—(UTPS) — Ford 
Motor Co. has denied rumors that 
it plans to open a plant in the 
Rutland area. 

In a letter to the local Chamber 
of Commerce, Ford officials said 
they never had “seriously con- 
sidered” a plant here. 

x + * 


Restored Model A’s 


Return to Dearborn 


HARTFORD, Conn. — More than 
40 “restored” Model A Fords left 
the State Capitol here last week 
for Dearborn where approximately 
100 members of the Model A Re- 
storers Club will convene today 
(Aug. 1). 

The caravan, representing the 
eastern contingent of the club, 


was given a sendoff by Mayor 
Dominic DuLuccio. The troup stop- 
ped at Geneva, N. Y., last Saturday 
(July 30) and at London, Ont., 
last night. Ford executives will act 
as judges to pick the best car 
entered in the contest during the 
meeting. 
+ * + 


Smith Deal in 30th Year 


SANDY, Ore. — R. S. Smith Co. 
is celebrating its 30th year as a 
Ford dealership. 

x * 


* 


Seaside Builds New Home 


SEASIDE, Ore. — Construction 
has been completed on new head- 
quarters for Seaside Garage Co. 
(Chevrolet). The firm is owned by 
Wallace Larson and Ed Mimmo. 

cg * * 


Galles Motor Relocates 
ALBUQUERQUE, N. M.—Galles 
Motor Co. (Cadillac - Oldsmobile), 
has moved into its new home at 
1601-25 Central Ave., N. E 
~ * * 


National Fibres Expands 


DETROIT — John G. Bannister, 
president of National Automotive 
Fibres, Inc., has announced that 
the company will spend approxi- 
mately $1,200,000 for new plant 
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Pre-sold by a wave of na- 
tional seat-belt publicity, by 
a growing accident con- 
sciousness, and by the 
recommendations of recog- 
nized safety experts, the pub- 
lic wants safety belts... 
and they'll buy Karbelts 
every time because: 
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and equipment at its Trenton 
(N. J.) division. 


Parrish Motor Hit by Fire 

BENSON, N. C. — Parrish Mo- 
tor Co. (Ford), was destroyed by 
fire of undetermined origin. Loss 
was estimated at $75,000. 


Johnson Named Chairman 


By Western Ford Dealers 
HUNTINGTON PARK, Calif. — 
Phil Johnson, head of King Motors 
(Ford) here, has been named chair- 
man of the Western Regional 
Ford Dealers Assn. 
* 


o s 
Goodrich Builds Office 
SALT LAKE CITY. mF. 
Goodrich Co. has announced that 
it has started construction of a 
new district office and warehouse 
building here. 


* * * 
Aro Equipment Purchases 


Ampatco Laboratories 
BRYAN, O. — Aro Equipment 
Corp. here has announced that it 
has purchased Ampatco Labora- 
tories Corp. which will continue 
(Continued on Page 49, Col. 1) 
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Only gordoda KEEP CAR | Only orde% ALWAYS | Only gordo HAVE NO 
DOORS CLOSED on STAY CLEAN and OBSTRUCTING FLOOR 
IMPACT NEAT BRACKETS 


With one end of each 
belt set anchored to 
the door, and capable 
of withstanding a pull 
of over 3,000 lbs., Kar- 
belts prevent the doors 
from flying open in a 
crash — help maintain 
the car's maximum 
structural strength. 


Here’s a major driver 
objection overcome. 
With Karbelts, you slip 
the outside half into 
the handy door clip as 
you get out. Belt does- 
n't get dirty to soil 
your clothes — stays 
free of damage by a 
slamming door. 


With outside belts fas- 
tened to the doors, 
there are no rear seat 
floor brackets near the 
doorway to trip pas- 
sengers or scuff their 
shoes. Center floor 
brackets are safely 
out of the way. 


Sparton Karbelts are made of finest nylon webbing with the strongest and 
most convenient airline-type buckle yet devised. Available in 6 beautiful 
colors to compliment modern car interiors. 


You can’t buy better 


EM Lele lohy 


parton 


AUTOMOTIVE 


THE eninneanaends 
COMPANY taunean 


TO SAVE YOUR LIFE! 


EVERY SET PACKED IN A BEAUTIFUL 
4-COLOR MERCHANDISING CARTON 

















News to Note... 


Auto World in Brief 
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research, development and manu- 
facturing of electro- mechanical 
devices in Aro’s Cleveland plant. 

John C. Markey, Aro president, 
said that Albert Patin, Ampatco 
president, will remain with the 
company and retain some stock 
interest. 





















* * * 


Chicago Chevrolet Dealers 


Name Hartigan President 


CHICAGO. — W. J. Hartigan 
has been named president of 
Chicago Metropolitan Dealers 
Chevrolet Club, Inc., succeeding 
H. R. Bryant, who resigned. 


Safety Council Honors 


Detroit Postal Drivers 


DETROIT.—The National Safety 
Council has given safe driving 
awards to 378 Detroit postal em- 
ployes, all drivers of mail trucks. 

The citations covered periods of 
from one to 20 years of accident- 
free driving, according to Edward 
L. Baker, postmaster. There were 
24 who had completed 20 or more 
years of safe driving and two of 
these were given 20-year awards. 

OF * OK 


Continental Buys Site 


ST. THOMAS, Ont.—Continental 
Motors Corp., Muskegon, Mich., has 
purchased a nine-acre site here 
and plans to build a 30,000 square- 
foot manufacturing plant which 
will be ready for occupancy this 
fall. 

* * * 


L. A. Young Buys Plant 


Of Ottawa (Kans.) Steel 


DETROIT. — Purchase of Ot- 
tawa, Steel, Inc., Ottawa, Kans., 
has been announced by L. A. 
Young Steel & Wire Corp. here. 
Ottawa manufactures roadbuild- 
ing and industrial construction 
machinery. 

Young, which operates 16 
plants in the U. S. and Canada, 
announced that the move is the 
latest step in the firm’s diversi- 
fication program and involved an 
expenditure in excess of $1,000,- 


Simonds Saw Takes Over 


Heller’s Plant in Ohio 


FITCHBURG, Mass. — Simonds 
Saw & Steel Co. here has an- 
nounced that it has arranged to 
operate the Newcomerstown (O.) 
manufacturing plant of Heller Bros. 
Co. under the name of Heller Tool 
Co., which will be a subsidiary of 
Simonds. 

Simonds said the operation of 
the plant and Heller branch offices 
in New York, Detroit, Chicago and 
Los Angeles will continue as be- 
fore. Sales policies and personnel 
also will remain unchanged, Sim- 
onds added. 


Supersite Moves to Conn. 


NEW YORK. — Supersite Corp. 
has moved its entire organization 
from New York to larger quarters 
at 300 Seymour Ave., Derby, Conn. 

7 * * 


Lyon Purchases Control 


Of Canadian Motor Lamp 


WINDSOR, Ont. — Control of 
Canadian Motor Lamp Co., Ltd., 
has been purchased by Lyon, Inc., 
according to George A. Lyon jr., 
president, of Birmingham, Mich. 

Canadian Motor Lamp manufac- 
tures auto head lamps, Lyon wheel 
covers, hub caps and die castings. 

* 


eZ oe 
Bendix to Construct 
Engineering Facility 
BALTIMORE. — Construction of 
a new $2 million engineering build- 
ing, devoted to expanded research 
and development on commercial 
and military radar and other com- 
munications and navigation de- 
vices, has been announced by the 
radio division of Bendix Aviation 


rp. 
Edward K. Foster, group execu- 
tive, said the two-story modular- 
type building, to be constructed ad- 


jacent to the main radio division 
plant at suburban Towson, will be 
completed by July, 1956. 

* * * 


Detroit Plymouth Dealers 


Elect Bliss President 

DETROIT. — The Plymouth 
Dealer Assn. of Greater Detroit has 
elected C. Hascall Bliss president 
for the coming year. 

Other officers are Glenn Walker, 
vice - president, and Ken Brown, 
secretary-treasurer. 

e * + 


Ford Moves to Simplify 


Overseas Corporate Setup 


NEW YORK. — An offer by Ford 
Motor Co. to purchase Danish Ford 
Motor Co.’s 60 percent holdings in 
Ford Motor Co. of Sweden has been 
accepted by the Danish firm. 

The action is in line with a Ford 


plan to simplify the structure of its 
worldwide operations. When the 
transaction is completed, the U. S. 
firm will have control of all Ford 
subsidiaries and branches in 


Europe. 
* * * 


Borg-Warner Eyes Site 


In Illinois. Rezoning 

CHICAGO. — Borg-Warner Corp. 
has expressed interest in acquiring 
100 acres in DuPage County, IIL, 
as a site for a new plant, provid- 
ing the area is rezoned from farm- 
ing to industrial use. 

Officials of the company have de- 
clined to comment on the develop- 
ment, saying that the firm’s plans 
are indefinite. It was reported that 
it might replace the plant operated 
in Bellwood by Borg’s spring divi- 
sion. 

* = * 


Ford Awaits Rezoning; 


Plans Illinois Body Plant 


CHICAGO. — Otto W. Pongrace, 
executive assistant to the director 
of Ford’s plant engineering office, 
said that his company would buy 
a 140-acre site west of East Chi- 





Printed Circuit Control— 


Printed circuitry and a new, simplified 
control system are features of a new line 
of General Electric full-wave Thy-mo-trol 
electronic adjustable speed drives. 


cago Heights, IIl., for construction 
of an auto body stamping plant 
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tives of some 35 civic organizations 
have voiced their approval of the 
rezoning. 

* * * 


Arvin Industries Plans 


Factory for Mufflers 

COLUMBUS, Ind. — Arvin Indus- 
tries, Inc., will erect a new plant 
on the outskirts of this city, ac- 
cording to Glenn W. Thompson, 
president. 

The factory will be a one-story 
building of about 50,000 square feet. 
Occupancy is scheduled for Oct. 1, 
Thompson added, with exhaust 
mufflers the first product to be 
made. 

* a * 


Helm Named Manager 


Of Hayes Investments 
DALLAS. — W. J. Helm, vice- 

president and secretary of Earl 

Hayes Chevrolet Co. has been 


as soon as a petition for rezoning|"@med vice-president and general 


is approved. Construction would 
start immediately. 

Petitioners for the rezoning are 
the owners of the property, Chi- 
cago & Eastern Illinois Railroad 
Co. and Chicago Heights Terminal 
Transfer Railroad Co. Representa- 


manager of Earl Hayes Invest- 
ments, Inc. President Earl F. 
Hayes said Helm will act as his 
personal assistant in the manage- 
ment of other business interests. 
Earl Hayes Investments pro- 
vides financing of new and used 
cars and trucks for the dealership. 








TROUELE SHOOTER... 
TIME SAVER... 


i If the battle between overhead and service volume keeps you near the 
1 even” point, take a speculative look at this profit builder. It is fast, 
A :aoiaenaie rates stay the eame, but with 
§ cpp hy = oy og haga wae ag creborngocs L haan Seen, 
ji sure is done , because com 
asacptnarenaceecurietr ss «=f ov coread metre have been eliminsted from the Allen Motor Anslyser 
Sere eee eum “ficial ~~ ~~ Whatever the size of your shop, the Allen Motor Analyzer will pay for 
Regulator * Carburetor * Coils and Con- = J itself in time saved, more business, sati customers... use it is 
See See Cen tage” Cee designed 6 and 12-velt. ical systems. All test units 
: i are removable for use in+ ... they include:-Volt-Amp Tester, 
Mees. Ask ne emit tek; Coil-Condenser Tester, Dwell-Tach Tester, and Combustion lyzer. 
the economical Allen Modernization i Call your Allen distributor for immediate action on getting into business 
pe A 6-volt : fast with Se aes Allen Motor Analyzer. Ask him about his 
time payment p 
i 
! 
i 
é 
ELECTRIC and EQUIPMENT COMPANY Kalamareco, Michigan 
MANUFACTURERS Uni-Tuners @ Syncrograph Distributor Testers @ Regulator-Generator Servicers 
or { © Motor Analyzers © Spot Welders ¢ Dyna-Chargers @ Unitron Slow Chargers. 








REO SALES 


first six months of 1955 
over same period last year 


And if you have a flair for figures—Reo sales during the second quarter of 1955 were 85% ahead of the 
same period in 1954. Compared with the last six months of 1954, Reo’s first six month sales are up 66%. 


ie A 






@ The average load for this Reo V-8 Model 733 
operated by the O. and J. Logging Company in 
Northern Idaho is 10,650 board feet. More than 
any other truck on the job! Another example of 
bigger loads and greater profits for Reo operators. 
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UP 37%... 


—and here are the reasons 


we iE ‘e] has the most complete advanced line of heavy- and medium-duty truck engines available 
today—with both short stroke design and revolutionary wet-sleeve construction. Choice of V-8’s or sixes, 
gas or LPG. Pound for pound Reo Gold Comet V-8’s are the most powerful heavy-duty truck engines 
ever built, actually delivering a startling 14 h.p. per cu. in. displacement—as much as 35% above the 


industry average. 


RE oO designs its own engines and backs every one it builds with a 100,000 Mile or 1 year 


Warranty, whether in new Reo Trucks or for replacement in other makes. No other manufacturer 
gives you such positive assurance of outstanding performance. 


& E 0 knocks out high overhaul costs and downtime loss with built-in engine features like wet- 
sleeve construction, that permit complete overhaul in as few as 15 hours. Complete overhaul kits 
cost as little as $169.47 (list). 


4 EO has responded to the need for specialized heavy-duty applications by adding 17 new models 
in the last few months. And more are coming. 


RE oO builds trucks that are “commodity engineered” at the factory to meet user’s specific needs, 





REO MOTORS, INC. 


ein 28 Mee + Ton On TUTE 


SUBSIDIARY OF BOHN ALUMINUM AND BRASS CORPORATION 


TRUCKS, BUSES AND GOLD COMET ENGINES FOR ORIGINAL EQUIPMENT, INDUSTRIAL AND REPLACEMENT—GAS OR LPG. 








BATTERY CHARGER—Model A725 P is 
@ portable charger that handles six and 
12-volt batteries. It delivers 110 amps on 
six volts and 60 amps on 12 volts and 
can be used for fast, slow or gang charg- 
ing. Features are tapering charge, nine- 
point charging rate selection, full-wave 
selenium rectifier and a controlled timer. 
Autocharge, Department A, Tenth and 
Missouri Sts., —— il 17, Okla. 


Highway Flare Redesigned 


For Glove Compartments 


The Vari-Flare has been rede- 
signed to fit car glove compart- 
ments. It is used on the highway 
to prevent accidents to drivers of 
stalled cars. 

The flare includes a red reflector, 
said to be visible half mile away, 
and a red flag for daytime. Vari- 
Products Co., Inc., 2450 S. Prarie 
Chicago, IIl. 

co 


CLOTHES RACK — Stanrack is a car 
clothes carrier which stands on the rear 
car floor and hold 10 or more suits or 
dresses. It can be stored in the car trunk 
when not in use and is said not to ob- 
struct the driver's vision when erected. 
Hopkins Co., National Rd., Wheeling, W. 
Va. 

*~ 2 + 


Warner-Patterson Makes 
Powder Radiator Cleaner 


Development of a chemical clean- 
ing compound for automotive cool- 
ing systems and radiators has been 

. * 7 
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NEW PRODUCTS 


announced by Warner - Patterson 
Co., Chicago. 

Known as “New Warner Radi- 
ator Dry Cleaner,” it is a powder 
chemical combination that is said 
to perform a cleaning action with- 
out acid or other strong chemicals. 
It is packed in one-pound cans and 
the contents may be poured into 
the radiator as the motor idles. 

* * » 





TUBULAR WRENCH—The Red Snapper 
is a pipe wrench made of tubular steel 
for lighter weight. It has a rocking ful- 
crum action that allows several standard 
pipe fits with one adjustment. A spring- 
loaded hook jaw holds the wrench in 
place. Stilsomatic Sales Corp., 1100 N. W.| 
Twentieth St., Washington 6, D. C. 

* * & | 





BRAKE SIZER—The B-125 brake sizer 
also serves as a radius grinder, drum 
sizer and master shoe and drum gauge. 
A set includes sizers in either 10, 11 or 
12-inch diameters for standard diameter 
shoes, .015 oversize or .030 oversize. 
Barrett Equipment Co., 2100 Cass Ave., 


St. Louis, Mo. 
* * * 





WEIGHT MOLDER — A wheel weight 
molding machine is available to dealers. 
It enables them to cast their own weights 
from Ye ounce to six ounces. Mold auto- 
matically ejects weight when opened. Bee- 
Line Co., Davenport, la. 

* *” cd 


| specially designed for 
| tions. 
| position is 7/16 inch. The three-inch re- | 


7 ave Corp., New Brunswick, N. J. 





AUTO HEATERS—Series 55 (above) and the lower-priced Series 20 heaters are of 
the recirculating type and will be offered in the fall for both six and 12 volt systems. 
A blower operating at 3,000 rpm is used in the Series 55 which is said to refill its 
core with hot water every two seconds at normal driving speeds. A defroster-fresh 
air kit can be used with the heater in 1955 Fords and Chevrolets. The Series 20 is 
said to fit most cars and: trucks. Arvin industries, Columbus,_ind. 





TOOL GRIPS — Plastic tool handle 
grips and 23 PROTO tools fitted with 
these grips have been marketed. The 
plastic insulation is said to reduce musclar 
fatigue. Three sizes are made. Plomb 
Tool Co., 2209 Santa Fe Ave., Los 
Angeles, Calif. 








REFLECTOR— The Reflex reflector is 


shallow installa- 
Its overall height from mounting | 
flector lense has an aluminum frame and | 


comes in red or amber. Yankee Metal | 


Products Corp., Norwalk, Conn. | 





DRY-CHARGED BATTERY — The Hi-Level 
Prest-O-Lite battery is of the dry-charged 
type. “Activated,"’ an electrolyte, is ship- 
ped with the battery in a disposable 
glass container. The electrolyte is added 
to the battery when it is sold and it is 
ready for use without a booster charge. 
Prest-O-Lite Battery Co., Toledo 1, O. 

* x * 





TAPE DISPLAY—Display P 89 carries 12 
rolls of masking tape, each wrapped in a 
=: and cellophane. The rolls measure 
¥% inch wide and 25 feet leng. Permacel 


ae 


| Kent-Moore Publishes 
\| 12-Page Exhaust Manual 


A 12-page manual containing il- 
lustrated instructions for installing 
Kent- Moore Monoxivent exhaust 
eliminating systems has been pub- 
lished by Kent-Moore Organization, 


sist in selection of suitable elimin- 
ating equipment, the firm has re- 
ported. Both may be obtained by 
writing Kent-Moore Organization, 
Inc., 5-105 General Motors Bldg., 
Detroit 2, Mich. 





CAR SUPPORTS—"Car S'ports’ are a 
line of adjustable car supports for shop 
use. The frame is made of pressed steel 
and the iron rack bar uses a positive- 
holding the mechanism. Walker Mfg. Co., 
Racine, Wis. 





COLORED SIDEWALLS — Color-Gard is | 


a colored rubber sidewall which is ap- 
plied over regular black tires. The rubber 
rings are locked between the tire and 
the wheel rim and no adhesive is needed. 
The rings come in blue, green, yellow, 
red, pink and white. Premier Autoware 
Co., 4415 Euclid Ave., Cleveland 3, O. 


* 3 * 





LAMP CABINET — Tung-Sol offers a 
plastic replacement lamp cabinet to deal- 
ers free with a purchase of a 70-lamp 
assortment. The cabinet holds 70 12-volt 
lamps in a six-size assortment and shows 
inventory at a glance. Tung-Sol Electric, 
Inc., 100 Eighth Ave., Newark, N. J. 

a 


| Chicago 90, Til. 
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PERFORMANCE GAU GE—The Dyno- 
Meter is a performance guide that gives 
readings on road horsepower, acceler- 
ation, hill climbing, and engine efficiency. 
It mounts on the dash and requires no 
hookup. Almquist Engineering, Depart- 
ment PI, Milford, Pa. ‘ 


Two Assortments Offer 


Variety of Water Gaskets 


Two assortments of Victor water 
outlet and thermostat gaskets are 


|offered service stations and repair 
| shops. 
| gaskets in 27 varieties. 


The JV137E contains 270 


The junior JV138C assortment 


| has 110 pieces in 11 varieties. Each 


variety is individually boxed. Victor 
Mfg. & Gasket Co., P. O. Box 1333, 


& 1 





HAND DRill—tThe All-Angle Drill is de- 
signed to reach difficult places where 
regular drills cannot get in. The chuck 
and hand both swing in an arc. The 
chuck will take up to a %-inch drill. The 
handle is hollow to hold extra drills. P. 
& C. Hand Forges Tool Co., Box 5926, 


Portland 22, Ore. 
+ 


‘Little Traveler’ Seat 
Protects Children 
Gruber Products Co., Toledo, has 


|introduced “Little Traveler” a seat 
|for children one to five years of 


(Continued on Page 53, Col. 1) 








Inc., manufacturer of automotive 
service tools and equipment. 

In addition to the manuel, a 
brochure is also available to as- 


LIFT-TYPE HARROW — The Flexo-Hitch disc harrow is said to perform like a pull- 
type when in operation but to retain the hydraulic lifting, lowering and transport 
advantages of a lift-type unit. This “floating-action” is due to L-shaped hinges where 
the lower implement links attach to the harrow frame. The harrows are available 
in 6%, 7¥% and 8% foot sizes, with 16 or 18 inch discs. Tractor and Implement di- 
vision, Ford Motor Co., Birmingham, Mich. 





i 
' 
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New Products 


(Continued from Page 52) 


age which the firm said will not 
slip or slide and gives safety belt 
protection for tots. 

The seat is styled and designed 
for present day automobiles, Gur- 
ber said, and slides between back 
rest and cushion seat of any auto-| 
mobile. It is equipped with an air- 
plane-type safety belt which Gru- 
ber said will protect the child 
during sudden stops. It comes in 


several colors and is of chrome-| 


finish, steel construction. A de- 
scriptive folder may be obtained 
from Gruber Products, Box 414, 
Toledo, O. 





| 








WHEEL WEIGHTS—Excel wheel balanc- | 
ing weights come in a range of sizes with 
universal-type clips to fit all cars, the| 
manufacturer states. The clips are said to 
be specially designed for tubeless tires. 
They are also made for buses and trucks. | 
Powell Mfg. Co., Inc., Logansport, Ind. 

P 


Service Guide Revised 
By American Brakebok 


A revised edition of the Brake 
Service Guide has been published | 
by the American Brakeblok divi- | 
sion of the American Brake es 
Co. 

The pocket-size guide is issued | 
for brake service stations and} 
others engaged in brake relining| 
and maintenance. American Brake- | 
blok jobbers and sales personnel. 





SHOE GRINDER—The Custom Brake 
Dokter Model B-103 is designed for 
Chevrolet or Ford cars. It requires no 
special adapters for front or rear mount- 
ing and can be adjusted for drum over- 
size by use of shims. A_ built-in dust 
collector is provided. Barrett Epuvipment 
Co., 2100 Cass Ave., St. Louis, Mo. 

ca * # 








SELF-ADJUSTING TAPPET — A tappet, 
enclosed in a steel shell, is said to 
automatically adjust the length of the 
cam, tappet, pushrod, rocker arm and 
valve stem to compensate for wear. Types 
are available for overhead engines and 
for camshaft models. The two types re- 
place some makes of hydraulic valves as 
well. S-M Tappet Sales, Dunedin, Fla. 

* ue * 


Engine Rebuilder Saves Time 
With Heli-Coil Thread Inserts 


Stainless steel wire thread in- 
serts made by Heli-Coil Corp., 
Danbury, Conn., are being used by 
R. R. Blosser, owner of ABC Parts 
& Machine Co., Rockford, IIl., to 
repair damaged threads in auto- 


mobile, power lawnmower and 


motercycle engines. 

According to Blosser, the inserts 
save time over other repair meth- 
ods and, in many cases, is the only 
method that can be used. 

x * t 





10-WAY WRENCH—The INCA “Quickie” 


| is a 10-way wrench said to fit 95 percent 
of all nuts and bolts up to 19/32-inch | 
| wide. The tool is 4% inches long and 1 
|inch wide and 
| plated. J. E. S. Co., 


nickel and chrome 

111-48 Lefferts Bivd., 

S. Ozone Park 20, Long Island, N. Y. 
* * ES 


Wells Issues Catalog 
Wells 





its fuel pump. The catalog explains 
how the fuel pump is engineered 
for capacity to handle the high 
volatile fuels now on the market. 
Wells Mfg. Corp. Fond du Lac, 
Wis. 


* * * 
Trico Products Develops 


2-Range Wiper Motor 


Trico Products Corp., Buffalo, 
has announced the development of 
a vacuum windshield wiper motor 
which has two ranges of operation 
to increase the frequency of the 
wiper. 

It also announced that three auto 
makers have adopted its Cam-O- 
Matic system, which is said to 
provide a means of wiping fully 
around the side sections of wrap- 
around windshields. 

* * * 


| Auto Polisher Features 
| Trans-Orbital Motions 


The Auto- Magic auto polisher 
features trans-orbital motion which 
is said to eliminate burn or swirl 
marks on the finish. Turning at 
high speed, the polishing head re- 
volves in multiple orbits, each over- 


|lapping the other. 
Mfg. Corp. has issued a} 
does not skid or 


Another claim is that Auto-Magic 
“walk away,” 





24-page catalog describing CaPaC, 
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remedy: High HP Purelube 


.-. the high-horsepower motor oil that keeps 
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valve lifters clean, quiet, efficient 


If the high-horsepower cars you sell and 
service are troubled with sticking hydraulic 
valve lifters . . . specify High HP Purelube, 
the multi-grade motor oil that keeps lifters 


clean by eliminating 
deposits. 


harmful sludge and 


You see, High HP greatly improves 
engine cleanliness at low temperature stop 


and go driving (where 65% of all passenger 
mileage takes place). 
keeps valve lifters clean, quiet and efficient. 

For more satisfied customers, put High 
HP Purelube in every car you sell and 


service. 





FREE 





Factual booklet on 
High HP Purelube. 
Shows how this great oil helps 
you and your serviceman. 


Higher detergency 


Title 
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thus permitting use by inexperi-| 
enced persons. General Products 
Development Co., 3931 W. 150th St., 
Cleveland 1, O. 





box is 


tool 
offered dealers with the purchase of an 


TOOL BOX — A steel 
ignition parts assortment (STA-94). The 
box is 16 by 7 by 7 inches and has a 
lift-out tray. Electric Auto-Lite Co., Toledo 
1, O. 


* * 


Powell Markets Line 


Of Car Power Equipment 


The Pow-R-Ide line of auto 
power equipment features fiber- 
glass packed muffler, dual kits, 
manifold kits and dual exhaust 
kits and pipes. 

The equipment is designed for 
most cars and is offered dealers 
with a variety of advertising aids. 


1A catalog also is available. Powell 


Sticky Valve Lifters | 





Muffler Co., Inc., 2501 W. 24th ™ 
Chicago, Tl. 





LIQUID DISPENSER—A plyethylene dis- 
penser has been developed to handle all 


| liquids through a variety of spout and 
| nozzle attachments. 
|is also offered. The dispenser is said to 


A brush attachment 


work with oils, solvents, cleaners, adhe- 
sives, acids, inks and alkalies. Aids De- 
velopment Co., Inc., 16560 Elderdale Rd., 


| Cleveland 30, O. 


* * * 


Heater Promotion Package 


Arvin Industries, Inc., Columbus, 
Ind., has designed a package of 
(Continued on Page 54, Col, 1) 
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y Here’s how High HP helps cure 
and prevent other ailments 
of the High-Horsepower Age: 
@ fights pre-ignition 

® stretches gas and oil mileage 


@ reduces knock—cuts octane 
requirement increase 


@ gives all-weather protection— 
it’s a multi-grade oil 


@ gives positive wear protection 
® eliminates rust and corrosion 


The Pure Oil Company, Dept. AN-54 
35 East Wacker Drive, Chicago 1, Illinois 


Gentlemen: Without incurring any obligation, I’d like your 
free booklet on the inside story of High HP Purelube. 


Un i a a Se 
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New Products 


(Continued from Page 53) 


promotional and merchandising 


Master Parts Division Airtex Prod- 


materials to help retailers make a| ucts, Inc., Fairfield, ill. 


favorable impact on customers 
when cool weather sharpens in- 
terest in car heating. 


Liquid Glaze Markets 


Aerosol Auto Polish 


Liquid Glaze, Inc., Lansing, is 
marketing car polish in aerosol 
containers. The firm says the spray 
cans reduce polishing time by more 
than half. 

The company said an entire car 
can be sprayed in five minutes and 
wiped off in 10, with no polishing 
or hard rubbing required. These 
products, Liquid Glaze said, are 
distributed through car dealerships. 


+ + * 
King-Bolt Catalog 
A parts catalog for replacement 
sets of king bolts is available from 





CEMENT BONDER—Tropical Cement 
Bond is a liquid which is spread over 
old concrete (dark area above) before 
a new top coating (light area) is poured. 
It is said to form a strong, permanent 
bond that will withstand heavy traffic. 
Tropical Paint Co., Cleveland a, &. 


Tru-Sorb Offers All-Purpose 
Mineral Floor Absorbent 


Super Tru-Sorb is a mineral] floor 
absorbent said to dry slippery and 





hazardous floor areas rapidly. Its 
low specific gravity and its grain 
size are said to make it go further. 

Super Tru-Sorb, is non-toxic and 
non-combustible and will absorb 
all types of liquids, it is claimed. 
Tru-Sorb Corp., 22 Cross St., Bridge- 
port, Conn. 


* * * 


Atlantic Metal Publishes 


Flexible Hose Bulletin 

A bulletin, No. 50-B, on interlock- 
ing flexible metal hose has been 
issued by Atlantic Metal Hose Co., 
New York. 

Copies are available by writing 
to the manufacturer at 308 Dyck- 
man St., New York 34. 


* * * 
Ford Upholstery Fabric 


Offered for Seat Covers 


Lum-puf, the type of fabric used 
by Ford in five station wagon and 
convertible models, is being made 
available to seat cover manufac- 
turers, jobbers and auto trim shops. 

It is a woven plastic fabric with 
a “bellows” action that is said to 
keep the cloth breathing and the 
rider cool. Lumite division, 





Chi-| paint particles. 


York 13, N. Y. 
+ 





TOW BAR—The Black Beauty towing 
bar includes a universal clamp design. 
The clamps are rubber faced and are in- 
stalled from the bottom of the bumper. 
Six basic pivot points are used, and 
steering cables aid in turning. Marion 
Mfg. Co., Marion, O. 

* * * 


Production Tack Cloth 
Holds Unwanted Particles 


Permacel 091, a production tack 
cloth, is designed to pickup and 
hold foreign material such as lint, 
dust, abrasive grain and metal and 
It is said to be 


a etl etl aoa eal all 
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Om aR Tea 


1 s Uniform, constant cleaning 
action regardless of engine operation. 
Wiper stalling eliminated at times of engine 
acceleration. Minimizes jumping or chatter- 
ing across tacky windshield. Choice of two 


speeds. 


Provides ample power 


PoweEr-SwEEpP motor has ample power insur- 
ing dependable cleaning action for removal 
of snow and sleet under extreme conditions. 





Gy 


GENERAL 
MOTORS 


...WITH THESE 4# BIG ADVANTAGES 


3. Parks automatically 
Power-Sweep is the electric windshield 
wiper that automatically returns the blades to 
the horizontal position when it is turned off. 


4. Provides overioad protection 
A built-in, automatic reset, overload protec- 
tion against the condition of blades frozen 
to the windshield, prevents damage to motor 


in stalled condition. 


DELCO APPLIANCE DIVISION 


GENERAL MOTORS CORPORATION 
Rochester 1, New York 


Manufacturers of automotive electric motors for heaters, 
defrosters, seat actuators and window lifts. 








refinishing operations. 

The cloth comes in 18 by 36 inch 
size, packed 12 per bundle. It is 
said to be spontaneous-combustion 
proof. Permacel Tape Corp., New 
Brunswick, N. J. 


* * * 
Plastic Spray Guards 
Auto Bright Metal 


Krylon is a clear plastic spray 
used to keep stainless steel and 
chrome accessories on automobiles 
clean between washings. The plas- 
tic is said to afford protection 
against corrosion of salt in the air 
near seashores. 

Krylon aerosol spray is used also 
to damp-proof car electrical sys- 
tems. Krylon, Inc., Philadelphia, 

‘a. 





CAR POLISH — Super Liquid Glaze is a 
car polish that comes in an aerosol bomb. 


The spray contains “Glasite,” an in- 
gredient that is said to give a hard, 
smooth finish. The polish is sprayed on 
the clean surface of a car and wiped 
away with a clean, soft cloth. Liquid 
Glaze, Inc., 704 Sheridan St., Lansing 6, 
Mich. 
a a 


Booklet Explains Brakes 
In Non-Technical Language 


A booklet on automobile brakes, 
“Stop Smoothly Safely,” explains 
the basic principle of brake oper- 
ation in non-technical language. 

The text relates tips on how to 
use brakes for maximum safety. 
For a copy write: Highway Safety 
Department, Raybestos, Bridgeport, 
Conn. 













Petes 


EXHAUST EXTENSION — The Wilco 
Thunderbird exhaust extension comes with 
either a car name plate emblem or a 
futuristic grill design. It is chrome fin- 
tshed and contains an inner baffle to 
deflect gasses down and away from the 
car. The extension fits all cars. Wilson 
Co., Boston 15, Mass. 


FUEL PUMPS—CoPcC is the trade name 
of a line of fuel pumps and service parts. 
The pumps feature the “Flex Rite” di- 


valve 
Mfg. Corp., 


aphram, a positive “free flow" 
and large capacity. Wells 
Fond Du Lac, Wis. 

ay <@ 


Detergent Designed 
To Remove Oily Soils 


Supersolv, a granular-type in- 
dustrial detergent is said to remove 
petrolem oils and greases from 
both solid and porous surfaces. It 

(Continued on Page 55, Col. 1) 
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New Products 


(Continued from Page 54) 


removes oily soils by displacement.| forming within the engine. 


Although it is claimed to work 
best as a hot solution, Supersolv 
can be used in either cold or hot 
solutions on whitewall tires, con- 
crete or painted floors, cement, 
brick or other surfaces, as well as 
cleaning machinery. Kelite Corp., 
1250 N. Main St., Los Angeles 12, 
Calif. 





SHOE DE-BONDERS—A line of auto- 
matic shoe de-bonders has been intro- 
duced which burn off linings, cement and 
grease and are said to transform smoke 
and fumes into a clear, odorless gas. 
Models for 180, 360, 500 and 1,000 per 
hour capacity are offered. The machines 
also can be used to de-bond automatic 
transmission clutch band linings. Return 
type jigs are featured. R. G. White Mfg. 
Corp., 101-18 97th Ave., Ozone Park 
16, N. Y. 

. 2. © 





HAND CLEANER—Hex is an antiseptic 
hand cleaner to remove grime, grease, 
ink or paint. It contains lanolin to retard 
chapping and cracking of the skin and 
can be used wet or dry. It comes in 14 
and 25-ounce jars and three and five- 
pound cans. Producers Products Co., 
Borger, Tex. 





BRAKE BONDER—The B-655 Do-It-Your- 
self Speedy Bonder unit includes power 
cord, chisel, sander head, clamps and 
bond tape and can of activator. The 
shoe clamps are of a design which 
permits tightening to a predetermined 
pressure without distorting the shoes, it 
is claimed. Barrett Equipment Co., 2100 
Cass Ave., St. Louis, Mo. 

* * * 


Cristy Super-Start Designed 


For Small Gas Engines 


Cristy Super-Start Drygas ho- 
mogenizes droplets of water in 
gasoline so that the moisture burns 
off without stopping ignition. It is 
said also to contain ingredients 
which prevent gasoline gums from 


The additive is designed for use 
in small, especially one-cylinder, 
gasoline engines and is similar to 
Cristy Automotive Drygas for cars. 
Cristy Chemical Corp., 21 Putnam 
Lane, Worcester 4, Mass. 

* * * 


Hunter Engineering 
Issues 4-Page Catalog 


A four-page catalog describing 
its line of wheel balancers has been 
issued by Hunter Engineering Co. 
It describes the six groups manu- 
factured. 

Copies are free and may be ob- 
tained by writing Hunter Engi- 


been announced by Belden Mfg. 
Co., Chicago. 

The kit contains 460 selected 
solderless primary and spark plug 
wire terminals in 15 different types 
and sizes. 





| fim 

| 

| FILE HOLDER — The Route - and - File 
Holder is a color-coded, transparent ace- 
tate holder that protects papers from 

| becoming soiled. The holders come in 81 

by 11 inch size with taped edges of blue, 
red, green, yellow or black. Papers are 

| visible through the plastic covers. Baw 


neering Co., Hunter Ave. at Ladue|¢o,, 9704 Frankstown Rd., Pittsburgh 35, 


Rd., St. Louis 24, Mo. 
* * + 


Solderless Terminal Kit 
Announced by Belden Co. 


A solderless terminal kit, said 
to satisfy all automotive needs, has 


Pa. . ‘ " 
Oil Products Available 


In Aerosol Utility Kit 


Crown Spray Line Utility Kit 
consists of four aerosol cans con- 


taining lubricating oil, penetrating 
oil, rust inhibitor and “Clear Coat.” 

The materials can be sprayed in 
and around inaccessible places not 
ordinarily reached, the manufac- 
turer states. Crown Industrial 
Products Co., 714 Amsterdam St., 
Woodstock, IIl. 


Tung-Sol Electric Offers 


Assortment of Flashers 


A new packaged assortment of 
six flashers which the company 
said is capable of handling 97 per- 
cent of all replacements is being 
distributed to automotive whole- 
salers by Tung-Sol Electric, Inc. 

It includes two universal P229Ds, 
two P229Ds, one A2295 and one 
P273D. The two universal P229Ds, 
the firm said, alone can replace 
85 percent of all types now in serv- 
ice. 

* * o* 
Felt Products Announces 


Gasket Stocking System 

Fel-Pro GaskeTier, a method for 
handling of envelope-packaged, 
non-metallic gasket sets has been 
announced by Felt Products Mfg. 
Co., Chicago and Skokie, Ill. 


According to the announcement, 
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the GaskeTier is a thoroughly- © 
planned system of storage com- 
partments, which converts the job- 
ber’s existing shelves into custom 
built gasket-stocking bins. Descrip- 
tive literature and prices on the | 
system are available from Felt 
Products Mfg. Co., 1508 Carroll 
Ave., Chicago. 





TIRE PATCH—A nylon Flexmaster repair 
patch has been developed that can be 
used on all size tires. Natural rubber 
cushion is used with the nylon cord. 
The patch is engineered to an 82 degree 
angle to conform with newer tires con- 
struction. W. J. Voit Rubber Corp., 1600. 
E. 25th St., los Angeles 11, Calif. 


NOW AVAILABLE 





This Handy, 
Attractive 


AC 


MERCHANDISING 
UAGINE 


FILLER 
AP 





with FACT MOVING ACCORTMENT 


GOOD SALES 
REMINDER 


KEEPS STOCK 
ORGANIZED 


MAKES REORDERS 
SIMPLE 


NEEDS LITTLE SPACE 
(wall or counter) 


STURDY ALL-STEEL 
CONSTRUCTION 


AC SPARK PLUG DIVISION - GENERAL MOTORS 


of HIGH-QUALITY AC FILLER CAPS 


YOUR FILLER CAP DISPLAY CABINET comes complete with an 
assortment that meets practically all replacement needs. There are 17 
types (57 caps in all) in this FM-13 Merchandising Assortment — 
radiator pressure caps, regular radiator caps, gas tank caps, and lock- 
ing gas tank caps. A convenient specification chart is on the back of 
the cabinet. This Merchandiser puts you in business avd goes on to 
help you sell, 








More caps... 
in a quality cabinet .. . 
at lower cost to you! 


FILLER 
ey 






Contact your AC 
Supplier today! 


4 





CORPORATION «+ FLINT, MICHIGAN 
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Legislative Roundup 





(Continued from Page 24) 


New Jersey, New York, Ohio, Ore- 
Pennsylvania, Rhode Island, 
meneen, Texas, Utah, Vermont, 
- Washington and Wisconsin. Such 
tion was vetoed in Missouri; 
in North Carolina and West 
Virginia, and on its way to enact- 
ment in Massachusetts. 


New laws favorable to employers 
from the unemployment tax con- 
tribution viewpoint were enacted 
in Delaware, Idaho, Kansas, North 
Carolina and Vermont. Measures 
unfavorable to industry in this 
- respect were enacted in New Hamp- 
shire, Oregon, Pennsylvania and 
Rhode Island. 

Proposals for legislation to inte- 


grate unemployment compensation 
laws with guaranteed annual wage 
plan labor contracts will await 1956 
and 1957 sessions in most states. 


Benefits Liberalized 


IBERALIZATION of workmen’s 
compensation laws got legisla- 
tive approval in at least 24 states— 
Arizona, California, Colorado, Dela- 
ware, Georgia, Illinois, Iowa, Kan- 
sas, Maine, Maryland, Michigan, 
Minnesota, Montana, Nevada, New 
Jersey, North Carolina, Ohio, Okla- 
homa, Oregon, Rhode Island, Ten- 
nessee, Utah, Vermont and Wyo- 

ming. 
Legislation for new, stronger or 
broadened state regulation of 
and hours was enacted in 


Maine, Michigan, Minnesota, 
Montana, New Jersey, New York, 
North Carolina, North Dakota, 
Rhode Island, South Carolina, 


At last! 
THE GREAT GILDERSLEEVE 


25,000 fan letters 
hailed its TV sneak preview... 


now The Great Gildersleeve Comedy Series 
Is ready to sell for YOU! (ake 


With no advance warning, “The Great 
Gildersleeve” was sneak-previewed in a half-hour 
period on the NBC Television Network. More than 


25,000 enthusiastic letters, many signed by every 
member of the family, clamored for Gildy as a regular 


TV attraction. 


“The Great Gildersleeve”, after 13 big years 
on radio, is at last a TV comedy series .. . 
with extra-special values for advertisers: 


e a well-loved personality 


e a family approach 


e all-out merchandising support 


Act fast to make sure Gildersleeve cuts his 
comic capers in your behalf . . . first! 
Write, wire or phone now! 


NBC FILM DIVISION 


serving all sponsors 
serving all stations 


$0 Rockefeller Plaza, New York 20, N. Y. 


Merchandise Mart, Chicago, III. 


Sunset & Vine, Hollywood, Calif. 
In Canada: RCA Victor, 225 Mutual St. 
Toronto; 1551 Bishop St., Montreal 


Utah, Vermont and Wisconsin. It 
iT) 


New fdir employment practices 
laws, aimed at curbing racial and 
religious discrimination, were en- 
acted in Michigan and Minnesota, 
and rejected in California, Dela- 
ware, Illinois, Iowa, Missouri, Ne- 
braska, New Hampshire, Ohio and 
West Virginia. 

Such a bill is pending in Pennsyl- 
vania. ae 


N. H. Insurance Bill Killed 


New Hampshire’s Senate has 
killed a bill which would have es- 
tablished a uniform rate for auto- 
mobile liability insurance. 

* * * 


Ohio Governor Vetoes 


Truck Overload Bill 


Gov. Frank J. Lausche of Ohio 
has vetoed a bill by the 
Legislature which would have per- 
mitted truckers a 1,000-pound lee- 
way on overloading because 
shifting cargo. 

The governor said the bill would 
endanger 33 percent of the bridges 
in the state and jeopardize Ohio’s 
sharing in Federal highway funds 
to the extent of one-third of a bil- 
lion dollars during the next five 


TV 
















Ooo. 





There are enough automobiles 
in the U. 8. to make it possible 
for everyone in the country to go 
driving at the same time. 





of| years. Ohio now permits a maxi- 


Court OKs Initials 


On Colo. Auto Titles 


A Denver district court hag ruled 
unconstitutional a Colorado De- 


mum of 18,000 pounds per axle. 
* * 





partment of Revenue regulation 
that motor vehicle titles must bear 
a full name and no initials. 

J. Nelson Truitt had taken the 
case to court. The judge stated that 
the regulation violated a citizen’s 
right to use a name of his choice 
and to acquire property under that 
name. - 

+ * 


Ban on Trucks OK’d 


The Illinois Legislature has 
passed and sent to the governor a 
bill banning trucks from passing 
through cities when bypasses are 
available. The only exceptions are 
to make deliveries, complete re- 
pairs or to enter storage. 

* 


Ill. Requires Signal Lights 


Gov. William G. Stratton has 
signed into law a bill requiring new 
trucks and buses sold in Illinois to 
be equipped with directional signal 


lights. 
* + + 


N. H. Senate Votes Increases 
In Truck Weight Limit 


Following a sharp floor debate, 
the New Hampshire Senate ap- 
proved legislation increasing the 
state’s truck weight limit from 
50,000 to 66,400 pounds. 

Supporters of the measure 
claimed the hike would help local 
industry, while opponents con- 
tended trucks were causing great 
damage to the highways now, and 
that it would become even greater 
if the limit was increased. 

a” * 


Bill Affects House Trailers 


The length of house trailers that 
may be towed by a vehicle has been 
limited to 48 feet in a bill passed 
by the Iowa Legislature. The meas- 
ure also limits the overall length 
of trailer and vehicle to 60 feet. 

* aa * 


Report System Changed 


A bill changing provisions for 
submitting motor vehicle inspection 
reports to the state revenue de- 
partment has been signed into law 
by Pennsylvania Gov. George M. 
Leader. It provides that official in- 
spection stations need not submit 
reports on forms furnished by the 
department. 

* 


14 States ues 
Gasoline Taxes 


For Road Funds 


Some 14 states have upped gaso- 
line taxes this year, according to 
the National Highway Users Con- 
ference. The increases are expected 
to bring in an additional $186,870,- 
000 with most of it to be used for 
road improvement. 

The states, tax rates and ear- 
marked use of the money follows: 


State Ola New Use 

Ala. 6c 7c Bond road retire- 
ment 

Conn. 4c 6c Additional road 
construction 

Ga. 6c 6.5c Additional road 
construction 


Iowa 5c 6c Widening pri- 


mary roads 


Me. 6c Te Highway im- 
provements 

Mich. 4.5c 6c State and local 
roads 

Mont. 6c Tc Federal - aid 
matching 

Nev. 5.5¢c 6c Federal - aid 
matching 

N. Y. 4c 6c Road bond re- 
tirement 


N.D. 5c 6c 
Tex. 4c 5c 


Secondary roads 
Schools and 
roads 

Secondary roads 
Highway im- 
provement 

State and local 
roads 


Vt. 5c 5.5c 
W. Va. 5c 6c 


Wis. 4c 6c 


In some states, portions of the 
tax rate were temporary and due 
to expire. Such taxes were extended 
or made permanent in California, 
Iowa, Kansas, Nebraska, North 
Dakota, Oklahoma and Pennsyl- 
vania. 

Tax rates on other motor vehicle 
fuels were also increased. In most 
states the increased rates corre- 
sponded with gas taxes, different 
rates will be in effect in Iowa (from 
5c to 7c), Montana (6c to 9c) and 
Texas (6c to 6.6c). 

Michigan increased the iiquefied 
petroleum gas rate but not the 
diesel rate; Kansas upped its spe- 
cial fuel rate from 5c to 7c but 
retained the same gas rate. 
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Atlanta Dealer Tries ‘Human’ Approach ee 


How to Build Customer Good Will 


(Continued from Page 16) 

Motors (Oldsmobile), and others. 

The officials of many automobile 
concerns here serve community or- 
ganizations in various capacities 
that go beyond financial contribu- 
tions to local charities. 

Lander served the Pan-American 
League as president for two years. 
He is a divisional] chairman and a 
trustee of the Community Chest, 
and is active in Red Cross drives. 

Lander Motors is the biggest 
user of the Boy Scout calendar pro- 
gram in the country. In addition 
the firm supplies year books for the 
Boy Scouts of Atlanta. 

Lander was also president of the 
local Boy Scout Council three years, 
and is now a vice-chairman of the 
Southeast region of the Boy Scouts 
of America. 


Harry G. Sommers, president of 
Harry Sommers, Inc. (Chrysler- 
Plymouth), has long been active in 
civic affairs, having served as 
chairman of the Atlanta Red Cross, 
and Community Chest campaigns. 


He is a former president of the 
Atlanta Chamber of Commerce, 
former director of the Salvation 
Army, and former board of trus- 
tees chairman of Oglethorpe Uni- 
versity. 

Tom Mitchell, president of Tom 
Mitchell Buick Co., each year 
presents the pastor of the Sec- 
ond Ponce de Leon Baptist 
Church with a new Buick. 

Earl M. Tabor, of Gouldman- 
Tabor Pontiac, and William J. Ke- 
own, of Wade Motor Co. (Ford) 
are two of the local dealers who 
have served as vice-presidents of 
the Atlanta Retail Merchants Assn. 

Many of these dealers are active 
in promoting the driver training 
program in local high schools. In 
1954, Lander Motors had as many 
as 14 cars in the program. This is 
one of the best community projects 
for local dealers to get into in the 
opinion of Atlanta dealers. 

Many dealers have attractive 


Calendar oe 


(Continued from Page 12) 


General 


Sept. 6-17—National Machine Tool Build- 
ers Association Show, Chicago, Ill. 
Sept, 6-17 — Production Engineering Show, 

Navy Pier, Chicago. : 

Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago. 

—-. 21-22 — Federation of Automobile 

ealer Associations of Canada, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Sept. 22-24—Automotive Parts Rebuilders 
Association Convention, Fort Shelby Ho- 
tel, Detroit, Mich. 

Sept. 22-Oct. 2—37th International Auto- 
mobile Exhibition, Frankfurt am Main, 
Germany. 

Sept. 29-30 — National Automobile Trans- 
porters Association Convention, Shera- 
ton-Cadillac Hotel, Detroit, Mich. 

Oct. 6-16—Paris Auto Show, Paris, France. 

Oct. 10-12—8th Annual Convention and 
Show, Truck Body and Equipment Assn., 
Inc., Morrison Hotel, Chicago, Ill. 

Oct. 13-17 — American Trucking Assn. 
Roadeo finals, Washington, D, C. 

Oct. 14-15 — Annual convention of the 
Western Engine Rebuilders Association, 
Fairmont Hotel, San Francisco. 

Oct. 17-21 — American Trucking Assn., 
Annual Convention, Hotels Statler and 
Mayflower, Washington, D. C. 

Oct. 19-29 — 40th International Motor | 
Show, Earls Court, London, England. 
Oct. 26-28—!0th Annual Technical Con- 
vention, American Society of Body En- 
gineers, Rackham Memorial Building 

Detroit. 

Oct. 28— Automobile Old Timers {6th 
Anniversary Dinner, Waldorf - Astoria 
Hotel. New York, 

Nov. 6-7—Texas Independent Automobile 
Dealers Assn., Inc., Iith Annual Con- 
vention, Shamrock Hotel, Houston, Tex. | 

Dec. 4-5— Automotive Affiliated Repre- | 
sentatives, Officers Meeting, Sheraton- | 
Hotel, Chicago, | 

Dec. 6—Automotive Affiliated Represent- 
atives, Board of Directors Meeting, | 
Sheraton Hotel, Chicago. 

Jan. 11-14—American Road Builders’ As- 
sociation’s 54th Annual Convention, 
Meaicipel Auditorium, Miami Beach, 


a. 
Jan. 15-17—Second Annual Auto Trim 
Show, Hotel Statler, New York, N. Y. 
Jan, 23-25—I5th Annual Meeting, Truck- 
Trailer Manufacturers Assn. igewater 
Gulf Hotel, Edgewater Park, Miss. 

Feb. 21-22 — MEMA, NSPA and MEWA 
peta Conventions, San Francisco, 

alif, 


Zynda Buys Pontiac Deal 


Henry R. Zynda has purchased 
the Pontiac-GMC dealership oper- | 
ated since 1936 in Alden, N. Y., by | 
Peter J. Becker, who has retired. 
Zynda was used-car manager for | 
22 years with Mernan Chevrolet in | 
the Buffalo area, 
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customer lounges, and maintain 
“courtesy car” service. 

Another way for dealers to create 
public favor is to “sell excitement.” 
A natural opportunity for this is 
when the dealer is introducing new 
models or putting on a concerted 


ers get tired of humdrum exist- 
ence, Awaken their interest with 
displays and promotions full of 
beauty, excitement or surprise.” 


In addition to. all these ways 


dealers can improve their public 
relations, there is one money can’t 


sales drive, according to Chick} buy, says Tom Downing of Down- 


Barron, Studebaker dealer. 


ing Nash. This is word-of-mouth 


Barron says: “Dress up your (advertising by satisfied customers. 


showrooms. Try something new 
and clever to attract the public’s 
attention. Give away something, 
or serve refreshments. Custom- 


Illinois Registrations 


Climb in First Half 


SPRINGFIELD, Ill. — The num- 
ber of motor vehicles registered in 
Illinois for the first half of 1955 
was 170,763 greater than for the 
same period a year ago, according 
to Charles F. Carpentier, secretary 
of state. 

Total registrations at the end of 
June was 3,162,847, only 37,629 less 
than the total for all of 1954, he 
reported. 








PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


“You can make repeat customers 


out of your prospects only by giv- 
|ing good value, courteous, friendly 
' service, by. offering wide model 
| selections, by having a convenient 
location and attractive, clean prem- 
ises,” Downing declares. 


Phil Denton, an Atlanta public 


relations consultant, warns that a 
public relations program is not a 
“frill” to be carried out helter- 
skelter only when the dealer thinks 
about it. 


“To be effective,” Denton says, 


“a public relations program must 
be followed consistently. It will 
bring results in direct proportion 
to the amount of time, effort and 
resources the dealer puts into it.” 


THE WINNER 


world’s champion! 


In the past few years a lot of new talent 
has been thrown into the oil ring. The 
chemical additive boys, for instance, are 
making a great showing in helping motor 
oils meet the needs of modern motors. 


You and I know that additives are impor- 
tant. But it is really the quality of the basic 
crude oil that determines any motor oil’s 
lubricating quality. 


That’s why Pennsylvania motor oils have 
always been the lubricating chara pion of the 
world. Made from nature’s finest crude, they 
have what it takes to be a winner in every 
match for the best in engine performance. 








‘Green Monster’ Readied for Drag Race— 


The “Green Monster,” a hotrod mounting a 1,000-horsepower Ranger aircraft 
engine, is a top contender for the Maremont Trophy and $1,000 scholarship prize to 
be awarded at the Automobile Timing Assn. of America's second annual drag racing 
World Series. The event is scheduled for Aug. 17-21 at Lawrenceville, Ill. Driver 
Walter Arfons, Akron, is part of a three-brother team which won last year’s Mare- 
mont award with a similar car. 

Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 








...and still 





































Today's BEST Oils 


start with 


Nature’s BEST Crude 
.-..and that means PENNSY. LVANIA! 


Oli City, Pennsyivania 
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Horsepower and Passing 


Keating Says Tests Show Bigger Engines 
Make Overtaking Safer 


DETROIT.—The relationship be- 
tween safety and horsepower has 
been discussed here by T. H. Keat- 
ing, Chevrolet 
general manager, 
figures com- 
piled by Chevro- 
let engineers. 
“To interpret 
how higher 
horsepower aids 
the safety of 
the automobile,” 
Keating said, “we 
conducted passing 
p tests on 1951, 1954 
T. H. Keating and 1955 Chevro- 
lets with Powerglide. In each case 
the model. represented a step up in 
engine power. 

“To-pass distances varied in 
direct relation to the horsepower 
and in all tests the aed te — 
significant when 
day’s traffic situation.” 

Keating said that, for purposes 


of contrast, passing tests were) 


made at 20 and 60 miles an hour. 
The pace car (or the car to be 
Is tencemepigdccitshepsiipnmindasiininapasasishateaBomations 


‘Early Bird’ Gets 
Plymouth’s First 


Customer Award 


TOLEDO.—Albert C. Kuohn, a 
new-car salesman with Wearley 
Motor Co. (Chrysler - Plymouth) 
here, was the first to be presented 
with Plymouth Customer Relations 
Forum’s regional award of a $100 
defense bond. 

Kuohn was rewarded for arising 
at 5:30 a.m. to help a customer get 
to his job and have his car serv- 
iced for a 1,000-mile checkup. In 
addition O. D. Wearley, dealership 
president, gave his wife a $25 bond. 

The forum, Plymouth said, is 
based on the principle that every 
customer is “The Man Behind the 
Dollar” and is entitled to the finest 
service and attention possible. 


Other salesmen winners were: 
John R. VanArnam (Chrysler- 
Plymouth), Syracuse; Albert 
DeSimone (DeSoto - Plymouth), 
Lawrence, Mass.; Herbert J. Green- 
baum (DeSoto-Plymouth), Jackson 


passed) maintained a steady speed 
throughout. 


In the 20 m.p.h. tests, measure- 
ments began with the passing car 
twe 1 back of the pace car 
and ended when it had established 
a two length lead. This is in accord 
with safety standards that pre- 
scribe maintenance of one car 
length margin for each 10 miles an 
hour of road speed. Consequently, 
in the 60 m.p.h. test, distances were 
checked from.six lengths behind to 
six lengths in front of the pace car. 

As a sampling of our results, Keat- 
ing reported, a 1951 Chevrolet oper- 
ating in the driving range required 
250 feet to pass the pace car at 
20 m.p.h., the 1954 car required 225 
feet and the 1955 model cut this to 
190 feet. 

This was a marked improve- 
ment for each increase in horse- 


Cars Exceed 
Tractors in 


Rural South 


BIRMINGHAM, Ala. — A study 
of the southern market by the 
Progressive Farmer has shown that 
83.50 percent of the participating 
subscribers own passenger cars. 

The magazine reported that a 
breakdown of the car-owning fam- 
ilies revealed that 15.30 percent 
were two-car families and 2.20 per- 
cent possessed three or more auto- 
mobiles. 

The survey, aimed at obtaining a 
picture of the southern farm fam- 
ily’s petroleum uses, disclosed that 
there was greater percentage car 
owners among the farm dwellers 
than there were truck or tractor 
owners. 

It was shown that 64.30 percent 
were listed as truck owners and 
71.30 percent were tractor owners. 


Dean Joins Weiss 

BALTIMORE, — Harv Dean 
has been named general manager 
of Weiss Brothers’ three Ford 
dealerships in Baltimore, Bethle- 
hem, Pa., and Portland, Me., ac- 
cording to William Weiss. Dean 
formerly was general manager of 


power, with a net gain of 60 feet 
between the 1951 and 1955 models. 
At 20 miles an hour, 52 feet is 
required to brake a car to a stop, 
he added. 


At 60 m.p.h., the 51 model needed 
1,200 feet to pass, the '54 model 
took 1,030 feet and the '55 only 970 
feet, according to Chevrolet engi- 
neers. 

“Statistics on the cause of traffic 


accidents are not too complete nor 
reliable,” Keating concluded, “but 
this much is true: many accidents 
result from collisions. Without mak- 
ing any extravagant claims, it 
seems reasonable to feel that our 
car-passing tests indicate some col- 
lisions can be avoided provided the 
automobile has the quickness (or 
the horsepower) to avoid them.” 


GE Develops Invisible Drili 

SCHENECTADY, N. Y.—Generzel 
Electric’s engineers have succeeded 
in drilling holes in hair and then 
threading wire through the holes. 
The company uses a one-mil drill, 
too small to be seen by the naked 
eye and so delicate it can be 
snapped or bent by accidental con- 
tact with a piece of paper tissue. 


Current Prices on New Cars 


BUICK—Special — 4-dr. sed., $2,291.32; 
2-dr. sed., $2,232.88; hardtop cpe., $2,- 
332.43; 4-dr. hardtop, $2,409; conv., §$2,- 
590.17; 4-dr. stat. wag., $2,974. Century— 
4-dr. ‘sed., $2,548.17; ‘hardtop cpe., $2,- 
600.56; 4-dr. hardtop, $2,733; conv., $2,- 
991; 4-dr. stat. wag., $3,175. Super—4-dr. 
sed., $2,876. hh hardtop cpe., ge 
conv., $3,224 Roadmaster—4-d sed., 
$3,349.36; pontine cpe., $3,453.05," conv., 
$3,551.56. (Dynafiow standard on Road- 
a) optional at $192.50 on other 
models 


OCADILLAC—Series 62—4-dr. sed., $3,- 
976.70; cl. cpe., $3,881.77; hardtop cpe., 
$4,305.01; conv., $4,448. = Series 60 Spe- 

sed., 15—8- 


Series 
$6,186.78; Ei- 
Conv. $6,285.96. (Hydra-Matic 


cial—4-dr. 
pass. sed., 
dorado 


standard.) 


CHEVROLET — (Prices are for 6 - cyl. 

models; for V-8, add $99.)—One-Fifty—4- 
dr, sed., $1,728; 2-dr. sed., $1,685; utility 
sed., $1,593: 2-dr. stat. wag., $2,030. Two- 
Ten—4-dr. sed., $1,819; 2-dr. sed., $1, ay 
cl, cpe., $1,835; hardtop epe., $1,959; 
stat. wag., $2,079; 4-dr, stat. wag., 2,121. 
Bel Air—4-dr. sed., $1,932; 2-dr. sed. 
888; hardtop cpe., ‘$2,067; conv., $2,206; i 
dr, stat, mt: $2, 262; Nomad 2-dr. stat. 
wag., $2,472. Corvette—6-cyl. conv., $2,- 
799; V-8 conv., $2,934. (Powerglide op- 
tional at $178.35.) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop coe. = 703.25; 
Newport hardtop cpe., $2,81 conv., 
$3,000.25; 4-dr. stat. wag., $3,332.25, New 
Yorker Deluxe—4-dr. sed., $3,494.25; New- 
port hardtop cpe., $3,652.25; St. Regis 
hardtop cpe.. $3,689.75; conv., $3,924.25; 
4-dr. stat. wag., $4.209. 300—Hardtop cpe., 
$4,110.25. (PowerFlite standard on New 
Yorker Deluxe and 300, optional at $189 
on Windsor Deluxe.) , 


DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540. 75; Sports- 
man hardtop cpe., $2,653.75; conv., $2,- 
823.75: 4-dr. stat. wag., $3,170. 25. Fire- 
Flite — 4-dr. sed., $2,726. 75; Sportsman 
hardtop cpe., $2,938.75; conv., $3,150.75. 
(PowerFlite optional at $189.) 


DODGE—Coronet 6—4-dr sed., $2,092.75; 
2-dr. sed., $2,013; 2-dr. 2-seat ‘stat. wag., 
$2,348.75; "4-dr. 2-seat stat. wag., $2,462. 75: 
4-dr. 3-seat stat. wag., $2,565. Coronet V-8 
—4-dr. sed., $2,196; 2-dr. sed., $2,124; 
hardtop cpe., $2,281; 2-dr. 2-seat stat. 
wag., $2,452; 4-dr. 2-seat stat. wag., = 
566: 4-dr 3-seat stat. wag., $2,668.25, 
Royal V-8 —4-dr. sed., $2,310; 5, _nardtop 


Lancer 4-dr. sed., $2,515.50; hardtop cpe., 
$2,542.50; conv., $2,748. (PowerFlite op- 
tional at $178.30.) 


FORD—(Prices are for 6-cyl. models; 
for V-8, add $99.98) — Mainline — 4-dr. 
sed., $1,753.24; 2-dr. sed., $1,707.02; = 
sed., $1, 605.97. Oustomline -dr, sed., 
$1, 844. 66; 5 
4-dr. sed., b $1,913.57; 
Victoria hardtop, $2,094. 76; Crown Victoria 
cl, cpe., $2,202.04; Crown Victoria glass- 
top, $2,271.53; conv., $2,224.09. Station 
Wagons—2-dr. 2-seat Ranch Wagon, §2,- 
043.07; 2-dr. 2-seat Custom Ranch Wagon, 
$2, 108.64; 4-dr. 2-seat Country Sedan, $2,- 
156.14; 4-dr. 3-seat County Sedan, §$2,- 
287.32: 4-dr. 3-seat Country Squire, $2,- 
391.59. Thunderbird — Hardtop, $2,944; 
conv., $3,019.30; combination hardtop-conv., 
$3,234.30. (Fordomatic optional at $178.20 
= oo models, $215 on Thunder- 

rd.) 


HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6 — 4-dr. sed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 

—4-dr. sed.. $2,565. Custom Hornet 6—4-dr. 
oo. $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 — 4 - >. sed., $2,825. Custom 
Hornet V-8—4-dr. $3, 015; 2-dr. hard- 
top, $3,145. (Hydra Matic optional on sixes 
at $178.85, Ultramatic on V- =< at $199.) 

IMPERIAL—Custom—4-dr. $4,483.- 
25; hardtop cpe., $4,719.75. Crows—3:pass 
sed., $6,972.50; lim., $7,094.75. (Power- 
Flite standard. ) 


KAISER—Manhattan—4-dr. sei., $2,670. 
Darrin 161—Conv., $3,688. (Hydra-Matic 
optional at $178.20 om Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment.) 


LINCOLN — Custom—4-dr. sed., $3,563; 
hardtop cpe., $3,666. Capri §; Custom 
—4-dr. sed., $3,752; hardtop cpe., $3,910; 
conv., $4,071.50. (Turbo-Drive standard.) 


MERCURY — Custom — 4-dr. sed., $2,- 
276.50; 2-dr. sed., $2,217.50; sport cpe., 
$2,341; stat. wag., $2,685.50. Monterey — 
4-dr. sed., $2,400; hardtop cpe., $2,464.50; 
stat. wag., $2,843.50. Montclair—4-dr. sed., 
$2.685; hardtop cpe., $2,631; Sun Valley 
glasstop, $2,711.50; conv., $2,712. (Mere- 
O-Matic optional $189.45.) 


METROPOLITAN — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). 


NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Custom 6—4-dr. sed., 
$2,385; 2-dr. hardtop $2,495. Ambassador 
Super 6—$2,480. Ambassador Custom 6— 
4-dr. sed., $2,675; 2-dr. hardtop, $2,795. 
Ambassador Super V-8—4-dr. sed., $2, 775. 
Ambassador Custom V-8—4-dr. sed., $2,- 
965; 2-dr. hardtop, $3,095. Nash-Healey— 
2-dr. hardtop, $5,128.05 at coasta! ports. 
(Hydra-Matic optional on sixes at $178.85, 
Ultramatic on V-8s at $199; automatic 
transmission not available on Nash-Healey, 
which is equipped with overdrive.) 


88—4-dr. sed., $2,502.71; 2-dr. sed., §$2,- 
436.25; hardtop cpe., $2,714.39; 4-dr. hard- 
top, $2,788; conv., $2,893.59. Series 98—4- 
dr. sed., $2,832.82; hardtop cpe., $3,068.75; 
4-dr. hardtop, $3,140; conv., $3,275.84. 
(Hydra-Matic optional at $178.35.) 
PACKARD — Clipper Deluxe—4-dr. sed., 
$2,585.53. Super 
685.53; 


standard on Pack- 
ard series, $199 extra on other models.) 

PLYMOUTH—Plaza 6 — 4-dr. sed., $1,- 
780.50; 2-dr. sed., $1,737.50; bus. cpe., $1,- 
638.50; 2-dr. 2-seat stat. wag., $2, 076.50; 
4-dr. 2-seat stat. wag., $2,158.25. Plaza V-8 
—4-dr. sed., $1,884; 2-dr. sed., $1,841; 2- 
dr. 2-seat stat. wag., $2,180; 4- dr. 2-seat 
stat. wag., $2,261.75. Savoy ‘e—4-dr. sed., 
$1,879.50; "2-ar. sed., $1,836.50. Savoy v-8 
—4-dr. sed., $1,983; 2-dr. sed., $1,940. 
Belvedere 6 — 4-dr. sed., $1,978.50; 2-dr. 
sed., $1,925.50; hardtop cpe., $2,113; 4-dr. 
2-seat stat. wag., $2,321.75. Belvedere V-8 
—4-dr. sed., $2,082; 2-dr., sed., $2,039; 
hardtop cpe., $2, 216.50; conv., $2,351; 4-dr. 
2-seat stat. wag., $2,425, (PowerFlite op- 
tional at $178.30.) 

PONTIAC — Chieftain 860 — 4-dr. sed., 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. 
wag., $2,434; 4- dr. = wag., $2,518. 

870—4-dr. $2,267.51; 2-dr. 
4-dr. 


sed., $2,209.32; Catalina. $2,334.99; 
stat. wag., $2,603. Star Chief Deluxe — 

4-dr. sed., $2,362; conv., $2,691. Star Chief 
Custom—4-dr. dr. sed., $2,455; Catalina, $2,- 


499; Safari 2-dr. stat. wag., $2,962. (Hy- 
dra-Matic optional at $178.35.) 


RAMBLER—Deluxe—4-dr. sed., $1,695; 
2-dr. sed., $1,585. Super—4-dr. sed., $1,- 
798; 2-dr. sed., $1,683; 2-dr. stat. "wag., 
$1,869. Custom —4-dr. sed., $1,989; hard- 
top, $1,995; 4-dr. stat. wag., $2,098. (Hy- 
dra-Matic optional at $178.85.) 

STUDEBAKER—Champion Custom — 4- 
dr. sed., $1,783.24; 2-dr. sed., $1,741.02. 
Champion Deluxe—4-dr. sed., $1,885.16; 2- 
dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
stat. wag., $2,140.64. Champion Regal 
— 4-dr. sed., $1,993.27; 5-pass. 
974.50; hardtop cpe., $2,128.76; 
$2,311. ‘59. Commander Custom—4-dr. sed. 
$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxe—4-dr. sed., $2,013.63; 2-dr. sed., 
$1,969.03; 5-pass. cpe., $1,989; stat, wag., 
$2, 274.12. Commander Regal — 4-dr. sed., 
$2,127.25; 5-pass. cpe., $2,094; hardtop 
cpe., $2,282.24; stat. wag., $2,445.07. 
President Deluxe —4-dr. sed., $2,310.50. 
President State — 4-dr. sed., $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., ‘s2.- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. (Aute- 
matic Drive optional at $216 on Champion 
one at $226.50 on Commander and Presi- 
lent.) 

WILLYS—Custom—2-dr. sed., $1,663.11; 


cpe., $1,- 
stat. wag. 


cpe., $2,395; 4-dr. 2-seat stat. $2,- 
658.75: 4-dr. 3-seat stat. wag., “2 760.75. 
Custom Royal V-8—4-dr. sed., $2,472.50: 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,362.09; 2-dr. sed., $2,296.62; hardtop 
epe., $2,474; 4-dr. hardtop, $2,546. Super 


4-dr. sed., $1,725. Bermuda—Hardatop, $1,- 
795. Station Wagon — 2-wheel-drive, $1,- 
997.32. (Hydra-Matic optional at $178.55.) 


June, 1955-1954 


Hull-Dobbs outlets in Minneapo- 
lis and Akron. 


Heights, N. Y., and Leo F. Kane 
(DeSoto-Plymouth), Johnston, Pa. 


New Passenger Car Registrations, All States for 
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Car registrations by states 
are released here weekly, as 
compiled by R, L. Polk rep- 
resentatives in state capitals. 
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OHNNY, an 18-year-old Italian 

boy, graduate from high school, 
is substituting this week as eleva- 
tor boy for his father. 

He expects to enter college this 
fall and major in electrical en- 
gineering. Johnny agrees com- 
pletely with the decisions reached 
about modern education by the 
15,000 school teachers, adminis- 
trators and other school officials 
who attended the session of the 
National Education Assn. in Chi- 
cago. 

Educators—who have the future 
of our youth in their hands—de- 
cided that there is not enough 
teaching of science and mathe- 
matics in high schools today. 

The proposal came from Dr. Wil- 
lard F. Libby, of the Atomic En- 
ergy Commission, who warned that 
a shortage of trained scientists and 
engineers is endangering national 
security. 


Engineers Needed 


oe national association has a 
membership of 612,000 and is 
one of the most influential educa- 
tion groups in the country. Libby 
said that without a strong group 
of scientists and engineers, the 
U. S. could not maintain its posi- 
tion as the leading nation. 

“The atomic era depends on 
scientists for continued prog- 
ress,” he said. “Our supremacy 
in advanced technology is threat- 
ened while the future is even 
more pessimistic. High schools 
now find it difficult to get quali- 
fied science and mathematics 
teachers for even present re- 
quirements. Future growth will 
be stymied.” 

Libby said that one cause of the 
shortage was inadequate salaries 
received by high school teachers. 


Trucks Covered 
By Oregon Law 
On Turn Signals 


PORTLAND, Ore. — Approxi- 
mately 25,000 truck owners in Ore- 
gon will be required to install state 
approved electrical or mechanical 


_turn indicators according to the 


wording of a law passed by the 
Legislature. 

Although the bill does not cite 
trucks, specifications of the law 
do not generally cover passenger 
cars. Conditions making it manda- 
tory to have the indicators as speci- 
fied in the law are: 

A vehicle so constructed or 
loaded as to prevent hand and arm 
signals from being visible both to 
the front and rear; or 

Width of the vehicle cab or load 
extending beyond 24 inches from 
the center of the steering post on 
the left hand side of the vehicle; or 

Distance from the steering post 
to the rear limit of the vehicle body 
or load, or combination of vehicles, 
exceed 14 feet. 


Sales Peak Seen 
By General Tire 


AKRON.—In a midyear report, 
William O’Neil, president of Gen- 
eral Tire & Rubber Co., predicted 
capacity production for the full 
year “with both sales and profits 
exceeding our 1954 record.” 


O'Neil reported that sales for 
General Tire and its subsidiaries 
for the six months ended May 31 
were a record-setting $135,342,661, 
an increase of 40.1 percent over the 
corresponding period last year 
when sales amounted to $96,619,965. 


Estimated net income for the 
1955 first half was $4,027,153, com- 
pared to $3,297,747 in the same 1954 
period. The statement did not in- 
clude sales of General Tire’s for- 
eign subsidiaries or the radio and 
TV subsidiaries, all of which made 
sizable gains. 
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He urged that, “pay be increased 
to make teaching more attractive 
. . . schools be consolidated to per- 
mit more courses ... the necessary 
incentives be developed to retain 
highly gifted scientists and engi- 


am > + 

‘Ominous Drop’ 

OBERT E. WILSON, chairman 

of the board of Standard Oil of 
Indiana, pointed out that there had 
been “an ominous drop” since 1950 
in the number of men and women 
adequately trained in science. 

“Many high school students,” 
he said, “avoid mathematics be- 
cause it is a hard discipline.” 

A final resolution called for 
higher salaries starting at $4,200 a 
year and going up to $9,500. 

P.S. Roger Babson, business an- 
alyst who forecast the 1929 depres- 
sion, observed his 80th birthday the 
other day, saying, “I wish I were 
eight years old instead. I believe 
the world is entering a great ren- 


aissance comparable to that of the 
18th Century — brought about by Electrician's Shop on Wheels— 





Raybestos Offers 
7-Point Brake 
Check Package 


BRIDGEPORT, Conn.—The Ray- 
bestos division of Raybestos-Man- 
hattan, Inc., is offering service shop 
owners a packaged selling-plan de- 
signed to get car owners to have 
their brakes inspected. 

The seven-point brake check 
package contains a variety of 
direct-mail cards, radio and news- 
paper advertisements, flutter pen- 
nants, metal buttons for employes, 
wall posters and certificates of 
quality. 

Other package items are a sheet 
that explains a credit payment 
plan, reminder cards, a 52- page 
brake service guide for mechanics 
and a sales presentation book for 
wholesale salesmen. 

The seven points covered by the 
inspection are: Pulling the front 


printing and Bible reading—to| A specially compartmented truck body built by Boyertown (Pa.) Body Works is used | wheels and inspecting the lining, 
that of the 18th Century—brought | by miller Electric Co. of Florida for its fleet of mobile repair shops. The trucks carry | Checking the brake drums, checking 


about by steam and the shovel.” 


front-wheel bearings, cleaning 


PPS. From all the reading I do, the tools, parts and replacements needed to give fast service at the customer's door- brake assembly, checking hydraulic 
I believe Babson is 100 percent | step. Each truck also carries its own lighting and power systems for use when regular | system, brake adjustment and road- 


right! power is not available. 


testing brakes. 








Still Adjusting 
Valve Clearance 
the Way Grandpa 
Did It? 








* Instantly Locates 
There’s a P&G VALVE-GAPPER for 
almost every OHV gas engine. ... 
Ask your jobber for the model best 
suited to your needs. 

Models also available for GM-71 
and 110 series Diesel engines, 
Cummins and other Diesel engines. 


New Model Ready for 
‘55 Chevrolets, Pontiacs 
Model 121 expressly designed 
for Chevrolet and Pontiac ‘55 
V-8 engines. Also fits all other 
Chevrolets. 








Modern High Compression Engines 
Precision Valve Adjustment* 


--.and ONLY the New 


© Assures 100% Accurate, Uniform Valve Settings 
Even When Rocker Arms are Worn or Pitted! 

© Reduces Valve Adjustment Time up to 50%! 

© Eliminates Valve Job Service Combacks! 


Order from your jobber or write P&G Mfg. Co. 
qu 



















Defective Hydraulic Lifters! 


P&G MANUFACTURING CO., Dept. 8-H 

305 N. E. Russell Street, Portland 12, Oregon 
Please send me Valve-Gapper literature and prices. 
Firm Nom 
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| In the PACKARD Tradition. 
| Cheative Expinecrineg dae it again 


Every Detail is Desirable 


and 


Little Things Mean a Lot 





Little things mean a lot . . . and that’s one of the 
reasons why the motoring public has responded so 
enthusiastically to the new Packard. 


Take, fer instance, Packard’s exclusive Dual Cour- 
tesy and Safety Light, set 1: ihe leading edge of the 
rear fender. Far more than simply a handsome 
exterior styling device, this light serves, just as its 
name indicates, as a courtesy and safety aid... not 
only guiding the passenger or driver’s entry or exit, 
but identifying the car in night driving or parking. 


And there’s the unique appeal of the super-speed 
Cam-O-Matic windshield wiper — three ways better 
than the ordinary wiper! (1) It moves like the 
human forearm, with “twist-of-the-wrist” action, 
wiping not only the front range, but reaching even 
the wrap-around section at the sides! This adds up to 
120 square inches to the cleared area! (2) In the 
wrap-around range, its automatic motor is fully ad- 
justable for any desired speed of blade travel — from 
20 up to 180 strokes per minute — for normal driving. 
This can be switched to super-speed, or up to 250 
strokes a minute for perfect straight ahead vision in 
heavy downpours or on fast thruways! (3) The 
driver flicks one convenient knob on the instrument 
panel — gets his choice of speed and area cleared. 


When it comes to bigger things, there’s Packard’s 
exclusive Torsion-Level Suspension that beats riding 
on air ... and is the most advanced, most talked 


Wiping the full wrap-around, the Cam-O-Matic wiper actually “goes around the 
corner” at selective 50 to 180 strokes a minute for normal driving conditions. 


Wiping the front range, wiper can be switched to super-speed, or up to 250 strokes 
a minute, for perfect straight ahead vision in heavy downpours or on fast thruways. 


about feature in recent automotive history! Impres- 
sive as the Ride is Packard’s mighty V-8 delivering 
more power to the rear wheels (torque) than any 
other American passenger car engine ... . and un- 
leashing up to 275 horsepower. Performance plus is 
what Packard’s Twin Ultramatic Transmission gives 
the public ... its two-in-one choice of drives makes 
it the most alert and agile automatic in use today. 


The creative engineering genius which produced 
Packard’s great performance is also responsible for 


Packard’s poised and graceful appearance, born of 
its traditional good taste. 


Packard firmly believes that a success story is writ- 
ten only with a combination of: (1) a high quality, 
highly salable product, a product of modern creative 
engineering; and (2) the attitude that a dealer is 
entitled to make a living and do some living at the 
same time. We’re convinced that this kind of philos- 
ophy inspires our dealer group to maintain a con- 
sistently fine-quality and profit-making operation. 


-Wherever you find the Packard name you find 


A New Era in 
Dealer-Kactory Relations 


PACKARD DIVISION ~- sTUDEBAKER-PACKARD CORPORATION 
DETROIT 32, MICHIGAN 
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Stockholiders-29% 


of all the people (age 15 and over) living in 
New York City & suburbs who own stocks 


are News readers-—- 


-- and you'll be intrigued by other fascinating facts 
and stimulating statistics on the nation’s biggest 
market and its newspapers, in the $150,000 study 


Profile of the millions 

. ++ based on 10,349 personal interviews, conducted 

by W. R. Simmons & Associates Research, Inc. in New 

York City & suburbs. Shown in visual presentation, 

by appointment only. Ask any New York News office. 
(Copyright 1956 by News Syndicate Co., Inc.) 


of the women living in New York City & suburbs 
who served canned meat in the past month 


are News readers- 
And about the same proportion of women 

in the metropolitan market who buy fresh 

or frozen meats, all foods and household 
sundries—are Daily News readers... 

2,290,000 of them in all! See this new 
significant study of the New York market— 


= ~ = 
Profile of the millions 
Presented visually by appointment to advertisers 
and agencies. Inquire any New York News office. 
(Copyright 1955 by News Syndicate Co., Inc.) 


of the adults living in New York City & suburbs 
who own a home or office air conditioning unit 


are News readers- 


..- There are 4,780,000 Daily News readers. They 
have more jobs, incomes, homes, cars, appliances, buy 
most of the groceries, drugs, toiletries, clothing 

... and buy the best—as you'll see in the most 
informative study ever made of New York newspaper 
readers of all ages, both sexes, every income group— 


a e we 
Profile of the millions 
Now being shown to advertising executives, in visual 
presentation. See it! Call any New York News office. 

(Copyright 1955 by News Syndicate Co., Ine.) 
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Market Trend 


For the sixth straight time, the overall average price of cars declined 
last week, according to Automotive News’ index. The decline was put 


$3. 

Three individual models on the index went up. They were: 54s, up 

3 "48s, up $8, and '49s, up $2. All others declined, as follows: ‘61s, 
; "55s, down $7; ’52s, down $14; 50s, down $14, and ’53s, down 


Record lows were established by the new prices of ’55s, 53s, ’52s, 


51s and ’50s. 


Buying activity at the wholesale outlets was at a month’s low. At a 
group of representative -auctions, last week’s sales ratio was pegged at 
66.7 percent, compared with 68.3 percent in the previous week. 

The number of consignments increased to 169 cars at the average 
auction last week from the average of 149 in the previous week. 


Prices marked with an * indicate a unit equipped with an automatic 
- transmission or overdrive and (ps) indicates power steering. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Aug. 3.) 


BUICK — '54 Century 4-dr., $1, 625°. °53 
1 sedan, $980. '52 RM Riviera 4- 

dr., $925° (ps). ’51 Special sedan, $580. 
CADILLAC—’54 (62) sedan, $3,550° (ps). 
’52 (62) sedan, $1,510°. 


LET—’ One-fifty sedan, $740. 

’52 SL Deluxe, sedan, $750, $700, $685. 
°51 SL Deluxe’ sedan, $565, $520, $490. 
CHRYSLER—’53 Windsor sedan, $1,000°. 
"51 NY sedan, $510*. °49 NY sedan, 


DeSOTO—’52 Fire Dome (8) sedan, $600*. 
DODGE —’'51 Coronet sedan, $585°. °49 
Coronet sedan, $375. 
FORD—’55 %-ton pickup, $975. 
(8) sedan, $875. '52 Custom (8) sedan, 
$645, $610, $580; Deluxe (8) sedan, $570. 
51 Custom (8) station wagon, $655. oe 
Custom (8) sedan, $320, $310, $275; De- 
luxe (6) sedan, $250. "49 Custom (6) 
sedan, $245; Custom (8) sedan, $160. 
MERCURY — '54 Monterey 4-dr., $1,550. 
. *S1 sedan, $530. 
sedan, $560. ‘50 


(88) sedan, $1,050°. 
52 (98) sedan, $1,090°, °51 (88) sedan, 


$685*. 
PACKARD—’51 conv., $545*. 
53 Cranbrook Belvedere, 
$635. '52 Cran- 
51 Cranbrook sedan, 
*50 Special Deluxe sedan, $350. '49 
Special Deluxe sedan, $315, $220. 
PONTIAC—’5S4 Chieftain (8) Catalina, $1,- 
800°. °53 Chieftain (8) sedan, af 125°. 
’52 Chieftain (8) conv., $800. i 
Streak (8) sedan, $515, $475. 
STUDEBAKER — ’51 Champion sedan, 
$415. ’°50 Champion sedan, $235. 
MISCELLANEOUS — ‘54 Morris Minor 
conv., $825. 


DENVER 


(Colorado Auto Auction. Sale every Mon- 

day. Prices are for sale of Aug. 1.) 

(Current models continue slow. Buying 
very active on used units. Sold 300 cars 
ont of 400 offerings.) 

BUICK—’55 Century coupe, $2,935* 4-dr., 
$2,935* (ps), $2,900* (ps); Special Rivi- 
era 4-dr., $2,765* (ps), $2,625, $2,375, 
$2,150; Super Riviera coupe, $2,745* 

; RM 4-dr., $2,735* (ps). ’°54 RM 

» $1,820° (ps). ‘53 RM coupe, $1,- 

(ps). °52 Super Riviera coupe, 
. "51 Super 4-dr., 2 at $490°. 

CADILLAC—’55 Eldorado conv., $5,250* 
(ps); (62) coupe, $4,900° (ps), $4,350° 

: 2 at $4,150* (ps), 
(62) coupe devVille, 


» $3,700* (ps), $3,575° (ps), $3.510* 

. ‘53 (62) coupe deVille, $2,465*, 

$2,420* (ps), $2,180° (ps). °52 (62 4-dr., 
$1,445*, $1,325°. 

CHEVROLET — ‘55 Bel Air (8) Sport 
coupe, $2,170*, $2,145*, 2 at $2,090*, 
$2,035, $1,995*; Two-ten (8) Handyman, 
2 at $2,250*, $2,200, $2,140, $2,020, $1,- 
950; One-fifty Handyman, $1,810, . $1,- 
350°; %-ton pickup, $1,425, 2 at $1,360. 
"54 Bel Air 4-dr., $1,240; Two-ten 2-dr., 
$1,175*, $1,105. "53 Bel Air conv., $1,105, 
$1,025. °51 SL Deluxe 4-dr., $475*, $435*. 

CHRYSLER—’55 Imperial 4-dr., $3;620* 
(ps). °54 Windsor 4-dr., $1,470*. ’53 
Windsor 4-dr., $1,200°, $975*; NY 4-dr., 

. "51 Windsor sedan, $605*, $565*, 
$495*, $325. °50 NY 4-dr., $425°, 
; Windsor 2-dr., $300. 

DeSOTO—’55 Fire Dome (8) 4-dr., $2,350*. 
*53 Fire Dome (8). 4-dr., $1,100*. 

DODGE—’55 Coronet (8) Hard Top, $2,- 
150°, °54 Coronet club coupe, $1,290*. 
*53 Coronet 2-dr., 2 at $760*°. '52 Mead- 
owbrook 4-dr., $450*. °51 Wayfarer 2-dr., 
$110. °50 Meadowbrook 2-dr., $270*. 

FORD—’55 Thunderbird, $3,150*; 


(8) 2-dr., $1,295, $1,250, $1,190°. 

Custom (8) 2-dr., 2 at $915, $865, 

"52 Custom (8) 4-dr., $755, $705*, 
HUDSON—’54 Hornet Hollywood, $1, 490°. 
LINCOLN—’53 Capri Hard Top, $1,675* 

(ps); Cosmopolitan coupe, $1,500*%. °52 

— 4-dr., $1,075*. °49 club coupe, $150. 

Y—’55 Montclair coupe, 2 at $2,- 

595, $2,575*; Monterey Hard Top, 2 at 

$2,475*, $2,290. "54 Monterey Hard Top, 

$1,750*, $1,720* (ps). '53 Custom 2-dr., 
$1,155*. °52 Monterey Hard Top, 
. "51 4-dr., $700*, 

NASH—’53 Ambassador 4-dr., $1,070. ’51 
Ambassador 4-dr., $315. °50 Statesman 
ry $250, $175. °49 Ambassador 4-dr., 

OLDSMOBILE—’55 (98) Holiday, $2,960, 

(88) Holiday, $3,040*, $2,850°, 
*, $2,550°. °54 (98) 
$2.280; (88) —, = > 
860° (ps), $1,820° (ps). "53 (88) 4-dr. 
$1,520°, $1,225°. 'S1 (98) Holiday, $850°. 
PACKARD—’55 Hard Top, $2,500° 
(ps). ‘63 2-dr., $950°. "S52 2-dr., 2 at 


$480°. . 
PLYMOUTH—'5S Savoy (6) 4-dr., $1,660, 


$1,530. °54 Plaza station wagon, $1,325, 
$1,215; Savoy 4-dr., $1,115*, $945. '53 
.» $950°. °562 Cranbrook 
. *50 Special Deluxe 4-dr., 

$305; club coupe, $285. 

PONTIAC—'55 Chieftain (8) station wag- 
on, $3,100° (ps), $2,750°; 4-dr., $2,650*, 
$2,555*, $2,045*, 3 at $1,930; Star Chief 
(8) Catalina, 2 at $2,525° (ps), $2,500°. 
Chieftain (8) 4-a") oat $1 ior $1,080", 

- a , 080*, 
2 at $1,000°. ’52 Caiertasn (8) ’ 

STUDEBAKER — °52 Commander Land 
Cruiser, $385. 

WILLYS—’53 jeepster, $685. '°52 Aero 2- 
ar., 5. °48 jeepster, $300. 

MISCELLANEOUS—’55 GMC %-ton pick- 

up, $1.600. '54 GMC %-ton pickup, $850. 

'53 GMC %-ton pickup, $650. 


FLINT 


(Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of Aug. 3.) 
(Ne decided change in prices from the 
week, Most of the entries were 
in the medium te low price bracket. Sold 
86 cars out of 129 offerings.) 


BUICK—’54 Super Riviera 2-dr., $2,040°*. 
’53 Special Riviera 2-dr., $1,110. '51 RM 
4-dr.,. $475°. (50 Super 4-dr., $350; Spe- 
cial 4-dr., $300*, $200, $175, $140. 

CADILLAC—’53 (62) 4-dr., $1,865*. °50 
(62) coupe, $1,120*. 

ILET—’55 One-fifty (6) 2-dr., $1,- 
305. 54 Two-ten 2-dr., $915. ’53 Bel Air 
4-dr., $850; 2-dr., $790; conv., $800; 
Two-ten 2-dr., $780; One-fifty 2-dr., $580. 
52 SL Deluxe 2-dr -» $540; 4-dr., $420. 
’51 SL Deluxe 4-dr., $420; 
$370*, $290, 
$365; 4-dr., 
luxe 2-dr., , 
$200; 2-dr., $115; FL Deluxe 4-dr., $175, 
$100; 2-dr., $145. 

CHRYSLER—’51 Windsor 4-dr., $400*. 

DeSOTO—’49 conv., $150*. 


DODGE—’53 Coronet station wagon, $930, 
$860; club coupe, $610. 


FORD—'54 Custom (8) 4-dr., Tees %- 
ton pickup. $765. '53 Main (8) 2-dr., 
$695. °52 Custom (8) club coupe, $610; 
4-dr., $605, $600. '51 Custom (8) conv., 
$390; 4-dr., $375; 2-dr., $245, $220, 
$210°; Custom (6) 2-dr., $310, $275. *49 
Custom (8) club coupe, $160; 2-dr., 
$135. 

MERCURY—’54 Custom club coupe, $1,- 
605°. ‘53 Monterey club coupe, $975. ’51 
club coupe, $380*. 

NASH—'50 Ambassador 4-dr., $100. 

OLDSMOBILE — *55 (88) 4-dr., $2,825° 
(ps). °54 (88) club coupe, $2,050*, °51 
(88) 4-dr., $400*. °50 (98) 4-dr., $115*. 

PLYMOUTH—’53 Cambridge 4-dr., \e 
"52 Cambridge 4-dr., $235. 

PONTIAC—’53 Chieftain (6) club coupe, 
$1,085; Chieftain (8) 2-dr., $940*. '52 
Chieftain (8) 2-dr., $430. ’51 Silver 
Streak (8) Catalina, "$495°; 2-dr., $460°; 
Silver Streak (6) coupe, $380; 2-dr., 
$275. °50 Silver Streak (8) 2-dr., 
$115, $105; coupe, 2 at $150. *49 Silver 
Streak (6) coupe, $205; Silver Streak 
(8) coupe, $120, $105; 2-dr., $160. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of July 29.) 
(Market steady except for new and 
Inte models, which are slipping.) 
BUICK—’55 Century sedan, $2,375*. °53 
Super Riviera, $1,200*, $1,190*, $1,070°; 
sedan, $1,160*. '52 Super Riviera, $900. 
*50 Super sedan, $450*; Special sedan, 
$400, $360. ’49 Super sedan, $200. 
CHEVROLET — '54 Two-ten sedan, 2 at 
$1,040, $870. °53 Two-ten sedan, $870; 
One-fifty sedan, $750. '52 SL Deluxe Bel 
Air, $760, $725. ’51 SL Deluxe Bel Air, 
$680;. One-fifty sedan, $550, $515. ’50 
SL Deluxe sedan, 2 at $450, $400, $390; 
conv., $445. °49 SL Deluxe sedan, 
$265, $160; conv., $265, $175; SL Spe- 
cial sedan, $175, $110. 
CHRYSLER—’48 Windsor sedan, $110. 


DODGE—’53 
$1,050; 


"49 Wayfarer roadster, $100; Busines 
coupe, $185; %-ton panel, $175. '48 %- 

ton ton pee, $245. 
FORD—’'55 Fairlane (8) Victoria, $2,075°*; 


station wages 


tom (8) sedan, $450, 
tom (8) sedan, sian ‘41 Deluxe (8) 
coupe, $105. 

HUDSON — '52 Hornet sedan, $210. '49 
Hornet sedan, $200, $115. 

MERCURY—’50 club coupe, $430, $390, 
$155. °49 club coupe, $360, $235. 

NASH—’53 Rambler club coupe, $850. ’50 
— sedan, $160. '49 (600) sedan, 


$120 
OLDSMOBILE—’55 (88) Super sedan, §$2,- 
425°. °54 (88) Super sedan, $1, 680°, '52 
(88) sedan, $735*, '49 (98) conv., $180*. 
PACKARD—'50 sedan, $245* pind 
PLYMOUTH—’55 Savoy (8) sedan, $1,800. 
’54 Savoy sedan, $1,060. °53 Cambridge 
sedan, $645. '52 Cranbrook sedan, $520. 
"51 Cranbrook Belvedere, $530; conv., 
$470. °50 Special Deluxe sedan, 
$365. °49 Special Deluxe club coupe, 


$285, $260. 

PONTIAC—’55 Chieftain (6) sedan, $1,- 
720. ’53 Chieftain (8) sedan, $870. '50 
Silver Streak (8) sedan, $420*, $360, '49 
Silver Streak (8) sedan, $275*, $270°*. 

STUDEBAKER — '53 Commander sedan, 
$670*; Land Cruiser, $700*, '52 Cham- 
pion coupe, $325. ‘51 Commander sedan, 
$200; Champion sedan, $300*. ’50 Cham- 
pion sedan, $185. 

MISCELLANEOUS—’53 Henry J (4) se- 
dan, $190. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Aug. 3.) 

Ae egg ool — sales. Buyers 
manding more than we can give. 
Sold 78 cars out of 98 offerings.) 
BUICK—’55 Super Riviera 2-dr., $2,235°. 

'53 Super 2-dr., $1,340°. ’51 Special 2- 
dr., $680. 50 Super 4-dr., $570*; Special 
4-dr., $435, $305. 

CADILLAC 51 (62) coupe, _ 325°. 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
705. °53 Two-ten 2-dr., $955; %-to 
pickup, $635. ’°50 SL Deluxe 2-dr., $505, 
$495. °49 SL Deluxe 2-dr., $355, > 
$265, $195. 48 SM 2-dr., $250, $240. '46 
SM club coupe, $145. 

CHRYSLER—’47 4-dr., $100. 

DeSOTO—’49 Custom 2-dr., $195. 

DODGE—’51 %-ton pickup, $255, $250. ’50 
%-ton pickup, $280, '48 4-dr., $180. 

FORD—’54 Custom (8) 2-dr., $1,175; 4- 
dr., $1,135, $1,130; Main (8) 2-dr., ‘th 
035. ’53 Main (8) station wagon, si, oe’ 
4-dr., 5780; Custom (8) 2-dr., $970, $8! 
$885, $860, $855; 4-dr., $790. ’52 Gaston 
(8) 2-dr., $900, $800. *51 Custom (8) 
2-dr., $575, $645; Deluxe (8) 2-dr., $490, 
$480. °50 Custom (8) 2-dr., $605, 
Deluxe 2-dr., $170. '49 Deluxe (8) 4-dr., 
$390, $380;" Custom (8) 2-dr., $345, 
$295. '°47 Deluxe (8) 4-dr., $175. +46 De- 
luxe (8) 2-dr., $105, $100. 

KAISER—’51 4-dr., $275. 

MERCURY—’50 2-dr. -» $400. 

NASH—’49 Ambassador 2-dr., $140. 

OLDSMOBILE—’51 (98) conv., $450*. ’49 
(88) 4-dr., $310, $135; (98) 4-dr., $255. 
"48 (88) 4-dr., $140. 

PLYMOUTH — '53 Cranbrook 2-dr., $700. 
’51 Cranbrook station wagon, $600. '50 
Special Deluxe station wagon, $590; 2- 
dr., $360, $300. 

PONTIAC—'53 Chieftain (8) 2-dr., $1,- 
105*, $910*. ’51 Silver Streak (6) 2-dr., 
$430. "49 Silver Streak (8) 2-dr., $495°. 

STUDEBAKER—’51 Champion 2-dr., $380. 

MISCELLANEOUS—’51 Frazer 4-dr., $170. 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of Aug. <.) 

(Sold 239 cars out of 403 oftcsings.) 

BUICK—’55 Super Riviera 2-dr., $2,595* 

wien Riviera 2-dr., $2,535*; 

. "54 Century Riviera 2-dr., 

“$1,650; Super Riviera 4- 

‘53 Special Riviera 2-dr., 

f Super conv., $1,290*; 

; RM Riviera 2-dr., 


(ps ).” 

CADILLAC—’55 <a) coupe deVille, $4,250* 
(ps). "54 (62) coupe deVille, $3, 385° (ps); 
4-dr., $3.300* (ps). ‘53 (60) Special 
4-dr., $2,250* (ps); (62) conv., $2,150* 
(ps); 4-dr., $2,100* (ps). 

CHEVROLET — ’55 Bel Air (8) Sport 
coupe, $1,895*; Two-ten (6) Delray, $1,- 
550. °54 Bel Air 4-dr., §$1,280* (ps); 
Two-ten 2-dr., $1,150; 4-dr., $945, $930. 
’53 Bel Air Sport coupe, $1,155*, $1,150; 
4-dr., $960*, $935*; 2-dr. $875; Two- 
ten 2- dr., $765, $745, $715; "%-ton pickup, 
$505. "52 SL Deluxe 4-dr., $645*; 2-dr., 
$600*; SL Special 2-dr., $470. 

CHRYSLER—’53 Windsor 4-dr., $1,000*. 
’52 Saratoga 4-dr., $670*; Windsor club 
coupe, $420*. ’51 Windsor 4-dr., $245°. 

DeSOTO—’54 Fire Dome (8) 4-dr., 450°. 
53 Fire Dome (8) 4-dr., 2 at $1,135* 
(ps); Powermaster 4-dr., $905*. "52 Cus- 
tom 4-dr., $490*. ’51 Sportsman, $540*. 

DODGE — ’54 Royal (8) 2-dr., $1, 450°. 
"53 Coronet (8) Diplomat, $895*; Mead- 
owbrook 4-dr., $625*, $575*, $360°. "52 
Coronet 4-dr., $435*, $250*. '51 Coronet 
4-dr., $375*; 2-dr., $320°. 

FORD—’55 Fairlane (8) Crown Victoria, 
$2.250*. "54 Crest (8) Victoria, $1,605*; 
Custom (8) 4-dr., $1,145; 2-dr., $1,080; 


(Continued on Page 63, Col. 1) 


Average Used-Car Prices 


(Compiled by Automotive News) 
Aug. 1955 July, 
To Date 1955 
$2,155 
1,340 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 
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Statesman 4-dr., $140. '49 Ambassador 
4-dr., $110*. 


1955 63 
Super 4-dr., $1,420*, $1,330*. ‘52 RM| (ps), '54 (98) Holiday, $1,995* (ps); (88 
4-dr., $920*, '51 Super 4-dr., $700*. Hollday, $1,915" (ps); 2-dr., $1,080", "63 


$ A 
OLDSMOBILE—’55 (88) Holiday, $2,550°| CADILLAG—'55 Eldorado conv., $5,575*| (98) 4-dr., $1,505". ‘52 (88) 4-dr., $1, 


Used-Car Auction Prices |) 2, 3:8? 3% See 2: 


(ps); (62) conv., $4,150° (ps). "53 (62)| 000°. ’51 (98) 4-dr., $810*. '50 (98) 4-dr., 
coupe, $2,385* (ps). 52 (62) 4-dr., $1,-| $370. 
$1.200°;, ddr. $1,214 p, .. 900°, a) 4-dr., $1,300*. ‘49° (62)| PACKARD—'51 conv., $555*. 
’ a r. ® - 4 
. + -, $550. “ ‘ PLYMOUTH — '55 Belvedere (6 
4-dr., $380*. °49 (88) 4-dr., $280*. CHEVROLET—’55 Bel Air (8) 2-dr., $1,-| coupe, $1,685*. '54 Plaza station I 


PACKARD—’52 Mayfair coupe, $550*. °51 


(Continued from Page 62) Clipper 2-dr., $360; conv., $420*; 4-dr., 

$2380*. 
Custom (6) 4-dr., $990; Main (8) 2-dr., Special 4-dr., $220; %-ton panel, $160.| pr ymouTH—’ Belvedere (8) 4-dr ic. 
$945. ‘53 Crest (8) Victoria, $1,275*; | CHRYSLER—'54 NY coupe, $1,390*. 860* mors Savoy (6) 46r., $1,620. 
station wagon, $1,255°; Custom (8) club/ nesoTO—'49 Custom conv., $250; 4-dr.,| ‘54 ‘Belvedere coupe, $1,250. ‘53 Cran- 
coupe, $950*; 2-dr., $610; Custom (6)/ $179, brook station wagon, $850. '52 Cambridge 


2-dt., $770*. 

HUDSON — '55 Wasp Hollywood, $1,850*. 
‘53 Hornet 2-dr., $745; Jet 4-dr., $450. 

KAISER—’52 2-dr., $325*. 

LINCOLN—’55 Capri coupe, $2,975* (ps). 
’54 Capri coupe, $2,300* (ps). '52 Cos- 
mopolitan coupe, $1,100*; Capri 4-dr., 
$1,050*. 

MERCURY—’55 Custom 4-dr., $1,745. '54 
Monterey coupe, $1,800* (ps), $1,800*, 
$1,645*; 4-dr., $1,625*; conv., $1,600*. 
’53 Monterey coupe, $1,325*; 4-dr., $1,- 
050*. ’52 4-dr., $865*, $635*. 

NASH—’54 Rambler 2-dr., $940. '53 Am- 
bassador club coupe, $1,060*; Rambler 
club coupe, $870; conv., $800*. ’52 Ram- 
bler club coupe, $600*. ’51 Rambler 
conv., $350. 

OLDSMOBILE—’55 (98) Holiday, $3,070* 
(ps). °53 (98) Holiday, $1,750° (ps), 
$1,670* (ps); 4-dr., $1,605* (ps), $1,- 
575* (ps), $1,395* (ps); (88) 4-dr., 
$1,365*. '51 (98) 4-dr., $615*; (88) 2-dr., 

*. '50 (98) 4-dr., $455°. 

PACKARD — '53 Clipper 4-dr., $1,045", 
$895*. '52 (200) 4-dr., $670*. '51 (200) 
4-dr., $320*. 

PLYMOUTH — ’'54 Savoy 4-dr., $1,030*, 
$975; 2-dr., $950; Plaza 2-dr., $830. '53 
Cranbrook 4-dr., $685; Cambridge 4-dr., 
$635, $520. '52 Cambridge station wagon, 
$650. °51 Cranbrook 4-dr., $325. ’50 
Special Deluxe 2-dr., $320. 

PONTIAC—’55 Star Chief (8) Catalina, 
$2,600*, $2,380* (ps); Chieftain (8) Cata- 
lina, $2,280*. ’54 Star Chief (8) Catalina, 
$1,690*, $1,600* (ps), $1,595*, $1,550°, 
$1,485*; 4-dr., $1,595* (ps); Chieftain 
(8) 2-dr., $1,265. ’°53 Chieftain (8) Cata- 
lina, $1,280*, $1,165*; 4-dr., $1,100*, 
$1,015*. 

STUDEBAKER — '53 Commander club 
coupe, $800*. '51 Commander 4-dr., $235; 
2-dr., $220°. 


JENISON, MICH. 


(Grand Rapids Auction, Inc. Sale every 
Tuesday. Prices are for sale of August 2.) 

(Market generally steady with cleaner 
°50 to ’53 models very much in demand. 
’558 also sold very well. Sold 80 cars 
out of 115 offerings.) 

BUICK—’'55 Century Riviera 2-dr., $2,495*; 
Special Riviera 2~ir., $2,125, $2,030. 
’54 Super Riviera 4-dr., $1,955*. °53 
Super station wagon, $1,500*; conv., 
$1,450*; Special 2-dr., $1,080. '52 RM 
4-dr., $900*. °51 Super Riviera 2-dr., 
$715; Special 4-dr., $450*. °50 Special 
4-dr., $465, $450. °49 RM 4-dr., $175*. 

CADILLAC—’53 (62) 4-dr., $2,255* (ps). 
"49 (60) Special 4-dr., $500*. 

CHEVROLET — ’'55 Two-ten (8) station 
wagon, $2,025*. ’54 Bel Air Sport coupe, 
2 at $1,435; Two-ten 4-dr., $1,185; 2-dr., 
$1,050. ’53 Bel Air Sport coupe, $1,115*; 
2-dr., $975. '52 SL Deluxe 4-dr., $615; 
2-dr., $610*. ’49 SL Deluxe 4-dr., $245. 

CHRYSLER—’50 Windsor 4-dr., $350. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,215* 
(ps); Powermaster 4-dr., $875. '51 Cus- 
tom conv., $535. 

DODGE—’54 Coronet club coupe, $850. ’53 
Coronet 4-dr., $830*. "50 Wayfarer 2-dr., 


FORD—’55 Main (8) station wagon, $2,- 
205*; Crest (8) 4-dr., $1,635; Victoria, 


$1,550*. °54 Custom (8) 2-dr., $1,140. | 
53 Main (8) station wagon, $1,110;| 


2-dr., $1,095* (ps); 4-dr., $830, $805; 
%-ton pickup, $690. ’52 Crest (8) Vic- 
toria, $875; Custom (6) 4-dr., $520; 
club coupe, $510. ’51 Custom (8) Vic- 
toria, $570; 4-dr., $400*; Deluxe (8) 
2-dr., $340, $315; Deluxe (6) 2-dr., $295. 

HUDSON—’54 Super Jet 2-dr., $750*. ’51 
Commodore (8) 4-dr., $255. 


MERCURY—’53 Monterey club coupe, $1,-| 


315. °52 Monterey Hard Top, $885. °51 
club coupe, $305. °50 4-dr., $210. °'49 
club coupe, $175. 

NASH — ’53 Statesman 2-dr., $790. '50 
Statesman 4-dr., $175. 

OLDSMOBILE — ’54 (88) Super Holiday, 
$2,225* (ps); 4-dr., $1,950*, $1,925*. 
"52 (98) 4-dr., $1,000*. 

PACKARD—’52 (200) 2-dr., $505*. 

PLYMOUTH—’54 Belvedere 4-dr., $1,070; 
Plaza 2-dr., $850. °53 Cranbrook conv., 
$760. ‘52 Cranbrook club coupe, $400. '49 
Deluxe 4-dr., $155. 

PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
450*. ’53 Chieftain (8) Catalina, $1,315*; 
2-dr., $1,000*; Chieftain (6) 2-dr., $890. 
*52 Chieftain (8) 4-dr., $795*; 2-dr., 
$555*. ’51 Silver Streak (8) 2-dr., $490*. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Aug. 1.) 

(Our auction today was televised by 
NBC for the Dave Garroway show ‘‘To- 
day’’ which will be shown at a later date. 
The auction was attended by more buy- 
ers and dealers than have ever assembled 
here. Car prices held up good considering 
the summer season. Sales percentage 
dropped slightly because of new-car price 
slump. Sold 181 cars out of 246 offer- 


ings.) 

BUICK—’55 Super Riviera coupe, $2,785* 
(ps), $2,200*; RM 4-dr., $2,500*. '54 
Special 2-dr., $1,450. °53 RM Riviera 
coupe, $1,200*; Special conv., $1,200*; 
Super Riviera coupe, $1,010*, $1,000*. 
"51 Special sedanet, $510; 4-dr., $430; 
RM Riviera coupe, $410*. '49 RM 4-dr., 
$200*, $150*; Super 4-dr., $150*; 2-dr., 
$135*; conv., $120. 

CADILLAC—’54 (62) coupe, $3,525* (ps). 
*52 (62) conv., $1.860*, $1,550*. '51 (62) 
4-dr., $1,350*. ‘50 (62) 4-dr., $1,020*. 
"48 (62) 4-dr., $400*. 


CHEVROLET—’55 Bel Air (8) Sport coupe, | 
$2,050*, $1,990*; Bel Air (6) conv., $1,- | 


870; 2-dr., $1,810*; Two-ten (8) 4-dr., 
$1,660, $1.650, $1.530*%; Two-ten (6) 
station wagon, $1,860. ’54 Two-ten 4-dr., 
$1,025, $1,020; One-fiftv 4-dr.. $910. '53 
Two-ten 4-dr., $875, $800. $740. $520; 
One-fifty 2-dr., $625. °52 SL Deluxe Bel 
Air, $750*; conv., $665; 2-dr., $645, 
$600, $575. '51 SL Deluxe Bel Air, $570*, 
$485; conv., $440; club coupe, $560, 
$345*; 4-dr., $460*, $440*, $380*; 2-dr., 
$455; SL Special 4-dr., $410; Business 
coupe, $280; FL Deluxe 2-dr., $345. '50 
SL Deluxe 2-dr., $340, $275*; 4-dr., 
$250, $220*; SL Special Business coupe, 
$120. '49 SL Deluxe 2-dr., $250; 4-dr., 
2 at $220; FL Deluxe 2-dr., $120; SL 





DODGE—’53 Coronet (8) station wagon, station wagon, $835; Cranbrook 4-dr., 


82u*; Two-ten (8) 4-dr., $1,710; One- $1,325, $1,200; Savoy station wagon, 

fifty 2-dr., $1,450. °54 Bel Air 2-dr., $1,300*; 4-dr., $1,080*. ‘53 Cambridge 

$1,350. 53 Bel Air 2-dr., $1,200; conv., 2-dr., $920. ‘52 Cambridge 4-dr., $610. 

te _ of at bien a *Sreen "51 Cranbrook 2-dr., $580. 

-dr., $1, e,.” uxe 2-dr., $750*. o—’ ; 

*51 SL Deluxe station wagon, $670; 2-dr., Sg "“Cuietala 48) Outenea "th ‘as 

Brice comme, gaa, | tr? $875. "49 SL) ar., $1,105*, "51 Silver Streak (8) Cata- 
pe, . lina, $690*. '50 Silver Streak (8) 4-dr., 


$940*; 4-dr., $810*. ‘50 Coronet club $430; club coupe, $410. '51 Cranbrook CHRYSLER —'55 NY St. Regis, $2,875* $480, °49 Silver Streak (8) 4-dr., $410°” 


coupe, $285*; 4-dr., $160*; Meadowbrook Belvedere, $400; 4-dr., $400; Cambridge 

2-dr., $260*. '49 Coronet 4-dr., $135*. 4-dr., $370; 2-dr., $175. '50 Special De- 
FORD—’55 Fairlane (8) Crown Victoria, luxe station wagon, $530; 2-dr., $190. 

$2,260*; station wagon, $2,260*; conv.,| PONTIAC—’5S Star Chief (8) Catalina, 


(ps). °53 NY a a $1,145*; Wind- '48 Torpedo (8) 4-dr., $235. 
Soroe $2,040". "OE Windsor 4-dr.,| STUDEBAKER — '54 Commander station 
. wagon, $1,460". °53 Champion 4-dr., 


$2,230*: 4-dr., $2,060*: 2-dr., $1,980°:| $2,410* (ps); Chieftain (8) Catalina, | DeSOTO—'54 Fire Dome (8) 4-dr., $1,460°.| $790. '52 Commander Harp Top, $440°; 


Victoria, $2,000*; Custom (8) 4-dr., $1,- $2,290*. '54 Star Chief (8) 4-dr., $1,500*. 
840*. °54 Main (6) 2-dr., §$875*. '53 ’63 Chieftain (8) Catalina, $1,360*. '52 
Crest (8) station wagon, $1,280*; Vic- Chieftain (8) 4-dr., $885*. ‘50 Silver 


’53 Fire Dome (8) 4-dr., $1,120.° '52 Champion 2-dr., $250. °50 Champion 
Fire Dome (8) 4-dr., $650*; Custom 4-dr., $290. '40 Business coupe, $145. 


club coupe, $600*. '50 Carryall, $345. WILLYS—'53 (4) station wagon, $780 


toria, $820*; Custom (8) 4-dr., $1,125*; Streak (8) 2-dr., $200*. '49 Silver Streak | DODGE — '54 Meadowbrook 4-dr., $1,180. 


station wagon, $910; Main (8) 2-dr., (6) coupe, $290, $180°. 
$825*. '52 Custom (8) 2-dr., $510*. ’51 STUDEBAKER — '53 Commander Sport 


’53 Coronet 4-dr., $995*; Meadowbrook 
4-dr., $830*. °52 Coronet 4-dr., $540*. FT. WAYNE, IND. 


Custom (8) conv., $530, $430; 2-dr.,| coupe, $695*. "50 Champion coupe, $180;| roRD—'55 Fairlane (8) Victoria, $2,070°, (Fort Wayne Auto Auction. Sale every 


$450, $280; station wagon, $260*. ‘50 4-dr., $130; Commander Land Cruiser, 

Custom (8) club coupe, $310; 2-dr., $150*; 4-dr., $150*. 

$220. '49 Deluxe (8) 4-dr., $220; 2-dr.,| WILLYS—’54 station wagon, $760. '53 sta- 

$150. tion wagon, $850*. '52 Aero Lark, 2-dr., 
HUDSON—’51 Super club coupe, $225*. 50] $380+ station wagon, $370. 

Commodore 4-dr., $120. 


$1,970*; station wagon, $2,010; 4-dr.,| Tuesday. Prices are for sale of Aug. 2.) 

$1,965"; Main (6) 2-dr., $1,490. ’54 Crest (Sold 116 cars out of 125 offerings.) 
(8) Victoria, $1,470; conv., $1,400; Cus-| BUICK—’55 Special Riviera cou - 
tom (8) 4-dr., $1,275*. '53 Crest (8) 575*, $2,140. '53 Super conv. wast; 
station wagon, $1,325; conv., $950*; 4-dr., $1,150*, $1,140*, $1,020, 52 Spe- 
Main (8) station wagon, $1,210. cial 2-dr., $740; conv., $670. '51 Super 


LINCOLN—'50 Cosmopolitan 4-dr., $370*, MANHEIM, PA. HUDSON—'53 Hornet 4-dr., $910*. °50/ 2-dr., $705*. ‘50 Special 4-dr., $420, $350, 


$320*. '49 Cosmopolitan 4-dr., $120*, 
110°. 
uMEnOURY—'ss Monterey station wagon, | Sale every Friday. Prices are for sale of 


Pacemaker 4-dr., $180. $345. 


(Manheim Auto Sales & Auction, Inc. ie 
LINCOLN—’55 Capri Hard Top, $3,200* CADILLAC—’55 (61) club coupe, $4,035* 


(ps), $2,650". (ps). °54 (62) conv., $3,800* (ps). '53 


e- 4. * ? a July 29.) heal” a . 
$2,560*; 4-dr., $1,850*. "54 Custom 4-dr., MERCURY—’55 Monterey 4-dr., $1,960*. (62) 4-dr., $2,040* (ps). '49 (60) 4-dr., 


$1,275*. °'53 4-dr., $1,050*. °52 4-dr., (Market good. Sold 181 cars out of 
$560*. °51 club coupe, $480; 2-dr., $450,| 247 offerings.) 


"53 2-dr., $1,150; 4-dr., $985. '51 2-dr., $685* 
$710*. °50 4-dr., $370. '49 2-dr., $100. ‘ 


$360. °50 4-dr., $340, $320; club coupe,| BUICK—'55 Super Riviera coupe, $2,570*| NASH—’53 Statesman 4-dr., $910. 52 Am-| CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 


$250; 2-dr., $210*. '49 4-dr., $230, $130*, (ps); Special Riviera 4-dr., $2,475*. °54 
Super Riviera 2-dr., $2,025*. °53 RM 


bassador 2-dr., $530. ‘49 Ambassador| 755°, $1,740*, $1,650, $1,610, $1,600; 
4-dr., $185. 4-dr., $1,685, $1,640. '54 Two-ten station 


$110. 
NASH—’51 Statesman 4-dr., $150*. ‘'50 Riviera coupe, $1,590*; 4-dr., $1,175*;| OLDSMOBILE—’55 (98) Holiday, $3,135* (Continued on Page 64, Col. 1) 
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HOLMES’ all NEW 
Model 400 WRECKER 


For Light Pick-Up & Towing Service 


The Holmes Model 400 is a small, compact unit 
that can be used efficiently on any light truck of 34 to 
114-ton capacity. The wrecker has a rated capacity of 
3 tons and when mounted on a light truck has dozens 
of practical uses around any shop or service station. 
In addition to being versatile, it is fast and economical 
to operate — easy to handle and especially suited for 
work in congested areas. The frame is low in height 
(no higher than cab) to get in and out of low door- 
ways, up winding ramps and other close places. Model 
400 has a wide range of operation and can be used 
profitably either by itself or as an auxiliary to a fleet 
of larger wreckers. Write today for details. 


ERNEST HOLMES COMPANY 


Chattanooga, Tennessee 


eee amen cmnc 






—" 


Ideal for pick-up and delivery serv- 








‘it’s Amazing what this Unit CAN Do 
Ht Increase Shop Profits for YOU” 







Model 400 has many desirable features not found 
in a low cost wrecker of this type. It is power 
operated with worm drive mechanism, has con- 
venient rear-end controls with throttle regulator, 
double booms (non-swinging), and outboard leg 
that permits recoveries from either side. Holmes’ 
service body and outboard leg are furnished at 
extra cost. The wrecker complete with power take- 
off and drive, rear-end controls $ 

and 100 ft. of 3” cable on 665. 


service drum, priced at 





FAST, EASY to maneuver in traf- Built low in height with ample 


ice. Lifts motors, large tires, etc., fic. Entire wrecker unit no longer _ clearance for sharp turns into low 
into truck’s large cargo space. or higher than average car. doorways and up winding ramps, 


i 
Fs 
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Used-Car Auction Prices 





(Continued from Page 63) 


wagon, $1,165. '53 Bel Air conv., $950; dr., $880*, $750, $735, $725. '52 Cam- 
2-dr., $940, $900, $775. ‘52 SL Deluxe bridge 2-dr., $350. '51 Cranbrook 2-dr., 
2-dr., $565. ‘51 SL Special 4-dr., $475, $370, $350. +50 Deluxe 2-dr., $125. 
$460, $355; SL Deluxe 4-dr., $450. '50| PONTIAC—’5S Chieftain (8) 2-dr., §2,- 
SL Deluxe 2-dr., $435, $430, $335, 2 at 380* (ps), $2,375* (ps). '54 Chieftain 
$315. '48 SM 2-dr., $110. (8) 4-dr., $1,715*. ‘53 Chieftain (8) 

CHRYSLER — '55 Windsor coupe, $2,700* 4-dr., $1,050*. '52 Chieftain (8) 2-dr., 
(ps). '53 NY conv., $1,380*. "52 Windsor $745*; 4-dr., $580. '51 Silver Streak (8) 
coupe, $805*. ‘51 indsor coupe, $550*, 4-dr., 0. 


$54 
STUDEBAKER—’55 Champion 4-dr., $1,- 


$500*. ‘49 Windsor station wagon, $295. 

DODGE — ‘52 Meadowbrook coupe, $540. 345. ’°52 Champion conv., $300. '51 Cham- 
‘561 Meadowbrook coupe, $415. '50 Mead- pion 2-dr., $335, $180. °50 Champion 
owbrook coupe, $225. 2-dr., $150. 

FORD—’55 Custom (8) 2-dr., $1,980*, $1,-| MISCELLANEOUS — ’51 Henry J 2-dr., 
875*; Custom (6) 2-dr., $1,520. ’54 Cus- $130. ’50 Fraser 2-dr., $205. 
tom (8) 4-dr., $1,630; Main (6) 4-dr., 


‘63 Crest 


$850. (8) 4-dr., 
$945; %-ton pickup, $775. 


$950; conv., 
’62 Main (6) 


VALDOSTA, GA. 


4-dr., $605. '50 Custom (8) 2-dr., $290. (Tom Hewitt Auto Auction. Sale every 
HUDSON—’'53 Wasp 4-dr., $610. Friday. Prices are for sale of July 29.) 
KAISER—’51 Manhattan 4-dr., $310. (Sold 201 cars out of 324 offerings.) 
LINCOLN—’'54 Capri coupe, §2,325*. BUICK—’55 Century Riviera, $2,900*, 2 
MERCURY—'55 Custom 4-dr., $1,740. '53| at $2,650°; Special station wagon, §$2,- 
Custom 2-dr., $1,175, $1, 080. '52 2-dr., 515*. '54 RM coupe, $1,550* (ps). ‘48 
2 at $850, °51 2-dr., $400; Monterey coupe, $145. 
2-dr., $380. °50 Custom 2-dr., $315. °47| CADILLAC—’54 (62) 4-dr., $3,720* (ps). 
Custom 2-dr., $150. 53 (60) 4-dr., $2,500*%; (62) 4-dr., $2,- 
OLDSMOBILE—’'55 (88) Holiday, $2,530*. 250° (ps), $2,175* (ps), $1,750*. 52 (62) 
"54 (88) 4-dr., $1,660*, $1,460*. "53 (88) 4-dr., $1,600* (ps), $1,575°. 
Super 4-dr., $1,375*, $950*. °'51 (98)| CHEVROLET — '55 Two-ten (8) station 
4-dr., $690*, $550*; (88) Super 4-dr., wagon, $2,115*; 4-dr., $1,710, $1,600; 
$570*, $505*, $480*. ‘50 (88) Holiday, Two-ten (6) 2-dr., $1,395, $1,375; Bel 
$305*. "49 (76) 4-dr., $300, $240, $190; Air (6) 4-dr., $1,920*, $1,650, $1,490; 
(88) 4-dr., $255. Sport coupe, $1,825; 2-dr., $1,685, $1,- 


PACKARD—'53 Clipper sedan, $895*. 
wauiey ‘ueaea 6 p80. 88 sedan, 
1,670. 


Savoy sedan 












"New Tubeless 
checks of equal pressure 


625; %-ton pickup, $1,280, $1,250, '54 
$1,685; One-fifty Handyman, $1,310; 2-dr., $860; 
53 Cranbrook 4- Bel Air 2-dr., $1,290; Two-ten 2-dr., 


Tires call for frequent 
all around” 


Say Tiremakers 


ECO ISLANDERS ano 
REMOTE TIREF 


give you close control of pressures... 


Plus savings in shop time 





2 eer i 





savings in maintenance 


‘ 


JOHN WooD COMPANY 


BENNETT PUMP DIVISION 


LATORS 


$1,110, $1,000; 4-dr., $1,040°. ‘53 Bel Air 
Sport coupe, $1,115*; One-fifty station 
wagon, $975. 

CHRYSLER—'51 station wagon, $765, ‘50 
NY Newport, $475*. "48 4-dr., $265*. 

’55 Fire Dome (8) Sport coupe, 
$2,550* (ps). 

DODGE—’54 Coronet conv., $1,360*. °53 
Powermaster 4-dr., $600. ‘52 ‘%-ton 
pickup, $350. '47 club coupe, $135. 

FORD —'55 Fairlane (8) conv., $2,195, 
$2,175*, $1,875; Victoria, $2,030* (Ps) ; 
2-dr., $2,010; 4-dr., $2,000%, $1,850 
“(ps); Custom (8) 2-dr., $1,700; %-ton 
pickup, 2 at $1,300. 54 Custom (8) 4-dr., 
$1,300, $1,175, $1,090; 2-dr., $1,250; 
Crest (6) 4-dr., $1,100; %-ton pickup, 
$715. °'53 Custom (8) station wagon, 
$1,100; 4-dr., $950°, $900, $875; 2-dr., 
$925, $920, $890, $830°; Main (8) sta- 
tion wagon, $1,000. 

HUDSON—’52 Pacemaker 4-dr., $280. 

LINCOLN—’52 Capri coupe, $1,000*. 

MERCURY—’55 Montclair coupe, $2,550*, 
$2,525*. ‘54 Monterey 4-dr., $1,430. ’53 
Monterey coupe, $1,280*; 4-dr., $915. '52 
Custom Sport coupe, $910; 4-dr., $670*, 


$575°. °51 4-dr., "50 4-dr., $425. 
"49 4-dr., $295. 
OLDSMOBILE —'55 (98) 4-dr., $3,350° 


(ps); (88) Super Holiday, $2,825* (ps), 
$2,800* (ps), $2,670*, $2,650°. °54 (88) 
Super Holiday, $1,900*, $1,850*, $1,600*. 
"52 (98) Holiday, $900%; (88) 2-dr., 
$800*, °50 (88) Super 2-dr., $580; (98) 
4-dr., $375*. '47 (66) sedan, $210°. 
PACKARD—’52 4-dr., $500*. 
PLYMOUTH—’55 Belvedere (6) coupe, $1,- 
550°. °54 Belvedere coupe, $1,010*, ‘53 
Cranbrook Belvedere, $760; 4-dr., $670; 


2-dr., $550. ‘51 Cranbrook Belvedere, 
$550, $495. ‘50 Special Deluxe conv., 
$425. '49 Special Deluxe 4-dr., $250. 


PONTIAC—’55 Star Chief (8) conv., $2,- 
550° (ps); 4-dr., $2,035*. '52 Chieftain 
(8) 4-dr., $700*, $650*; 2-dr., $525. '50 
Silver Streak (6) * “dr., , $225. "49 Silver 


New tire designs 
make equal pressures 
all around even more 
important than ever. 
And ECO remote 
tireflators and ECO 
Islanders are your 
best assurance of 
exact inflation pres- 
sures, Their conven- 
ience—fitting in any- 
where in your shop 
— means savings in 
shop time, just as the 
ECO design means 
freedom from main- 
tenance. The first cost 
is the last cost in 
most cases. Ask your 
John Wood Repre- 
sentative for full in- 
formation about 
ECO Islanders, and 
ECO Remote Tire- 
flators to meet your 
needs, 





© . Muskegon, Michigan 


In Canada: Toronto ® Montreal © Winnipeg © Vancouver 


Streak (8) club coupe, $180. "48 Torpedo 
(8) 2-dr., $195. 
TUDEBAKER—’54 Champion coupe, $1,- 
030. 
WILLYS — ’'54 4-dr., $450. °53 station 
wagon, $800. 
DYER, IND. 


(Dyer Auto Auction; Sale every Friday. 
Prices are for sale of July 29.) 
(Sold 162 cars out of 234 offerings.) 
BUICK—’54 Super Riviera, $1,875* (ps); 
Special 4-dr., $1,195. '51 Super Riviera, 
$650*, $610*; 4-dr., $625*, $595*, $410°*; 
Special 2-dr., $605, $535. '50 RM 4-dr., 
$350*; Super 4-dr., $345*. ‘49 Super 
2-dr., $135; RM 4-dr., $100*. 
CADILLAC—’55 (60) Special 4-dr., $4,375° 
(ps); (62) 4-dr., $3,915* (ps). ’54 (62) 
4-dr., $3,195* (ps). '53 (62) 4-dr., §$2,- 
055* (ps), $2,025° (ps). '51 (62) 4-dr., 
$1,285*. ’50 (62) 4-dr., $865°. 
CHEVROLET—’55 Bel Air (8) conv., $2,- 
250°; Two-ten (8) 4-dr., $1,630° (ps). 
"54 Bel Air conv., $1,335*; Two-ten 4-dr., 
$1,095*, $975, $950°. '53 Bel Air conv., 
$1,125; Two-ten 2-dr., $795, $780, $775; 
One-fifty 2-dr., $710. °52 SL Deluxe 2- 
dr., $535, $510; FL Deluxe 2-dr., $530. 
CHRYSLER—’51 Windsor 4-dr., $540; NY 
4-dr., $475°*. 


DeSOTO—’52 Fire Dome (8) 4-dr., $465* 
(ps); Custom 4-dr., $390. 
DODGE — '52 Meadowbrook 4-dr., $455. 


’51 Coronet 4-dr., $390. 
=e 6 55 Thunderbird, $3,000* (ps), $2,- 
, $2,750°; Fairlane (8) 2-dr., $1,855*, 
$1 768 ’54 Custom (8) conv., $1,500°; 
Victoria, $1,450*; 4-dr., $1,270°. "53 
Custom (8) 2-dr., $925, $895; Custom 

(6) 4-dr., $840*; Deluxe (8) 4-dr., $750. 
'52 Custom (8) 4-dr., $490. '51 Custom 
(8) 2-dr., $450*, $430°, $410, $400. '50 
Custom (8) 2-dr., $295, 2 at $285, $265, 
$260, $255, $240°. 

KAISER — '54 Manhattan 4-dr., $1,240* 
(ps). "52 Manhattan 4-dr., $450. '51 Spe- 
cial 4-dr., $185, $170. 

MEROCURY—’55 Munterey coupe, $2,190*. 
’54 Monterey coupe, $1,720*. ’'50 Monte- 
Tey coupe, $325; Custom 4-dr., $265*, 
$200. °49 4-dr., $210*, $195*, $120°. 

NASH —’'51 Statesman 4-dr., $330*. '50 
Statesman 2-dr., $190*. 

OLDSMOBILE — °'55 (88) Holiday, 2 at 
$2,600*, $2,535*, $2,470*; 4-dr., $2,310*, 
$2,280*, $2,275*. "54 (98) 4-dr., $2,240* 
(ps); (88) Super conv., $2,230* (ps); 
2-dr., $1,565*. "53 (88) 2-dr., $1,245*, 
$1,200* (ps), $1,190*. °51 (88) Super 
4-dr., $700*, $665*. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,500*. 
’52 Cranbrook 4-dr., $445. '51 Cranbrook 
4-dr., $335. °50 Special Deluxe club 
coupe, $300. 

PONTIAC—’53 Chieftain (8) conv., §$1,- 
250°. ’52 Chieftain (8) Catalina, $860; 
4-dr., $795*, $605*°. ‘51 Silver Streak 
(8) 4-dr., $600*, $515*, $465*. '50 Silver 
Streak (8) 4-dr., $305*, $100*°. '49 Sil- 
ver Streak (6) 4-dr., $340*. 

STUDEBAKER—’55 President 2-dr., $1,- 
700*. °53 Commander Land Cruiser, 
$805*; 4-dr., $605. '51 Commander 4-dr., 
$285°; conv., $280*; coupe, $270*. 

MISCELLANEOUS— 54 Volkswagen, $700. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Aug. 3.) 
(Sales continue strong on clean cars; 
roughies hard to sell. Sold 75 percent of 
consignment this week.) 
BUICK—'54 Super Riviera, $2,175*. ‘53 
omen Riviera, $1,285*. '40 Special 4-dr., 


CADILLAC—’53 (62) club coupe, $2,310*. 
"52 (62) club coupe, $2,020*. °50 (62) 
4-dr., $1,090*. 

CHEVROLET — ’54 One-fifty 4-dr., $965. 
’53 Two-ten 4-dr., $1,110*. °51 SL De- 
luxe 4-dr., $540. '49 %-ton pickup, $390; 
SL Deluxe 2-dr., . 47 SM club 
coupe, $205; 4-dr., $170. 

DeSOTO—’54 Fire Dome (8) 4-dr., $1,560*. 
‘63 Fire Dome (8) 4-dr., $880*. '51 4-dr., 
$500. °50 4-dr., $415. 

DODGE—’52 %-ton pickup, $595. °48 %- 
ton pickup, $330. °47 station wagon, 
$545 


FORD — 55 Fairlane (8) station wagon, 


$2,260. °54 Custom (8) 4-dr., $1,185; 
%-ton pickup, $890. ‘53 Custom (8) 
2-dr., $975; 4-dr., $805*, $745; %-ton 
pickup, $745. '52 Crest (8) Victoria, $1,- 
010*. °51 Custom (8) 2-dr., $605, $560, 
$455; 4-dr., $425, $410. ’°50 Custom (8) 
station wagon, $505; 4-dr., $455*; conv., 
oon 2-dr., $335*. °49 %-ton pickup, 
445. 


LINCOLN—’51 4-dr., $555*. 

MEROURY—’55 Monterey 4-dr., $2,745°*; 
conv., $2,535*. °54 Monterey Hard Top, 
$1,935*. °52 Monterey 4-dr., $1,065*. °51 
4-dr.. $655*. "50 2-dr., $460; 4-dr., $420. 

OLDSMOBILE — °51 (98) 4-dr., $805*, 
$585*. °49 (88) 4-dr., $325*; station 
wagon, $290*. 

PLYMOUTH—’55 Savoy (8) 2-dr., $1,750*. 
’53 Cranbrook 4-dr., $840. '50 Cambridge 
— wagon, $590. ‘49 Deluxe 2-dr., 
$300. 

STUDEBAKER—’52 Commander Hard Top, 
$475*. '51 Commander Hard Top, $430*. 

WILLYS—’55 Hard Top, $1,500*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Aug. 4.) 

(Clean offerings are scarce and high 
due to good retail market. Sold 73 cars 
out of 103 offerings.) 

BUICK—’55 Super Riviera 2-dr., $2,460* 
(ps). '54 Super 4-dr., $1,610*. 53 Super 
4-dr., $1,210*, $1,195* (ps). °52 Super 
Riviera 2-dr., $855*. °51 Super 4-dr., 
$635*; 2-dr., $600*. °50 Super Riviera 
coupe, $415*; Special 2-dr., $220*. 

CADILLAC—'49 (61) 4-dr., $785*. 

CHEVROLET—’'55 Two-ten (8) 2-dr., 
500. °'54 Two-ten 2-dr., $1,100; 
pickup, $825. ‘53 %-ton pickup, $600. 
"52 SL Deluxe 2-dr., $660; station wag- 
on, $820, $375*; SL Special 4-dr., $525; 
Business coupe, $415; ‘%-ton pickup. 
$410. ‘°51 FL Deluxe 2-dr., $550*. ‘50 
FL Deluxe 4-dr., $490, $360; 2-dr., $550; 
SL Deluxe club coupe, $460; SL Special 
2-dr., $400. "49 SL Deluxe 4-dr., $265, 
$235; SL Special 4-dr., $240; 2-dr., $235. 

DeSOTO—'53 Powermaster (6) 4-dr., $975. 
"52 Custom (6) club coupe, $510. ’51 Cus- 
tom 4- dr. . $400. 


"52 Wayfarer 2-dr., $445*°. ‘51 
Coronet 4-dr., $430; Meadowbrook 4-dr., 


FORD—'55 Main (8) station wagon, $1,975. 
"54 Custom (8) 2-dr., $1,105. "53 %-ton 
pickup, $750, $635. °51 Custom (8) 2-dr., 
$490; Custom (6) club coupe, $455. '50 
Custom (8) 4-dr., $425; 2-dr., $425; club 
coupe, $360; Deluxe (8) 4-dr., $405; 
Custom (6) 2-dr., $330. '49 Custom (8) 


$1,- 
%-ton 





2-dr., $310; Custom (6) 2-dr., $225. '«8 
%-ton pickup, $260. 
MERCURY—’50 4-dr., $375. 
OLDSMOBILE—’51 (98) conv., $725*. '50 
Holiday, $600*. ‘48 *(68) 4-dr., 


(98) 
260° 


PACKARD—’52 (200) 4-dr., $445*. 

PLYMOUTH—’54 Savoy club coupe, $1,00°. 
’53 Cranbrook 4-dr., $750; Cambridge 
4-dr., $735. 

PONTIAC — '53 Chieftain (8) 4-dr., $1- 
140*. '49 Silver Streak (8) conv., $310. 

STUDEBAKER — ‘°51 Commander 4-dr,, 
$300*; 2-dr., $200. "50 Champion 4-dr, 
$185; club coupe, $180*. 

WILLYS—’55 (6) station wagon, $1,280". 

ye ye 51 Henry J (6) se- 
dan, $220*; $160. °47 Internationa! 
2%-ton pit og 300. 


DENVER 


(Denver Auto Auction. Sale every Fri- 
day. Prices are for sale of July 29.) 

(Market good. Sold 86 cars out of 201 
offerings.) 


BUICK—’55 Special Riviera, $2,577*; Su- 
per Riviera, $2,585° (ps). ‘53 Super 
$1,340* (ps). °50 Special 4-dr., 


conv., 
350° 


CADILLAC—’55 (62) coupe, $4,275* (ps), 
$4,150*° (ps), 3 at $4,050* (ps). '54 (62) 
4-dr., $3,350*. °'53 (62) coupe, $2,545* 
(ps). °52 (62) conv., $1,950*. °51 (62) 
4-dr., $1,220*; (75) 4-dr., $950°. '50 (62) 
4-dr., $1,030*. 

CHE LET—'55 Bel Air (8) 4-dr., $1,- 
930; Two-ten (8) 4-dr., $1,890; Two-ten 
(6) 4-dr., $1,775, $1,690, 2 at $1,670, 5 
at $1,650; %-ton pickup, $1,575, $1,425. 
’54 Two-ten 2-dr., $1,030; %-ton pickup, 
$820. '53 Two-ten 2-dr., $820; 4-dr., 
$815. °52 1%-ton chassis cab, $1,075: 
%-ton pickup, $610; %-ton pickup, $585, 
$520; chassis cab, $450. ‘49 SL Deluxe 


conv., $405. '48 SM 2-dr., $200. 
CHRYSLER — '55 NY Newport, $2,750* 
(ps). 


‘51 Saratoga coupe, $410. 50 Wind- 

sor 4-dr., $395. 

FORD — ’'55 Fairlane (8) station wagon, 
$2,575*, $2,300; Crown Victoria, $2,270*; 
Main (8) station wagon, $2,025; Custom 
(8) 4-dr., $1,660. '54 Main (8) station 
wagon, $1,575*, $1,400; Main (6) station 
wagon, $1,365*; 2-dr., $1, 180; club coupe, 
$870; %-ton pickup, "$950. 53 Crest (8) 
station wagon, $1,245; Victoria, $1,190°*; 
Main (8) station wagon, $1,110; %-ton 
pickup, $705. '52 Crest (8) station wag- 
on, $1,145. ’51 Custom (8) 2-dr., $475; 
conv., $465. "50 Custom (8) 2-dr., $360; 
%-ton pickup, $390. '49 Custom (8) 2- 
dr., $235. 

HUDSON—’53 Super Jet 4-dr., $545. ’52 
Hornet club coupe, $660. 

MERCURY — '55 Custom station wagon, 
os Monterey coupe, $2,435*; 2-dr., 

NASH—’51 Rambler station wagon, $490. 

PACKARD—’53 Clipper 4-dr., $700. 

PLYMOUTH—'54 Belvedere conv., $1,435. 
*51 Cranbrook 4-dr., $400. 50 Deluxe 
2-dr., $140. 

PONTIAC—’55 Chieftain (8) station wag- 
on, $2,610*. 54 Star Chief (8) Catalina, 
$1,500* (ps); 4-dr., $1,100. '53 Chieftain 
(8) Catalina, $1,185*. °50 Silver Streak 
(8) 4-dr., $405*. 

WILLYS—’55 (4) jeepster, $1,475. 
jeepster, $325. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Aug. 4.) 

(Sold 55 cars out of 99 offerings.) 
BUICK—’55 Super Riviera, $2,365* (ps). 

"52 Super 4-dr., $750*. ‘51 Super 4-dr., 

$600*, $450*; RM 4-dr., $545*. 
CHEVROLET—’'54 Two-ten 4-dr., $1,035. 

"53 Bel Air 4-dr., $930; Two-ten 2-dr., 

$845; 2-ton truck, $600. '52 2-ton truck, 

$845. '51 2-ton truck, $580. ’50 SL De- 

luxe 4-dr., $370. '49 FL Deluxe 4-dr., 

"48 1%-ton truck, $415. 
$505°. 


$235. 
CHRYSLER—’51 Windsor 4-dr., 

$500. '50 %- 
"49 1%-ton pickup, 


"48 (4) 


DODGE—’52 Custom 4-dr., 
ton pickup, $380. 
$230. 

FORD — ’55 Fairlane (8) 4-dr., 
(ps); 2-dr., $1,500. 
wagon, $1,450*. '53 Custom (8) 
$975*; 2-ton truck, $875. '52 Main (8) 
2-dr., $690*. '51 Custom (8) 2-dr., $535*; 
station wagon, $495; Deluxe (8) 2-dr., 
$480, $475. °50 Deluxe (8) 2-dr., $300; 


$1,935* 
"54 Main (8) station 
4-dr., 


(Continued on Page 65, Col. 1) 





Used car values are constantly 
changing in today’s busy market 
. .. you'll find the Jatest price 
information available in the 
\N.A.D.A. Official Used Car 
Guide, published every 30 days. 


Complete - Compact - Correct 
© Lists average loan, “as is’, 
and retail values for all models 
© Facts in concise, easy-to-read 


form 
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4-dr., $295. °48 2-ton truck, $635; 1%- 
ton truck, $425. 

KAISER—’51 2-dr., $100. 

MERCURY—’54 Monterey Hard Top, $1,- 
635*. °53 Custom 4-dr., $1,095*. 

NASH — '53 Rambler coupe, $815*. ‘51 
Statesman 4-dr., $250. 

OLDSMOBILE—’53 (88) Super 4-dr., $1,- 
290°. °52 (88) Super 4-dr., $710°. '49 
(88) 4-dr., $290*. '48 (98) 2-dr., $285°. 

PLYMOUTH—’54 Plaza 4-dr., $845. ‘53 
Cambridge club coupe, $645; 4-dr., $635°. 
’52 Cambridge club coupe, $465. '49 Spe- 
cial Deluxe 4-dr., $150. '48 Deluxe 4-dr., 
$105. 

PONTIAC—’53 Chieftain (8) 4-dr., $970*. 
’52 Chieftain (8) 4-dr., $605*. '50 Silver 
Streak (8) station wagon, $385*, 

WILLYS—’51 station wagon, $355. 

MISCELLANEOUS—’51 GMO 2-ton truck, 
$480. °47 International truck, $355. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Aug. 4.) 
(Prices off on '55 units; older models 
firm, More new faces here each week.) 


BUICK—’55 Super Riviera, Ne 600* (ps). 
’52 Super 4-dr., $750° (ps), $505*. 
“st 600°, $1,- 


CADILLAC—’52 (62) 4-dr., 

575*. °46 club coupe, $325* 

CHEVROLET—'55 Bel Air (8) 4-dr., $1,- 
725°; Two-ten (8) 4-dr., $1,585*; %-ton 
pickup, $1,225. ’54 Bel Air 2-dr., $1,175. 
"53 Bel Air 2-dr., $1,030*, $925*; Sport 
coupe, $750. '52 SL Deluxe 2-dr., $495. 

CHRYSLER—'’54 NY 4-dr., $1,315* (ps). 
’51 Windsor (8) 4-dr., $425°*. 

DeSOTO—’50 Custom 4-dr. $275°, $255°. 

DODGE—’54 Royal 4-dr., $1,245*. *50 Cor- 
onet 4-dr., $325*. 

FORD—’55 Fairlane (8) conv., $2,095*; 
4-dr., $1,955*; Custom (8) 2-dr., $1,605*. 
’52 Main (8) 2-dr., $540. '51 Custom (8) 
4-dr., $575*, $395°, $385°; 2-dr., $565, 
$510*, $485; Custom (6) 4-dr., $330. '50 
Custom (8) 2-dr., $350; conv., $340*; 
club coupe, $295, $245; 4-dr., $280. °49 
Custom (8) 2-dr., $265*; conv., $225; 
Custom (6) 2-dr., $150. ’47 %-ton pick- 
up, $225. 

HUDSON—’54 4-dr., $985*. 

KAISER—’51 Deluxe 4-dr., $235°. 

MERCURY—’55 Monterey coupe, $2,250°*. 
’54 Custom 4-dr., $1,500*. °53 Custom 
4-dr., $1,185*. '51 4-dr., $615*. '50 4-dr., 

NASH—’53 Statesman 4-dr., $785*; 2-dr., 
$695°. 

OLDSMOBILE—’55 (98) Holiday, $2,550*. 
"54 (88) 2-dr., $1,520. '53 (88) 4-dr., 
$1,480* (ps). '50 (88) club coupe, $275*. 

PLYMOUTH — '55 Belvedere (8) station 
wagon, $1,900. °53 Cranbrook 4-dr., 
$710*; club coupe, $650*. '50 Special De- 
luxe sedan, $310. 

PONTIAC—’55 Star Chief (8) Catalina, 
$2,240* (ps). ’54 Star Chief (8) Cata- 


lina, $1,545*. °53 Chieftain (8) 2-dr., 
$815*. ’51 Silver Streak (8) 4-dr., $480. 

STUD KER — °51 Champion 2- dr., 
$375*. °49 Champion 2-dr., $190. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
Aug. 4.) 

(Retall slowed down because of ter- 
rifically hot weather. Older autos in de- 
cent shape still at premium; later models 
seem softer. Sold 122 cars out of 218 
offerings.) 

BUICK—’55 Super 2-dr., $2.600* (ps). ‘54 
Special 2-dr.. $1,850*; conv., $1,550. '53 
RM conv:, $1,330* (ps); 4-dr., $1,130* 
(ps); Super 2-dr., $1,145*%; 4-dr., $1,- 
060*; Special 4-dr., $1,095*, $800. °52 
Super station wagon, $950*. 

CADILLAC—’54 (62) 4-dr., $3,265° (ps). 
"53 (62) coupe, $2,210* (ps); 4-dr., $2,- 
000° (ps); (60) Special 4-dr., $2,100* 
(ps). °52 (62) conv., $1,600*%; 4-dr., 
$1,410*. 

CHEVROLET—’55 Bel Air (6) coupe, $1,- 
700. ’°54 Bel Air 4-dr., $1,295; Two-ten 
2-dr., $1,140. °53 Bel Air 4-dr., $975; 
Two-ten conv., $935*. ‘52 SL Deluxe 
4-dr., $565. '51 SL Deluxe 2-dr., $455, 
$430*. 50 SL Deluxe 2-dr., $305, $270. 

CHRYSLER—’53 NY 2-dr., $1,300*; 4-dr., 
$1,215*. "52 Saratoga 4-dr., $600*; 2-dr., 
$505* (ps). '51 Windsor 4- ‘dr., $475. 

DeSOTO—’54 Fire Dome (8) 2-dr., $1,345*. 
’53 Fire Dome (8) 2-dr., $855* (ps). '51 
Custom 2-dr., $490*; conv., $350*. 

DODGE—’55 Royal Diplomat, $1,990*. ‘53 
Meadowbrook station wagon, $975; Coro- 
net 4-dr., $815. ’51 Coronet 2-dr., $425*. 

FORD—’54 Custom (8) conv., $1,425*; 
2-dr., $1,105*. °53 Crest (8) station 
wagon, $1.325; Custom (8) 4-dr., $825; 
Main (6) 4-dr., $625. °52 Main (8) 2-dr., 
$550. °50 Custom (8) conv., $270. 

HUDSON—’51 2-dr., $225. 

LINCOLN—’52 Cosmopolitan coupe, $1,- 
115°. 

MERCURY—’54 Monterev Sun Valley, $1,- 
690; Custom 2-dr.. $1.265*. '53 Monterey 
couve, $1,205*. °52 Custom Sport coupe. 
$755*. °51 4-dr., $375, $350*; 2-dr., $355, 
$250°*. °50 4-dr., $310. 

NASH—’53 Statesman station wagon, $1,- 
095; 4-dr., $745; Rambler station wagon, 
$765. °52 Statesman 4-dr., $750*; Am- 


hassador 2-dr., $545*; Rambler 2-dr., 
$525. 
OLDSMOBILE—’55 (88) Holiday, $2,595* 


(ps). °54 (98) conv., $2,455* (ps). °53 
(98) Holidav, $1,585* (ps); (88) 4-dr., 
$1,100*. $1,050*; 2-dr., $1,020*. °51 (88) 
4-dr., $450*; (98) 4-dr., $420°. "50 (88) 
4-dr.. $485°*. 

PLYMOUTH—’55 Savoy (6) 2-dr., $1,400. 
*53 Cranbrook 4-dr., $725; Cambridge 
4-dr., $225. °52 Cranbrook 4-dr., $490, 
$485: Cambridge 2-dr., $380. 

PONTIAC—’54 Chieftain (8) Catalina, $1,- 
550. °53 Chieftain (8) 4-dr., $1,100*; 
2-dr.. $1,000. °52 Chieftain (8) conv., 
$830*. ’51 Silver Streak (8) 4-dr., $525*; 
Catalina, $465°. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Aug. 3.) 
(Market generally soft today, although 
older, sharp autos really bringing action. 
Sold 88 cars out of 147 offerings.) 
BUICK—’54 Century Riviera, $1,785*. °53 
Super 4-dr., $1,275*. 52 RM 4-dr., $705*. 
’51 Special 4-dr., $540°. °49 Super 4-dr., 
$265°*: Special 2-4r., $195°. 
OADILLAC—'55 (62) coupe, $4,165* (ps). 





’54 (60) Special 4-dr., $3,460° (ps). '53 
(62) 4-dr., $3,195* (ps). 

CHEVROLET — ’'55 Two-ten (8) station 
wagon, $1,910°. °54 Two-ten 4-dr., $1,- 
070. '53 Two-ten 4-dr., $790. '52 SL De- 
luxe 4-dr., $605, $600. '51 SL Deluxe 
4-dr., $460, $450, $400. '50 SL Deluxe 
2-dr., $385, $375. '49 SL Deluxe 4-dr., 
mee 2 at $225, $205, $200. '48 SM 2-ar., 


CHEYSLER—'ss Windsor 4-dr., $1,185*. 
’51 Windsor 4-dr., $515*. 50 Windsor 
4-dr., $390°. 

DeSOTO — '53 Powermaster 4-dr., $705*. 
‘52 Powermaster 4-dr. $610*. "51 De- 
luxe 4-dr., $475°*. '50 Custom Hard Top, 
$550*; 4- ar. , $275°. 

DODGE—'53 ' Meadowbrook 4-dr., $705°*. 
’51 Coronet 4-dr., $515*. °50 Coronet 
-dr., $345*. 

FORD —'55 Fairlane (8) 4-dr., $1,910°; 


Custom (8) 2-dr., $1,605*. '54 Custom 
(8) 4-dr., $1,285*, $1,270*. °53 Custom 
(8) 2-dr., $900*; Main (8) 2-dr., $765. 


’52 Custom (8) 4-dr., $770*. '51 Custom 
(8) 4-dr., $475*, $455*, $410. '50 Custom 
(8) 2-dr., $590*; 4-dr., $320°, $300, 
ra *49 Custom (8) 2-dr. a" $220°, 
at $200. 48 Deluxe (8) 4-dr., $155°; 

x -ton pickup, $255. 

HUDSON—'49 Commodore 4-dr., $140*. 

KAISER—’52 Deluxe 4-dr., $550*. '51 De- 
luxe 4-dr., $275*. 

LINCOLN—’51 Cosmopolitan 4-dr., $610*. 

MERCURY — '54 Custom 4-dr., '$1,510°, 


$1,495°. '53 Custom 4 $1,080°, $1,- 
O75. ‘51 4-dr., $605°. “00 4-dr., $475°. 
*49 conv., 2 at *$195°. 
NASH—’51 Rambler 2-dr., $460°. 
OLDSMOBILE—’55 (98) ‘Holiday, $3,106° 
(ps). "$4 (88) 4-dr., $1,790°. °53 (88) 
4-dr., $1,310*. °52 * (88) 2-dr., $780*, 
60 £88) 2-dr., $375°. ‘49 (88) 2-dr., 


$195°. 
PACKARD—’52 Custom 4-dr., $605°. 
PLYMOUTH—’54 Plaza 4-dr., $900, $890. 
’53 Cranbrook 4-dr., $700, $675, $665. 
*52 Cranbrook 4-dr., "$505. ‘51 Cranbrook 
Belvedere, $450; 4-dr., $340. 
PONTIAO—'55 Chieftain’ (6) 4-dr., $1,805. 
‘54 Chieftain (8) 4-dr., $1,310°. 53 
Chieftain (8) 4-dr., $840*, $805. '52 
Chieftain (8) 4-dr., $510*, $335. '51 Sil- 
ver Streak s) < Catalina, $625*. 
STUDEBAKER *650 Champion 2- dr., 
$205°; 4-dr., $160°. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Aug. 2.) 
(Market off slightly on late 


takers, Percen 

sold 115 cars out of 168 offerings.) 

BUICK —'55 Special conv., $2,360*. '54 
Super 4-dr., $1,580°. ‘53 Special 4-dr., 
$1,000*. ‘52 Super 4-dr., $800*; Special 
2-dr., $685°. '51 RM 4-dr., $600°. '50 
Special 2-dr., $325°; RM 4-dr,, $280°. 

CADILLAC—’51 (62) 4-dr., 
(62) conv., $270*. 

CHEVROLET—'55 Two-ten (6) 4-dr., $1,- 
430. '54 Bel Air 4-dr., $1,300*; Two-ten 
4-dr., $1,015, $1,010, $1,005, $980, $960, 
50, ; 2-dr., $1,020, $1,015 $980, 

$960, $925; One-fifty 4-dr., $940, 
$860, $845; 2-dr., $930, $800. '53 Two- 
ten station wagon, $895°; 4-dr., $800; 
2-dr., $800, $745, $740, $730, 2 at $725; 


$1,260°. '48] ne 


One-fifty 2-dr., $645, $635, 2 at $625, 
$610; club coupe, $610; station wagon, 
$425. °51 Carryall, $390. '50 SL Deluxe 
4-dr., $340*°, $290; conv., $310°, °49 
Carryall, $150. °47 conv., $125. 

CHRYSLER—’53 NY conv., $1,090°. °52 
NY 2-dr., $595*. 

DeSOTO — '53 Powermaster 4-dr., $825*, 
$800°. '52 taxi, $195. '51 4-dr., $485°. 
DODGE—’54 Coronet 4-dr., $1,180*. '53 
Meadowbrook 4-dr., $670, $615°. ‘52 
Meadowbrook 4-dr., $500*. "50 Wayfarer 
oa $250; conv., $325; Meadowbrook 

4-dr., $325°. 

FORD—’54 Main (8) station wagon, $1,- 
260; Custom (8) 4-dr., $1,090, $1,030. 
*53 Crest (8) Victoria, $1, 040; Main €6) 
2-dr., $600. '52 Custom (8) station wag- 
on, $690°; 2-dr., $575, $560*. ‘50 Custom 
(8) 4-dr., $250. 

LINCOLN—’50 Cosmopolitan 2-dr., $200*°. 

MEROURY — '52 4-dr., $570*. "51 4-dr., 
i $480°, $375; 2-ar., $390. '50 2-dr., 


was 51 Custom 2-dr.; $400. 
OLDSMOBILE—’51 (98) 4-dr., $550°. '50 
(88) 2-dr., $395°. '49 (98) 4-dr., $345°; 
(88) 4-dr., $215*; conv., $175°*. 
PLYMOUTH — '54 Plaza station wagon, 
$1,240; Belvedere 4-dr., $1,010*; Savoy 
4-dr., $995. '53 Cranbrook station wag- 
on, $900; 4-dr., $705, $695, $350, $345. 
PONTIAO_’54 Chieftain (6) 2-dr., $730. 
*53 Chieftain (6) 2-dr., $590. 
WILLYS—’52 station wagon, $510. '50 sta- 
tion wagon, $305. 
ISCELLANEOUS — ’51 Henry J 2-dr., 


_— * * * 
— Auctions in Brief — 
DETROIT 


Wes Coon Auto Auction. Sale every 
Thursday (Aug. 4). Market has slackened 
off and prices appear weaker although 


, 


clean cars seem to sell readily at a good 
price, Sold 58 cars out of 92. 
° © 


AKRON 
Akron Auto Auction. Sale every Thurs- 
day (July 28). Lots of buyers as well as 


consignors, Sold 197 out of 272 cars 
entered. 
* * @®@ 
Abel Car Auction Co, Sale every Tues- 
day (Aug. 2.) 75 units sold out of 165. 
* ¢« 8 
COLUMBUS, O. 


Mobiles, Inc. Sale every a 
29). We had on Unusunt ansount of ate 7 


throughout the sale this week, Many deal-. 


ers remarked about the good selection of 
cars offered. Some buyers were looking for 
later models and we showed a slight in- 
an ieee oo a This proves 
some dealers are moving medium Semed 
merchandise. 

* ¢ 8 

SYRACUSE 
Syracuse Auto Auction. Sale every Wed- 

nesday (Aug. 3). Unusually high percent- 
age of clean cars offered at this week's 
sale produced considerable activity. 

eae 


HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (Aug. 4). Market vy ~ & _— 
clean cars still bringing the high dollar. 

* * ® 


CONCORD, MASS. 

Concord Auto Auction. Sales Mon- 
day and Friday (July 29, Aug. 1). 471 
units out of 618 offerings for an average 
of over 76 percent. 





Federal-Mogul engine bearings 


First Choice for Quality, Coverage, 


- Availability and Service “Know-how’”’ 


Federal-Mogul engine bearings are products 
of research . . . design... metallurgy. . . pre- 
cision manufacturing. § You get ’em when 
you want ’em—and they’re right every time. 


{ It’s the “service slant” 


-.. you'll find your 


problems are anticipated, and met, through- 


FEDERAL-MOGUL SERVICE 


DETROIT 13, MICHIGAN 





Whatever your engine bearing needs may 
be, you will find the best answer in the 
red-and-black Federal-Mogu! package! 


out the Federal-Mogul line. § The “Fm” on 
the bearing back is your guide to quality in 
engine bearings. { It’s the preferred line in 
every survey ... number one choice of the 


service trade! 
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NOW AT NEW REDUCED PRICES 


NEW SIZES « NEW DESIGNS « NEW COLORS 
STATIONARY AND REVOLVING TYPE 





Give Your Display the "NEW LOOK" 
and Increase Your SALES and PROFITS 


Get Our New Reduced Price List and Complete 
Information Now! Wire, Write or Call 


M°FARLAND GREAT UMBRELLA CO. 


DIVISION OF McFARLAND AWNING CORP. 


742 S.W. 8TH ST. MIAMI, FLORIDA PHONE 2-8153 












WHEN WILL 
BLAKE'S CAR 
BE READY? 





Auto dealers report 


20”to 50” MORE SERVICE JOBS 
with Executone 


Large and small dealers every- 
where are selling more customer 
labor and building good will with 
Executone Intercom. Jobs are 
routed, parts and tools ordered, 
information exchanged—all with- 
out wasteful running around. 


With Executone you just push a 
button and talk. Production is 
continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities...helps increase 
your profits! 


SERVICE on Your Premises 


Executone factory-trained technicians in your 
area provide prompt dependable service— 
whenever required! 


right on your premises— 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 






EXECUTONE, INC., Dept. V-3 
415 Lexington Ave., New York 17, N. Y. 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 
Pcie eiaatiiccece ea ca 
Niet Macca i Ei Sa 
ee + 
In Canada—331 Bartlett Ave., Toronto 
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Auto Market Reports 


Louisville 

July new-car registrations in 
Louisville zoomed 20 percent above 
the June total to reach 2,575 units, 
compared with 2,140 in the pre- 
vious month. 

New-truck registrations climbed 
21 percent, from 182 in June to 221 
in July. 

Seven- month new-car registra- 
tions totaled 14,898, compared with 
11,538 for the same period of 1954. 
The truck total was 1,462 for the 
first seven months. 

New-car titling by makes dur- 
ing July was: Ford, 803; Chevro- 
let, 646; Buick, 260; Plymouth, 
204; Oldsmobile, 191; Mercury, 
133; Pontiac, 130; Dodge, 49; 
Chrysler, 32; DeSoto, 31; Nash, 
27; Studebaker, 25; Cadillac, 22; 
Packard, 8; Hudson, 6; Lincoln, 
4; Willys, 3, and Volkswagen, 1. 
Truck registrations were: Ford, 
39; Chevrolet, 84; International, 22; 
GMC, 9; Dodge, 8; Mack, 2; Willys, 
2, and Pontiac, 1. — (A. W. 

Williams.) 


* * * 
Salt Lake City 
A total of 181 new cars and 34 
new trucks were registered in Salt 
Lake County (Salt Lake City) in 
the seven-day period ended July 
27. 


Ford and Chevrolet tied for 
first place in new-car registra- 
tions with 46 units each. Pontiac 
was third with 27 and Buick, 
with 21, was fourth. 

Other registrations were: Plym- 
outh, 10; Oldsmobile, 7; Dodge, 6; 
Mercury, 5; Studebaker, 4; Chrys- 
ler, 2; DeSoto, 2; Lincoln, 2; Cadil- 
lac, 1; Imperial, 1, and Jaguar, 1. 

Truck registrations were: Inter- 
national, 10; Ford, 7;- Chevrolet, 
6; GMC, 5; Willys, 4, and Dodge, 2. 
* 


Cincinnati 

Contrary to the national trend, 
July new-car registrations in 
Hamilton County (Cincinnati) in- 
creased slightly over June, totaling 
4,431, compared with 4,422 in the 
previous month. 

New trucks, however, declined 
from 334 in June to 309 in July. 

Used cars were down from 5,156 
in Jue to 4,593 in July and used 
trucks dropped from 200 to 196. 

By make, July new-car regis- 
trations were: Chevrolet, 1,208; 
Ford, 1,021; Buick and Oldsmo- 
bile, 401 each; Plymouth, 322; 
Pontiac, 301; Dodge, 190; Mer- 
cury, 187; Nash, 92; Chrysler, 75; 
Cadillac, 67; DeSoto, 48; Stude- 
baker, 35; Packear, 31; Hudson, 
26; Lincoln, 11; Willys, 5; 
Imperial, 4; Volkswagen, 2; 
Jaguar, 1; MG, 1; Hillman, 1, and 
Mercedes-Benz, 1. 

Truck registrations were: Ford, 
98; Chevrolet, 94; International, 57; 
GMC, 27; Dodge, 21; White, 14; 
Mack, 10; Reo, 7; Willys, 7; Dia- 
mond T, 2; Studebaker, 2, and 


miscellaneous, 2. 
* * +. 


Pittsburgh 


New-car registrations in the) 


Pittsburgh area increased decidedly 
in the week ended July 30, accord- 
ing to the Bureau of Business 
Research of the University of Pitts- 
burgh. 

Business in general declined to 
196.4 percent of the 1935-39 aver- 
age, the bureau said. It had been 
197.1 a month earlier. 

The steel ingot rate dipped to 95 
percent of practical capacity, the 
bureau said.—(Leon Leffingwell.) 

* * * 


Augusta, Ga. 

Some new-car dealers in Augusta, 
Ga., are stimulating business by 
granting low downpayments and 24 
to 30 months to pay. 

Some are offering higher tradein 
allowances on cars in the °49-53 
range and at the same time offering 
such tradeins at prices 20 percent 
lower than at any time in the past 
five years. 

As a result, late-model used 
cars are selling faster than in the 
summer of previous years. Dealers 
say, however, that profits are 
somewhat slimmer. 

“We're receiving more applica- 
tions for new cars this summer 
than’ we had expected, and, there- 
fore, sales on both new and used 





cars are very satisfactory in spite 
of the decrease in employment,” 
said the manager of one large deal- 
ership.—(Julanie Lampkin.) 


* * * 


Williams County, O. 


Williams County, O., set a record 
for the sale of new and used motor 
cars with 1,107 certificates of title 
filed in July, according to John 
Barron, county clerk of courts. 

The former record for July was 
set in 1950, when sales totaled 934. 
July was the fourth consecutive 
month in which alltime records 
were set in the county, Barron said. 
—(Raymond W. Derr.) 

+ . s 


District of Columbia 

New-car registrations during July 
in the District of Columbia totaled 
2,715, lowest monthly total since 
February and 13 percent below 
June. 

Registrations in the nation’s capi- 
tal have been tapering off since the 
April peak of 3,525. 

New-truck registrations, how- 
ever, showed a 10 percent in- 
crease over June, totaling 208 in 
duly. 

By make, new-car registrations 
in July were: Chevrolet, 621; Ford, 
504; Pontiac, 295; Plymouth, 266; 
Buick, 243; Oldsmobile, 235; Dodge, 
111; Mercury, 107; DeSoto, 76; 
Chrysler, 74; Cadillac, 61; Stude- 
baker, 27; Nash, 25; Packard, 19; 
Lincoln, 16; Hudson, 9; Willys, 1, 
and miscellaneous, 25. 

Truck registrations were: Chev- 
rolet, 95; Ford, 37; International, 
25; GMC, 23; Dodge, 15; Divco, 2; 
Studebaker, 2; Mack, 1; Reo, 1; 
White, 1, and miscellaneous, 1.— 


(William Ullman.) 
+ az ® 


Cleveland 


Cleanup promotions and general 
hoopla activities are expected to 
maintain the hot sales pace in 
Cleveland, although profits have 
been slashed to the bone. 

In the last week of July, new- 
car registrations soared to 2,261 
units, about 600 over the same 
period of 1954. Used-car turnover 
hit 2,060, about 200 over the year- 
earlier week. 

Commercial vehicles also were 
up, with 129 new and 72 used regis- 
trations.—(Sanford Markey.) 

z * a2 


Houston 

A decline of 7 percent marked 
the new-car market in Houston 
during July, when 5,047 units were 
registered, compared with 5,436 in 
June. 

At the same time, truck titles 
dipped 13 percent to 666, compared 
with 768 in the previous month. 

By make, the new-car count 

was: Chevrolet, 1,338; Ford, 1,- 

168; Buick, 523; Mercury, 499; 

Oldsmobile, 421; Pontiac, 334; 

Plymouth, 326; Dodge, 118; Cad- 





35 Years with Ford— 


Congratulated by Ll. D. Crusoe, Ford 
executive vice-president, left, is E. L. 
Duquette, manager of Ford's Somerville 
(Mass.) assembly plant, on his 35th an- 
niversary with the company. A testimonial 
dinner attended by 175 Ford supervisors, 
highlighted the occasion. 


illac, 73; DeSoto, 44; Chrysler, 
42; Studebaker, 41; Lincoln, 30; 
Nash, 26; Packard, 21; Hudson, 
16; Willys, 9; Imperial, 5; Volks- 
wagen, 4; Porsche, 3; Jaguar, 2; 
Triumph, 2; Kaiser Darrin, 1, 
and miscellaneous, 1. 


oe 


pe 


et ahi Dy ale 


Truck registrations were: Chev- — 


rolet, 278; Ford, 205; International, 

62; GMC, 31; International Bus, 28; 

Dodge, 24; White, 18; Studebaker, 

7; Mack, 6; Kenworth, 3; Volks- 

wagen, 2; Ford Bus, 1, and Nash, 

1.—(Ruby Fenoglio.) 
* 


* * 


Columbus, O. 
New-car registrations in Frank- 
lin County (Columbus), O., totaled 
2,680 in July, a decline of 9 percent 

from June’s total of 2,967. 


Tax-paid used-car transactions 
also declined 9 percent, dropping 
to 6,027 in July from 6,686 in the 
previous month. 

New-truck registrations of 284 
for July represented a 5 percent 
dip from the June total of 298. 
Tax-paid used-truck sales 
amounted to 388, an increase of 
16 percent over the June turnover 
of 333. 


Registrations of new cars during 
July were: Ford, 750; Chevrolet, 
550; Plymouth, 236; Buick, 227; 
Pontiac, 221; Oldsmobile, 190; Mer- 
cury, 132; Dodge, 108; Chrysler, 56; 
DeSoto, 48; Cadillac, 38; Packard, 
30; Studebaker, 25; Nash, 23; Volks- 
wagen, 16; Lincoln, 14; Hudson, 8; 
Imperial, 6; Jaguar, 1, and Willys, 1. 

New-truck registrations were: 
Ford, 97; Chevrolet, 84; GMC, 36; 
International, 34; Dodge. 18; White, 
5; Divco, 4; Diamond T. 2; Mack, 
2; Federal, 1, and Studebaker, 1.— 
(Bert Strang.) 


* * * 


Milwaukee 


New-car registrations declined a 
bit in Milwaukee during June, as 
compared with the previous three 
months, but the pace was still swift 
enough to establish a new half- 
year record. 

Registrations, as compiled by 
the Wisconsin Automotive Trades 
Assn., totaled 4,053 in June in 
Milwaukee, bringing the six- 
month total to a record 22,340. 

The previous first-half record 
was 20,432, set in 1951. 

Six-month totals for new-car 
registrations are: 

Ford, 4,844; Chevrolet, 3,749; Bu- 
ick, 3,092; Oldsmobile, 2,547; Plym- 
outh, 1,764; Pontiac, 1,460; Mercury, 
976; Dodge 967; Nash, 756; Chrys- 


ler, 454; Cadillac, 436; DeSoto, 422; - 


Hudson, 294; Studebaker, 180; 
Packard, 156; Lincoln, 72; Willys, 
69; Kaiser, 11, and miscellaneous, 
91.—(John E. Hubel.) 


* * * 


Indianapolis 

A 20 percent decline marked new- 
car registrations in Marion County 
(Indianapolis) during July, accord- 
ing to figures compiled by the In- 
dianapolis Auto Trade Assn. 

Total for the month was 3,711, 
compared with 4,660 in June. 


Truck registrations dropped 15 


percent, from 350 in June to 297 in . 


July. 

Car registrations by make were: 
Chevrolet, 962; Ford, 821; Pon- 
tiac, 359; Buick, 348; Plymouth, 
307; Oldsmobile, 268; Dodge, 112; 
Mercury, 105; Studebaker, 86; 
Chrysler, 84; DeSoto, 31; Cadillac, 
62; Nash, 45; Packard, 22; Hud- 
son, 18; Volkswagen, 11; Willys, 
11; Lincoln, 6; Imperial, 5; Jag- 
uar, 4; Porsche, 2; Austin, 1, and 
Clipper, 1. 

Truck registrations were: Chev- 
rolet, 91; Ford, 77; International, 
51; GMC, 35; Dodge, 26; Stude- 
baker, 6; Reo, 4; White, 2; Willys, 
2; Autocar, 1; Divco, 1; and Nash, 
1.—(C. L. Kern.) 


Reynolds Discusses 


Composite Metals 


LOUISVILLE. — Reynolds Met- 
als’ newly issued Technical Advisor 
features various uses of aluminum 
in composite metals. 

Copies are available free from 
Reynolds Metals Co., 2500 S. Third 
St., Louisville 1, Ky. 
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SPECIALIZED 
LUBRICANTS 


DO YOU USE? 


Chances are you're already using 
one or more dependable AGS 
lubricants — and know how they 
improve any lube job... and give 
your work that extra touch of 
quality. So why stop short — with 
just one or two items? Use the full 
AGS line to really round-out your 
service .. . and increase your re- 
sale profits! 


— eeeeceeeeeoeoeseesese 
me SYGLYDE® 
jig) Rubber Lubricant & 
RuGLYDE Service Kit 
Zz Industry recommended 
@ for lubricating of all 
rubber parts and fitt- 
ings—clean and dress- 
up rubber—faster, safer 
Tubeless Tire servicing. 
eeeeeeeoesoseeeeeeses 


LOCKEASE © 


Graphited Lock Fluid 


Protects all locks 

i freezing, stick- 
ing, rust and wear. 
Penetrates quickly, 
seals out moisture and 
dust from working 
parts. Use on every 


lube job—sell it, too! 


DOOR-EASE ® 


Stick Lubricant 
A clean lubricant for 
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DOOR-EASE ® 
Dripless Oil 


® ° See your supplier or write 


AMERICAN GREASE STICK CQ. 


USKEGON. Mit ¢ 


ed 
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C i rate a BEFORE AT 
ari 


Weather-resistant poly- 
ethylene plastic in as- 
sorted colors at an unbe- 
lievably low price. Send 
check with order. Imme- 
diate delivery — satis- 
faction guaranteed. 


NATIONAL 
FLAG & DISPLAY CO. 


43 W 21st St. New York 10 
ORegon 5-5230 
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2 Soviet Cars to Bow 


First New Autos in a Decade to Be Introduced 
After Much Press Heckling 


NEW YORK.— The Soviet auto 
industry has announced that two 


new cars will be introduced in 
Russia next year, replacing two 
models that have been in produc- 
tion since 1946. 


The new cars, according to the 
North American Newspaper Alli- 
ance, will have innovations that 
many Russians never dreamed of. 
However, by American standards 
they will be something less than 
sensational. 


For several years, the Soviet 
press, which ordinarily has little 
freedom, has been hauling the auto- 
industry bureaucrats over the coals 
because of the backwardness of the 


DeSoto’s °55 Gain 
Laid to Shakeup 
Of Regional Staff 


CINCINNATI. — DeSoto’s in- 
crease of sales over last year can 
be attributed, in large part, to the 
doubling of regional manpower, 
plus increased field forces and 
services through new departments, 
according to Ray R. Fisher, Cin- 
cinnati regional manager. 


Among the changes: C. J. Mur- 
phy, former Cincinnati city man- 
ager, is now used-car manager and 
administrative assistant to Fisher. 
Ford E, Frame, formerly Indian- 
apolis city manager, is Cincinnati 
region merchandising manager. 

I. W. Harrold is Indianapolis city 
manager and J. H. Tidwell is Cin- 
cinnati district manager. E. E. 
Kline, Louisville district manager, 
has been named to the new posi- 
tion of business management man- 
ager for the region. 

F. R. Herschede, West Virginia 
district manager, is now Columbus 
(O.) district manager. J. W. Ard- 
rey has taken his old post. J. R. 
Fisher has joined DeSoto as Louis- 
ville district manager. 

The regional office here has 
taken new quarters. H. S. Walters 
is parts and service sales super- 
visor and J. R. Abell is regional 
service manager. Both are newly 
created posts. 

Another new post is that of zone 
office manager, held by David. R. 
Crandall. New district service man- 
agers include S. J. Heffers, Hunt- 
ington, W. Va., and J. V. Jenkins, 
Columbus, O. 

In Ohio, Mansfield, Springfield, 
Zanesville and Newark now are 
covered out of the Columbus office. 
Dayton, Hamilton and Middletown 
are covered by Cincinnati, accord- 
ing to Fisher. 

The Huntington (W. Va.) district 
now covers Charleston, Welch, 
Parkersburg, Bluefield and Beck- 
ley, W. Va., plus Ashland, Ky. and 
seems, Mariette and Ironton, 


‘Other Indiana cities covered by 
the Indianapolis office now include 


Lafayette, Richmond, Newcastle, 
Kokomo and Muncie. 
Lexington, Frankfort, Ky. and 


Columbus and Bloomington, Ind., 
now are supervised by the Louis- 
ville district office. 


Hudson Signs Up 
18 New Dealers 


Appointment of 18 new Hudson 
dealers has been announced by 
N. K. VanDerzee, sales vice-presi- 
dent. The new dealerships are: 

Mitchell’s Motors, Inc., Washing- 
ton; Thrifty Car Co., Bellflower, 
Calif.; Lincoln Motors, Inc., North 
Attleboro, Mass.; Tom Smith Mo- 
tors, Lemay, Mo.; Lester Boss Hud- 
son Co., Green Forrest, Ark.; Wulff 
Motor Co., Madison, S. D.; John R. 
Beard, Beaumont, Tex.; French & 
Morrow Motor Sales, Fort Worth, 
Tex.; McMahon Service Center, 
Cleveland, Tex.; Sunshine Motors, 
Daytona Beach, Fla. 

James Dudley Filling Station, W. 
Enfield, Me.; DeFoe Motor Co., 
Fort Dodge, Ia.; Kirby & Alexander 
Motor Co., McMinnville, Tenn.; C. 
H. Carey Motors, Charles City, Ia.; 
Jim Dalton Motors, St. Peter, 
Minn.; Cordell Motors, Inc., Moor- 
head, Minn.; Pierpont Body Works, 
Pierpont, O., and Columbia Hudson 
Co., Columbia, S. C. 





Russian cars. Newspapers are still 
dubious that the new models will 
actually be put into volume pro- 
duction. 


Russia’s 56 models appear to be 
much advanced over their prede- 
cessors, which is not too surprising 
since the current models are based 
on designs made in the 1930s. 


One of the new models is the 
Volga, a medium - priced, five- 
passenger car which replaces the 
Pobeda (Victory). Like the Po- 
beda, the Volga will be produced 
at the Molotov auto plant in 
Gorky. The Volga will have %5 
horsepower and be capable of 
about 80 miles an hour, com- 
pared to the Pobeda’s 50 horse- 
power and 68 miles per hour. 

The Volga has one remarkable 
improvement—an automatic trans- 
mission. Cost of the new car is ex- 
pected to be about $4,000—the same 
as the Pobeda—which is consider- 
able for the average Russian, who 
makes $150 to $200 a month. 

The USSR’s other new car is an 
improved version of the four-pas- 
senger Moskvich. Weighing only 
1,860 pounds, the Moskvich has 
been widely regarded as a lemon 
since its introduction after World 
War II. 

The Soviet papers have admitted 
frankly that the car has a “weak” 
motor, cramped interior, insuffi- 
cient comfort, poor styling, difficult 
steering, bad brakes and a faulty 
rear axle assembly. 

It is expected that most of 
these defects will be eliminated 
from the new Moskvich. Horse- 
power has been upped from 23 to 
35 on the new model, which also 
will have a larger and more at- 
tractive interior. 

According to the newspaper Eve- 
ning Moscow, the 1956 Moskvich 
will have a top speed of 65 miles 
an hour, compared to 56 for the old 
model. 

Komsomolskaya Pravda reports 
that while Soviet designers have 
for years tried to create a small car 
capable of meeting current require- 
ments, “automobile ministry offi- 
cials continued to insist that the 
shortcomings be correct by halfway 
measures.” 


Letterbox 


(Continued from Page 12) 


saturated as it is, and the new 
models are near at hand, yet there 
are plenty of present models on 
hand unsold, so, somebody will be 
left holding the well-known empty 
bag. It boils down to only one 
thing; that is for the dealers to 
get better sales forces, create a de- 
sire for more of their cars thru 
this method alone, and sell more 
cars on better terms. That takes 
prewar experience experience 
back in the thirties, in days when a 
salesman had to be good to even 
eat. 

I talked with a brand new dealer 
yesterday, a man who has been in 
another business for many years 
and has quite a bit of money and 
good credit. This man is going all 
out in a big dealership, one where 
he can loose all he has right quick. 
He will be just like a tight rope 
walker, yet he told me that he did 
not see the need of experienced 
men. He wanted young men to 
manage departments. He knew the 
automobile business was a boom- 
ing business because the factory 
records show as much. The factory 
men showed him how many cars 
other dealers were selling in much 
smaller places with much less 
facilities than he would have. 

But the factory men did not 
show him how his immediate pre- 
decessor had just gone broke right 
in the same spot. And the factory 
men did not show him how those 
dealers that were making so many 
deliveries were hurting under the 
strain of no profits. 

No, all they want is to sign up a 
sucker, make him spend his capi- 
tal, stretch his credit, then turn 
him loose to sink or swim. And 
he usually sinks. Yet with all the 
give-away deals he reads about, all 
the non-profit operations he must 
know about, he still bites, he still 
wants inexperienced youth to help 
him go broke quicker. — Roy 
Brooks, Atlanta. 


eeeannransenuseueeetea, 


@ 


gore eee ee 





ao 
Grocery chains-43% 
of the people in New York City & suburbs who bought 
in the past month from 10 leading grocery chains 


are News readers- 


The 4,780,000 Daily News readers are your best 
customers, as you will see in the most comprehensive 
market and media study ever made of New York. 

It gives new data on each metropolitan newspaper. 


Profile of the millions 
. .. based on 10,349 personal interviews in New York & 

suburbs, by W. R. Simmons & Associates Research, Inc. 
Now shown in visual presentation, by appointment only. 


Inquire any New York News office! 
(Copyright 1955 by News Syndicate Co., Inc) 


“Me mauneuansusuanusna® 


0 
Canadian whisky drinkers -4| ye 
of adults in New York City & suburbs, who 
served Canadian whisky in the past month 


are News readers- 


... And why not? When the 4,780,000 daily readers 

of The News include more people with good jobs, 

high incomes, their own homes, high and medium priced 
cars—than any other New York City newspaper has? 
For new data on New York newspaper readership and 
buying habits, see the significant research study — 


Profile of the millions 


Shown in visual presentation to advertisers and 
their agencies. Inquire any New York News office. 
(Copyright 1955 by News Syndicate Co., Inc.) 





LY, 
Sut SA ws 
Vacationers-40 % 


of the people (15 years and over) in New York City & 
suburbs, who took a vacation in the last twelve months 


are News readers- 


Daily News readers are the largest buyers in the New 
York market of new homes, automobiles, groceries, 
stocks and bonds, women’s dresses, suits, stockings, 
children’s clothes, cigars, liquors and air conditioning 
units. No advertiser can afford to miss the significant 
new data on newspaper readership in the survey 


Profile of the millions 
presented visually by appointment to advertisers 


and agencies. Inquire any New York News office. 
(Copyright 1955 by News Syndicate Co., Inc.) 
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Rushing to Sign Up for Continental— 


Six Greater Boston Lincoln-Mercury dealers sign franchises to sell Ford's forthcoming 
Continental Mark I!. Joseph F. Abely, Boston Lincoln-Mercury district sales manager, 
is in the center of the group which includes, from left, Edwin B. Holmes, Waltham; 
Frank C. O'Neill, Wellesley; John T. Stokes, Arlington; C. F. Tassinari, Quincy; Frank 
J. Owen, Westwood, and Loren White, Boston. 





German Exhibit 
To Be Held 
Sept. 22-Oct. 2 


FRANKFURT AM MAIN, 
Germany.—The German automobile 
industry will hold its 37th Interna- 
tional Automobile Exhibition here 
Sept. 22 to Oct. 2. 

_ On display will be automotive 
products from Western Germany, 
Austria, Belgium, Czechoslovakia, 
Denmark, France, Italy, the Neth- 
erlands, Sweden, the United King- 
dom and the U. S. 

About 600 manufacturers will 


give a technical cross-section of 
the car and trailer industries and 
their supplier industries. 

Organizer of the show in the 
Verband der Automobil - Industie 
which says the show “becomes & 
symbol of peaceful competition 
between the peoples, transcending 
all political frontiers.” 


Cities Service Library 


NEW YORK.—The Cities Service 
business library has been expanded 
to fill requests from dealers and 
distributors for information on 
management problems. In 1954 it 
received 52,650 requests, more than 
2% times as many as in 1953. 


On the Financial Front 


ST. PAUL. — Minnesota Mining 
& Mfg. Co. has reported a net 
income before taxes of $16,613,098 
in the second quarter and earnings 
after taxes and preferred dividends 
of $8,329,098. Both are record 
figures. 

Sales for the three months ended 
June 30 amounted to $68,262,655, 
largest volume in the firm’s history. 
Sales were 18 percent higher than 
the $57,786,178 for the same period 
last year and 8 percent above the 
previous quarterly record of $63,- 
382,846 set during the first quarter 
of this year. 

President Herbert P. Buetow 
cited a substantial sales growth 
in recent additions to the firm’s 
line and the generally high rate 
of business activity as major fac- 
tors in the firm’s success. 


Gabriel Co. Earnings Drop 


To $1,654 in First Half 


Gabriel Co., Cleveland, has re- 
ported net profits of $1,654 for the 
first half of 1955, compared with 
$150,785 for the same period in 1954. 
Second-quarter profits totaled $129,- 
045, compared with $87,437 in 1954. 

Net sales in the first half totaled 
$6,759,792, compared with $10,032,940 
for the same period the previous 
year. Second-quarter sales 
amounted to $3,718,023. 

+ * 


American Brake Shoe 
Reports $3,029,507 Net 

American Brake Shoe Co. has 
reported net profits of $3,029,507 
for the first half of 1955 as com- 
pared with $2,523,850 for the same 
period of 1954. 

First-half sale: totaled $66,778,- 


for profitable wheel balancing 


ON THE CAR... OR OFF 


CONTINUOUS DUTY .. -« 
OR OCCASIONAL 


SPACE APLENTY... 
OR LIMITED 


7 BEAN EQUIPMENT 









a price to fit your 


can meet your exact need at 


pocketbook 








John Bean On-The-Car Balancer — 


Model 88 —a complete wheel balancer depart- 
ment in itself, with convenient, easy-to-read con- 
trols — accurate, safe and extremely simple to 
opercte — producing more profitable wheel bal- 
ancing at a minimum investment. 

John Bean On-The-Car Balancers are available in 
three basic models, The Economy, The Deluxe illus- 
trated above, and the Twin Motor Deluxe. 


WHEEL 





John Bean Centerpoint 
Balancer —. Model 55-J 


— combines speed with accuracy 


Oo 


JOHN BEAN DIVISION 
FOOD MACHINERY & CHEMICAL CORP. 
LANSING 4, MICHIGAN 


John Bean Visubalancer— 
Model! 300 — a beam-of-light 
static and dynamic bolancer for 
fast, accurate service that elimi- 
nates labor wasting cut-and-try 


methods . . . puts the finger on 
out-of-balance wheels by show- 
ing exactly how and where to 


correct. 


ALIGNERS © WHEEL BALANCERS © TIRE 


DE-SKIDDERS * STEAM CLEANERS * CAR WASHERS © 
HEADLIGHT TESTERS * ACCESSORIES and ALLIED TOOLS 


JOHN BEAN DIVISION, Lansing 4, Michigan 


Please arrange a free demonstration for me. 


in pinpointing both static and (CO Please send me information on John Bean 
dynamic bolance . . Balancers. 
down on labor, resulting in N 
greater shop profit. A rugged, ame rs - 
low cost unit that can take Add 
continyous use. pees. en 
City State 


i 
1 
| 
| 
>» cuts woy | 
| 
| 
| 
“When It Comes fo Balancing, Use Your Bean" 
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866, which were up from $58,972,851 
during the first six months of 1954. 
Second-quarter sales jumped to 
$36,201,287 from $30,577,579 during 
the first quarter. 

* 2 * 


H. K. Porter Net Profit 
Rises to $1,994,325 

H. K. Porter Co., Inc., Pittsburgh, 
has reported net profits of $1,994,- 
325 during the first half of 1955 
with net sales amounting to $47,- 
690,024. 

This compared with profits of 
$1,116,037 and sales of $32,447,304 
for the same period of 1954. 


American Bosch Reports 


Income Hike, Sales Drop 


American Bosch Arma Corp. and 
subsidiary announced a_ consoli- 
dated net income of $1,458,017 for 
the first six months of this year, as 
compared with $1,411,965 during the 
same period of 1954. 

Net sales for the six months to- 
taled $39,798,967, compared with 
$40,159,253 for the first half of 1954. 


* * * 


Allis-Chalmers 


Allis-Chalmers Mfg. Co., Milwau- 
kee, first half report, 1955 vs. 1954: 





pap ; sales $267,040,844 and $258,- 


’ . 
* * * 


Maremont Automotive 


Maremont Automotive Products, 
Inc., Chicago, first half report, 1955 
vs. 1954: Net profits, $503,990 and 
$424,147; sales, $12,314,480 and $10,- 
984,536. 

s ? * 


Towmotor 


Towmotor Corp., Cleveland, first- 
half report, 1955 vs. 1954: Net earn- 
ings, $701,066 and $387,398; sales, 
$10,164,413 and $9,491,658. 


National Automotive Fibres 


National Automotive Fibres, Inc., 
first-half report, 1955 vs. 1954: Net, 
$1,888,852 and $512,698; sales, $45,- 
730,135 and $32,960,255. 


* * * 


Tung-Sol Electric, Inc. 


Tung-Sol Electric, Inc., Newark, 
N. J., first half report, 1955 vs. 1954: 
Net earnings, $1,528,792 and $1,001,- 
on Sales, $23,754,485 and $19,102,- 


* * * 
Hastings Mfg. Co. 

Net earnings of Hastings Mfg. 
Co., Hastings, Mich., were $202,156 
for the first half of 1955, compared 
to $249,832 for the same period last 
year. 

.- * o 


Kent-Moore Organization 

Kent-Moore Organization, Inc., 
Detroit, first-half report, 1955 vs. 
1954: Net profits, $212,900 and $162,- 


Net profits, $12,562,932 and $13,-| 000. 





Franchised Across U.S... . 


Studebaker Adds 22 Dealers 


SOUTH BEND.—Studebaker has | ville, S. C., R. U. Fox sr., president; 
added 22 firms throughout the U. S.| Dunbar Service Co., Newnan, Ga., 


to its dealer organization. They 
are: 

Paviol’s Garage, Carlisle, Pa., 
James A. Paviol; Palma Rhoads 
Motors, Paris, Ill., Lumir S. Palma, 
Milton J. Palma and Harry F. 
Rhoads; Fox Equipment Co., Harts- 


Used-Car Notes 





PITTSBURGH. — “We dare cus- 
tomers to find something wrong 
with the ‘sharp’ cars we have on 
our lot,” says Rocky Boyle, of Auto 
City, Inc. 

Boyle reports that his cars get 
an average of 10 hours of labor 
each, including rubbing out and 
waxing, painting, interior cleaning, 
changing tires, steam cleaning and 
polishing. 

* * 
Georgia Town Gets 
2 More Independents 

ROSSVILLE, Ga.—Grice-Tribble 
Motor Sales, owned by Jacque 
F. Tribble and Charles R. Grice 
jr., and Bird’s Used Car Lot, owned 
by James E. Gregg, have opened 
here. 

* * + 
Four Operators Open 
Lots in Chattanooga 

CHATTANOOGA, Tenn. — Four 
used-car dealerships have opened 
here. They are: 

A.B.C. Motors, Inc., managed by 
Lester B. Owens. 

Akers Auto Sales, owned by Oza 
L. Akers. 

Shropshire & Davis Motor Co., 
owned by Tandy Shropshire and 
Frank Davis. 

Smitties Used Cars, owned by 
R. S. Smith. ? 

* * 


Moss Succeeds Samples 


As Head of Atlanta Group 


| ATLANTA. — C. N. Moss has 
been elected president of the At- 
lanta Used Car Dealers Assn., suc- 
ceeding Ferrell Samples, who 
becomes board chairman. 

Other officers are Otto Hill, vice- 
president; R. C. Brown, treasurer, 
and John Darnall, secretary. Di- 
rectors are C. W. Cheeley, Noah 
Maddox, B. C. Young jr., James C. 
Downing and B. A. Welch. 

x * ca 


Auto Mart Opens 
WHEELING, W. Va. — Twelfth 
Street Auto Mart has held its 
grand opening. 


D. C. Dunbar. 


Templeman Motors, Kingman, 
Ariz.. M. Templeman; Kron’s 
Auto Repair, Floodwood, Minn., 
Edward A. Kron; Moller Motors, 
Snoqualmie, Wash., R. M. Moller; 
Neuberger Motors Co., Hewlett, 
N. Y., John Neuberger and Harry 
H. Sutcliffe; Weissman Motors, 
Inc., Clifton, N. J., Emil Weiss- 
man, president. 

Mobridge Car Sales, Mobridge, 
S. D., Lawrence Andersen; Mead 
Studebaker, University City, Mo., 
Walter M. Mead and Vernon 
Schafer; Guyan Motors, Pineville, 
W. Va., Estol Mullins; Larson Mo- 
tors, Loveland, Colo., L. E. Larson; 
Paul Motor, Inc., Greesburg, Pa., 
Howard L. Crane, president. 

Jerome Motors Co., Inc., Bronx, 
N. Y., Harold J. Schaus, president; 
Hendrick’s Sales & Service, Dur- 
and, Mich., Hazen Hendrick. 

Andree & Allen Motors, Inc., 
C. W. Andree, president; Toma- 
hawk Garage, Mahopac, N. Y., 
Chester M. and Millie Burns; 
Mathews Motor Co., McComb, 
Miss., H. H. Mathews. 

Creveling Packard Co., Corpus 
Christi, Tex., J. W. Creveling, presi- 
dent; Ted Wilk’s Sales & Service, 
Rawlins, Wyo. Theo L. Wilk; 
Brown Motors, Paso Robles, Calif., 
Archibald P. Brown. 





35 Years with Ford— 


Receiving a gold watch marking 35 
years with Ford Motor Co., is V. W. 
Helard, Mercury sales manager in Mer- 
cury's Kansas City district sales office; left 
Making the presentation is William H. 
Alen, district sales manager. Others, from 
left, are John Sullivan, used-car manager, 
and E. L. Devona, business management 


manager. 
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Correspondent George L. Glaser Writes .. . 


Auto Letter from Europe 


NTWERP. — General Motors 

broke all previous sales records 
for June in Belgium when more 
than 5,000 cars were assembled and 
sold, which includes the European 
GM products, too. 

GM radiator production at 
Antwerp also is in full swing, 
utilizing Belgian material. 

At Ford, where a new building 
for an ultramodern assembly oper- 
ation is being added to the plant, 
I also found things humming. 

Even the Thunderbird, which 
comes from the U. S. entirely as- 
sembled and sells in Belgium for 
around $5,700, enjoys a brisk busi- 
ness. 

The Ford plant at Antwerp— 
started by Henry Ford in 1922— 
assembles all U. S. Ford products 
for Switzerland, the Netherlands, 
Belgium, Luxembourg and the Bel- 
gian Congo. 


* * * 


Europeans Like V-8s 


I HAVE observed all during this 
year the enormus success of the 
French Ford Vedette (in France, 
the Simca Vedette). In its class, 
this car has broken all sales rec- 
ords and leads to such an extent 
that Opel has decided to scrap its 
Capitain. 

Vedette’s reasons for leader- 
ship are a V-8 engine—though an 
obsolete L-head, long-stroke type 
—high style and bright colors. 
The Opel Capitain has reached 
the end of the line after a very 
short model run (for Europe) of 
two years. But it has a six-cylinder 
engine. 

Opel is said to be hatching a 
pretty, young “Cadillac’—or what 
comes next to one—for the coming 
September show in Frankfurt. 
This will replace the Capitain. The 
ear will, of course, remain in its 
price class and be smaller than 
a Chevrolet in body dimensions. 

There is nothing better than 
competition—for the public, that is. 

. = ~ 


Nursing a Bride 


ITROEN, the French front- 
wheel-drive car, has actually 


Hartford Firm 
Designs Nylon 


Safety Belts 


HARTFORD, Conn. — Capewell 
Mfg. Co., of Hartford, expects to 
have available shortly a line of 
auto safety belts conforming to 
standards developed as a result of 
three years of research at Cornell 
University. 

Safety belt requirement legisla- 
tion is now receiving serious con- 
sideration in Connecticut. It may 
come before the next session of the 
State’s General Assembly. 

The Capewell firm, producer of 
parachute harnesses for military 
forces during the war, will use ny- 
lon webbing in its auto safety belt, 
which will be attached to the frame 
of the vehicle. 


Russell Mfg. Co., of Middletown, 
which started making safety belts 
several years ago, is adopting a 
new approach to belt design and 
extensive research igs now under 
way there. 


Still another Connecticut firm is 
engaged in engineering and re- 
Search for the production of nylon 
webbing. This is the Essex Mills in 
Essex, reported to be under a com- 
mission from a concern already 
prominent in the safety belt field. 


Chrysler Sweeps 
Stock Car Races 


DETROIT. — Chrysler’s two-to- 
One record of wins over all other 
U.S. stock cars was bettered when 
Tim Flock piloted his Chrysler 300 
to first place in stock car races in 
Syracuse, N. Y., and Bay Meadows, 
Calif., sponsored by the National 
Assn. of Stock Car Auto Racing. 

These wins brought Chrysler’s 
total of “firsts” in NASCAR feature 
events to 19, to complete its sweep 
of stock car racing. 

Chrysler has won first place in 
all six AAA-sanctioned races held 
this season in its class, for a com- 
bined total of 24 firsts. 
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stopped production for present 
models. What may be the greatest 
styling ehange in Citroen history 
is under way. 

The tooling—mostly American— 
has arrived and after a record of 
keeping the basic body styling 


NBC Telecasts 
Anspach Auction 


ALBANY. — The operation of 
an auto auction was telecast last 
week on “Today,” the NBC morn- 
ing show. The filming and record- 
ing of the auction for the show 
was made the previous week at 
the Tim Anspach Dealers’ Auto 
Auction in Albany. 





for over 20 years, Citroen seems to 
be nursing a car in a bridal cos- 
tume. 

It should be remembered that 
in about 1932 Citroen surprised 
the world with one of the first 
unitized bodies and step-down 
design, not to speak of torsion- 
bar suspension and front-wheel 
drive. 

And the job was a Budd cre- 
ation from Philadelphia at that 
early date! 

One of my friends saw a Merce- 
deg the other day without a clutch 
pedal and regular shift lever. It 
seems that something may be 
brewing at the world’s oldest car- 
manufacturing -plant. 


Field Force Realignment 
Announced by Chevrolet 


DETROIT. — A realignment of| national used-car department, a 


executive field forces as a result 
of vacancies created by the retire- 
ment of one re- 
gional manager 
and the illness of 
another was an- 
nounced last 
week by W. E. 
Fish, general 
sales manager of 
Chevrolet. The 
new appointments 
are: 

E. P. Feely as 
manager of the 

E. P. Feely Flint region with 
headquarters at Detroit. He suc- 

ceeds F. A. Hoel, on leave because 
of ill health. 

L. H. Averill to succeed Feely 
as manager of the eastern regional 
office in Washington. 

J. R. Roach jr. to succeed Averill 








L. H. Averill J. R. Roach jr. 


as manager of the national fleet 
department. 

H. G. Messer to succeed Roach 
as assistant regional manager at 
Washington. Messer has been zone 
manager in Chicago. 

R. P. Murphy as manager of the 
midwest region with headquarters 
in Kansas City. He succeeds H. Z. 
Wellinger, who is retiring. 

W. J. Hanlon to succeed Murphy 
as assistant manager of the Atlantic 
coast regional office at New York. 
Hanlon has been zone manager in 
New York. 

Ed Cowan jr., as manager of the 


Prize Jeep— 


E. F. Bogner of B. F. Goodrich, left, 
gets the keys to one of six specially 
painted and equipped Jeeps which were 
top national prizes in a merchandising 
contest conducted by Goodrich among 
service station operators. At right is C. W. 
Grinstead, Willys Motors central division 
sales manager. 


post left vacant when L. N. Mays 





was named assistant to the general 
sales manager. 

R. B. Johnson to succeed Cowan 
as assistant regional manager at 


Chicago. 

B. A. Koether to succeed Johnson 
as zone manager at Detroit. 

W. P. Dalton to replace Koether 
as zone manager at Pittsburgh. 

C. F. Taylor to follow Dalton as 
zone manager at Harrisburg, Pa. 
Taylor has been assistant manager 
of the national fleet department at 
the central office. 

J. V. Boland to succeed Hanlon 
as the zone manager in New York. 

J. J. O’Brien, city manager at 
Boston, to succeed Boland as Phila- 
delphia zone manager. 

A. M. S. Morgan, Milwaukee 
zone manager, as zone manager 
at Chicago. 

H. W. O’Boyle, north side Chi- 
cago city manager, to succeed 
Morgan at Milwaukee. 


Ohio May Summon 
Special Session 


On Truck Tax 


COLUMBUS, O.—A special ses- 
sion of the Ohio Legislature may 
be called by Gov. Frank J. Lausche 
if it becomes necessary to modify 
present legislation for the enforce- 
ment of the state’s axle-mile tax 
on commercial trucks. 

The tax, levied at rates of one- 


« | half to 2% cents per mile for high- 


way use, was weakened by a State 
Supreme Court decision that Michi- 
gan truckers are exempt from it 
because of a reciprocity agreement 
negotiated in 1937. 

Following a conference with leg- 
islative leaders and other state 
officials, Lausche said that these 
moves had been agreed upon: 

1. That the state attorney general 
make “every effort” to obtain a 
rehearing of the case from the 
court. 

2. That the Ohio reciprocity board 
serve notice on neighboring states 
it will continue to grant reciprocal 
immunity on all vehicles except 
those affected by the axle-mile tax. 

“The board will request modifica- 
tion of present reciprocal agree- 
ments to carry into effect present 
agreements except the axle tax,” 
Lausche said. 

State Tax Commissioner Stanley 
J. Bowers had earlier predicted 
that revenue from the levy would 
“decline to virtually nothing” and 
that it would be impossible to 
administer it due to an anticipated 
continual flood of litigation. 

The state has been receiving from 
$14 million to $16 million a year 
from the tax, with the receipts 
dedicated to highway bonds. 
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TODAY'S Best Bin Buy 


Make us prove the above statement. Write us, and we will have 
a Borroughs representative see you, tell you, and show: you 
why you should “Go Borroughs”. There are features in Borroughs 
Bins that you should know about first hand .. features that will 
absolutely save you time and money. Are you interested? Then 
before you buy, investigate Borroughs . . Best Buy in Bins. 





SLIDING SHELVES .. adjustable without bolting 


Borroughs flexi Bins save you valuable time when rearranging shelves, dividers and 
trays. Shelves are adjustable without bolting, and slide on 112” centers... AND 
CAN BE MOVED EVEN WHEN LOADED... dividers snap in any place, and labels 
travel with dividers ...tray partitions slide into place in slots placed at regular 
intervals. You need no screws, bolts, nuts or tools to rearrange a Borroughs flexi Bin. 
These are but a few Borroughs features. 


Borroughs Steel Shelving another great buy 





No steel shelving is easier or quicker to assemble. No bolts or nuts are needed to 
assemble shelves. Most practical and most flexible. Saves you time and money from 
the first day of installation. 


send for new 32-page catalog 
BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK dilip KALAMAZOO, MICHIGAN 
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Television and 
Radio Available By Martin L. Whitmyer 
Staff Writer 

No charge Du Pont has announced that its 
| it for advertising and promotion oe stem 
ren for Zerone and Zerex anti-freeze 
Child ‘ this fall will be the largest ever 
Phone conducted. ‘ 
“All indications point to a recor 
; ; WOodward 3-7100 season,” stated R. D. Scheer, Ze- 
Acevteoriggear ieee gm’, JERRY MOORE rone-Zerex sales manager, at a 


ROOMS recent New York district sales 


meeting. “Passenger car registra- 
tions so far this year are at about 
50 million. That’s 2.2 million more 
than we had in 1954. Also, for the 
first six months of 1955, the auto 
industry turned out new cars at 
the rate of 14.4 per minute, and 
new-car sales are not far behind 
production. Our advertising and 
promotion program will help 
dealers cash in on this record 
potential.” 

In revealing the Zerone - Zerex 
fall promotion plans, R. D. Scheer, 
sales manager, explained that Anti- 
Freeze Week — promoting servic- 
ing cars for winter early—again 
will be a major Du Pont advertis- 
ing and promotion theme. 

“We also are introducing a 
dramatic theme for Zerone this 
year,” he said. “It is based on a 
recent series of tests and demon- 
strations proving the winter-long 
permanency of Zerone, our econ- 
omy-priced anti-freeze.” 

+ * * 


Dodge Dealers on Radio 


A saturation program of one- 
minute radio spots on the twin- 
city stations has been launched 
by Minneapolis area Dodge dealers 
as the first step in a concentrated 
campaign featuring both new and 
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for seat covers that keep new-looking longer, 


SPECIFY 


high tenacity 


beautywear seat cover fabric 


Road-tested for over 2 years by over 1,000,000 American motorists. 
©@ Resists Burns ® Stops Shock © Won't Fade 
© Prevents Scufts © Air Conditioned Comfort © Repels Stains 


Genuine Nycar is made only by 


ELLENBORO MILLS, INC. 
a division of Neisler Mills, Inc., Ellenboro, N. Carolina 
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See your automotive jobber or write today for full information! 
CORPORATION «© 351 N. Crawford Ave., Chicago 24, Ill. 
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Aff. ing Factories and Dealers .. . 


Auto Advertising 


used cars during a six-week period. 

Stations WTCN and WLOL are 

scheduling the 60-second commer- 

cials to reach automobile owners 

during the heavy driving hours 

from 6:45 to 9 a.m. and 4 to 6 p.m. 
7 * * 


Sampson & Johnston Cited 


The Detroit firm of Sampson & 
Johnston, Inc. won first place 
honors at the Los Angeles conven- 
tion of the International Mail 
Advertising Services Assn. 

Sampson & Johnston placed first 
for blue ribbon awards in three 
of the six classes for mechanical 
excellence. These were “Multi- 
graphing”, “IBM and Varitype 
Composition” and “Offset Printing 
—Over size 10 x 14.” 

The winning entries featured 
samples of literature and letters 
for American Motors Corp., Ford 
Motor Co., Carboloy, Studebaker - 
Packard Corp. and Kerr Machinery 
Co. Paul Sampson, secretary- 
treasurer of Sampson & Johnston, 
flew to Los Angeles to accept the 
awards. 

* * * 
American Home Record 


Following a record - breaking 
gain of 67 percent in August, 
American Home’s September is- 
sue closed with the greatest 
number of September ad pages 
in the magazine’s history, the 
company announced. 

he magazine also reports a 
gain of 33 ad pages for the first 
nine month of 1955. 

* * * 


Young Appoints Rep 

The appointment of Walter-Jac- 
ques Associates, Detroit, as public 
relations counsel has been an- 
nounced by L. A. Young Spring & 
Ly Corp., automotive parts sup- 
plier. 


* * 


Thomson Dies at 59 


Stuart R. M. Thomson, adver- 
tising manager of Transport Top- 
ics, the national weekly newspapers 
of the American Trucking Assn., 
died on July 30, at the age of 59, in 
Bryn Mawr Hospital, Bryn Mawr, 
Pa., after an operation. 

He had been with the Transport 
Topics since 1945. 

* x * 
James Signs Wilson 


Don Wilson, West Coast radio 
and television announcer, has 
signed an agreement to represent 
Ed James Buick Co., Los Ange- 
les, as the “Voice of Jamestown.” 

7 = * 


Hammond Opens Business 


George H. Hammond, formerly 
associated with Federal Motor 
Truck Co., Detroit, has organized 
George H. Hammond Sales Co. to 
help clients increase business 
through advertising specialties and 
imported business gifts. 

Office and display room is located 
at 2455 Guardian Building, Detroit. 

+ * 


Raybestos Campaign Starts 


The 1955 Raybestos Summer 
cooling system rubber campaign 
is under way, according to the 
Raybestos division of Raybestos- 
Manhattan, Inc., Bridgeport, 
Conn. 

Material for the campaign in- 
cludes posters, folders, post 
cards, broadsides, streamers and 
presentation cards. Integrated 
with this promotional effort is 
the “Hoods Up! Heads Down!” 
theme. 

7 Oo” * 


IH Appoints Branta, Adler 


Appointments of John W. Branta 
as supervisor of International mo- 
tor truck advertising and William 
A. Adler ag sales promotion super- 
visor have been announced by In- 
ternational Harvester Co., Chicago. 

Branta, formerly motor truck 
sales promotion supervisor, suc- 
ceeds Samuel E. Houston, who re- 
tired. Adler previously was sales 
promotion supervisor on the com- 
pany’s industrial power products. 

Fred J. Grede continues as gen- 
eral supervisor of International 
truck advertising and sales pro- 
motion in the consumer relations 
department, while Robert B. Mc- 
Allister, supervisor of dealer 
advertising, assumes the editorship 








of International Trail, a Harvester 
publication, in addition to hig othe: 
duties. 


bd * * 


New Hudson Magazine 


Introduction of a customer publi- 
cation, labeled “The Hudson 
Family Magazine,” has been an- 
nounced by N. K. VanDerzee, sales 
vice-president of Hudson. 

The magazine, designed to re- 
place the long-established “Hud- 
son Newsletter,” will be supplied 
monthly to dealers for distribu- 
tion to customers and prospective 
new car buyers. 


Subject matter is based on and 
directed towards the trend of mod- 
ern living with articles of interest 
for all members of the family. 


New ‘Prestone’ Movie 


National Carbon Co., a division 
of Union Carbide and Carbon Corp. 
has announced a new 16 mm sound 
movie in color on “Prestone” brand 
anti-freeze. The film will be shown 
to marketing organizations handl- 
ing anti-freeze, and to dealer 
groups. 

The movie approaches the anti- 
freeze sales situation from the 
standpoint of dealer benefits in 
handling the product. 


Other dealer benefits covered in 
the movie are National Carbon 
Co.’s policies protecting the dealer’s 
market; Fair Trade vigorously en- 
forced in states having such laws, 
prohibition of sales at less than 
Fair Trade prices by industrial 
purchasers, and no direct sales 
to employes of National Carbon or 
other Union Carbide divisions. 

* * * 


Dodge Dealers Air Murrow 


Indianapolis Dodge dealers are 
sponsoring “Edward R. Murrow 
and the News” for the month of 
August. Murrow is heard Mondays, 
Wednesdays, and Fridays, from 
6:45 to 7 p.m. over station WISH. 

The station is promoting the pro- 
gram using placards, 10-second 
announcements on hourly station 
breaks, and supporting newspaper 
ads. 

Additional radio advertising to 
be sponsored by the dealers during 
August includes 72, one-minute 
spot announcements a week over 
stations WXLW, WIRE, and 
WIBC. 


* * x 


Frost Heads ANA Parley 


Donald 8. Frost, Advertising 
vice-president of Bristol-Myers 
Co., has been named program 
chairman of the 26th annual 
meeting of the Assn. of National 
Advertisers Oct. 31-Nov. 2 at the 
Hotel Plaza in New York City. 

Preliminary plans for the meet- 
ing include special work shop 
seminars on specific subjects 
members have selected in addi- 
tion to the formal presentations 
as at past A.N.A. meetings. 

* . * 


New Advertising Service 


D. W. Hacker has announced 
that he will have controlling inter- 
est in a new advertising service 
organization recently formed under 
the name of Hacker, Hull & Y'n- 
cent, Inc., Detroit. The company 
will offer advertising, merchan- 
dising, sales promotion and direct 
mail services on a local and na- 
tional scale, Hacker said. 

R. W. Hull formerly was assist- 
ant advertising manager, and J. J. 
Vincent, director of the graphic 
arts department of Packard. 

* * 


Dow to Sponsor Grid Scores 


Oil and automobile companies’ 
own brands of antifreeze will get 
national support this fall on “Foot- 
ball Scoreboard,” which follows the 
NCAA Game -of-the- Week, Dow 
Chemical Co., Midland, Mich., the 
sponsor, has announced. 

Broadcast on the NBC-TV net- 
work, Scorebos:2 will begin with 
the Georgie Tech-Miami game at 
Atlanta, “<ept. 17, and continue 
through tne Duke-North Carolina 
game Dec. 3. It follows immedi- 
ately after the Game-of-the-Week, 
giving a summary of all college 
scores for that day. 

Featured on the program will be 
the team of Russ Hodges and Bob 
Cooke. 

* * . 


Marketing Data on Autos 


Marketing data of special interest 
to automotive manufacturers and 
their agencies is available in a new 
national study conducted by Alfred 

(Continued on Page 71, Col, 1) 
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Affecting Factories and Dealers .. . 


Auto Advertising 
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(Continued from Page 70) 


Politz Research, Inc., under the 
sponsorship of Look Magazine. 

The study measures the audi- 
ences of nine major magazines, and 
enables advertisers and agencies 
to ascertain just where the best 
sales potentials for certain prod- 
ucts seem to exist. Of special in- 
terest to automotive manufactur- 
ers and their agencies is material 
the study contains on car and truck 
ownership. 


Titled “The Audiences of Nine 
Magazines,” the study provides up- 
to-date information on just which 
of the nine magazines reach the 
most people living in car-owning 
and truck-owning households. 

* « * 


Daily News Ads Up 


The Chicago Daily News is 
heading for a record year in adver- 
tising the paper announced. 


Six months figures released by 
Media Records, Inc., shows that 
the Daily News gained more than 
a million lines in the first six 
months of 1955 over the same 
period in 1954, officials said. 

If the present pace is continued 
the Daily News will break its aH- 
time linage record of 21,811,000 
lines established in 1926. Total gain 
for the Daily News for the first 
six months of 1955 was 1,069,642 
lines on a total of 11,190,250 lines, 
a gain of 9.6 percent over 1954. 

Biggest gains were shown in 
general advertising, up 376,076 
lines, a gain of 16.6 percent over 
1954; automotive advertising, up 
165,333 lines, a gain of 20.7 percent 
over 1954 and retail advertising, up 
486,487 lines, a gain of 7.5 percent 


over 1954. 
* * * 


Archer Moves to Delco 


Samuel W. Archer, who has been 
service manager for General Mo- 
tors’ Delco Radio division in Ko- 
komo, Ind., has been named assist- 
ant general merchandising man- 
ager for GM’s United Motors Serv- 
ice division, according to Roland 
S. Withers, United Motors general 
manager. 

Archer joined Delco in 1930. 

* - 7 


Potamkin Extols Daily News 


Vic Potamkin, Philadelphia Chev- 
rolet dealer, ran a full page ad in 
the Wall Street Journal recently, to 
show how he feels about the news- 
paper which is carrying his adver- 
tising. The headline of the ad reads: 
“I owe this plug to the one news- 
paper that put me over in Phila- 
delphia.” 

Potamkin feels that his rise in 
sales is due largely to the Daily 
News, where he advertised almost 
exclusively (two pages per week) 
since he opened his automobile 
agency in 1954. 

* 


Western Admen Pick Kemp 


John Kemp, of Los Angeles, has| | 


been named president of the Ad- 
vertising Assn. of the West. 

Other officers elected at the as- 
sociation’s 52nd annua] convention 
in Portland, Ore., included: Jack- 
son Hoagland, Phoenix, Ariz., vice- 
president; Neva Elliott, Portland, 
vice- president at large; Thor 
Myhre, Spokane, Wash., secretary, 
and Richard Ryan, San Jose, Calif., 
treasurer. Elected district vice- 
presidents were Stan Pfoor, Seat- 
tle; W. J. Corran, Stockton, Calif.; 
Ross Watson, Vancouver, Wash., 
and Bessye Pittman, Tucson, Ariz. 

Los Angeles was picked as the 
site for the 1956 convention. 

oe * * 
C-E Honors Francis 


Richard C. Francis, vice-presi- 
dent and Pacific Coast manager of 
Campbell-Ewald advertising agen- 
cy, was honored recently at a din- 
ner commemorating his 30 years 
with the agency. 

Throughout his career Francis 
hag been associated with Chevro- 
let and General Motors advertising. 
He now supervises West Coast ad- 
vertising for Chevrolet. 

* + * 


Agency Changes Name 

AWL Advertising Agency & 
Golnick Associates has changed 
its mame to Applestein, Levin- 
stein and Golnick Advertising 


Agency, Inc. The agency is lo- 
cated at 1101 N. Calvert St., Bal- 


timore. 
* > 


Crowell-Collier Elects 3 


Three new directors have been 
elected to the board of Crowell- 
Collier Publishing Co. Paul C. 
Smith, president, announced. 

The three new board members 
are Edward L. Elliott, Francis S. 
Baer and R. Carl Chandler. 


Smith also announced the resig- 
nations from the board of Dennis 
O’Sullivan, Ronald Yokum and C. F. 
Norsworthy. 


* * * 


Army Times Gets New Home 


Army Times Publishing Co. will 
move into new quarters at 2020 M. 
St. NW., Washington, in Septem- 
ber, A. E. Giegengack, vice-presi- 
dent announced. 

The Army Times is a weekly 
newspaper for active and reserve 
components of the Army. 

* * +. 


Life Revenue Up 


Life magazine will set a new 
record in ad revenue for July and 
August with an estimated $13,642,- 
000, an increase of slightly more 
than seven percent over the pre- 
vious high for the same period set 
in 1954, according to Clay Buck- 
hout, advertising director. 

The gain exceeds the 6.2 percent 
gain marked up by 1955’s first half 
over the same period in 1954, 
Buckhout said. 


7 * 7. 
Names 


Shirley Myers has been named 
associate editor of “Battery Sales- 
maker,” Willard Storage Battery 
Co’s dealer magazine. Miss Myers 
formerly was an assistant account 
executive of Ad Enterprise Adver- 
tising Co. 


Russ Paulson has been assigned 
to Ford Motor Co. and Ford dealer 
accounts in the San Francisco 
office of J. Walter Thompson Co. 


Richard C. Looman has been ap- 
pointed assistant manager of Chry- 
sler Corp.’s West Coast public rela- 
tions. Looman formerly operated 
his own industria] public relations 
firm in Los Angeles. 





vice-president of Geyer Advertis- 
ing, Inc. Prior to joining Geyer in 
1948 Hall served as copy chief with 
Plymouth. 


Alvie L. Smith has been ap- 
pointed to the General Motors pub- 
lic relations staff: Director of the 
1955 Centennial program for Michi- 
gan State University, Smith will 
join the staff of Anthony G. De 
Lorenzo, director of press, radio 
and television relations for GM. 


H. Harry Henderson, for the past 
three years director of public rela- 
tions for the 53 YMCA organiza- 
tions in Chicago, has joined the 
midwest public relations office of 
Ford Motor Co. He replaces 
Thomas Westerlin, who has been 
transferred to Ford’s community 
relations department in Dearborn. 


Col. Carl O. Hoffmann has been 
elected to the board of directors of 
Crowell-Collier Publishing Co. Hoff- 
mann is a member of the advisory 
board of the Chemical Corn Ex- 
change Bank of New York and a 
director of several other financial 
and .industrial corporations. 


John W. McPherrin has resigned 
as a vice-president of Crowell-Col- 
lier Publishing Co. 


John H. Sheldon has been ap- 
pointed executive representative in 
the Detroit office of Kudner Agen- 
cy, Inc., replacing Richard J. Far- 
ricker, who has resigned. Sheldon 
joined the executive staff of Kud- 
ner Agency in 1954 and has been 
working on special assignments for 
the president. 


A. Clifford Barrett has been put 
in charge of all advertising for the 
tire division of Dominion Rubber 
Co., Ltd. 


William J. DeGrace has joined 
the public relations staff of Clark 
& Roberts, Inc., Detroit ad agency. 
DeGrace formerly was with Grant 
Advertising, Inc, as chief copy 
writer of the Dodge News bureau. 


Orville C. Demaree has been ap- 
pointed market research manager 
of The Progressive Farmer in 
Birmingham, Alabama. For the 
past 15 years, Demaree has held 
administrative posts in the Bureau 
of the Census of the U. S. Depart- 
ment of Commerce in Washington. 


Peter M. Stewart has been named 
an account executive in the 
Detroit office of Young & Rubicam, 
Inc., Stewart formerly was with 
N. W. Ayer & Son, Inc., in Detroit. 


Philip E. Genthner has joined 
Geyer Advertising, Inc., as an ac- 
count executive. Genthner formerly 
was a vice-president and account 
executive with Scheideler, Beck 


Whiting Hall has been elected a'and Warner Inc. 
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Exhibit Tests ‘Oil 1Q'— 





A challenge to “Check Your Oil IQ” is posed by an exhibit made available by 
the American Petroleum Institute for use at fairs, conventions and other public gath- 
erings. The exhibit lists questions about the oil industry and flasher lights pinpoint 
the answers. A series of industry photographs forms one side of the board and 
wire racks are fixed at the bottom to hold literature. 





Cigar smokers -46 


of the men (15 years and older) who live in 
New York City & suburbs, and smoke cigars 


are News readers- 
The 2,490,000 Daily News men readers have most 

of the jobs, families, homes, cars, stocks and bonds... 
buy most of the men’s wear, Bourbon, Scotch, and 
blended whiskey sold in New York. You’ll find 

brand new data on New York newspaper readership 
and buying habits in this authoritative study 


Profile of the millions 


now being shown in visual presentation to agencies 
and advertisers. Inquire any New York News office. 
(Copyright 1955 by News Syndicate Co., Ine.) 


% 


Wine drinkers-42% 


of all the people in New York City & 
suburbs who served wine in the past month 


are News readers- 


You may be surprised to learn that your best 
customers for virtually everything in the New York 
market are News readers! And there are 4,780,000 

of them. You owe it to yourself to see this new 

study on New York market readership and purchases— 


Profile of the millions 


. .. summarized in visual presentation for advertisers 
and agencies. Inquire any New York News office. 
(Copyright 1955 by News Syndicate Co., Inc.) 


















Regular coffee drinkers-40% 


of the women (15 years and over) in New York City & 
suburbs, who served regular coffee in the past month 


are News readers- 


... These women News readers are the best customers 
for everything sold in New York . . . because there are 
so many of them—2,290,000 in all, and include 

the largest proportion of executives, high income 
occupations, wives, mothers, car owners. 

See this important new New York readership study— 


a 7 7 
Profile of the millions 
Presented visually by appointment to advertisers 
and agencies. Inquire any New York News office. 


(Copyright 1955 by News Syndicate Co., Ine.) 
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Dealer’s Portrait of a Dealer 


By J. H. Reed 
Staff Correspondent 

SAN ANTONIO.—Profitless sales 
volumes are forcing dealers here to 
take a long, hard look at themselves 
and their position in the automo- 
tive industry. And they don’t like 
what they see! 

One dealer summed up his feel- 
ings in a single sentence: “The term 
‘Authorized Dealer’ has become a 
joke today.” 

He went on to tell why. 
“The so-called ‘authorized’ 
is authorized to be beaten 


“He is authorized to accept 9 a.m. 
telephone calls from the manufac- 
turer, who wants to be sure that 
he is on the job sufficiently early. 

“He is authorized to dispose of 
parts and accessories that the man- 
ufacturer cannot otherwise get 
rid of. 


tors and even those sold by used-| only postpones the day of reckon- 
car dealers—just so they were made| ing, he pointed out. 


by his manufacturer. 


“By putting his cars on a used 


“In short, he is authorized to go| car lot, the dealer has doubled 


and commit hara-kiri.” 

The dealer sourly ticked off the 
alternatives his group had in the 
face of factory pressure to move 
more units. 

“If he doesn’t sell enough new 
cars,” this dealer continues, “he 
is faced with the cancellation of 
his contract or the introduction 
of another dealership in his com- 
munity. 

“If he accepts his quota without 
@ murmur, he must either reduce 
his price so there is no profit left, 
extend his terms so that he stands 
a good chance of having to repos- 
sess the car, or dispose of the extra 
cars in the used-car market. 

“He is between the devil and the 
deep blue sea. 

In this dilemma, he had no choice 
but to unload surplus cars on the 
used-car lot, the dealer went on, 
noting that it was perfectly legal 


“He is authorized to give free} to do so. 


service to cars sold by his competi- 


But this is no real solution, it 
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his competition. 

“And if, by chance, the factory 
should decide that he still is not 
selling enough cars and puts in 
another dealership, the chances are 
his competition will be quadrupled. 

“For it is a lead pipe cinch that 
Dealer Number Two is also going 
to avail himself of the used-car lot 
to get rid of his surplus cars. 

“And so it goes.” 

The dealer then contrasted his 
position with that of a used-car 
operator and found much to envy. 

“Used-car dealers have coined the 
term ‘independent’ to describe their 
organizations. 

“What are ‘authorized’ dealers? 

“Alas, they certainly cannot call 
themselves ‘independent!’ They 
are the virtual slaves of the man- 
ufacturers, who set the quotas for 
them, crack the whip over their 
heads every time the sales curve 
shows signs of leveling off, and 
have them almost under complete 
control.” 

To this dealer it appears that the 
automotive industry is intent on 
self-destruction, and the first seg- 
ment to go will be the new-car 
dealerships. 

If authorized dealers want to 
remain a part of the automotive 
industry they must speak up for 
themselves before it is too late, he 
warned. 

“My recommendation to the deal- 
ers is that they dig their Bibles up 
from beneath that stack of old 
reports, dust them off, and turn to 
Isaiah 53:7: 

“‘He was oppressed and he was 
afflicted, yét he opened not his 
mouth; he is brought as a lamb to 
the slaughter and as a sheep before 
her shearers are dumb, yet he dare 
not open his mouth.’” 









2-Car Owners 
Put at 30 Pct. 


In Houston 


HOUSTON. — Thirty percent of 
all car owners in this Gulf Coast 
metropolis own two or More cars, 
according to the estimate of a 
dealer association official. 

He said that approximately 40,000 
families own two cars and quite a 
large number own three or more. 

Champion car owners, without a 
doubt, are Jim and Wesley West, 
who- own between them some 60 
Cadillacs. 

An official of Bland-Willis Cadil- 
lac Co., distributor for 37 counties, 
estimated Houston has 6,000 Cadil- 
lac owners. Nearly every one of 
these car owners, he said, owns 
two or More cars. 

In 1940 there were 139,265 cars 
in Houston, with an average of 3.8 
persons per car. In 1950, there were 
242,208 cars and 3.3 persons per 
car, and at the start of this year 
there were 336,428 cars, for an av- 
erage of 3 persons per car. 


Youth Benefits 


Houston °56 Show Again 


Aids Club Work 

HOUSTON. — Youngsters will 
benefit again next year from the 
auto show to be staged by the 
Houston Automobile Dealers Assn. 
Jan. 7-15 at the Houston Coliseum. 

The dealers have agreed to di- 
vide the net proceeds of the affair 
equally between Rotary Activities, 
Inc. and the Variety Club. 

Last year the dealers turned over 
$80,000 to the two service clubs. 
Rotary invested its half in Little 
League baseball teams with the re- 
sult that there are now 4,500 boys 
participating in the program. 

The Variety Club also chose to 
use the money for work in behalf 
of boys. 












Complete Monroe Training Course— 


Six new Monroe Equipment Co. salesmen have completed a three-week intensive 
training course at the firm's factory in Monroe, Mich. After an additional 60 days’ 
field training, they will join the field force which contacts Monroe's distributors and 
jobbers nationally. From left, front row, are William Meridith, Raymond Licht and 
Richard Chlebowski. In back row are Scott Henderson, William O'Connor and Robert 
Navarre. 





$12 Billion Still Outstanding... 
Auto Buyers Borrow 


$84 Billion 


NEW YORK.—In the 10 years 
since V-J Day, American consum- 
ers have purchased $107 billion 
worth of cars on the instalment 
plan. Of this sum, $84 billion was 
financed and $72 billion has been 
repaid, leaving $12 billion outstand- 
ing. 

This information was gleaned 
from a study by Univer- 
sal CLT. Credit Corp., showing 
what has happened in the decade 
of unparalleled prosperity since 
1945—a decade in which auto pro- 
duction has amounted to 39 per- 
cent of the total since 1900. 

The study also showed that 
instalment buying has gained 
increasing acceptance in this period 
and that Americans are continuing 
to pay off their obligations almost 
as fast as new ones are created. 

In the first six months of 1955, 
the firm reported, about $8.6 billion 


Rochester Dealers 
Add Night Closing 


ROCHESTER, N. Y. — Members 
of the Rochester Automobile Deal- 
ers Assn. have voted to close their 
new and used-car departments on 
Wednesday nights at 6 p.m. in ad- 
dition to the present Saturday 
night closing. 

During the remainder of the 
week dealerships will be open until 
9 p.m. 

Edward C. Schoen, secretary, 
said the move was made in the in- 
terest of better employer-employe 
relationships. 


Haight Appoints Lillge 
BOISE, Id. — (UTPS) — Charles 
Haight, NADA state director, has 
appointed Fred Lillge, business 
manager of Roy C. Davidson Co. 
(Ford), as District No. 3 chairman. 





25 Years with GM— 


R. M. Critchfield, Pontiac general man- 
ager, left, presents a gold watch to H. E. 
Crawford, Pontiac general sales manager, 
on the occasion of his 25th year with 
General Motors. Crawford joined GM in 
1930 and came to Pontiac in 1952 to 
head its sales organization. 


in Decade 


of credit was extended for cars 
worth $11 million. Repayments 
totaled $6.4 billion. Universal C.I.T. 
claims that 10 million buyers will 
complete auto payments this year. 


L. Walter Lundell, president of 
Universal C.1.T., said that the past 
decade of prosperity has been forti- 
fied by the investments American 
consumers have made to improve 
their standard of living through the 
purchase of valuable durable goods 
—such as autos, refrigerators, tele- 
vision sets, automatic washers and 
dryers. 

“During this period instalment 
buying released many billions of 
dollars of additional purchasing 
power through deferred payments 
and year after year these billions 
of dollars have been repaid,” he 


“U.S. consumers continue to illus- 
trate, by their outstanding record 
of payment on instalment obliga- 
tions, that they are excellent credit 
managers.” 

It also was noted that 47 million 
cars have been produced since 
World War II and that prewar out- 
put amounted to 73 million units. 


Salesman-Thief’s 
> Customers Get 


Fines, Probation 


SAVANNAH, Ga. — Five defend- 
ants have pleaded guilty in Supe- 
rior Court here to charges of buy- 
ing stolen cars from John D. 
Roberson. 

According to court records, Rob- 
erson, a former employe of J. C. 
Lewis Motor Co., was convicted of 
stealing the cars and sentenced to 
14 to 35 years in prison. 

He was accused of sellings cars 
belonging to the Lewis firm and 
keeping the money. Under Rober- 
son’s system, he would sell the cars 
and let the purchasers pay him 
each month whatever they could 

ord. 

The defendants were charged 
with buying one car each. Four, 
Leroy Holmes, Clyde Kittles, Sid- 
ney Robbins and Jacob Robbins, 
were order to pay a $100 fine and 
serve 12 months’ probation. The 
fifth, David Rice, was placed on a 
year’s probation. 


History of 3M Told 


In 250-Page Book 


ST. PAUL.—A 250-page book— 
“Brand of the Tartan,” written by 
Virginia Huck and published by 
Appleton-Century-Crofts, Inc. 
($3.50)—traces the history of the 
53-year-old Minnesota Mining & 
Mfg. Co. 

In a chapter called “Answers to 
a Need,” the volume describes how 
3M products helped make possible 
certain advances in the automotive 
industry. The development of abra- 
sive discs for the automotive field 
also is discussed. 
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AMC Wage Offer Accepted ees 


Labor Talks Continue 
At Two Auto Plants 


(Continued from Page 6) 


the farm implement industry as it|U. S. worked an average of 44.9 


is for the automobile industry.” 

The auto pattern was followed 
recently in the settlements 
reached at Caterpillar Tractor 
Co. and John Deere. More oppo- 
sition to the pattern settlement 
was encountered at Allis-Chalm- 
ers, but the union was prepared 
for this development with an 88.9 
percent strike vote. 

The principle of the guaranteed 
wage has also become the major 
issue in negotiations between the 
CIO United Steel Workers and the 
two big can companies, American 
and Continental, employing about 
30,000 workers. 

Some observers feel that if David 
McDonald, USW president, wrings 
the principle from these firms, he 
will have a good chance for simi- 
lar settlements in the entire steel 
industry, which employes one mil- 
lion persons. 

Last week John S. Bugas, indus- 
trial relations vice-president of 
Ford Motor Co., reported that “dur- 
ing the first six months of 1955, an 
average of 131,375 Ford Motor Co. 
hourly employes throughout the 


54 Win Trips 
In Studebaker 


Sales Contest 


SOUTH BEND.—The 54 winners 
of Studebaker’s 90-day “going 
places” sales campaign have been 
announced by William A. Keller, 
general sales manager. 

Winners of the first prize Euro- 
pean trip for two are Fred Wat- 
kins, Washington, Ind.; George 
Temple, Elk River, Minn. and H 
Lester Parker, Blythe, Calif. 

Fifty-one other Studebaker deal- 
ers won 10-day vacation trips to 
Nassau, B. W. I., for themselves 
and their wives. They will meet 
Aug. 20 at the Roney Plaza Hotel, 
Miami Beach, Fla., to get ac- 
quainted and leave by air the next 
morning for Nassau. 


Roost Booster 
Stang Increases Profits; 


Wins Award 


MENOMINEE, Mich. — Stang 
Sales & Service here has been 
awarded the “Cock of the Roost” 
award by Nash Motors’ Milwaukee 
zone for boosting its fixed gross 
profit more than any other dealer- 
ship in its zone. 

R. H. Croom, district manager, 
presented the statue of a rooster to 
John Boswell, manager, and 
Edward Marineau, service manager. 

The contest was started by A. E. 
Eaton, Milwaukee zone parts and 
service manager. The rooster is a 
traveling trophy, to be awarded 
each month to the dealership mak- 
ze the best showing in the zone. 


hours a week and earned an aver- 
age of $106.22 a week.” 
* * * 


Three Detroit Polls 


ON THE dealership labor front, 
the Michigan State Labor Me- 
diation Board has ordered elections 
at three more Detroit-area dealer- 
ships. An election was held last 
week at Falvey Motors (foreign 
cars). Elections are scheduled this 
week at Southwestern Motor Sales 
(Ford) and Jefferson Lincoln-Mer- 
cury. 

Local 376 of the AFL Sales- 
mens Union in Detroit has also 
petitioned the state board for 
elections at Johnny Motors (De- 
Soto-Plymouth), Louis Rose (De- 
Soto-Plymouth), Northwest Chev- 
rolet, Downtown Ford, Berkley 
Motors (Ford), Given Lincoln- 
Mercury, Johns Bros. (Ford), Al 
Long (Ford) and New Center 
Ford. 

Edward Petroff, business agent, 
said the union has a total of about 
40 other election petitions which it 
will file with the state board “at 
the rate of three or four a week 
so as not to clog up the election 
machinery.” 

The union has also requested 
that the National Labor Relations 
Board conduct an election at Haney 
Buick in Detroit. | 

* 


* 
Chicago Union Formed 
CHICAGO, an _ independent 
union known as the Automobile 
Salesmen’s Union of Chicago and 
Vicinity has been formed. A letter, 
listing the aims of the union, has 
been sent to all Chicago dealers. 
A spokesman for the union said it 


*|“hopes to promote a better rela- 


Charleston Assn. 


Chooses Kelly 


CHARLESTON, W. Va.—Phillip 
W. Kelly is the new president of 
the Charleston Automobile Dealers 
Assn. 

Other new officers: M. C. Paterno, 
first vice-president; Bert Wolfe, 
second vice-president, and W. O. 
Davis jr., secretary-treasurer. All 
were elected for one year. 

Speakers at a banquet meeting 
of the association included Joseph 
W. Condry, West Virginia commis- 
sioner of motor vehicles; Walter 
| Duncan, of Beckley, state repre- 
sentative of the National Automo- 
bile Dealers Assn., and Paul Lay- 
man, Clarksburg, president of the 
state dealers association. 


Linthicum Marks 40th Year 


BALTIMORE. — (UTPS) — 
Charles Linthicum has celebrated 
the 40th anniversary of the found- 
ing of B. J. Linthicum Sons, Inc. 
(Chevrolet), Cambridge, Md. 
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tionship between dealers and sales-| 


men, arrange a definite salary and 
commission plan, regulate working 
hours and create an insurance and 
welfare plan. One of the main 
objectives of the association is to 
emphasize and fight for Sunday 
closing.” 


Secretary of the Interior Doug- 
las McKay, whose firm, Douglas 
McKay Chevrolet Co., Salem, 
Ore., is on strike, was blasted 
last week as an anti-labor em- 
ployer at the Seattle convention 
of the Western Conference of 
Machinists. 


The machinists passed this reso- 
lution: “Resolved, that the actions 
of the Douglas McKay company be 
condemned by this conference as 
epitomizing the Eisenhower admin- 
istration’s real thinking and ap- 
proach to labor relations and prob- 
lems of working people for the 
simple reason that actions speak 
louder than platitudes.” 

The labor dispute at two other 
Salem dealerships, Valley Motors 
(Ford) and Loder Bros. (Oldsmo- 
bile), continued. 





Pays to Get Up— 


Albert C. Kuohn (right) 
$100 defense bond from Charles 
Snyder (left), Plymouth district sales man- 
ager, as the first new-car salesman to win 
a regional Plymouth Customer Relations 
Award. Kuohn works for Wearley Motor 


received a 
Ww. 


Co. (Chrysler-Plymouth), Toledo. O. D. 
Wearley (center) gave a $25 bond to 
Kuohn's wife. The salesmen won first 
honors by arising at 5:30 a.m. to help 
a customer get to his job and have his 
car serviced for a 1,000-mile checkup. 


Obituaries 


William H. Barnard, 


Headed Idaho Dealers 


TWIN FALLS, Id.— William H. 
Barnard, 54, Pontiac-Cadillac dealer, 
was killed July 30 in an automobile 
accident. He was president of the 
Idaho Automobile Dealers Assn. in 
1947. 

Mr. Barnard’s car, in which he 
and his wife, Rhodetta, were travel- 
ing in Nevada, struck a parked 
truck near Wells. Mrs. Barnard is 
reported in very serious condition 
in a Nevada hospital. 

* * * 


Clarence R. Dodson, 


Kansas Ford Dealer 


HIAWATHA, Kans.—Clarence R. 
Dodson, 58, owner of George Dod- 
son, Inc. (Ford), established here 
many years ago by his uncle, was 
found dead Aug. 6 in a Topeka 
(Kans.) hotel, with a bullet wound 
in his head. 


Mr. Dodson had not been seen 


since the night of Aug. 3. A medical | 1°” 


examiner at Topeka estimated 
death had occurred three days 
before the body was found. He had 
suffered severe sinus trouble and 
had undergone many operations, 
but his health continued to fail. 

a * x 


Samuel C. Black 


DOWNEY, Calif: — Samuel C. Black, 
works manager for Willys-Overland Motor 
Co. from 1909 to 1939, died Aug. 2, He 
was in the chemical business here at the 
time of his death. 

* * * 


Albert C. Richardson 


AUGUSTA, Ga.—Albert C. Richardson, 
63, former sales manager for two auto 
dealers here, died July 29. He came to 
Augusta from Memphis in 1934. 

* * * 


Thomas J. Conway 


PORTLAND, Ore.—Thomas J. Conway, 
63, former operator of an automobile deal- 
ership at Camas, Wash., died here follow- 
ing a heart attack. He once operated a 
used-car lot in Portland. 

* * * 


Robert D. King 


BRONX, N. Y.—Robert D. King, board 
chairman of King Ford Motors, died at 
the age of 60. Mr. King formerly was 
associated with General Motors, Metropoli- 
tan Distributors, Inc., Manhattan, N. Y., 
and Auto Rental, Inc., in the Bronx. 

* 


Arthur J. Mullane 

NIAGARA FALLS, N. Y.—Arthur J. 
Mullane, 52, former automobile dealer and 
past president of the Lockport (N. Y.) 
Automobile Dealers Assn., died Aug. 1 at 
his home here after a long illness. He was 
owner of Mullane Motors, Inc., Lockport, 

until he retired a year ago. 

* * * 


A. K. Canterbury 
BECKLEY, W. Va.—A. K. Canterbury, 
54, president of Mountain Motors (Buick), 
died Aug. 1 at his home after a heart 
attack. Mr. Canterbury also was affiliated 
with other West Virginia businesses. 
* * * 


S. C. Berry 
COLUMBIA, 8. C.—S. C. Berry, 50, 
former operator of Hampton Motors, Inc. 


(Dodge-Plymouth), died Aug. 2 at his 
home. 
«6 
Oscar Johnson 


TRAVERSE CITY, Mich.—Oscar John- 
son, automobile dealer here, drowned Aug. 
3 when he fell from a boat in which he 
and four companions were fishing. It is 
believed he suffered a heart attack when 
he hit the water. 

* * * 


Winthrop T. Scarritt 
UTICA, N. Y.—Winthrop T. Scarritt, 64, 
retired president of Pratt Industries, 


Frankfort, died Aug. 2 in hospital follow- 
ing a lengthy illness. Mr. Scarritt was 
inventor of the Pratt muffler and radar 
equipment used during World War II. 

* * * 


Walter L. Whipkey 


WOODSFIELD, O.—Walter L. Whipkey, 
a former auto dealer here, in Brownsville, 
Pa., and Moundsville, w. Va., is dead. 
He was buried in Cameron, w. Va. 

* * * 


John W. Temple Sr. 


DUNN, N. C.—John W. Temple sr., 53, 
owner and operator of Temple Motor Co. 
and the Dunn Avto Parts Co., died Aug. 4 
in Dunn Hospital after a short illness. 

* * * 


William A. Reader 


HOT SPRINGS, Ark. — William A. 
Reader, 61, a retired automobile dealer, 
died at his home here. 

* * * 


William C. Harvey Jr. 


NEW YORK.—William C. Harvey jr., 56, 
overseas regional manager of General Mo- 
tors Acceptance Corp., died Aug. 4 follow- 
ing an operation in Presbyterian Hospital. 
Mr. Harvey had served GMAC in posts at 
Los Angeles; Bogota, Columbia; New York, 
and Sao Paulo, Brazil, before taking over 
his last assignment. He joined GMAC in 

6. 


*® * * 


E. LeRoy Cox 


ACTON, Mass. — E. LeRoy Cox, 56, 
founder and president of the Concord Auto 
Auction, Inc., died unexpectedly Aug. 7 
in a motel he owned near here. Mr. Cox 
was a member of the National Independ- 
ent Automobile Dealers Assen. and the Na- 
tional Auto Auction Assn. The auction 
moved here from Concord six weeks ago. 

* * * 


William Freeman 


AMARILLO, Tex. — William Freeman, 
owner of Freeman Investment Co. and 
former president of the Texas Used Car 
Dealers Assn., died here Aug. 7. 

- * * 


H. H. Hinchman 


INDIANAPOLIS, Ind.—Funeral services 
were held at Rushville, Ind. (Aug. 9) for 
Herman H. Hinchman, 57, former sales 
manager of Hickman Oldsmobile, Inc., of 
Indianapolis. At one time he operated an 
automobile dealership in Muncie, Ind. 

* * * 


George A. Bilgere 
ST. LOUIS. — George A. Bilgere, 70, 
president of Bilgere Chevrolet Co., died 
July 27. A past president of the Greater 
St. Louis Automotive Assn., Mr. Bilgere 
was a member of the association for 40 
years. 


DeSoto Announces 
‘Do-It-Yourself’ 


Contest Winners 


DETROIT. DeSoto’s 40-day 
“Do-It-Yourself” sales contest was 
an outstanding success, according 
to A. B. Nielsen, general sales 
manager. 

“This has been DeSoto’s greatest 
sales drive to date,” he said. “We 
have never witnessed such keen 
enthusiasm as that generated for 
this campaign and for the 1955 
product that made it possible.” 

Winners in the various classifi- 
cations are as follows: Group “A” 
dealers, Lewis Cosnotti Motors, 
Braddock, Pa.; Group “B”, Main 
Motors, Minot, N. D.; Group “C,” 
Rhodes Motors, New Iberia, La.; 
Group “D”, Beach Barton Motors, 
Borger, Tex., and Group “E”, Clark 
Motors, Clark Summit, Pa. and 
Chief City Motors, Pontiac, Ill. 
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Equipment on Way South . . . 
Move to Argentina 


Launched by Kaiser 


BUENOS AIRES, Argentina. — 
The first shipments of 1,400 tons 
of machinery and equipment for 
the establishment of an auto man- 
ufacturing company in Argentina 
by Kaiser Motors Corp. have 
cleared the ports of New York and 
Baltimore, six months after the 
agreement was signed. 

The giant job of shipping some 
6,000 different items, totalling 
between 30,000 and 40,000 pieces, 
together with supervisory per- 
sonnel and their families was 
assigned to John Banks, Kaiser 
vice-president, and a small group 
of hard-driving executives. 

Besides the manufacturing equip- 
ment which ranges from 80-ton 
components for auto body presses 
to gauges the size of a penny, the 
shipment includes bales of specifi- 
cations, engineering drawings and 
other technical data, van loads of 
household goods and private auto- 
mobiles. 

The cargo also includes 1,000 
fully assembled cars which were 
purchased by the new Argentine 
‘firm, Industrias Kaiser Argentina, 
to set up initial sales in car-hungry 
Argentina, where lack of dollar ex- 
change and other factors have 
practically eliminated imports since 
1947. The average Argentine vehicle 
is well over 10 years old now. 

In return for a 30 percent inter- 
est in the new firm, which will 
be in addition to its present U.S. 

ion, Kais ae 


company. 

Kaiser also agreed to recruit a 
nucleus of executive personnel in 
the U.S. to operate the company, 
which will be the first fully inte- 
grated automotive firm in South 
America, complete with parts facili- 
ties and a sales organization. 

When the news was released that 
Kaiser was going to establish a 
plant in Argentina, Kaiser’s Detroit 
office was flooded with applications 
and inquiries for the 100 supervis- 
ory posts. 

According to Raphael Peters and 
Jerome Duskey, who handle that 
phase of the job, applications have 
been received throughout the U.&S., 
from numerous South American 


| 


supply of personnel is not 

arranging transportation 
for them and their families can be 
a headache. 

“We hit the State Department 
with a mess of passport applications 
right at the height of the tourist 
rush,” Duskey commented. 

All but a few of the persons en- 
listed for the Argentine project 
are married and have children. Sev- 
eral families have six youngsters. 

Decisions. as to family pets 
presents a big problem. Kaiser 
will transport the family and 
their household goods, but not 
Admission of dogs can be 
obtained, however, but parrots, 
canaries and other birds are 
barred by law. 

“Actually, with immunization, 
clearances from the U.S. and Ar- 
gentine governments and other 
details, it’s more difficult to get a 
pet started than a human,” Duskey 






of its excellent climate and for its 
great university. 

The standard of living in Argen- 
tina is extremely high. The popula- 
tion is almost entirely European in 
origin, and virtually all of the 
people are “consumers” in the 
American sense of the word. 
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Climate has played something 
of a trick on the school-age 
youngsters of the families. Be- 
cause summer in North America 
is winter in South America, they 
have finished classes in the U.S. 
and found themselves in the 
Argentine just in time for the 
opening of school there. 


Shipments of equipment and ma- 
terial must be geared closely to 
the progress of building the Cor- 
doba plant, scheduled to begin first 
production of Jeeps in 1956 and to 
be at capacity of 20,000 Jeeps, re- 
lated commercial vehicles and cars 
by 1959. Any interference with the 
schedule will mean either costly 
storage of machinery or delay in 
production. 

Getting the movement job done 
has been easier because of the close 
cooperation. received from Argen- 
tine and U.S. government authori- 
ties. The Argentine government in 
particular has made every effort to 
cut red tape involved in the cus- 
toms and immigration procedures. 


400 Ga. Dealers 
To Attend Parley 


AUGUST, Ga. — More than 400 
dealers are expected to attend the 
Georgia Automobile Dealers Assn.’s 
annual convention here Oct. 9-10 at 
the Bon Air Hotel. 


Delegates will be welcomed to 
the city by Mayor Hugh L. Hamil- 
ton and Walter Schlapp, president 
of the Augusta Automobile and 
Truck Dealers Assn. Members of 
the local convention committee 
include Chairman Stewart Walker, 
Donald Gurney, J. K. McDonald, 
John Richards and Clay Coleman. 



























SOUTHBRIDGE, Mass.—Tighter 
driving regulations continue to be 
a nationwide trend, according to a 
survey of motor vehicle adminis- 
trators. 

It is harder than it used to be to 
qualify for a driving permit, and in 
a@ growing number of states, drivers 
— qualify for renewal of a per- 


t. 

Due in part to increased num- 
bers of vehicles on the roads, 
stricter licensing requirements are 
regarded as a safety measure. 

All states except South Dakota 
now require tests of driving abil- 
ity and vision for new applicants. 

Hawali has regulations. 


The survey, made by American 
Optical Co., shows a marked in- 
crease in the number of states re- 
quiring reexaminations for renewal 
of permits. 

Eight of these provide for vision 
tests, ard four have a review of 
driving laws as well. Three states 
and the District of Columbia reex- 


Federals to Roll 
In Turkey in °56 


MINNEAPOLIS. —Napco Indus- 
tries, Inc., will commence produc- 
tion of trucks in Turkey sometime 
after the first of 1956, according to 
Max E. Rappaport, president. 

The firm hopes to turn out 5,000 
in the first year. The plant will be 
located near Ankara and will be 
named Federal- Truk Kamyonlari 
Anonyme A. §S., an affiliate of Nap- 
co’s Federal truck division. Napco’ 
owns 40 percent and the balance 
will be held by the Turkish gov- 
ernment and investors. 
















Nationwide Safety Action... 
Driver Laws Tightened 


Versatility in Plastics— 
































Six Woodill Wildfire sports cars disprove the adage that six of one is a half dozen 
of the other. The plastic-body cars each has a different engine, grille work, dashboard, 
tail light and upholstery treatment. They are among the products of the Woodill 
Fibre Glass Body Corp., Downey, Calif., that will be displayed at the World Plastics 
Fair and Trade Exposition to be held Oct. 5-9 in Los Angeles. The company also will 
unveil at the fair a new plastic sports wagon body for a Ford truck chassis. 


By J. B. Van Tassel 
Dealer Business Counsel 
- YOUR net profit from total 
sales of all departments is aver- 
aging 1 percent, then it is more 
than likely that each employe is 
producing an average net profit 
of approximately $750 per year. 

If your net profit is 2 percent of 
total sales volume then the figure 
would be approximately $1,500 per 
year. 

The higher the percentage of 
profit, the higher will be the 
amount of net profit productivity 
per employe. The average employe 
will account for approximately 
$75,000 in total sales volume per 
year according to my most recent 

national analysis of dealers oper- 
ating statements. One of the best 
plans to increase sales and profit 
productivity, is to place all of 
your employes on a profit-sharing 


When you operate on a profit- 


amine after certain ages ranging 
from 65 to 80. Seventeen states and 
Hawaii retest when an applicant 
for renewal has shown a physical 
limitation, such as poor vision, in 
the original test. 

Other states require reexamina- 
tion after conviction of negligence, 
suspension or revocation of per- 
mits. or repeated accidents. 

Nine states include a test of 
new applicant’s field of vision; 33 
and the District of Columbia test 
for hearing. 

Forty-seven states, Hawaii and 
the District of Columbia issue lim- 
ited licenses to persons who need 
glasses, hearing aids, special me 
chanical devices such as for ampu- 
tees, and automatic clutches. e 
state of Washington has introduced 
a psychophysical test for measur- 
ing eye-foot reaction of applicants 
for permits. 





Safety Belts Earn 
Okla. Insurance Cut 


TULSA, Okla. — The State 
Insurance Board has approved 
a reduction in insurance rates 
on cars equipped with safety 
belts. Standard Insurance Co., 
Tulsa, obtained approval to cut 
rates on bodily injury and medi- 
cal payment policies by 10 percent 
(about $5) 

Earlier, Delta Fire & Casualty 
Co.. Baton Rouge, La., had ef- 
fected the same rate reduction 
with the approval of the Louisi- 
ana State Insurance Department. 

American Travelers Insurance 
Co., Oklahoma City, took a dif- 
ferent tack and increased benefits 
100 percent to accident victims 
in cars with safety belts. Pre- 
miums remain the same. 





Dealer Business Counsel 


Profit-Sharing Plan Ups Sales, Net Earnings; 
Factory Experience Cited 








sharing plan basis for employes, you 
get away from the many hazards 
of increasing and decreasing sal- 
aries and wages from time to time. 
Also when you increase salaries and 
wages, you increase fixed expenses 
and decrease your percent of 
absorption unless, service and parts 
gross profit is increased proportion- 
ally at the same time and this 
doesn’t always happen. 

= . * 


Aid to Top Profit 


Pessor ass, I am very 

strongly in favor of the profit- 
sharing plan for the increasing 
employes’ remuneration because this 
plan is the most effective from the 
standpoint of helping the dealer 
make the maximum profit out of 
his business. 

When you have employes on a 
profit-sharing plan basis, they are 
constantly on the alert for decreas- 
ing expenses and costs of opera- 
tions, and also making it their busi- 
ness to see that customers are well 
serviced and satisfied with the work 
that is done. 


This plan also assures produc- 
tivity maximum at all times 
because it is to the interest of 
every employe to see that his 
fellows do a good day’s work. 
The bonus plan on sales volume 

only, does not obtain the desired 
results because all-the employes 
have to do is increase sales and 
increased sales without increased 
profits do not increase a dealer’s 
profit. 


Bonus Ups Production 


QVHEN I first started in the auto- 
mobile business one of my first 
assignments, in one of the large 
Detroit factories, was in the pay- 
roll department. One of the first 
jobs I worked on was the creation 
of a bonus system for productive 
workers. This at that time com- 
monly was known as the “gang 
plan.” 
For example, all of the earnings 
of a certain division of a pro- 
ductive department were put in 
a pool and at the end of the week 
the pool was equally divided 
among the workers. The rate of 
increase in production, decrease 
in cost and decrease in rejections 
were terrific. 


So, whether your compensation 
plan for your employes is on a 
profit-sharing basis or a pool basis 
does not make much difference. 
except that you get away from 
increasing salaries and wages of 
non-productive workers and increas- 
ing the fixed expense of your busi- 
ness. 

= . a 


(Any questions you may have 
concerning dealer business man- 
agement will be gladly answered 
by J. B. Van Tassel, in care of 
Automotive News.) 








Ford Promotes 
O’Neil, Spittle in 
Sales, Advertising 


DEARBORN. — Two appoint- 
ments on the sales and advertising 
staff of Ford Motor Co. were 
announced last 
week by Walker 
A. Williams, sales 
and advertising 
vice-president. 


named _ executive 
director, sales 
and advertising 
staff, and will 
continue as di- 
rector of the of- 
fice of product 
sales and dealer organization. F. J. 
Spittle was appointed manager of 
the dealer organization department 
in O’Neil’s office. 

O'Neil, a native of Memphis, 
joined Ford in 1915 as a clerk 
in the accounting department at 
Memphis and later became con- 
troller. 

After transferring to the sales 
department in 1926, he served as 
assistant branch manager at 
Memphis and Dallas, and branch 
manager at Columbus, O., Cleve- 
land and Jacksonville, Fla. 

During World War II, O’Neil 
was materials controller for the 
Alabama Drydock & Shipbuilding 
Co. at Mobile. He returned to Ford 
in 1943 and held district sales 
managerships at Memphis, Indian- 
apolis and Kansas City, before 
moving to the general sales office 
at Dearborn as car sales manager 
and later new and used-car sales 
manager. 

O’Neil served as passenger-car 
consultant to the motor vehicle 
division of the National Production 
Authority in Washington in 1952, 
after which he was named director 
of the office of product sales and 
dealer organization. 

Spittle joined Ford as an admini- 
strative assistant on the sales and 
advertising staff in 1950. 


T. J. O'Neil 


Highway Users 
Pay Record Tax 
Of $3,639,899,000 


WASHINGTON. — Highway 
users paid a record $3,639,899,000 
in state highway used taxes last 
year, according to the U.S. Bureau 
of Public Roads. 


Motor fuel taxes accounted for 
$2,305,759,000; motor vehicles taxes, 
$1,251,313,000, and motor carrier 
taxes, $82,827,000. 

The 1954 total wag 6.89 percent 
above the $3,405,210,000 collected 
from these sources in 1953, with 
motor carrier receipts showing the 
greatest increase—16.8 percent. 


W. Va. Dealers 
Meet Next Week 


WHITE SULPHUR SPRINGS, 
W. Va. — C. L. Jacobson, sales 
vice-president of Chrysler, will be 
the principal 
speaker here 
when the Auto- 
mobile Dealers 
Assn. of West 
Virginia holds its 
22nd annual con- 
vention at the 
Greenbrier Hotel 
Aug. 21-23. 

According to 
Paul L. Layman, 
association presi- 
dent, other speak- 
ers will be Col. R. W. Boyles of 
the State Public Safety Depart- 
ment, and Joseph P. Condry, com- 
missioner of motor vehicles. 


‘Dayplan’ Offers Dealers 
Auto Insurance Plan 


ST. PETERSBURG. — Earle W. 
Day & Co., a local insurance and 
bond firm, has introduced “Day- 
plan” which offers an auto insur- 
ance plan to be written by dealers. 

The course of study preparatory 
to gaining a license is offered free 
to dealers and the cost of the quali- 
fying fee and insurance license 
will be paid by the firm, Day said. 
Once licensed, Day said the dealer 
then can write his own policies. 


C, L. Jacobson 
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Dealers Cite Factory Nudge . 
What’s Behind Wild Trading? 


By L. H. Houck 
Staff Correspondent 

KANSAS CITY. — Dealers here 
pointed out that all the blame for 
wild credit and frantic efforts to 
move more Cars regardless of profit 
cannot be laid at the door of the 
dealer. 

Your windshield wiper doesn’t 
have to be working very fast to 
see that the dealer is animated by 
a push from somebody in the rear. 

One dealer told this writer 
that he pays for his cars before 
they are built—that his orders 
and cash are in before they start 
down the assembly line, and that 
when they do start he cannot 
cancel. 

This dealer said he had to fill 
out each 10 days what he called 
“The Saturday Night Report” 
which is filed with the zone organi- 
zation. 

This report gives the number of 
new cars on hand, the number of 
used cars on hand, their inventory 
value, number of sales made in 
used and new cars and trucks 


White Picks Pepin 
To Head Service 


CLEVELAND. — Wallace L. 
Pepin, parts manager, has been 
promoted to director of service for 

White Motor Co., 
accofding to J. N. 
Bauman, execu- 
tive vice-presi- 
dent. 

He succeeds 
Karl A. Roesch, 
who has been 
named general 
Manager of 
White’s Autocar 
division in Exton, 
Pa. Pepin joined 

W. L. Pepin White in 1936, 
became assistant parts manager in 
1944 and parts manager in 1950. 


Goodrich-Gulf to Build 


Plant for New Rubber 


CLEVELAND. — Goodrich-Gulf 
Chemicals, Inc., has announced 
that a “pilot” plant will be con- 
structed in Northern Ohio to 
manufacture the firm’s new man- 
made rubber. 

The new product, Goodrich-Gulf 
said, is not a synthetic but repro- 
duces the true molecule of crude 
rubber. The plant will be in oper- 
ation within a year, officials said. 
The firm also said that the new 
material would not be in direct 
competition with GR-S synthetic 
rubber but with the tree-grown 
crude. Large truck tires made of 
the new discovery have been proc- 
essed similarly to those of natural 
rubber and are giving satisfactory 
service in fleet operations, Good- 
rich-Gulf said. 


since the previous report, how 
much money he owes and how 
much money is in the bank and 
how much credit he has with the 
finance company. 


A recent report showed that he 
had some unused balance in fi- 
nance company credit and some 
cash in the bank which added up 
to about 32 cars. Shortly after the 
report went in, a factory repre- 
sentative called and said the dealer 
had been put down to take 32 cars. 

When the dealer demurred, 
the salesman said there was so 
much pressure from higher up 
that he would either take the 32 
cars or they would consider that 
they had the wrong dealer in 
Podunk. 

The dealer proceeded to inform 
the factory man that, although he 
was a small operator, he had pulled 
the dealership out of a bad hole 
in which it was placed by the 
unsuccessful management of the 
previous owners and by the failure 
of the manufacturer’s cars to in- 
terest the public. 

He pointed out that he owned 
his own building and equipment 
and took his discount on al] bills, 
and that if he couldn’t continue to 
make money he would call the 
factory and give them the fran- 
chise—they wouldn’t have to come 
after it. 

As to the 32 cars, he told the 
salesman that he couldn’t sell them 
during the cleanup period, but 
would take three. If that wasn’t 
satisfactory, the factory could do 
as it pleased 

Other dealers have similar 
stories to tell confidentially. 
Some franchises, as in the case 
of one of the Big Three, are so 
valuable that one dealer reported 
accepting a big shipment rather 
than face cancellation. 

Such aggressive factory selling 
for cash is swelling the high con- 
sumer credit totals that have led 
the Federal Reserve Bank to in- 
crease discount rates and to notify 
banks to watch their step on 
consumer loans. 

One financial expert has warned 
that while income is up 5 percent, 
and installment payments are up 
10 percent, monthly installment 
selling is up 33 percent. 

It is worth noting that the auto- 
mobile manufacturers have been 
doing a record cash business while 
the credit outstanding, to be paid 
by the consumers, is skyrocketing 
as auto dealers unload cars under 
factory pressure. 

Factory organizations have 
always been quick to accept the 
credit of volume retail sales, claim- 
ing that they goad the lazy dealer 
into more and more sales and 
make him rich in spite of himself. 

A few years ago only one fac- 
tory organization was accused of 
making dealers buy under threat 


Prototype Hardtop on Display— 


The prototype of a convertible hardtop 


is on display in Detroit. Designed in 1952 


of cancellation. This year there 
are two such organizations, ac- 
cording to dealers. There would 
be four except, in certain cases, 
the factories don’t dare threaten 
to cancel franchises because the 
franchises aren’t worth much in 
the way of profits and volume. 
Another sales tack which some 
zone managers take is to check the 
reports by sizes of the towns in 
which the dealers are located. 


If one dealer in a town of 10,000 
Sells 100 cars, and that is 90 more 
than most of the other dealers in 
towns of that size, he sends out 
his field men with orders to get 
the others up to the 100 or else. 


Most dealers are afraid to talk 
about these things for fear of 
factory reprisal. Those who do talk, 
do so confidentially. 

A good many of these dealers 
are admitting that a certain 
amount of selling pressure on the 
dealer is good and keeps him on 
his toes. 

On the other hand, if the posi- 
tion of the factory is to be to sell 
the dealer to the limit of his cash 
and credit resources, regardless of 
his retail sales potential, then that 
factory actually is selling the dealer 
to the wolves. 

A slight dip in the economy 
and the dealer bankru but 
the factory which got the cash 
goes merrily along with whistles 
blowing and flags flying. 

Some point to the fact that the 
Monroney investigation of the 
plight of the auto dealer shows that 

bankruptcies have become alarm- 
ingly high as proof that many 
dealers are goaded into using tan- 
gible and intangible assets to cover 
new car shipments. 

Dealers, oppressed by heavy new 
car shipments and the urgent need 
to sell them as quickly as possible, 
slacken credit restrictions and let 
down on their service departments, 
and find operating capital, cash 
and credit tied up in volume bigger 
than they are equipped and financed 
to handle. 


Chrysler Export 
To Deliver in U.S. 


DETROIT.—To accommodate the 
demand by overseas customers for 
new-car deliveries in the U.S., the 
export division of Chrysler Corp. 
has established a separate depart- 
ment of special sales. 

The new department will coordi- 
nate and control all activities 
involved in factory and stateside 
deliveries as well as direct diplo- 
matic sales. 

Expanding tourism and public 
international travel, now at all- 
time high levels, plus business, 
government civilian and military 
personnel regularly returning on 
home leave to the US., have aug- 
mented the need for special and 
flexible facilities in effecting car 
deliveries, Chrysler said. 

J. E. Palmer has been named 
manager of the new department. 


Gallagher Sells; 
Started in 1919 


WILMINGTON, Del. — (UTPS)— 
Hugh F. Gallagher sr., who started 
in the automobile business in 1919 
as an associate in Wilmington Auto 
Co. with John J. Raskob, late Gen- 
eral Motors director, has sold Union 
Park Motors, Inc. (Pontiac). 

Anthony Ursomarso, Coatesville, 
Pa., has purchased the dealership 
and will continue it under the same 
name. 

Gallagher once was sales man- 
ager of Chevrolet. In 1925 he 
became an Oldsmobile dealer and 
in 1927 he formed Union Park 
Motors. Three sons were connected 
with him in the business, with two 
now owning firms of their own. J. 
Harry is a Buick dealer in Kennett 
Square, Pa. and Hugh jr. is a 
realtor in Newark, N. J. 


Ready fo Roll 


Karl Story, president, left, and Frank 
Crippen, sales manager, stand before 
one of eight new Oidsmobile 88s which 
Story Oldsmobile, Inc., delivered to the 
Lansing Police Department. 


Uzsle Plans New Building 

RALEIGH, N. C.—Wilson Uzzle, 
Inc. (Oldsmobile-Cadillac), plans to 
erect a new $300,000 sales and serv- 
ice building. 


Top Third Buys 
Three-Quarters 
Of New Cars 


WASHINGTON. — A 56- page 
study of “People Buying New Au- 
tomobiles Today” has reported that 
families of $5,000 or more — one- 
third of the nation’s families—now 
account for three out of four new 
cars sold today. 

It was prepared from an R. L. 
Polk Co. sample selection by Ben- 
son & Benson, Inc., and U. 8. News 
& World Report’s market research 
division. 

Tradein plans was one subject 
treated and it included buyer loy- 
alty to the make purchased. Also 
reported, according to the partici- 
pating firms, was the extent to 
which dealer solicitation is impor- 
tant in stimulating and closing the 
sale. 

The magazine states that the 
supply is limited but that copies 
will be supplied as long as they 
last. Write Market Research Divi- 
sion, U. S. News & World Report, 
24th and N Streets, N. W., Wash- 
ington, D 


Horseless Buggies’ to Roll 


1955’s Glidden Tour Revival Starts Aug. 28; 


Entire Route in Canada 


WASHINGTON. — Antique auto- 
mobile collectors all over the U.S. 
and Canada are preparing for the 
10th annual Glidden Tour revival 
which starts in Niagara Falls Aug. 
28 and ends in Montreal Sept. 3, 
according to the American Auto- 
mobile Assn. here. 

This is the first tour to be routed 
entirely in Canada and will include 
250 cars of 75 makes, among them 

steam cars, Model T’s, Maxwells 
aa “Old 16”—a Locomobile, which, 
in 1908, was the first American car 
to win the Vanderbilt cup. 

The revivals, begun in 1946, are 
patterned after the Glidden Tours 
conducted originally by the AAA 
between 1904 and 1913 in order to 
“popularize motor travel,” which 
then had to earn its acceptance 
in national life. 

The first year’s run covered 1,218 
miles from New York through 
Buffalo, Cleveland, South Bend and 
Chicago and ended at the Louisiana 
Purchase Exposition at St. Louis. 

Jerry Duryea, Longwood, Mass., 
son of the pioneer automobile 
builder and chairman of the event, 
sponsored by the Antique Automo- 
bile Club of America, said the 
majority of the cars will be of pre- 
1918 vintage. 

He said that entries have been 
received from Canada, California, 
Colorado and Florida with driv- 
ers intending to make the entire 
trip under their own power. 

Among the entries, he said, are 
foreign-madé cars such as Pan- 


hard, Peugeot, Mercedes, Rumpler 
and Marble Swift. 

Peter Helck, Boston Corners (N. 
Y.) artist and automotive historian, 
will drive “Old 16” and James 
Melton, the singer, will drive his 
1907 Rolls Royce. 

The itinerary will include stops 
at Hamilton, Oakville, Toronto, 
Oshawa, Kingston, Thousand 
Islands—all in Ontario—and Mon- 
treal. 


Green Marks 21st 
Year with NADA 


WASHINGTON. — Jay Green, 
NADA assistant secretary-treasurer 
and — in length 
of service — the 
oldest employe of 
the organization, 
has completed 21 
years with the 
association. 
Green joined 
NADA while 
its headquarters 
were in St. Louis 
and has seen it 
grow from less 
Jay Green than 2,000 mem- 
bers to its present all-time high 
of 35,000. 

NADA has movedtwice since 
—first to Detroit, then — in 1940— 
to Washington. The new head- 
quarters building here is expected 
to be completed next spring. 


by William Flajole, advanced styling consultant to American Motors Corp., the Fore- 
runner, as it has been named, was built privately by Flajole and his associates as a 
workshop of styling ideas. The body is of molded Fiberglas, with a Plexiglas roof 
that retracts in and out of the rear deck at the touch of a button. Headlights are 
recessed behind the grille and the airliner-type seats, seven inches higher than 
standard, have a foam bolster that supports the head and shoulders. The engine 
develops 140 horsepower. The Forerunner cost $8,000 and 7,000 hours of design 
time to build. It uses a modified Jaguar chassis with bumpers of one-inch steel 
tubing. 


Getting Pointers in Styling— 


Winners in the 1955 Fisher Body Craftsman's Guild model car contest show their 
entries to three top General Motors executives after the Guild's silver anniversary 
bonquet in Detroit. Seated, from left, are Thomas F. Greene, Medina, Wash., junior 
division winner; Charles F. Kettering, research consultant; Milton J. Antonick, Mt. 
Vernon, O., senior division winner, and James E. Goodman, Fisher Body general 
manager. Looking over Greene's shoulder is Harley J. Earl, GM styling director. 


Cosmetics to Autos 
COLUMBUS, O. — Mrs. Elaine 
Perkins, believed to be the city’s 
first auto saleswoman, has been 
hired by Ed Potter Motor Sales, 
Inc. (used-cur). She formerly sold 
cosmetics and cookwares. 
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Saturday Cutbacks Seen .. . 


Week’s Output Rises; 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U.S. PRODUCTION ONLY) 














Aug. 13, Week, Aug. 6, 1955 Aug. 14, Aug. 13, 
L 1954* 1955* ToDate 1954* 1955 
AMERICAN MOTORS _ 3,955 836 3,629 7,584 59,797 124,169 
RON siiticiikieniiin 1,160 836 1,038 2,198 18,817 39,535 
PA cntbiicineinivcsinencinn Spee. ersten 2,591 5,386 40,980 84,634 
CHRYSLER CORP. .... 19,625 8,768 17,736 37,361 452,918 925,032 
SN ssscti caiveisciiensiecs “Wicepedths 1,675 157 157 65,646 123,993 
BEE. sritctestticimenindic 125 1,375 172 297 45,120 88,623 
BI Sateccnsseucisisssessceseres 5,500 3,024 3,871 9,371 80,749 207,213 
Plymouth ...................... 14,000 2,694 13,536 27,536 261,403 505,203 
FORD MOTOR. .............. 44,200 31,739 42,309 86,509 1,126,260 1,414,017 
aint can vievenerinwaiiors 35,500 27,034 33,679 69,179 921,016 1,108,016 
IIE Scrncgewsiunticnerssity. salmon ee 25,818 $21,676 
BIE. senecsipduivtesccien sive 8,700 4,001 8,630 17,330 179,426 284,325 
GENERAL MOTORS .. 80,775 58,192 174,546 155,321 1,881,782 2,608,561 
EEE cole tsthscoceastarenebereva 16,200 10,680 14,585 30,785 350,066 527,464 
GN Sincctacaies 3,200 2,494 3,144 6,344 77,344 101,423 
ChaevFOlet. .........600...000.. 37,000 30,232 33,670 70,670 942,744 1,181,628 
Oldsmobile .................... 13,075 8,689 12,541 25,616 278,693 415,120 
EN lal scat iicdsinsbevwcs 11,300 6,097 10,606 21,906 232,935 382,926 
EE MIND ccc. <cdadesecs) TSticdesnss —sessuseece avsessnees 14,414 6,679 
I eee in aa ee ek sicsccs ace | eenesee 5,803 1,002 
ta idediisbinva lisiceiici "aaa Cactaeiay ” essenereel,  asknsncies 8,611 5,677 
SM MERE svesscensenstavesseste 3,196 648 2,568 5,764 72,426 130,747 
PIED | Sstsscc cca ssvessssivess 1,400 648 1,085 2,485 22,742 51,382 
Studebaker .................. Be «im iccsesere 1,483 3,279 49,684 79,365 
Total Cars, U.S......... 151,751 100,183 140,788 292,539 3,607,597 5,209,205 
*Revised 
COMMERCIAL CARS 
(U.S. PRODUCTION ONLY) 
Week Week Jan.1 Jan. 1 
Ended Same Ended August, To To 
Aug. 13, Week, Aug. 6, 1955 Aug. 14, Aug. 13, 
1955 1954* 1955* ToDate  1954* 1955 
CHEVROLET ................ 8,600 6,121 8,599 17,199 219,405 253,436 
BINED Dona ccscsescess 125 60 100 225 2,166 3,338 
Ns i chntajuvesccteeccectevcsbvecs 80 40 74 154 2,113 2,291 
III Sissi ccs sau scsailhcosgbeus 2,200 1,732 1,633 3,833 57,168 67,437 
EE ices pcesyaaticswvsesantocrnts 6,115 5,205 6,052 12,167 199,624 233,021 
2 SEA oe 2,100 1,027 1,997 4,097 52,299 63,924 
INTERNATIONAL ....... 2,945 1,382 2,994 5,939 64,226 88,309 
I cawcsscsdchisadscwcvesioyaostin 365 123 298 663 4,254 8,862 
DN ae ccdeiaatecssncessansisSisncks 110 50 98 208 5,811 3,308 
STUDEBAKER. ............... SD avtemsicn 328 636 8,615 11,827 
MEIER dincapsnsntucssscventsxioose 340 Be) eseesaes 340 6,589 8,376 
I on ee a TR a hm a el angen “ateapeetan 37,598 46,649 
MISCELLANEOUS ....... 100 56 95 195 4,456 3,205 
Total Trucks, U.S. .... 23,388 16,010 22,268 45,656 664,324 793,983 
Total Cars, Trucks, 
OS tice scp aaeatcnd 175,139 116,193 163,056 338,195 4,271,921 6,003,188 
Total Cars, Trucks, 
IR dsadsacarendvconecs 3,185 2,904 6,897 10,082 278,320 338,230 
Grand Total, 





N.B.: All U. 8. totals include cars and trucks for military orders. 





Business Consultant Says .. . 


Faulty Facts Sour Workers 


CHICAGO.—Making bad em- 
ployes out of good ones is easy 
when mdnagement hands out ill- 
considered information or stifles 
the free flow of communication, ac- 
cording to Dr. Robert N. McMurry, 
senior partner of McMurry, Ham- 
stra & Company, business consult- 
ants. 

In a healthy situation employes 
gravitate toward an identification 
with management, much as they 
did with parents, teachers and 





Mexicans Suspend 
°55 Pan-Am Race 


MEXICO CITY. — The Mexi- 
can Government has suspended 
the famous Pan-American road 
race until “safety precautions 
can be worked out for specta- 
tors.” 

Seven drivers were killed dur- 
ing the 1954 race. This year’s 
Pan-Am was scheduled for Dec. 
2-5 and there was no indication 
whether the race would be re- 
sumed next year. 





other authority figures, says Mc- 
Murry. 

However, he says, failures in 
communication can destroy em- 
ployes’ faith in management’s in- 
terest in them and their problems. 
The natural downward trend in re- 
lations ends in resentment and poor 
morale. 

The unhappily familiar symp- 
toms of low morale — excessive 
turnover, high absenteeism, low 
productivity, abuse of equipment, 
theft, mistreatment of customers 
—are usually rooted in stifled and 
distorted facts. Facts are essen- 
tial to both management and em- 
ployes in a good working situa- 
tion, he adds. 

McMurry. recommends special ef- 
fort toward encouraging direct and 
natural contacts for communica- 
tion, by-passing the rigid channels 
of the organization chart. 

An executive training conference 
on the subject is being held Sept. 
26, 27 in Atlantic City. 

The two-day conference, spon- 
sored by Dartnell Corp. of Chicago 
is titled “Motivating Employes 


Through Better Communication.” 
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still was nearly 9 percent off its 
July pace of 87,912 cars a week. It 
was, however, 0.6 percent ahead of 
its first-half average of 80,266 cars 
a week. 

Leading the GM cutback were 
Oldsmobile and Chevrolet, both 
slicing heavily from their July 
efforts. 

Oldsmobile scheduled 13,075 as- 
semblies last week, or nearly 12.2 
percent below its July average of 
14,664 cars a week. Chevrolet, which 
scheduled 37,000 units last week, was 
operating at nearly 12 percent be- 
low its July average of 41,286 cars 
a week. Both divisions, however, 
were still producing at about a 3 
percent higher rate than during 
their average first-half weeks. 

* * * 

UICK scheduled 16,200 assem- 

blies last week, or about 6.1 per- 
cent below its July average of 
16,348 cars a week; Pontiac sched- 
uled 11,300 erections, a 3.4 percent 
drop from July, and Cadillac re- 
mained steady in the 3,200-units-a- 
week bracket. 

Chrysler Corp., with Chrysler 
and DeSoto divisions down for 
changeovers, scheduled 19,625 as- 
semblies last week, a slight in- 
crease over the previous week, but 
about 11 percent off its July pace 
and nearly 56 percent below its 
first-half average of 30,501 cars a 
week. 

Plymouth, filling the last orders 
on ’55 models, continued to oper- 
ate at about a 5.3 percent faster 
clip than in July, as it scheduled 
14,000 assemblies last week. 
Dodge scheduled 5,500 cars, or 
about 22 percent ahead of its 
duly pace. 

Ford Motor Co., despite the fact 
that Lincoln is entering its eighth 
week of changeover, is the only 
major maker that has increased 
output. Ford output is running 
about 4.1 percent ahead of its July 
pace and only 50 units a week 
behind its first-half average. 
* * + 

RD division scheduled 35,500 

units last week, a 2.8 percent 
increase over its July average of 
34,536 cars a week, while Mercury 
scheduled 8,700 assemblies, or about 
9.5 percent ahead of its July pace. 

Hudson and Nash also increased 
production, prior to shutting down. 
Hudson, which scheduled 1,160 cars 
last week, operated at a 40.6 per- 
cent faster clip than it did in July, 
while Nash scheduled 2,795 comple- 
tions last week, or about 21 percent 
ahead of its July pace. 

Studebaker, finally getting back 
into production after being ham- 
pered by labor difficulties most 
of July, scheduled 1,796 cars last 
week, or nearly 20.5 percent more 
cars than it made during the 
average July week. 

Packard scheduled 1,400 erec- 
tions last week, or about 5 percent 
more than it made during the 
average week of July. 

Truck production last week was 
estimated at 23,388 units, a slight 
increase over the 22,268 trucks pro- 
duced the previous week. 

With only Ford and Chrysler as- 
sembling vehicles last week, Cana- 
dian production fell to 3,185 units. 
The previous week saw 6,897 units 


erected. 
* * * 


GM Threatens to Move 


Two New York Plants 


ALBANY, N. Y.—General Motors 
Corp.’s Chevrolet and Fisher Body 
plants at North Tarrytown may be 
moved to Red Hook, Supervisor 
Hugh A. Lavery of Ossining told 
the Westchester county board of 
supervisors last week. 

Lavery told the board that unless 
the County sells a 72-acre plot, 
adjacent to the Tarrytown plants, 
the operation would be moved up- 
state and that production at the 
present plant would be cut about 
30 percent. 

Although not confirming Red 
Hook as a possible site, Thomas H. 
Keating, Chevrolet general man- 
ger, was quoted as saying, “if this 
property is made available to Chev- 






rolet, the present Fisher Body 
facilities would be expanded 40 per- 
cent, and Chevrolet’s 20 percent. 

“If, however, the property does 
not become available, Chevrolet 
will have to reduce its Tarrytown 
production to 70 percent of its 
present rate and provide facilities 
for this volume elsewhere.” 

* * * 


AMC Shuts for Month 


To Up Rambler Facilities 


DETROIT. — American Motors 
suspended car-building operations 
Thursday for four weeks to pre- 
pare new production facilities for 
the Rambler. The move will boost 
Rambler output 60 percent. 

“Soaring Rambler sales make 
separate assembly operations im- 
perative,” E. W. Bernitt, vice-presi- 


17 


dent of automotive manufacturing 
and procurement, said. Bernitt cited 
a 150.5 percent Rambler sales in- 
crease for the first seven months 
of 1955, as compared with the same 
period last year, as an example of 
need for increased capacity. 
Formerly assembled on the 
same lines as the Nash Ambas- 
sador and Statesman and the 
Hudson Hornet and Wasp, the 
Rambler will get a new and sep- 
arate final assembly line, new 
sub-assembly and feeder lines, 
new inspection and testing facili- 
ties and a comparable increase 
in Rambler body production. 

The Rambler additions, part of 
American Motors’. $60,000,000 ex- 
pansion program, will result in an 
increase in Rambler production ca- 
pacity from the present 500 a day 
to 800 a day at Kenosha. In addi- 
tion, Ramblers are assembled at 
American Motors’ plant in El Se- 
gundo, Calif. 

The Rambler already has its own 
body plant, but new body plant 
facilities for the Rambler will in- 
clude extension and enlargement 
of present conveyors, augmented 
welding capacity and additional 
painting equipment to handle the 
increased volume and to provide 
greater efficiency for multi-color 
combinations. 





Routemaster Trucks Use Dodge Chassis— 


Fifteen new Routemaster delivery trucks await delivery to the J. H. Costello Co., 
St. Louis distributor of dairy foods. The Routemasters, built by Herman Body Co., St. 
Lovis, are mounted on 129-inch-wheelbase Dodge chassis. Designed to maintain 40 
degree product temperatures, the trucks are 12 feet long and have four-inch Fiberglas 
insulation throughout. Sale of the fleet was made by Ray Rixman, Inc., Dodge dealer. 


Powerama Spires Rising 


Construction on GM ‘World’s Fair’ of Power 
Starts 24-Hour-Day Aug. 21 





CHICAGO. — Structural steel|—have started to rise near Soldier’s 


frameworks of the exhibits of 
General Motors Corp.’s Powerama 
—called a world’s fair of power 


Tire Output Sets 
Monthly Record; 
50 Million in Half 


NEW YORK. — Production of 
car tires during June amounted to 
9,383,439 units to establish an all- 
time high, according to the Rubber 
Manufacturers Assn. 

The previous record was set in 
March, 1955, when 8,810,010 units 
were produced. June’s total was 
7.34 percent above May’s and 
raised production for the first half 
to 50,281,221 units, compared to 
39,849,912 for the same period of 
1954. 

Manufacturer’s shipments of car 
tires continued at record breaking 
levels during June when 8,978,829 
were shipped, compared to 8,663,- 
386 in May, and 8,008,100 in June, 
1954. This constitutes the higher 
monthly shipment with the ex- 
ception of the abnormal] Korean 
War scare buying period of July 
and August, 1950, and the excise 
tax escape month of June, 1952. 

Shipments of truck and bus tires 
for the month totaled 1,255,046, 
compared with 1,201,795 during 
May. Shipments of automotive in- 
ner tubes totaled 3,567,560 units 
against 3,232,696 in May. Produc- 
tion of inner tubes for the first 
six months of this year amounted 
to 20,355,789, compared to 37,087,617 
in the same period of 1954. 

According to the association, 
total production of automotive tires 
soared to 57,673,092 from 46,145,900 
in the same period of 1954. 


Field. 

However, full construction will 
not get underway until next Sun- 
day (Aug. 21), the day following . 
the annual music festival. The 26- 
dey, free exhibition will open Aug. 
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The spires are rising, GM said, 
from a 545,000 square-foot area 
which has been covered with 
blacktop. Tallest point will be 
the 96-foot central theme center, 
seven other theme centers—each 
60 feet mark the GM 
divisions which will have exhibits 
at the show. 

When all-out construction starts, 
workmen will be busy round the 
clock, the whole area being lighted 
at night. 

On the lake front, the work is 
much further along. Nearly com- 
pleted is a 200 by 66-foot stage 
incorporating two levels. Here a 
show will be held four times daily 
during the Powerama. 

Also close to completion is a 
pier at which the marine exhibits 
—including a Navy submarine— 
will be moored. The dock, in an 
“L” shape, will extend 100 feet 
into the lake and run parallel 
with the shore for 310 feet. 

A 160-feet long, 12-feet wide 
pedestrain bridge across South 
Shore Drive is complete. It was 
built to provide show visitors safe 
passage across the drive. 

The show will have 33 exhibits 
which weigh 25 tons or more. In- 
cluded are 17 pieces of Euclid 
earth moving equipment; heavy 
military vehicles and atomic can- 
non. 


Triumph Appoints Dealer 
White’s of Medford, Ore., has 


been appointed a dealer for the 
Triumph TR2 sports car. 
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Canadian Dealers 
Score Sales Gain; 


Production Rises 


OTTAWA. — Automobile retail 
sales reached $943,334,000 during 
the first five months of 1955, a rise 
of 4.60 percent over the same period 
of 1954, the Government has 
reported. 

British Columbia dealers led the 
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CLASSIFIED WANT ADS 


Reaching an 150,000 readers engaged in all branches of the 
RATES: TWENTY-TWO CENTS (22c) PER WORD FOR EACH INSERTION 
Ile PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads 
PY [-Me) Tm er tits 
Box Number ads are forwarded to advertiser, unopened. Display ads 


TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates 
Dominion with a 21 percent gain. ee 


However, Saskatchewan’s dropped WANT AD DEPT., AUTOMOTIVE NEWS, 26466 PENOBSCOT BUILDING, DETROIT 26, MICH 


25.40 percent and Manitoba dealers| ia a : Pe ON Be ios Sn PR PAE Ee i 5 ap OURS Si ae ae RCE 
reported a 5.90 percent slump 
reflecting, according to the report, 
a decline in farm income. 

Factory shipments during May}: 
reached 60,882 cars and trucks, a 
record for the month. This was an 
increase over the 37,284 shipped in 
May, 1954, and topped the previous 
high, May of 1953, a record year. 





BUSINESS MANAGEMENT 


nation's automotive industry 


POSITION WANTED ADS 


estimated 


may be signed with full name 


Replies to | 
CLOSING: 4 


($1) per insertion for use of a box number 
$12.30 per 
supplied 


and address ot regular rates 


column inch 


upon request 





HELP WANTED 


WANTED 


Outstanding Field 
Representatives 


A leading manufacturer of automotive 
equipment and supplies, noted for alert 
merchandising methods, is looking for 
additional field men. If you have sold suc- 
cessfully in the automotive “after market,” 
served as an assistant or zone service man- 
ager for a car factory, or had managerial 
experience with an automotive supply 
house, chances are you would qualify for csp rag 4 pe 
COM Me SU ti for use of a box number. Cash 
of Chicago headquarters with alert and| Tulips BP rach gens a tie 
progressive associates, enjoy an attractive 

salary and bonus plan, share sound insur- 
ance and pension benefits. Your primary 
duty will be active contact with distribu- 
tors, car dealers and automotive jobbers. 


HELP WANTED 


SERVICE MANAGER. A man, preferably 
between the ages of 35 and 45, with good 
background and capable of managing a 
large General Motors Service Operation, 
can make a permanent connection with 
an organization of successful record for 
the past 20 years. In reply, give age, 
present connection, present income, past 
experience, family status if married, 
address and telephone number with a 
small photo if available. All replies kept 
strictly confidential. Address Box 5201, 
c/o Automotive News, Detroit 26. 


HELP WANTED 


ZONE BUSINESS MANAGER 


Unusual opportunity for man with knowledge 
of automobile dealer accounting. Experience 
of Business Management at wholesale level 
preferred, Assignment to New York Zone. Ex- 
cellent starting salary. Prefer age 30-45, Write 
Personnel Dept. giving details of experience, 
personal qualifications, and snapshot. 


Studebaker-Packard Corp. 
South Bend, Indiana 








Dealer Enterprise Office 
CHRYSLER CORP. 


BOX 1919 DETROIT 31, MICHIGAN 





SERVICE MANAGER — Suburban Harris- 
burg, Pa. Progressive 200 car GM deal- 
ership needs qualified man to handle all 
phases of service operation. Salary and 
bonus. This is an unusual opportunity. 
Full particulars first letter. Box 5157, 

c/o Automotive News, Detroit 26. 


Classified Want Ads 








HELP WANTED 


WANTED SERVICE MANAGER. Must be 
thoroughly experienced in all phases of 
Ford service operation, customer, dealer- 
ship and factory relationship owner fol- 
low up. We need a man who is a genius 
in keeping old customers. We deliver 
approximately 125 new cars per month. 
If you are a success in your present job, 
have a record of showing a good service 
absorption, we have an attractive offer 
for you in a modern aggressive Ford 
dealership in a suburb of Los Angeles, 

- Calif. Write K. E. Stommel, 101 So. 
Arroyo Parkway, Pasadena, Calif. 


ANAGER, ACCO ‘ANT. Must 
be Ford experienced, capable supervising 
office, handling credits, Ford dealership 
in Arizona selling 1,500 units yearly. 
Compensation according to ability — 
$6,000-$7,000 starting salary. Write full 
Particulars. Box 5245, c/o Automotive 


vee viene e ssitiaiciteiaiin es Cid teinesinil | Blpaee sevrs geunkl | 


AUTOMOBILE CAR DISTRIBUTOR 


A real opportunity for a thoroughly experi- 
enced Car Distributor in Zone office located 
in New York Metropolitan area. Excellent sal- 
ary to start. Give full details, 
Reply Box 5241, 
c/o Automotive News, Detroit 26. 








BIG ‘2’? DEALERSHIP, 325 car present 
potential, within 250 miles New Orleans, 
most promising point in booming Gulf 
Coast area, needs aggressive sales man- 
ager with proven record profitable opera- 
tion in volume market. Opportunity to 
buy substantial ownership interest subject 
factory approval, Must have successful 
experience hiring, training and directing 
sales organization. Give full resume expe- 
rience and background. Attach small 
photo. Box 5232, c/o Automotive News, 
Detroit 26. 


POSITION WANTED 


To encourage this classification for the 
benefit of seeking employment, 
Position Wonted Ads ore accepted at 
Laren is 


those 


rates nomely er: 


ere 





insertion 
SALES MANAGER. We are looking for a 
successful Sales Manager with a good 
past record, capable of organizing, train- 
ing, supervising and directing a Cadillac 
Sales Organization, with a past success- 
ful reputation for over 20 years. In reply, 
give age, present connection, present in- 
come, past experience, family status, if 
married, address and telephone number, 
with a recent photo if available. All re- 
plies strictly confidential. Address Box 


ere Relate 








° 


VBNEMAL UK SALAS MANAGER — 14 





manager, eight years as salesman and 
salesmanager. Prefer GM dealership. 
Must be located in Ariz., New Mexico, 
Colo. or Calif. 35 years old, ambitious 


For Quick hesults 
Use Automotive News 








eS ms aa & ee TS 




















News, Detroit 26. WANT ADS 5200, ¢/o Automotive News, Detroit 26.| you'll enjoy the acceptance and prestige| ‘amily man. Complete knowledge all 
departments. Can furnish top references. 
which comes with representing a nationally Robert L. Skinner, 2520 College, Mt. 
known corporation in the field. Age: to| Veron, Til. 
forty. Our people know about this ad. a oa me gy oe Mg *“ 
= Naturally, your reply will be held in strict-| ployed one of largest one on wn ¢ 
* * but desi: change. Aggressive, 

: est confidence. Please write fully, including cousin BS. -%; judgment. Can train b 
employment, background ‘and references) iccaie anywhere im Urs. ¥-0- Box sim, | 
to: General Sales Mgr., Box 5243, Automo-| san Diego 3, Calif. ## 1 : 
tive town, Datel 20, Sieigen. POSITION WANTED: EXECUTIVE. Auto | — 
“Soman _—_ aoe pov oes sales, a 

advertising and ution eleven years. 
3 FORD PARTS DEPARTMENT MANAGE Age 45, graduate Carnegie Institute of c 
Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns—| FORD PAR aaisabo aaa Gaede Se Technology. Box 5205, c/o Automotive i 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. i eek Gees Ceelaiene” Ged mone a ; 
lent fresh and salt water fishing plus} GENERAL SALES MANAGER, 16 years e 
good bird and deer hunting. Samuelson } manger owe aur a png A ae ne - rand a 
MIDDLE ATLANTIO MIDDLE ATLANTIO EAST NORTH CENTRAL ee ane fen Can supervise the entire I 
LEASE CAR MANAGER: Need a fully| operation that makes up the new and P 
qualified lease car man to handle new = = 9 ee dete te ae a I 
i te , fast mov ea! s 5 e 
SK YLINE NEWEST, MOST MODERN HOME OF GUARANTEED tunity for young, “aggressive man, eap-| ¢/o Automotive News, Detroit 26. : 
able of taking full charge. Salary and 
IN THE EAST! CHECKS bonus in proportion to qualifications. Box | AUTO SALES CLOSER, 18 years’ experi- = 
AUTO AUCTION MO ‘ 5231, c/o Automotive News, Detroit 26.| ence in closing and readjustments. Ex- 
N A D r BILE Ss INC. = pencil a ean Capa- Ha 
manager. years ; 
EXCLUSIVELY FOR AUTO DEALERS -A.U.E. Cts taltiinid tenemliits Guteet aes ann ey Acumen} Ae 
You are 100% safe because all titles Natl. Auto Dealers Exchange You Can Go Places 6-véud after 6, Chicago, Ill. ios 
and checks are insured ae a WHOLESALE AUCTIONS As A Factory DEALERSHIPS AVAILABLE eo 
: .M. ‘ a DEALERSHIP HANDLING ONE OF BIG 
a lilaageeeagoanaeling Just South of Galt 7, COLUMBUS—FRIDAY REGIONAL USED CAR THREE in Northeast Alabama. Bustling 
GREENPOINT AVE. & PROVOST ST. New Jersey Turnpike DAYTON—TUESDAY ~ of cee county cent. = 
BROOKLYN 22, N. Y. Every WED. 10:30 SALES MANAGER ing. Completely equipped shop with large 


service business. In full operation. Would 
sell entire business or half interest, Box 
5234, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING DODGE AND 
PLYMOUTH for 22 years in prosperous 
area of 100,000 population in the south. 
Annual sales $500,000—potential greater. 
Modern parts and service departments. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


All checks and titles guaranteed 
Phone AXMINISTER 8-1702 





Representing a leader in the Big 3 


® Salary is attractive. Expense account, 
transportation allowance, insurance, 
advanced sales training. Advance- 
ment as you prove ability. 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half a west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 





EAST NORTH CENTRAL 











iM J NSPAC At 1:00 P.M. Sharp—Dealers Only © Yeu should have fast toil Renoenaiy pre. om, Sa08, c/o Auto- 
“Midway,” Stop 20 WES COON - metas coe a Automotive experience in manage-| 309 CAR DEALERSHIP now handling 

e ichigan's f , > 
Albany-Schenectady Road AUTO AUCTION ment or sales. Age: Late ‘20s to} Buick, fast growing county seat. Popu 


Phone: ARdmore 6-4720 lation 45,000, County 100,000, located 
southwest. Stock and equipment $37,500. 
Owner has other interests. Applicant 
must qualify with factory. Dealer adver- 
tisement not agency. Replies kept strict- 
est confidence. Box 5236, c/o Automotive 


early ‘40s. You must have a capacity 
for taking on responsibility and be 
willing to travel. 


Write today, enclosing snapshot if 


ALBANY, N. Y. GRAND RIVER and Telegraph 


U. S. 16 and 24 
On the outskirts of Detroit, Mich. 


THURSDAY 





(For Dealers Only 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





EAST SOUTH CENTRAL 





























At 12:30 P.M.—KE. 1-969 | JOHNSON AUTO AUCTIO tay as UANADIAN DEALERSHIF one —of Bie 
7 —_— ix A , one o 

U NS Box 5248, c/o Avtomative News, De-| Two, located east coast, 450 unit poten- 
LAWRENCEBURG, TENN. troit 26. ual,’ single point, 100,000 population 
MANHEIM AUTO MONTPELIER AUTO AUCTION CO. Every Tecsdey lease OF purchase, Capital loan arranged 
AUCTION MONTPELIER, OHIO HUNTSVILLE, ALA. SERVICE MANAGER, Lincoln-Mercury| ‘trong “growing and profitable. Deal 
Sale Every Monday, 12:30 P.M. Every Friday on aw Iu. ——— have = made to order for energetic merchandiser 

WE NEVER nsured Checks an rease - rsed ie) managemen echniqu 
MANHEIM, PA. muss” ' and Titles Looking for a capable man to take com- ona Coen Sy aaa finances, Box 

On Rovte No. 72—4 Miles Off All Checks Insured by Fidelity Ins. Co. of Tenn. plete charge of service and body shop./| 5237, c/o Automotive News, Detroit 26 
Pa. Turnpike Your Good Wili—Our Most Valuable Asset Top salary plus incentive. Write or phone| ST ER SHIP NOW HANDLING 

















Gene Cable, 1110 Maine 8t., Quincy, Ill. 


CHRYSLER-PLYMOUTH, North-Central 


year continuous operation On U. S$. Revte 20A Phone 9009 —_—_—«—«—¥—X—“—K§<K§KFK&K—=qvoo__"""” 
Pa ‘on ler auction MOUNTAIN STATES $100 REWARD for New and Used Car Sales-| Ohio — | Stock and equipment approxi: 9 
Check Tit seed men, Send us name of best salesman you| ™ately $18,000. Box 5238, c/o Automo- 
: : COLORADO Sie Selb ca acer end’ aeneiaien. puke SNOW. Tk 7 DLING FORD e 
him 3100 \e and commission. _ je 
Sale every Friday 10:00 A.M. sharp LANSING AUTO AUTO AUCTION Auto experience necessary. Ed Stephani,| MERCURY. Northwest farm town. 
Modern Bidg. & Restaurant Nickey Chevrolet, 4120 W. Irving Pk.,| County seat, nets Better Gan | ae 
Member of NU.CDA. & NAAA AUCTION LITTLETON, COLORADO Chicago 41, Ill oes entanes. Hine latins Gust tee 
Phone Manheim 5-2401 LANSING, MICH. SOUTH DENVER c/o Automotive News, Detroit 26. 
DEALERS ONLY COMPLETE PROTECTION GIVEN SMALL DODGE-PLYMOUTH near Toledo. 
oases aN SSO I (Dealers Only) AUTUMOTIVE NEWs’ READERS nie only. oat —_ quickly. oes 10 
ice can ma year. Chance 
Sale Every Monday—11:00 a.m. samen a so ~ get in business for low price. Send phone _ 


Wednesday, Aug. 10—1 P. M. 


a box number. For ‘our readers who 


number of interested, will call you. Box 


NEW JERSEY'S ORIGINAL Francis R. Cassell wish to protect their identity when an- 5249, c/o Automotive News, Detroit 26. 
Carrell Kepler swering box number ads, we AUTO AGENCY NOW HANDLING 


AND ONLY AUCTION 
LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 





3 Miles North of Lansing 
on U. S. 27 at Solon Rd. 


ART. BUTLER, Owner 
Phone IV 5-7010 





Phone Denver, SUnset 1-7821 
Wire Colorade Aute Auction FAX 
Denver, Cole. 


Auctioneers: 
Colonels Johnny Wood and Dean Devis 


teas Iv 47201 | Me Sp, Sor bY ge ons chock, trogeh 








suggent 
you send your replies direct to Classified 
Manager. Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 


STUDEBAKER, present sales $25.000 
month, N.E. Ohio county seat, excellent 
area purchasing power, modern building, 
car lot, priced right. AUTO AGENCY 
Handling Willys-Kaiser-Frazer available, 
modern building, attractive showroom, 
NE. Ohio, sales 9-year period $928.000; 
with property. Apple Co., Brokers, Cleve- 
land, Ohio. 
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DEALERSHIPS AVAILABLE 


DEALERSHIP LOCATED IN large indus- 
triai city in Ohio handling Dodge and 
Plymouth. Doing close to one million 
dollars worth of business per year. Will 
gell building, land and parts inventory 
or parts inventory and lease building on 
Jong term lease. Large modern building, 
*000 square feet of show room on main 
hignways. Large blacktopped used car 
lot adjoining building. Fully equipped 
service shop. An excellent-going business. 
Selling due to ill health. All _ replies 
strictly confidential. Reply Box 5220, ¢/o 
Automotive News, Detroit 26. 

DEALE HANDLING CHEVRO: 
—Northeastern New York, Owner retir- 
ing after 28 successful years. 200 car 
potential. Good building with gas station 
and used car lot. Modern equipment can 
be leased with building. Necessary to 
buy only parts and accessories. Must 
have factory approval. No agents please. 
Box 5223, c/o Automotive News, Detroit 
26. 

GM DEALERSHIP AVAILABLE in North- 
ern New England. 75-100 units. Good 
shop and parts business. Franchise es- 
tablished same place for 25 years, Long 
established personnel. Above average 
profit picture. General manager avail- 
able. GM financial statement monthly. 
Your inspection invited. $12,000 and 
working capital will handle. Real Estate 
ean be leased or purchased. Box 5244, 
c/o Automotive News, Detroit 26. 

ijl eres earrargeeenne ernie 

DEALEKSHIP NOW HANDLING CHRYS- 

LER-PLYMOUTH, 450 cars, well estab- 

-shed. Ideal climate and location. $70,000 

buys equipment and parts. Experienced 

Manager available who will make partial 

investment, Box 5247, c/o Automotive 

News, Detroit 26. 

BSTABLISHED GM DEALER, 300- 
60 car potential, in 125,000 trading 

“@fea in central west. Parts, equipment 

and used cars. Good lease on modern 

building. $100,000 to handle. Must qual- 
ify with factory. All replies confidential. 

Box 5225, c/o Automotive News, De- 

troit 26. 

OLD BSTABLISHED DEALERSHIP han- 
dling Dodge-Plymouth. Gulf coast area. 
Parts, equipment and fixed assets only. 
Unusual lease 50% under today’s mar- 
ket, Consider partial payment, balance 
monthly. Potential 1,500 units. Doctor 
says retire. Opportunity of a lifetime for 
a real operator. Box 5242, c/o Automo- 
tive News, Detroit 26. 


DUAL DEALERSHIP now handling Chev- 
rolet and Oldsmobile in rapidly growing 
Florida West Coast town. 150 cars per 
year potential. Large building and lot on 
Highway 41. Low rent. Price $35,000. No 
real estate. Contact Box 5195, c/o Auto- 
motive News, Detroit 26. 


TOP SELLER OF THE BIG 2, dualed with 
No. 1 and No. 3 car. Sold 93 new units 
to June 30, 1955; 129 in °54; 147 in '53. 
One of the zones top deals, within two 
hours of Salt Lake, on year around 
coast to coast highway. Low overhead, 
sure profit. Inventory and equipment 
under $20,000. Box 5219, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIPS WANTED 
WISH TO PURCHASE FORD OR GM fran- 
chise, single or dual, in Florida or 
Lancaster-Montgomery counties area of 
Pennsylvania. 150 car contract maximum. 
Presently successful and profitable deal- 
er with larger contract who wishes to 
acquire smaller deal. Adequate financial 
position and past performance of high 
level nature would assure factory ap- 


Replies will 
every letter will be answered. Box 5213, 
c/o Automotive News, Detroit 26. 










Ford Dealerships Wanted 
good men, volume minded, well 
trained in big-dealer operation, ready to go 
into their own dealerships, Dealerships must 
have potential of 600 units a r or better, 
located in South or West. Pay cash. All 
replies in strict confidence. 
National Services 
P.O. Box 5483 Dallas, Texas 





WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
@0titheastern or southwestern coast of 
Florida. Lease building or will buy. All 


motive News, Detroit 26. 

RCHASE all or half interest in 
Chevrolet or GM dealership. Prefer 
Southwest area. Box 5214, c/o Automo- 
tive News, Detroit 26. 


in strict confidence. Prefer 400 units or 
more. Have factory approval, Will an- 
swer your reply within few days. 

5188, c/o Automotive News, Detroit 26. 


DEALER SERVICES 


Bl 





INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 
© Buy Right © Sell Right 
Parts—Accessories—Equipment 
© © A disinterested certified physical 
inventory will save you money 
DON'T GUESS—BE SURE 
Call or write for service details. 
AUTOMOTIVE INVENTORY 
SERVICE CO. 
0040 Freeland, Detroit 27, Mich., WE 3-6445 








SELL YOUR REPUTATION? 


Learn unique way to increase traffic and 
closings, Insure that your facilities, know- 
how, reliability, become potent factors in 
every sales effort, Copyrighted ideas, aids, 
methods can be rs exclusively. No obliga- 
tion for detatis. Mail your letterhead to 

MERITSEAL, INC. 
2 Depet Plaza White Plains, N. Y. 

















528 Main St. 


. 
DEALERS WANTED 


DEALERS WANTED! If you want a good 


dealership, now is the time to go out 
after it. Profits are on the upgrade. The 
smart automobile men are quietly buy- 
ing dealerships now. Let us quietly buy 
for you. We need Good Dealers. Dealers 
who have the know how and a reason- 
able amount of capital of their own. We 
can be of help in arranging additional 
capital. Write, wire, or phone us imme- 
diately for blank form with which to 
give us complete information concerning 
your preferences, desired location, and 
the many other things that will make 
it easy to put our finger right 6h your 
kind of a dealership, OUR SERVICES 
ARE FREE! We make no charge, nor 
do we place you under obligation. The 
selling dealer pays our commission. It 
is just as simple as that. We will work 
mighty hard for you and even spend 
some of our own money searching out 
the right dealership for you. Automotive 
Enterprises (Dealer Agents), 1042 Na- 
tional Bank of Commerce Building, New 
Orleans, La., RAymond 4856. 


BUSINESS WANTED . 


AUTO OR TRUCK LEASING | 
COMPANIES WANTED | 


Smell or Large 


part of existing equipment and con- | 
tracts. Inquiries handled in the strict- 


est confidence. Principals only. 


“Nation-wide Service” 
H. B. Tippie, Moore Building 
Rehoboth Beach, Delaware 
Telephone — 3261 





BUSINESS OPPORTUNITIES 


AUTO BODY SHOP and 24 hour towing. 


Average volume $100,000 per year the 
past six years. Metropolitan Boston, 
$22,500 takes it. No blue sky. $800 per 
month total overhead. Need money fast 
to invest in large dealership in Boston. 
Wire your answer or telephone. West 
Roxbury Frame and Body Shop, Inc., 
No. 8 Willow St., West Roxbury, Mass. 
FAirview 5-4600 or WAtertown 4-4600. 





Agent Representatives 
FOR NATIONALLY KNOWN 
REDI-FIT TRUCK EQUIPMENT LINE 


Rear Bumpers 
Side-Mount Tire Carriers 
Grille Guards 
In 
lowa - Nebraska 
Kansas - Missouri 
IMinois - Indiana - Kentucky 
Alabama - Georgia - Florida 
North and South Carolina 


Profitable introductory proposition for 
agent with automotive jobber and 
dealer contacts. Generous promotional 
allowance. Line expansion on new 
chrome and painted products for cars 
and trucks. 


HUTCHINSON COMPANY 


Post Office Box 6011 
Shreveport, Louisiana 





PARTS FOR SALE 


MEDIUM STOCK of Dodge-Plymouth 


parts. Also have some window neon signs 
and choice of special tools. Changing our 
franchise—must sell immediately. Will 
sell at reasonable price. Lake Orion Mo- 
tor Sales, Box 218, Lake Orion, Michigan. 
Phone Myrtle 2-2611. 


FOR SALE 


Quantity 
1954 and 1955 


Complete Chevrolet 
Front Axle Assemblies 


Box 5169, c/o Automotive News, 
Detroit 26 





CHEVROLET PARTS 
Up to 70% Discount 


Genuine Chevrolet Parts 
Most in Original Cartons 


Also Supply of GMC 
And Oldsmobile Parts 


Write for Listing and Price 


STAGERS CHEVROLET CO. 
Portage, Pa. 








PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 


UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned piane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





PARTS WANT 
ANTED — STUDEBAKER PARTS. We 
buy complete inventories. Forward us 
your inventory list, Siebelts Motor Sales, 
3504 Hudson Bivd., Union City, N. J. 
Union 7-2213. 


CARS LE 











SOMETHING NEW 
USED CARS DELIVERED 


Robinson Auto Rental Div. 


229 $. Hansen St. Phitodeiphia, Pa. 
1. & Spetig, Used Cer Manager 
Sherweed 8-1500 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


BUY NOW — LOWEST PRICES EVER 
1951-1952 
Plymosths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
ben A LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7.2300 





CARS WANTED 
CADILLAC, CHRYSLER, DeSOTO 
passengers wanted. Cash or liberal allow- 
ance. Sharp late models. McClintock- 
Cadillac, Phone IV 7-5046, Lansing, 


Mich. 
TRUCKS FOR SALE 


FOR SALE: 1951 GMC 450, 2-speed axle, 
5-speed transmission, with W35 Holmes 
wrecker, 1945 Federal 7%-ton, 6x6 tan- 
dem with Garwood swing crane and 
light plant. BILL FISHEL, Vandeventer 
Auto Sales, 717 So. Vandeventer. Phone: 
Franklin 1-1750, St. Louis 10, Mo. 


1928 CHEVRO. with body excellent 
promotions— 


: 


. Good 





TRUCKS WANTED 


WANTED 


FORD TRUCKS, TRACTORS AND DUMPS 
F800 and F900 1953 or later 
Buy one or fifty. 


W. E. McCARTHY 


241 Mystic Ave. Medford, Mass. 
Mystic 6-3500 








tors, 1134 Broadway, Denver, Colo. 
BUSES FOR SALE 


SCHOOL BUSES 


AVAILABLE FOR IMMEDIATE 
DELIVERY 
LARGEST SELECTION IN THE EAST 
6—60-Pass. Fords 
10—54-Pass. Fords 
15—54-Pass. Chevs. 
9—54-Pass. Internationals 
3—60-Pass. Internationals 
CALL - WRITE - WIRE 
FRANK T. MEE JR. 

















BUsES WANTED 
WILL BUY USED school buses—36 to 66 
passengers One or twenty, also airpor- 
ters. Dealer, Box 5230, c/o Automotive 
News Petroit 26 





tributorship on Bay lifts. Automobile 
lifts, st price $285—sale price $200 fob 
Xenia, Ohio. Truck Hfts, $375 list—sale 
price $260 fob Xenia. Chenoweth Motor 
Co., 301 8. Detroit St. Xenia, Ohio. 
Telephone 2-6947. 


SHOP EQUIPMENT WANTED 


GREASE RACKS. Four post electric lifts. 


State price, condition, age, Rodosta Mo- 
tors, Inc., 2035 Poydras St., New Or- 
leans, La. 


ANTED MODEL dynamic whee 


balancer preferably Stewart Warner. Sal- 
way Garage, Jonesville, Michigan. 


~____ ANTIQUE CARS FOR SALE _ 


1 


916 LET “* 
ing 


quest. Best offer over $1,000, Harden 
Chevrolet Co., Circleville, Ohio, 


MISCELLANEOUS 
FOR SALE Burroughs electric bookkeeping 


P.O. Box 5483 





machine with typewriter attachment, de- 
signed for automobile dealership account- 
ing—3 control bars, 8 registers. Original 
cost $4,000—will sell for $750 since larger 
machine was necessary for expanding 
dealership. Call or write Uptown Sales, 
— = So. Washington Ave., Kanka- 
ee, Ill. 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet I.C.C. Requirements 
MOTO-MATIC 
TOW ¢ GUIDE 

and 


BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 


Write Today for 
Ilastrated Catalog 


Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 





Would Like to Buy 
15 or 20 Fleet Leasing Companies. 
Large or small. Pay cash. 


NATIONAL DEALER SERVICES 


Dallas, Texas 


Ask the Man Who 
Tows—He Knows 


Automatic BraKinG 


Is the Cheapest 
- INSURANCE - 
You Can Buy 


COMPLETE with 
Guide Cables and = $6] 45 
BRAKE HOOK-UP. 


Meets ALL 1.C.C. Requirements 


ONLY. ..°51 gus 


Meets 1.C.C. Strength Requirements 


—SPECIAL— 
Protecte Covers (Tailor Made) 


STEEL (7 CARRY! 
CASE wih Wheels & Handles 913-99 
(Add Sic for Pediock with 2 Keys) 


te-Bumper Tow Batre. 19-90 
Up intre-State Tow Ber... P4200 
WE STOCK ALL MAKES 
TOWING EQUIPMENT ond PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 


WE WISH . 
TO PURCHASE 


Lease Car Company, or 
Lease Contracts. 


Write us at 


TRANS-NATIONAL 
LEASING, INC. 
Box 1048, 
Dallas 21, Texas 











A National Used Car Merchandising Director 


© yeu ae © SD mam, wih plenty of 
this opportunity. 


ft will aes ae die —p 


worth 





I RE 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 [] 
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AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Fino 6 skonnndsse se adealacudad dk edsanss 666050600%00b5h000%% ascaawe 
See ad aeacsaeae seb oskpoadbates thence. MEE Ssaa circ cue ae 
TRADE CONNECTION: 

Car Decier () Truck Dealer [] Manufacturer [] 
Jobber 1 lasurance [] Financia! [) Supplier C] 
Mahe oF Gal. 00005 0ccccctenntneeseenn6edce Qlscecssesiadn aes 
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Pioneer in Factory Training... 


Oldsmobile’s famous Hydra-Matic Service School 
in Lansing pioneered factory training of service 
technicians in the automotive industry! It’s the 
oldest school of its kind in continuous operation! 


OLDSMOBILE 
ROCKETS AH 

WITH A _ MODERN NEW 
SERVICE TRAINING PROGRAM! 


& 


a 


30 New GM Training Centers 
Provide Up-to-date Facilities 

For Continuous Training of 
Oldsmobile Service Technicians! 


In service—just as on the road—Oldsmobile always shows the way! Olds- 
mobile’s Hydra-Matic School and famous Service Guild have set service 
training standards for years! And now Oldsmobile dealers are taking a 
leading role in the unprecedented new GM Service Training Program— 
most progressive and intensive factory-training innovation in Oldsmobile 
history! It all adds up to top training for Oldsmobile service technicians 
. . . top service for Oldsmobile customers . . . bigger business for Oldsmobile 
dealers everywhere! And another big reason why it’s smart to be with Olds! 


OLDS MOE | LE 


DIVISION OF GENERAL MOTORS CORPORATION + LANSING, MICHIGA 
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